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A Chrysler Twosome— 


The Windsor convertible and the New Yorker four-door sedan are among 12 models 
the 1956 Chrysler line. (Story and other pictures are on Page 68). 
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DeSoto Grille Redesigned— 


The 1956 DeSoto has a chromed perforated mesh grille with a large “V" insignia 
in the center. Automatic transmission, with pushbutton control, is standard on the 
Fireflite (above). (Story and other pictures are on Page 14). 


“f 
‘Imperial Is Longer— 

The 1956 Imperial is five inches longer than last year's model and a four-door 
hardtop has been added to Chrysler Corp.'s luxury line. (Story and pictures, Page 68). | 
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Car Stocks Cut a Fourth 


By Robert M. Lienert 
Associate Editor 
a national supply of unsold 
new cars has been slashed 
517,609 units as of Oct. 1, AuTo 
tive News’ monthly survey - 
closed last week. This is a 27 yer- 
cent reduction from the 719,264 
cars in dealer stockpiles Sept. 
While reduced output—d to 
model changeovers — contributed 
to lowerjng stocks, most ,of. the 
credit gées to dealers who 
cars during Septem- 
ring clip. 
ahead of expecta- 
ny casés they did 
of déaler profit. 
Pa 


As ONE Rocky Mountain dealer, 
with a dual franchise in two 
of the year’s hottést; lines, said, 
“New and used-car Velhme was the 
highest in our history but we will 
end up in the red.” 

“Sales were harder to close and 


Car Output Due 
For Sharp Rise 


Changeover Cutbacks 
Ending This Week 


By Martin L. Whitmyer 
Staff Writer 


ETURN of Buick, Chevrolet and 

Oldsmobile to the General Mo- 
tors production lineup, along with 
continued heavy schedules at Ford 
Motor Co. and steadily increasing 
output at Chrysler Corp., should 
send car assembly operations soar- 
ing back to pre-changeover levels 
this week. 

The slow return of American 
Motors, Packard and Cadillac to 
normal production rates plus 
complete idleness at Studebaker, 
however, is beginning to hamper 
the industry in its goal of 530,000 
car assemblies for October. 

With only 193,513 cars produced 
through the first 13 working days 
of this month, it now is expected 
that the manufacturers will do well 
to complete 500,000 cars by month’s 
end. To do this, it would mean the 
industry would have to average 


better than 23,500 cars a day for 


the remainder of October. 
% on * 


yas resumption by Chevrolet in 


mid-week, plus record-breaking | 


assemblies at Pontiac, helped the | 
industry to produce an estimated | 
104,621 cars last week. 
That was 102.4 percent of Auto- 
(Continued on Page 82, Col. 3) 





» AMC’s 06 Bid Rides on Rambler 


By Robert M. Finlay 
Editorial Director 
URLINGTON, Wis. — Introduc- 
tion of the completely revamped 
°1956 Rambler models in mid- 


American Seetene | is bidding to make 
the Rambler the basic volume car 
of the company, instead of an 
adjunct to the Nash and Hudson 
lines. 
* a a 

qsones ROMNEY, president, 

described how American Motors 
is backing up its conviction that 
the compact car is the car of the 
future. 

The 1956 Rambler has a high- 
styled all-new lower, longer body 
and a 30 percent increase in 
horsepower (it was 90 in 1955), 
but it remains on a 108-inch 
wheelbase to retain advantages in 
maneuverability. 

Rambler sales goal for 1956 is in 
excess of 150,000, said Romney, who 


|} represent a revo- 
“fPiution in Ameri- 
“can Motors’ ap- 
’Proach tothe 
-auto market, it 
* Was revealed here 
pdast week at the 
Press preview of 
mew Nash, Hud- 
on and Rambler 
nodels. 
At an expendi- 
ure of $21 mil- George Romney 
ion for development and facilities, 





added that 1955 sales were up 130 
percent from 1954 and the factory 
was sold out two months before 
the 1956 introduction date. 

or 


* x 


was AMC is bidding to make | 


the Rambler what Chevrolet, 
Ford and Plymouth are to their 
respective companies, it will not 
have a separate sales organization 


at this time. Nash and Hudson divi- | 


sions will continue to merchandise 


the car through their expanding | 


dealer organizations. 

Romney expects 1956 industry 
sales to be almost as high as in 
1955, with AMC taking a larger 
share. 


(AMC executives predict 1955 


(Continued on Page 78, Col. 1) 


Were made at less profit,” said a | 


dealer in the Upper Midwest. 

Steamed-up sales, however, did 
trim stocks. As a result, scattered 
bits of silver lining have begun to 
appear in one of the ominous clouds 
which have shadowed new-car 
dealers most of this year. 

* * oe 
OPEFUL indications can be de- 
rived from these facts: 

1. Nearly 196,000 new cars have 
been erased from stocks in a 
month. 

2. Unsold new cars were fewer 
in number on only two other cen- 


eu 
| Nev. 1, 1954 
PPP EET 


G : 


# # ie é 


PREVIOUS 


HIGH 
848,498 Cars—June 1, 1955 


157, 


sus dates this year: Jan. 1 and 
| Feb. 1. 

3. On the basis of estimated sales 
for October, stocks as of Oct. 1 rep- 
resented a supply short of 30 days. 

4, Compared with the 517,609 
units in stock on Oct. 1, unsold 
new cars on the same date of 1953 
were 579,937 and crept above 600,- 
000 by Nov. 1. In that year of the 
Big Blitz, such heavy stocks didn’t 
prove an unsurmountable obstacle. 


* * + 
5 WHILE the majority of cars 
® in stock are ’55s, a consider- 
able number are '56és—beginning to 
. (Continued on Page & Col. 1) 





713,264 eui- 
VOLE EVITA) 406,054 Cars 


607 Cars 


RECORDS 


Low 
157,607 Cars—Nov. 1, 1954 


—Automotive News compilation 


Show Season Set to Open; 


By W. C. Lockwood 
Staff Writer 


|p curtain will rise on the first 
auto show of the 1956 model 
season as early as mid-November, 
and a survey by Automotive NEws 
|last week disclosed that 29 such 


| planning. 

Portland, Ore., will host the 
| first event Nov. 19-27, marking a 
| return to traditional pre-holiday 
dates for the West Coast metrop- 
olis. Four other shows are 
scheduled to take place before 
the Christmas season—Los An- 
geles, Buffalo, Sioux Falls, S.D., 
and Sioux City, Ia. 


will be shown at Portland, accord- 
ing to Lyman W. Slack, president, 
| Automobile Dealers Assn. of Port- 


shows were held in the spring. 

Foreign cars, custom cars, an- 
tiques, racing and drag competition 
cars, airplanes, boats, trailers and | 
trucks also will be on display. 

Negotiations are presently under- 
way to secure an Arnolt-MG, built! 
in Chicago, as a Portland exhibit. 

Oo * a 





F LAST season’s performance is} 
any criterion, the 1956 models | 
will bow in luxury settings, spark- | 


| events now are in various stages of | 


New models of every '56 car line | 


land. The city’s last two postwar | 


29 Planned So Far 


ling with top entertainment and 
thronged with eager-eyed crowds 
that will break all] attendance rec- 
ords. j 
For almost everywhere that was 
the story of 1955 and there’s no 
reason to think that it will be dif- 
| ferent in the months ahead. 
In reality, the only dismal or 
(Continued on Page 83, Col, 1) 


Inside 
Auto News 


@ Paris “loves” those new 
models. Reports and pic- 
tures on Page 4. 


Wanted: Dealership “safety 
centers.” Service Section 
highlight on Page 39. 


Dealer cancellation policy 
| defended by Ford. Page 2. 


Three ’56 line stories—De- 
Soto on Page 14, Chrysler 
and Imperial on Page 68. 
| New-truck registrations and new-car 
prices, Page 72. Used-car auctions 
and prices, Pages 6, 70. Pro- 
duction by makes, Page 82. 
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Ford's 


"Mystere" Experimental Car— 


Designed with an exceptionally low center of gravity, the two-door, four-passenger 


“Mystere” 
inches. 


is 52 inches high, 220 inches long, 80 wide, and has a wheelbase of 121 
Features include rear fins, four headlights, a hinged bubble-type, glass roof 


canopy, steering wheel that can be positioned in front of either front seat occupant, 
rear-engine compartment designed for either a gas turbine or conventional engine 


and front bumper pods for oil cooler reservoirs. 


Several controls, operated by but- 


tons and triggers, are located on the grip-type steering wheel. 
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Protects Good Dealers, Ford Official Says... 


Cancellation Policy Defended 


By Joseph M. Callahan 
Staff Writer 


F YOU'RE a Ford dealer during 

a competitive year, what are the 

chances of your franchises being 
canceled by the factory? 

“Pretty slight,” says G. J. Crim- 
mins, director of dealer relations 
and business management for Ford 
Motor Co. 

“In 1954,” he explained, “6 per- 
cent of our dealers terminated 
their contracts. This included all 
dealers who died or sold out for 
any reason. Of the total termina- 
tions, only 2 percent were can- 
celed.” 

There were 377 terminations and 

69 deaths among Ford’s approxi- 
mately 6,600 dealers in 1954, Eight 





Meeting the Practical Problems .. . 
Case Histories of a Salesman 


Eprror’s Note: This is one of @ 
series of letters on practical prob- 
lems encountered in auto selling. 
It is written by a veteran sales- 
man, Bert Simons, who is active 
in today’s auto market. 

* * * 


Dear Ed: 
LOT of us assume that would- 
be shoppers like to shop, and 
are — to shop in spite of any- 
—_ thing the sales-* 
man can do. But 


have neither the 
time nor 
temperament for 
shopping. 

For example, 
the other day 
the _ telephone 
operator at our 
dealership call- 
ed over the pub- 

lic-address system for a _ sales- 
man. I took the call and what 
happened after that makes this 
story about Mrs. Greene: 

“Hello,” she said, “what'll you 
give me on my 49 Dingbat?” 

I sparred around and found out 
that she and her hubby ran a lit- 
tle restaurant. I also found out 
what kind of a car she had in 
mind. It appeared she wasn’t so 
interested in make as she was in 


Pontiac to Push 
Hardtops in Drive 


For 9% of Sales 


PONTIAC.—Predicting that Pon- 
tiac would produce more than 700,- 
000 cars in 1956 and would win at 
least 9 percent of the total market, 
General Manager R. M. Critchfield 
told a national press preview here 
Thursday that his company will 
devote over two-thirds of '56 output 
to hardtop models. 

He based his prediction on the 
increasing popularity of these mod- 
els and the introduction this year 
by Pontiac of both four-door and 
two-door hardtops in all three of 
their series, the Star Chief, 870 and 
860. The division expects to sell 
100,000 hardtops in the lower-priced 
860 series alone. 

Critchfield said that Pontiac 
production and sales for the 
1955 model year showed an im- 
provement of 93 percent over 
1954, totaling 554,091 new cars 
and representing the greatest im- 
provement of any General Motors 
ear divisions in 1955. The divi- 
sion, he noted, raised itself from 
less than 6% percent of 1954 reg- 
istrations to over 7% percent of 
registrations to date in 1955. 
Sales Manager H. E. Crawford 

said that 1955 showed “by far the 
best profit results that Pontiac 
dealers have ever had in a compe- 
titive market—profit returns sub- 
stantially above the published in- 
dustry average.” 





Bert Simons 


This position, he said, was sub-| 


stantially aided by increased used- 


the fact is that , 
many people i 


the“ 


tee of Studebaker-Packard, has 





how much she’d get for her ja- 
lopy. 

“Mrs. G.,” I asked, “how 
much will you give me for a 
case of eggs?” 

“How do I know they’ re good?” 


she snapped: a 


*. * 
THAT'S just. the point,’ "TI re- 
turned and then it was ‘easy 
to make her'see why a reliable 
salesman couldn’t quote a tradein 
without a look 4t \the car. By 
that tithe I had ther figured_out. 
She was calling dround and would 
visit the guy who offered her the 
highest figure on her old car. 
“Look,” I said, “it just so 
happens that I’m free this 
afternoon. What would be a 
good time for me to come 
over?” 
She hemmed once, hawed over 
her shoulder to hubby and said: 





Ven Appointed 
To Atom Board 
By Eisenhower 


DENVER. — Harold S. Vance, 
chairman of the executive commit- 


been named to 
the Atomic En- 
ergy Commission 
by President 
Eisenhower. 

The appoint- 
ment is fora 
term expiring 
June 30, 1960. It 
is subject to Sen- 
ate confirmation 
when Congress| 
reconvenes. 

Vance, of South 
Bend, joined Studebaker Corp. in 
1911 and was board chairman from 
1935 to 1953. He moved to his| 
present position when Studebaker | 
and Packard merged. Since 1953, he 
has served as consultant without) 
pay to the director of the Office of | 
Defense Mobilization. 





H. S. Vance 





Conn. Dealers 


To Meet Nov. 1 | 


HARTFORD, Conn.—Gov. Abra-| 
ham Ribicoff and Frederick J. Bell, | 
NADA executive vice-president, are | 
among those who will speak to the | 
34th annual convention of the Con-.) 
necticut Automotive Trades Agen. | 
here Nov. 1, CATA has announced. | 

Other speakers include Dave| 
Reese (Oldsmobile), Drexel Hill, | 
Pa.; John J. Tynan, commissioner | 
of motor vehicles; Albert C. es 
CATA president; Paul Parson, | 
NADA Young’ Executive state! 
chairman; Israel Grody, convention | 
committee chairman, and Dr. Ten-| 
nyson A. Guyer, assistant to presi- | 


|dent, Cooper Tire Co. 


Bell will talk on NADA’s 
gram for the 


pro- | | 
immediate future. | 


car sales in addition to deliveries of |Theme of the convention will be) 


new cars. 


“In Tune With the Times.” 


“Two o'clock, right after the 
noon rush.” 

On the dot I was there, met Mr. 
G and we got down to business. 
Mrs. G’s eyes kept swerving like 
a homing pigeon and lighting on 
the brand new “demo” I'd picked 
with care to fit what she’d told 
me on the phone. 

+ * * 
LL, Ed, to make a long story 
short, it didn’t take long for 
me to wrap that “demo” around 
Mrs. G and have her driving it. 

Ed, she positively cooed. She 
loved the power assists. All of a 
sudden, I could see it hit her 
hard: She wanted that car. 

We drove back to the restau- 
rant and I took a gander at the 
49 Dingbat. I did some quick 
mental figuring, checked it out 
with a few scrawls on a hunk 
of paper and was ready to hag- 
gle. 

Then I went back into the res- 
taurant and explained the deal to 
the Gs. Mr. G, like anybody else, 
squared off for a round of bar- 
gaining. 

After a while, though, we came 
to an agreement. I arranged to 
make delivery the next day, a car 
just like the “demo” I’d brought 
over. 

* * * 
ELL, after it was all over, we 
sat-around and drank their 
coffee and the Gs let their hair 
down. They were, they chorused, 
so happy that the ordeal of shop- 
ping for’a car was over. 

So you see, Ed, buying and 
shopping for a car is something 
most people don’t do very often 
and 
they don’t know much about it. 


That’s one reason so many try to | 


do it long distance — over the 
phone. 

The case of the Gs just shows 
what can happen if a salesman 
“takes care of the details and 
makes it easy to buy.” | 

The Gs were happy and excited 


it’s hard work for them as | 


| of the terminations were cancella- 
tions. 
* ok ” 


Poor Sales No Case 





good dealer. A good dealer never 
has to worry. He’ll immediately be | 
grabbed up by another factory. We 
cancel with great reluctance be- 
cause the factory always loses in a 
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L goo pointing out that dealer : 5 
cancellations were relatively ES OA eee re ree | 
rare, Crimmins also took the occa-| — ‘¥ 
sion to defend the “cancellation Top Cars é 
without cause” contracts. a 
He said, “If we were permitted New-car registrations for eight ~ 
to terminate a franchise only when| months, plus four states for Sep- © 
we proved that a dealer had done| tember: $ 
a poor sales job, we’d be in court/ 1955 Pos. Make 1954 Pos, | 
all the time. A poor sales job is| 1—1,060,516 Chev. 931,522— 1 
practically impossible to prove. 2—1,035,663 Ford 929,269— 2 
“You can’t prove a poor sales 3— 517,133 Buick 353,253— 3 
job by comparing sales penetra- 4— 460,673 Plym. 281,979— 4 
tions in a given area because 5— 398,732 Olds. 274,084— 5 
there’s always the chance that 6— 360,879 Pontiac 236,535— 6 
many of the other makes have 7— 248,824 Mercury 198,869— 7 
been sold in another area and | 8— 193,790 Dodge 102,417— 8 
merely registered in the area of 9— 111,604 Chrysler 69,783—10 
the canceled dealer.” 10— 97,555 Cadillac 173,889— 9 
Crimmins also commented that} 11— 83,584 DeSoto 52,163—13 
dealers quit the factory “without| 12— 69,711 Stude.  64,512—11 | * 
cause,” and he asked why the oppo-| 13— 66,515 Nash 58,142—12 t 
site practice should be considered| 14— 36,132 Packard 28,418—14 . 
unfair. 15— 32,061 Hudson 24,438—16 
ese 16— 21,469 Lincoln 25,650—15 © * 
‘Poor Dealer’ Harmful 17— = 5,244 Willys 13,162—17 fF 
HE SAID a poor dealer hurts the| 18— oanea — —" 
good dealers and that “we owe 7 _— F o 
this protection to our other Total All Makes a 
dealers.” 4,832,888 3,743,277 Fr 
“Dealers don’t understand,” he Truck registrations on Page 72. ~ e 
said, “that nobody ever cancels a | — .: 
> Vi 
¥ 
a 
b 





Seals Bullet Holes— 


Dan Carroll, 
Rubber Co.'s new tubeless tire during spec 


Tests were made to demonstrate tire'’s sealing qualities. 
a special-built speedster used for testing the tire. 


Sahara,” 


Self-Sealing Tubeless Tire 
Introduced by Seiberling 


By Pete Wemhoff 

Editor, Automotive News 
A NEW self-sealing tubeless tire 
—described as “a _ smaller 
maker’s answer to big competitors” 
—was unveiled last week by Seiber- 

ling Rubber Co. 

The premium tire, to be marketed 
under the trade name “Sealed- 





over the service and the deal I'd 
given them. And so was I. 
Best regards to the wife and 
kids, 
Bert Simons. 


Business Barometer 


Auto Production — 128,996 cars, 
trucks in week vs. 57,385 year before. 

Business Failures — 207 in week 
vs. 230 year ago. 

Department Store Sales — Up 
15 percent in week from year before. 

Freight Loadings — 820,312 cars 
in week, up 98,669 cars from year 
ago. 

Gasoline Stocks — 151,266,000 
barrels, down 539,000 barrels in week. 

New Car Registrations—+4,832,- 
888 in 1955 to date vs. 3,743,277 year 
before. 

New-Truck Registrations—<10,- 
575 in 1955 to date vs. 562,685 year 
ago. 

Oil Stocks — 254,798,000 barrels, 
an increase of 164,000 barrels in week. 





| Aire,” is designed for dealer change- 
over operations, and its price will | 


be about double that of the original 
equipment tire on new cars. 


The new tire uses a layer of | 


Retail Sales—$15.9 billion in Sep- 
tember, up 11 percent from year ago. 

Soft Coal Output—9,575,000 tons 
estimated in week vs. 8,116,000 year 
ago. 

Steel Output — 97.4 percent of 
capacity estimated vs. 96.7 percent 
week before. 

Used-Car Prices — $733 in Octo- 
ber to date vs. $747 in September. 

* * 


Common Stocks 


Oct. Oct. 
12 5 


8% 8% 
932 95% 99% 
133% 138%, 145% 
3% 4 5 
9% 9% 


1955 
High 
13% 


Low 
8%, 
66 Ye 
89¥, 
2% 
15% 9 
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-22-caliber rifle bullets at Seiberling 
ial tests made by the rubber firm in Florida. 
The car is the ‘Golden 









soft sealing gum under the tread. 
| A series of live rubber cells, or 
| “bulkheads,” line the area to hold 

the gum in place. 

These cells, according to Presi- 
dent J. P. Seiberling, prevent the 
gum from being thrown to the cen- 
ter of the tread by centrifugal force 
as the tire rolls at high speed, or 
from flowing to the bottom when 
| it stops, as previous type tires have 
| done. 














| 










* * * 




























Average 49.85 51.50 





“WE HAVE licked both problems } 
in this new tire,” Seiberling J 
|said, adding that his company has J 
applied for patents on the principle A 

| which it developed before World C 
War II for a sealant tube. C 
The new tire is of nylon cord o 
construction, with an extra nylon E 
breaker ply under the tread to give 4 
added strength. A special siped rib- H 
type tread is said to be quieter on J 
the road than previous models, and Le 
the tire shoulder has the company’s Le 
patented “heat vents” to reduce N 
running temperatures. : 
To demonstrate the tire’s seal- . 
ing qualities, the company sub- P, 
jected it to a series of unusual P 
tests. Steel-tipped arrows, rifle R. 

| bullets, knives and underwater S. 
| harpoons were fired at the tire, S. 
| which also withstood 100-mile- S 
per-hour runs. Te 
Seiberling said the new tire had Tr 

| been road-tested extensively in W 





(Continued on Page 85, Col. 1) 











o 
a 


SOBBAUruwwre s 


ing 
ida. 
den 


or 
ld 


>si- 
the 
en- 
rce 

or 
1en 
ave 


1ad 





AUTOMOTIVE NEWS, OCTOBER 17, 1955 





Dealers tell me 


centrated on new-car introductions 
this time of year. For that reason, 


been emphasizing used cars with a 
view to encouraging more dealers 
to build a new-model used-car pro- 
gram that will better grasp the op- 
portunities in this field in the fu- 
ture. 

Of course we all know the time- 
honored slogan, “Buy them right. 
Fix them quick. Sell them fast.” 
But how do we do it? 

The first step for many dealers is 
to change their attitude regarding 
their used-car department. Inde- 
pendent used-car dealers always 
have made money on used cars, 
and this should prove the used-car 
profit possibility to the franchised 
dealer. 

Many dealers still enter used cars 
on their inventory for what they 
allow for them rather than their 
wholesale value. In fact such deal- 
ers are the only merchants in the 
world who enter stock in their in- 
ventory at retail rather than the 
wholesale price. 

It is always a disadvantage to 
anticipate a profit. You fool no one 
but yourself. 

a . + 


Don’t Fool Yourself 


B* THIS method you don’t give 
the people in your used-car de- 
partment a chance at their alley. If 
the dealer does it to show more 
dollar value inventory so he can 
make larger loans, he is just fooling 
himself because a bank or finance 


NADA Strives 
To Sign Up 1,000 


Young Executives 


WASHINGTON.—The first mem- 
bership campaign of NADA’s Young 
Executive Group aims for at least 
1,000 charter members by Jan. 1, 
5 1956, and all dealers and associa- 
_ tion managers have been asked to 
aid in building up a list of pros- 
pective members. 

Lack of such a list was said to 
be the biggest problem facing the 
group when the steering committee 
met in Chicago. John Wise jr. 
(Ford), Hazlehurst, Miss., was 
chosen national secretary during 
the meeting and this committee 
has assumed the duties of mem- 
bership committee during the drive, 
according to NADA. 

Each regional chairman will be 
responsible, under the committee, 
for signing members in his area. 
The chairman will contact each of 
his state chairmen and ask them 
to designate key men in every com- 
munity to head the campaign at 
the local level. 
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By John 0. Munn 





ANUFACTURERS are keeping| company loan only on the basis of 
the attention of dealers con- | 
what the cars may show on your 


wholesale value _ irrespective of 


| inventory. 


this column the last few weeks has | 








Besides, if you carry them at re- 
tail and try to reduce them at the 
end of the year to take the loss you 
may get in tax trouble. Of course, 
it is becoming more and more cus- 
tomary for dealers to charge off 
over-allowances immediately to 
their new-car operations. So dealers 
who don’t charge off over-allow- 
ances immediately are only keeping 
their books to fool themselves. 

I feel the urge right at this 
time of year to get on the ros- 
trum again and shout so that not 
only dealers and salesmen can 
hear but they will reflect to the 
public that used cars are wanted 
merchandise. They serve every 
need a new car does. A good used 
car, from the investment stand- 
point, is a better investment value 
for a buyer than any new car. 

They don’t take a new car’s first 
year big depreciation. They carry 
no Federal excise tax. Freight or 
make-ready charges are not added. 
As we have said so many times, 
they are really and truly the peo- 
ple’s car. More than twice as many 
people buy used cars as buy new 
ones and we all know the used-car 
buyer trades more frequently. 

* Of * 


A Real Bargain 


W= ALL recognize that a new 
car becomes a used car the 
minute it is driven around the 
block. But from utility value its 
unused mileage is a real bargain. 
A great number of people buy used 
cars from choice. Every used-car 
buyer is an important person to a 
dealership. They add to his shop 
sales, parts sales and accessory 
sales. 

I cannot count all the virtues of 
a used car from a buyer’s stand- 
point. There are so many you just 
can’t catalog them. Used-car owner- 
ship like new-car ownership per-| 
mits the purchaser to choose a lo-| 
cation for his residence regardless 
of other forms of transportation. 
Many used-car buyers could not 
possibly make a living without a 
car. 

Used-car owners as well as 
new-car owners get the oppor- 
tunity to really live—to do and 
see things. The car’s use con- 
serves the most valuable asset 
people have—their time. 

used car gives the owner more 
value received than any other pur-| 
chase he ever makes. In addition 
to all the social, economic and busi- 
ness advantages it brings him, 
when he sells it or uses it as part) 
payment for a later model or new| 
car, he gets a greater return of the 
original price than for any other 
article of merchandise on ‘earth. 

Nothing will bring him so much 
money in comparison with its orig- 
inal price as a used automobile. 

aE * * 


Used Cars Wanted 


O, WHEN we consider the new 

model year, let us give a thought 
to the used car. Let us change our 
attitude regarding it. 
accept it as a department wished 
on us that we neglect and kick 
around but rather accept it as a 
basic opportunity in this field. 

A used car is wanted merchan-| 
dise. It introduces thousands of 
new drivers into car ownership. It 
provides a second car for many 
families. So let us not overlook the 
used-car opportunities. Let us buy 
them right. 

Let us enter them on vur books 
at wholesale price so that the de- | 

partment has a chance to make | 
good and so that morale and en- | 
thusiasm of our people run high. | 

Let us charge any over-allow- 
ances immediately to the new car 
division. Then let us _ condition 
them without delay—display them 
attractively—put intelligent selling 
effort behind them—keep a bal- 
anced stock and turn them over at 
least each 30 days. | 





R. |. Dealers Aid Flood Victims— 


| Rhode Island Automobile Dealers Assn.’s annual contribution for charitable purposes 
this year went to aid hurricane Diane's flood victims in southern New England. Taking 
| part in the presentation are, from left, Philip A. Desrochers, RIADA treasurer; Lionel 
Guerra, treasurer, Help Thy Neighbor agency; Normand G. Rock, Woonsocket (R. |.) 
Salvation Army division; Leo B. Carey, RIADA president, and Edward B. Jones, RIADA 





Let us not} 


past president. In addition to RIADA’s $1,000 contribution, Woonsocket Automobile 
Dealers gave $500 to the Red Cross for Woonsocket flood relief. 





AUGUSTA, Ga.—New-car dealers 
of Georgia in convention here last 
week heard overproduction, unethi- 
cal advertising and overselling on 
“crazy installment terms” assailed 
and named Clark T. Lyndon (Ford), 
Reidsville, as new president. 

Keynote address came Monday 
from Hayse Tucker, of Tucker Mo- 
|tor Co., Tuscaloosa, Ala., who de- 
clared, “Overproduction is not 
cricket between the factory and 
dealer.” 

Further, he sailed into what he 
termed “malpractice in consumer 
credit and dealer management in 
permitting an almost complete 
breakdown in list price structure, 
bootlegging, blitz selling and un- 
ethical advertising.” 

He warned dealers to police their 
own industry to keep down boot- 
legging and urged, “Never forget 
the priceless asset of public good- 
will.” 

Delegates greeted with loud and 
sustained applause his remark, “If 
a partnership is supposed to exist 
between dealer and factory, some- 
body’s arithmetic is wrong!” 

And paraphrasing Abraham 
Lincoln, Tucker exclaimed: “No 
economy can long endure in a 
healthy state when there is the 
unbalance that exists in our in- 
dustry today.” 

A further unhappy picture was 
sketched by John H. Lander, of 
Atlanta retiring Georgia Automo- 
bile Dealers Assn. president who 
charged that dealers were “suckers” 
for permitting overproduction and 
“factory pressure” to exist. 

“I don’t know whether the mighty 
lords of our business in Detroit 
know what goes on in the field or 
not, but I do hope that you factory 
men here today, and others like 
you throughout the country, will 
have the nerve and guts to tell your 
home office superiors that a great 
| unrest exists among your retailers 
everywhere. It is easily apparent 
| whenever dealers get together.” 

Lander further scored the 1954 
profit “when we made a measly 
six-tenths of one percent,” and pre- 





tle better in 1955. 

Another warning came from E. P. 
Latimer, president of the American 
Discount Co., of Charlotte, N. C., 
who said: 

“Selling terms rather than mer- 
chandise has never proved to be 
a sound business. Overselling of 





Hospitals Get Cash 


As Dealer Wins Car 


MINNEAPOLIS. — Variety 
Heart and Mount Sinai hospitals 
were the real winners when the 





Northwest Variety Club held a | 


drawing for a 1955 Cadillac. 


The car was won by L. S. 
Grossman, president of Grossman 
Chevrolet Co., who directed that 
the car be sold and the proceeds 
be turned over to the hospitals. 





dicted that dealers would fare lit-| 





|of the auto retail business,” 





































Factory Abuses Blasted 
At Ga. Dealer Parley 


cars on so-called ‘crazy’ install- 
ment terms can lead to dissipa- 
tion of future automobile mar- 
kets.” 


One of the dangers cited by Lati- 
mer is the offering of extremely low 
downpayments and extended terms, 
thus putting a used-car customer 
in a new car and “bringing on the 
real danger of the oversupply of 
used cars with the attendant harm- 
ful cffect on new cars.” 

Introduced as the “Billy Graham 
Ww. 
Heartsill Wilson, director of the 
Dodge public speaking foundation, 
deplored present sales techniques, 
stating that auto dealers are “los- 
ing the power of 5,000 salesmen 
because of the lack of fire of pres- 
ent men.” 

“Dealers want the profits, but 
they’re not willing to put out sales 
efforts,” he asserted. 

Other officers unanimously 
elected include: R. C. Dunlap jr. 
(Chevrolet), Macon, first vice- 
president; J. C. Lewis jr. (Ford), 
Savannah, second vice-president; 
Joe Westbrook (Dodge), East 
Point, treasurer. 

Directors for two-year terms are 
James L. Barnett (DeSoto), Savan- 
nah; Oscar Miller (Buick), Albany; 
C. M. Danie] jr. (Ford), Jackson; 
James C. Downing (Nash), Atlanta, 
and Rufus Camp (Chevrolet), Nor- 
cross. 

Directors whose terms hold over 
for one year are: W. E. Greene 
(Chevrolet), Fort Valley; W. E. 
Robinson jr. (Chrysler), Milledge- 
ville; J. T. Anderson jr. (Chevro- 
let), Marietta; E. J. Jackson (Stu- 


debaker), Brunswick, and Stewart | 


P. Walker (Ford), Augusta. 


tive dealer ads, 


fraudulent ads, 
forcing a dealer 


Wemhoff 


quotas, etc. . 


gram soon. 


On the House... . 


NADA’s advertising ethics committee, working 
with the Assn. of Better Business Bureaus on decep- 





Meantime, Chairman Birkett Williams points out 
the need for including “selling practices” in the 
program, since “you cannot prove false advertising 
until the advertising has been measured against 
selling practices.” NADA officials emphasize that 
various states are dusting off old statutes against 


54 car, at no cost to the customer except sales and 
license fees, because of a model-cleanup ad... 

Our sharp-eyed Associate Editor Bob Lienert 

notes that both DeSoto and Cadillac will offer Seville models for 

56; the fad for fancy model titles has finally run the gamut... 

Cincinnati dealers have raised their service and title fee from $5 to 
$6... Rex Allyn has joined the Virginia dealer association staff, 

working on publications and convention activities .. . 

NADA has advised its members to record every verbal conversation 
with factory representatives relative to contract cancellation, sales 
. . St. Louis association has added four new members 
. . . Universal-CIT’s Art Dietz expects auto credit to increase to over 
$25 billion by 1975; it was just half that amount last year . 
expects other headlight makers to adopt Guide Lamp’s new T-3 pro- 


Reprisal Faces 


N. H. Dealers 
Using False Ads 


Association Threatens 
Expulsion; Convention 
Urges Tighter Credit 


BRETTON WOODS, N. H. — 
Dealers who stoop to false, mis- 
leading or unethical advertising 
were threatened last week with 
expulsion by the New Hampshire 
Automobile Dealers Assn. in its 
annual convention here. 

In a resolution, the association 
said dealers adjudged responsi- 
ble for such advertising would be 
expelled and copies of all corre- 
spondence regarding the matter 
would be sent to NADA and the 
local Better Business Bureau. 

In another resolution, the associ- 
ation recommended a minimum 
downpayment of one-third on new 
cars with not more than 30 months 

on the balance. This would scale 
down a third down and a year to 
pay on cars six years old and older. 

A third resolution supported 
NADA’s junker program. 

Elected president for the coming 
year was Andrew M. Nicoll (Ford), 
Concord. Other officers are, vice- 
president, Maurice J. Grant (Lin- 
coln-Mercury), Manchester, and 
treasurer, Walter B. McGregor, of 

the N. H. Finance Corp., Manches- 
ter. Reelected executive vice-presi- 
dent was John D. Orr. 

The need for “an atmosphere 
of common sense” was cited in 
his convention address by Fred- 
erick J. Bell, executive vice-presi- 
dent of NADA. 

“Perhaps that’s the missing ele- 
ment in Detroit,” he said, as he 
listed three problems—bootlegging, 
territorial security and phantom 
freight—which he said must be 
attacked on the local level. 

“We are on the threshold of es- 
tablishing very important changes 
in the factory-dealer relationship,” 
he continued. “Thirty thousand men 
working together in unity, dignity 
and with courage can accomplish 
anything that is right and proper 
and in the public interest.” 

General chairmen of the con- 
vention were Maurice J. Grant, 
Manchester; Gordon C. Went- 
worth, West Ossipee, and Robert 
W. Beaupre, Rochester. 

Howard A. Bailey, Keene, retir- 
ing president, presented the annual 
report. 








Gainesville Dealers 
Choose Brasington 


GAINESVILLE, Fla.—The Gaines- 
ville Automobile Dealers Assn. has 
elected J. T. Brasington (Cadillac- 
Oldsmobile) as its president for the 
coming year. 

Other officers are T. J. Hawes 
(Chrysler-Plymouth), vice-presi- 
dent; Everett Gable (Dodge-Plym- 
out), secretary-treasurer; Gene 
Melton (Buick-GMC) and J. R. 
Crane (Studebaker-Packard), di- 
| rectors. 





will meet Oct. 24 to draft a code. 


pointing to a Louisiana decision 
to give a 1955 model in trade for a 


.. GM 


—Petre Wemuorr, Editor, 
Automotive News 
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What's New in Paris 





First New Citroen in 23 Years— 


Citroen, with its first new model in 23 y 


horsepower. 








Paris Show 


Sidelights 


By Mrs. George M. Slocum 


PARIS.—Citroen’s first new model 
in 22 years may have been the hit 
of the Paris Auto Show this year, 
at least as far as the French were 
concerned, but I personally like two 
U.S.-made creations—the Cadillac 
Eldorado brougham and the Con- 
tinental Mark II. 

The Cadillac is the second hand- 
built model of the new series duc 
next year. The first car is now 
on display at the Texas State Fair. 

America’s regular production- 
line cars for 1956 also made a 
big hit. 

But then I guess we Americans 
don’t go for the smaller type foreign 
ears which impress me that they 
belong to young teenagers or young 
couples who are small in staturese 
and are limited both in money and 
gasoline. 

* * a 

I NOTICED two major trends 
among the foreign cars—the addi- 
tion on many models of the auto- 
matic gearshift, in one form or 
another, and the greater use of the 
American-inspired two-tone color 
schemes. 

Citroen’s new instrument panel 
could go in any space ship—it’s 
that different. There’s also a 

bizarre steering wheel, which has 
only one spoke and just out from 
the instrument panel and con- 
nects directly with the rim of the 
wheel. 

The exterior styling of the Citroen 
is reminiscent of the 1954-55 Stude- 

baker with its slanting hood. 


* * * 


I HAVE HAD intéresting talks 
with many foreign auto chiefs at 
this show, including Pinin Farina, 
the Italian designer, Robert Lamai- 
son of Renault, regional director 
for North America and Southern 
Europe; John Leich, assistant to 
the general manager of Simca; 
Arthur J. Keser, popular German 
sports announcer and press chief 
for Daimler Benz. 

I have also visited with Chrysler's 
C.:B. Thomas, the Stark Hickeys 
(Detroit Ford dealer), and the Bob 
Olsens (manufacturers agent in De- 
troit), who attended this year’s 
show. 

Since this is the world’s oldest 
and largest auto show, it was only 
natural to find that 10 nations 
were represented with products, 
and a total of 111 auto manufac- 
turers and 90 body makers staged 
exhibits. 

Thirty-three of the makers were 
from France, 27 from England, 22 
from the U.S., 18 from Germany, 

six from Italy and one from Spain, 
Sweden, Czechoslovakia, Austria 
and Argentina. Russia was not 
represented. 

After the Paris show, I plan to 
take a flying trip to Stuttgart, 
Germany. to visit the Bosch and 
Mercedes plants. George Glaser. our 
European correspondent, will ac- 
company me. 





Bates Helps Students 
SPRINGFIELD, Ill. — A driver 
training car has been presented to 
the Springfield public schools by 
Bates Chevrolet Co. and the Spring- 

field Assn. of Insurance Agents. 


ears, drew crowds at the Paris Auto Show | : ; 
last week. The DS-19 (above) has a four-cylinder engine and develops about 78 model Citroen in 23 years was an | driver, the dry-disk clutch is auto- 





With the Farinas at Paris Show— 


Here is the new four-door hardtop Lancia Aurelia created by Pinin Farina. Note the 
two pair of headlights, the ones in the fenders being the long-distance lights while 
the pair in the grille are for low beam and parking. Left to right, Sergio Farina, son 
of the famous Italian designer; Pinin Farina, and Mrs. George M. Slocum, chairman of 
the board of Automotive News, who attended this year’s Paris show. 


~ 


Makers Report 
Sales Continue 
High in Sept. 

General Motors dealers set all- 
time one-month and 10-day records 


in September, President Harlow H. 
Curtice announces. He also said 


that new-car sales for first nine| J 


months of 1955 topped any previ- 
ous three-quarter total and that 
July-September sales were the 
highest ever for that period. 

September new-car sales were 
363,473. The record 10-day total was 
142,934, compiled during the final 
10 days of the month. 

Sales for the first nine months 
were 2,960,545 and the July-Sep- 
tember figure was 1,013,751. 

Curtice also said that September 
used-car sales were 438,645, third 
highest month in GM history, that 
the last 10 days of the month 
(177,012) was the second highest 
10-day period and that the first 
nine months of 1955 (3,792,132) were 
the best three quarters. 


Chrysler Division 


Chrysler Division smashed three 
sales records during September, ac- 
cording to E. M. Braden, division 
general sales manager. 

Dealers delivered 132,143 Chrys- 
lers and Imperials in the first nine 
months of 1955 to set a three-quar- 
ter mark. 

September sales were 14,362, an 
all-time monthly record, and deliv- 
eries in the last 10 days totaled 
6,214, highest since Chrysler began 
its 10-day tabulations after World 


War II. 
Ford 


Almost 100,000 new Ford cars 
and trucks have been sold since the 
1956 models were introduced to the 
public slightly more than two 
weeks ago, Ford division an- 
nounced last week. 

R. S. McNamara, general mana- 
ger, said, “Sales during the intro- 
duction period are even higher 
than for the same period following 
introduction of the 1955 models.” 

Customer demand for optional 
safety equipment has been “far 
greater than the division’s highest 
expectations,” McNamara said, and 
temporarily exceeds the supply. 


e | 
| 





| duct” is headed into an increas- 
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Citroen in Spotlight .. . 





Paris Show Draws Million 


By George L. Glaser 
European Correspondent 
PARIS.—Since the Germans have | 
just staged their show and the) 
British exhibit is ready to open, 
French and U. S. makes dominated 
the annual Paris Auto Show here | 
last week. } 
Although few really new models 
were presented, one make alone | 
pulled the crowds into the Grand | 
Palais—the Citroen DS-19. Nearly | 
a million persons were expected | 
to visit this year’s show, which | 





| closed yesterday (Oct. 16). 


The introduction of the first new- | 


event all France had been awaiting. | 





Simea Station Wagon— 

The Simca station wagon, displayed at the Paris Auto Show, also is available with 
| Simcamatic, an electro-mechanical clutch movement which occurs automatically when 
the shift lever is used. 








night to see the model. 

The futuristically designed four- 
door has a plastic top and curved | 
windshield. The windows have no 


riding against the rubber mould-| 
ings of the body. It is a front- 


cylinder engine that develops about | 
78 horsepower. 

The hydraulic system features a 
seven-piston pump which provides 
the hydraulic pressure for the| 
spring system and the shift mech- 
anism of the four-speed transmis- 
sion. When shifting is done by the 


matically operated by hydraulic | 
power since there is no clutch 
pedal. 

Steering is hydraulically assist- 
ed and the brake system also is 
hydraulic. All four wheels are 
suspended independently and the 
hydraulic system is used in con- 
nection with the spheres which 
are filled with a gas which acts 
as a spring. | 

The Citroen DS-19 
for about $2,600 in Paris. 

The Paris show also featured | 

several new U. S. models, among} 
them the Continental Mark II, Ford | 
Motor Co.’s luxury two-door hard-| 
top which will sell for about $10,000. | 
The Mark II has the ‘distinctive 
rear-tire mount of the earlier Con- 
tinentals, but is interesting to note 
that this feature is no longer found 
on expensive European-made cars. 

Chrysler Corp. showed its 1956 
models and the styling and inter- 
iors won much favorable comment. 

General Motors’ showpiece was 
the Cadillac Eldorado Brougham, 
a new four-door hardtop with 


will deliver | 








Simca 
which displayed service and parts, » 
a practice others should remember. ° 


|Crowds lined up until after mid-| aluminum roof and low lines. It 
| Was received enthusiastically. 


The tail fins again are liarger—/ 


soon the fish will be jeaious. 


c Surveying all the models at the | 
supports or frames with the glass| show, one forms the opinion that” 
cars cannot get much lower or a” 
part of them must run_ under. 7 
| wheel-drive model with a four-| ground. / 


| Willys showed its Jeep line which | 
|now is Hotchkiss-Willys in France, § 

Panhard, now an associate of ) 
its front- 7 
wheel-drive models which also be- © 
long in the “avantgarde” class. A © 
a bit different” 
| from the hydraulic valve lifter, has © 
|been added to reduce noise and! 


Citroen, has improved 


hydraulic device, 


increase efficiency. 
Simca showed a slightly more 







s 


















powerful and face lifted Aronde. © 


The U. S. influence in Simca’s ad- | 


vertising is remarkable. From 


stunt driving to Simcarama and k 


the car ballet, Simca certainly 
poured it on the French public. 


The motor is called “Flash,” the 


|body lines are “oceanic” and the 
|new convertible is the “weekend.” 


is one of the few firms 





: 


fet bc 


The Italian maestro, Pinin Fari-~ 


na, showed a four-door Lancia 
hardtop at $9,500. 

While I don’t wish to enter into 
the difference of opinions between 
understeering (Opel) and _  over- 
steering (Mercedes), a story by 


| Uhlenhant, a top Mercedes engineer 


explains his views. 

An oversteered car, he contends, 
will first break out in the rear, 
when in curves, the friction be- 
tween tire and road decreases suffi- 
ciently. Uhlenhant says that is 
easier to correct than a car whose 
front wheels lose contact first. 

A group of French automotive 
executives favors Europeaniza- 


: 


i 


tion of the automotive industry, — 
which would mean custom-free — 


and quota-free imports into any 
of the participating countries. 

In other words, a Mercedes would 
be a European car, made in Ger- 


|many; a Peugeot also a European 
| car but made in France. They feel 


the public would gain by this and 
the best manufacturers, regardless 
from which country, would win. 
“The $360 question” for ocean 
freight charged to the buyers of 


|U. S.-made cars is still hampering 


sales, I was told. 

Nobody has a monopoly on me- 
chanical genius but I am thinking 
of a man who has a lot of it: Ame- 
dee Gordini, the race and sport-car 
builder of Paris. In my book, he 
ranks with the Ferraris and Ma- 
seratis. His latest racer was dis- 
played right next to the General 

(Continued on Page 82, Col. 4) 





Sound Sales Policy Urged at Miss. Parley 


BILOXI, Miss.—A strong tone of | dealers that they must create (tive vice-president, Bank of St. 


optimism, tempered only by a cau-| 
tion that “sound quality salesman- 
ship” is essential, keynoted the 14th 
annual convention of the Mississippi 
Automobile Dealers Assn. here last 
week. 

“The world’s most-wanted pro- 


ingly competitive market where 
salesmanship will be a determin- 
ing factor, speakers at the con- 
vention emphasized. 

The dealers elected C. H. Haw- 
kins, Kosciusko, to serve as presi- 
dent for the coming year, succeed- 
ing Max McLaurin, Jackson. 

Vice-presidents are Homer Mc- | 
Leod, Greenwood; Leon White, 
Union, and M. B. Gaving, Lucedale. 
Beverly Bristoe, Biloxi, is secretary- 
treasurer, and George L. Sugg, 
Jackson, was reelected manager. 

J. D. Wise, Hazelhurst, legislative 
committee chairman, called atten- 
tion to successful efforts to hold 
automobile and truck sales taxes at | 
2 percent despite last year’s general | 
hike to 3 percent. 

Ed Kossman, Cleveland, incom- 
ing committee chairman, urged 
dealers to use their influence to 
help “hold the line” for the heavily- 
taxed auto industry. 

Walter Cooper, Fort Collins, 

Colo., NADA national affairs 
committee chairman, told the 





| horsepower is a sales gimmick,” 


favorable public opinion through | 
use of quality sales policies in | 
their day-to-day job of selling. 

Julius L. Lile, Jackson, automo- 
tive general sales manager, Milner | 
Enterprises, said that “no other| 
single factor has in the past or will 
in the future play such an im- 
portant part in the mutual profit- 
able operation of our business as 
sound quality salesmanship.” 

W. E. Burtelow, St. Louis, execu- 


‘Traffic Official Raps 
High H.P.; ‘Wings Next?’ 

NEW YORK. — The auto in- 
dustry’s trend towards more 
horsepower is a “sales gimmick” 
and a contributing factor in high- 
way accidents, T. T. Wiley, city 
traffic commissioner, said last 
week. 

Wiley said speed was “four and 
five miles higher” than it was 
two or three years ago. “This 





he said, “to me it is just a little 
bit ridiculous to think that it 
takes 202 horsepower to move an 
automobile. I notice they pro- 
vide safety belts. I’m just won- 
dering when they are going to 
put wings on them.” 








Louis, and Horace Henderson, 
Washington, D. C., member of 
NADA’s executive staff, agreed that 


| the automobile industry looks with 


“ 
i 


: 


g 


enthusiasm into a future in which) 
there is no immediate shadow of 4| 


serious recession. 

Burtelow, urging dealers to stay 
close to their businesses and to 
maintain strong employer-employe 
relations, declared that hard work 
rather than luck has been the ma- 
jor contributor to successful dealer- 
ships. 

“On the economy side,” he 
said, “our country is on the big- 
gest buying spree in its history.” 

David P. Whelchel, executive 
vice-president, Tennessee Automo- 
tive Assn., discussed the problem 
of legislation, often most vital to 
automobile dealers, and the need 
for maintaining close contact with 
governmental agencies that handle 
matters pertaining to the industry. 

John O. Hofbauer, managing di- 
rector, Louisiana Automobile Deal- 
ers Assn., explained Louisiana’s 
new dealer-factory license law and 
cautioned that service of automo- 
biles, particularly by volume deal- 
ers, is causing great concern that 
has in some instances reached the 
factory level. 
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“Nation-wide facilities, fast service, 


fair rates sold us on 


Commercial Credit” 


says MR. THEODORE GORDON, 
President of Gordon Motors, successful 


Ford dealer of Milwaukee, Wis. 


ee AS OUR BUSINESS EXPANDED, we 
looked around for a good, sound 
financing source. Nation-wide coverage, 
fast service and fair rates sold us on 
ComMERCIAL Crepit Pian. We have 
never regretted our choice and 65% of 
our business is now time sales. Inte- 
grating CoMMERCIAL Crepit’s features 
into our sales pitch helps us close sales 
as does their national advertising and 
their sales promotion and merchandising 
aids. The close cooperation of their Mil- 
waukee staff is inspiring and helpful to 
our salesmen.” 


COMMERCIAL CREDIT DEALERS 
ARE Successful DEALERS 


A letter or call to the CommerctAL CREDIT 
office nearest you will bring you prompt 
and expert help with your financing 
problems, too. Why not call today? 


COMMERCIA 
CREDI 


ComMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore . . . 
Capital and Surplus over $180,000,000 
- +. Offices in principal cities of the United 
States and Canada. 





Re 


i 
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Cleanup Brisk but Dealer Profits Ebb... . 


New-Car Stocks Slashed 27% 


(Continued from Page 2) 


fill the pipelines—and beyond any 
cleanup deadline. 

6. At the beginning of this 
year’s cleanup season, informed 
sources said that if stocks could 
be pared below 600,000 new cars, 
serious trouble could be avoided. 
That goal now seems within 
reach. 

The Oct. 1 stock of 517,609 new 
cars represents a decline of 195,655 
units from the revised Sept. 1 total 
of 713,264 units. 

This is by far the biggest reduc- 
tion in any four-week period this 
year and speeds up a trend started 
June 1. 

* * * 

Pe to that time—starting with 

the low point of 157,607 units 
last Nov. 1 — each succeeding 
monthly census showed new-car 
stocks growing, until they reached 
an alltime high of 848,498 units on 
June 1. 

During June, stocks were cut 
34,907 units; in July, the reduc- 
tion was 6,644 units, and in Au- 
gust, inventories were pared by 
another 93,683 cars. 

Thus, in four months’ time, stocks 


New-Car Stocks 


In Field, In Transit 
(Compiled by Automotive News) 


were cut back by a total of 330,889 
new cars. 

Only two other inventory counts 
this year showed totals lower than 
the current one and the Oct. 1 
count, which represents less than 
a 30-day supply, measures up well 
in comparison. 

Last Jan. 1, unsold new cars 
amounted to 362,381. As it worked 
out, these represented a 24-day 
supply. On Feb. 1, stocks had risen 
to 462,673, for a 29-day supply. 

* * * 
GOME dealers will remember that 
~ last year on Oct. 1 stocks to- 
taled only 296,469. In the frenzied 
fall of 1953, however, the total was 
higher than it is now. 

These figures tend to explain 
the orderly cleanup of 1954 and 
the blitz of 1953. Many dealers, 


DeSoto Prices 
Hiked Average 
Of 5.6 Percent 


DETROIT.—Factory list prices of 
1956 DeSotos will range from $125 
to $197 higher than comparably 
equipped °’55 models, the division 
announces. Percentage-wise, the 
lowest boost is 5, the highest 7.7 
and the average 5.6. 

“Basic economic cost increases” 
were given as the reason for the 
price hikes by J. B. Wagstaff, sales 
vice-president, who claimed that 


.254 | the 56 DeSotos still will “give more 


for the money than any competi- 
tion.” The new cars go on dealer- 
ship display Wednesday (line story 
on Page 14). 

The DeSoto boosts run somewhat 


968 | higher than those posted previously 


on Dodge, Ford and Mercury cars, 
even allowing for the fact that 
Powerflite automatic transmission 


036 | will be standard equipment on Fire- 


flite models. 
Suggested factory list prices of 
the ’56 DeSoto line, excluding taxes 


7}and charges, follow: Firedome— 


$125; 2-dr. 
$137; 


4-dr. sed., $2,393, up 
Seville hardtop, $2,445, up 


182 | 2-dr. Sportsman hardtop, $2,557, up 


498 4-dr. 


$144; 4-dr. Seville hardtop, $2,537; 
Sportsman hardtop, $2,649; 
stat. wag., $3,037, up $144; conv., 


069 | $2,768, up $197. Fireflite (Powerflite 


876 | $147; 


standard) — 4-dr. sed., $2,803, up 
2-dr. Sportsman hardtop, 
$3,014, up $161; 4-dr. Sportsman 
hardtop, $3,093; conv., $3,198, up 


1} $148. 


DeSoto has cut the price of pow- 
er steering from $105 to $90. Fire- 


854 | dome Powerflite remains $175. 


Hudson Zone Job 
#3/(Goes to Gosnell 


DETROIT.—Appointment of Hen- 


848,498; ry A. Gosnell as Manager of Hud- 


t Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 

* Revised 
nn ccc cc SSS ssw 


Designed by Loewy— 


son’s Pittsburgh zone has been 
announced by N. K. VanDerzee, 
sales vice-president. He succeeds 
R. A. Sheasley, who will return to 
the company in another capacity 
following a leave of absence due to 
illness. 


Built by Boano of Turin, Italy, on a Jaguer XK 140 chassis, this two-seat hardtop 
automobile wos designed by Raymond Loewy of New York for his personal use. All 
chrome parts are flush with the body skin from the forward grille to the side ele- 


ments, passing the belt line and ending 


in the tail light assembly. Shown at the 


Paris Automobile Show, the car has an overall height of 50 inches. 


however, say 

became rather widespread in re- 
cent months made the “blitz” of 
1953 seem rather tame by com- 
parison. 


Had it not been for these razzle- 
dazzle tactics, they add, the over- 
hang of unsold new cars right now 
might be pretty awesome. 

Since current stocks are com- 
posed of new cars in dealer show- 
rooms, those warehoused by deal- 
ers and factories, demonstrators 
and cars in transit to dealerships 
from the factories, it is plain that 
many of the 517,609 units are '56 
models. 

And while the net result is a 
higher inventory of new cars with 
which to start the new-model sea- 
son than in 1954, dealers, of course, 
are not inclined to worry about ’56s 
at the moment. 

Current indications are that sales 
will again pass production in Octo- 
ber, which, along with other fac- 
tors, should pull the Nov. 1 total 
to still lower levels. 

Of that total, dealers hope, vir- 
prssoined all will be ’56 models. 


FBI Hunts Swindler 


In St. Louis Fraud 


ST. LOUIS. — The FBI is 
searching for an automobile 
swindler who bilked Robert Dale, 
a@ used-car dealer here. Wearing 
an Army sergeant’s uniform and 
accompanied by an attractive 
woman, he offered Dale a $200 
check on a 1951 Buick priced at 
$795. 

Dale told police the man told 
him he would drive the car to 
the bank, draw the balance in 
cash and complete the purchase. 
He did not return. The FBI re- 
ported that a man answering the 

description of he swindler used 
the same tactics in Pigott, Ark., 
and Poplar Bluff, Mo. He has 
used the names “Dewey L. Ben- 
taon” and Dale Benton,” the FBI 
said. 


New Fluid Coupling— 


Exploded view of Oldsmobile’s 1956 
Jetaway Hydra-Matic drive shows the new 
second fluid coupling to the left of the 
larger first coupling. 


°56 Oldsmobiles 
To Introduce 


New Hydra-Matic 


LANSING. — Details of Oldsmo- 
bile’s new Jetaway Hydra - Matic 
drive transmission, to be introduced 
on the 1956 Super 88 and 98 models 
Nov. 3, were announced last week 
by J. F. Wolfram, Oldsmobile gen- 
eral manager. 

The transmission is said to be a 
new concept in automatic gear 
shifting that incorporates a second 
fluid coupling to transmit the flow 
of power to the drive shaft. 

“The upshifts from first to sec- 
ond, second to third and third to 
high are smoother than ever before 
achieved in automatic transmis- 
sion,” Wolfram asserted. “Simi- 
larly, the downshifts are barely 
perceptible.” 

According to Wolfram, a small 
fluid coupling and two sprag 
clutches replace the former fric- 
tion clutch and bands in the unit. 
The second coupling blends the 
changes between gear ratios into a 
single continuous flow of power. 

The gear ratios in first and third 
gear have been increased, improv- 
ing both fuel and performance, 
Wolfram said. 


Lausche Frowns on Leniency .. . 
Ohio License Policy Hit 


CLEVELAND.—Ohio Gov. Frank 
Lausche has blasted the Ohio policy 
of revoking the licenses‘ of auto 
salesmen, only to return them 
shortly with a “lenient warning.” 
The governor’s outburst followed a 
protest by the Cleveland Better 
Business Bureau. 

In the presence of U. C. Felty, 
Ohio director of highway safety, 
Lausche dictated a letter to C. 
Ervin Nofer, acting register of 
motor vehicles and a member of 
the three-man licensing board, 
which read: 

“You will agree with me that the 
spirit and letter of the law con- 
templates that your board is to 
exercise the function of keeping 
the sales of automobiles free from 
fraud and other wrongs. 

“I am inclined to agree that a 
mere slap on the wrist, the sus- 
pension of the right to do business 
for a brief period, and a subsequent 
restoration of the license without 
the complainants and defrauded 
people knowing anything about the 
pendency of the application to 
restore the license is not accom- 
plishing the objectives of the law.” 

The governor then told the 
licensing board that it should give 
serious consideration to those 
cases where repeated violations 
have been made and that “the 
penalty be made of such severity 
that it will not only impress the 
particular violator but operate as 
a deterrent upon others.” 

Lausche’s action was touched off 
by the case of Al Browne, a used- 


Walker Takes NADA Post 


TAZEWELL, Va. — Noel M. 
Walker jr., partner with his father 
in Walker Chevrolet Sales and 
H&W Motor Co. here, has been 
named county chairman of NADA. 


car salesman now for Milton A. 
Stein. While working for Evans- 
Eger, Browne’s license was sus- 
pended and then returned. 
Subsequently, Browne made 
another sale in which irregularities 
were charged. This charge has been 
challenged by the dealer. 


Auto Excise Tax 


Handling Blasted 


Inconsistencies Cited 
Before House Unit 


By William Ullman 
Washington Correspondent d 

WASHINGTON. — The case for 
eliminating discriminations and in 
consistencies in administering Fed 
eral excise taxes on various 
segments of the automotive ind: 
try was presented before a Ho 
Ways and Means subcommittee here 
last week by industry witnesses. 

The subcommittee, headed by 
Rep. Aime J. Forand, Rhode 
Island Democrat, is taking a 
comprehensive look at the whole 
excise-tax structure, although it 
was announced that this phase 
of the investigation would pre- 
clude discussion of tax rates. 

Treasury Department witnesse 
were heard before the indust 
representatives. 

Maurice G. Paul jr., executiv 
vice-president of the Federal Exc 
Tax Council, said administration 
would be simplified if the presen 
law imposing excises on automo 
“parts and accessories” were 
placed by a specific listing of item 
to be taxed, such as spark plug 
springs, distributors and other 
things. 

He also pinpointed several techni- 
cal “infirmities” in the law. 

Harold T. Halfpenny, represen 
ing the Industrywide Committee t 
Remove Discriminatory Automo' 
Excise Taxes, complained that th 
Treasury Department holds that 
repairing, rebuilding and recond 
tioning a used vehicle is exemp 
from excise taxation, but has fre 
quently held that the repairing, 
rebuilding or reconditioning 
automotive parts is taxable as 
manufacturing process. 

John B. Hulse, managing direc 
tor of the Truck-Trailer Manufac 
turers Assn., complained that tho 
who lease _ truck-trailers fro! 
manufacturers must pay an unduly 
high excise because gross trailer 
rentals are based on a price highe 
than the lowest wholesale and 
clude interest, insurance, admin 
tration and other charges. 

Charles Pascoe, tax attorney of 
Pittsburgh Plate Glass Co, 
recommended that the basis of 
taxing automotive replacement 
glass be changed from the present 
8 percent of selling price to a 
flat levy per square foot. 

Ralph Leonard, secretary of th 
National Assn. of Auto Trim Shops, 
called for abolishment of the 
percent tax levied on custom-madi 
auto seat covers, which are pre 
ently classified as automobile acce 
sories. 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Oct. 12 


(Rained most of the day. Sold over 

67 percent of 200 cars entered.) 
BUICK—’'55 Super 2-dr., $2,510*, $2,- 
325°. '54 Super Riviera, $1,625* (ps); 
4-dr., $1,280; Century 2-dr., $1,610* 
. 53 Super Riviera, $1,170*, $1,- 
115* (ps), $980; 2-dr., $970; 4-dr., 
$1,040*, $1,030; Special 4-dr., $950. 
*52 Super Riviera, $730, $600, $590; 
2-dr., $730. ’51 Super 2-dr., $560*; 
4-dr., $515*. '50 Super 4-dr., $100*. 
CADILLAC — '55 (62) coupe deVille, 
$4,050* (ps). °50 (61) 4-dr., $765*. 
CHEVROLET —’55 (8) 4-dr., '$1,590°; 
., $1,550%. 54 Two-ten 2-dr., 

; One-fifty 2-dr., . 

2-dr., $865*; 
. $675*, $670*, 


. $135; SL Deluxe ocr. $225. 
CHRYSLER—’54 Windsor 4-dr., $1,- 
825* (ps). ‘53 Windsor Newport, 
$955*; 4-dr., $855*, $825*. '52 Wind- 
sor coupe, $550*. °49 Windsor 4-dr., 
$200*. 

DeSOTO —'53 Fire Dome (8) 4-dr., 
$740*; coupe, $730*. ‘52 Fire Dome 
(8) coupe, $595*; 4-dr., $350*. 

DODGE—'53 Meadowbrook 4-dr., $740°; 
station wagon, $710*; Coronet coupe, 
$695*; 4-dr., $695*, $480. ’°52 Coronet 
4-dr., $475*, $405*, 

FORD—’'55 Custom (8) 2-ar., 

. "564 Custom (8) coupe, 

; station wagon, E 
; 4-dr., d : 
$750; Main (8) 4- ar., 


$1,550°, 
$1,- 


$700. ’53 Crest 


(8) Victoria, $925*; Custom (8) 4-dr., Ff 
$820, $775, $625; 2-dr., $800, $705, i 
$700* (ps); coupe, $750. '52 Custom 
(6) 4-dr., $650; 2-dr., $640, $500, ff 
$470; Custom (8) 2-dr., $575. "51 
Custom (8) conv., $410*. 

HUDSON — ’52 Hornet 4-dr., $410*; 
Wasp 2-dr., $345. °51 Hornet 4-dr., 


$295. 

ee, ’54 Capri 4-dr., $1,875* 

ps). '52 Capri 4-dr., $600°. 

MERCURY —"b4 Custom 2-dr., $1,110°, 
$1,095. °53 Monterey coupe, $1,140, 
$1,105*; 4-dr., $1,075*; Custom 2-dr., ff 
2 at $800. '52 Monterey Hardtop, ff 
$730. '51 4-dr., $400; coupe, $340*. 
"50 coupe, $310, $250. 

NASH—’54 Ambassador 4-dr., $890. ’52 
Ambassador 4-dr., $385. 51 Ambas- 
sador 4-dr., $260. 

OLDSMOBILE—’54 (88) 4-dr., $1,785*. 

(88) 4-dr., $1,450* (ps); (98) 
"52 (98) 4-dr., 

o*. 
$2,- 


380* (ps). '54 4-dr., $1,075*. "52 (200) 
4-dr., $625*. 

PLYMOUTH—’54 Savoy coupe, $940*; 
4-dr., $915*. °53 Cranbrook station 
wagon, $900, $650; 4-dr., $625, 2 at 
$600, $505, $500. '52 Cranbrook 4-dr ° 
$425, $405; 2-dr. » $335. °51 Cam- 
bridge 4-dr., $330, $250, $205; 2-dr., 
$220. °50 Deluxe 4- dr., ” $210; 2-dr., 


$175. 
PONTIAC—’55 Chieftain (8) 2-dr., $1,- 
885°. he Chieftain (8) Catalina, $1,- 


"50 btiver’ ‘streak’ (8) 2- dr., 
STUDEBAKER — '53 Champion 2-dr., 

$450. ’°52 Champion 4-dr., $340, $320". 
WILLYS—’53 2-dr., 


*Indicates siitieinatie transmission or overdrive and (ps), power saad 


Other Auction Reports are on Pages 70, 74, 75, 81 
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BENDIX LINKAGE TYPE POWER STEERING—Because Bendix* 
Power Steering is of the linkage type, manufacturers find it 
especially adaptable for production line installation without ex- 
tensive engineering changes. Manufacturers can now meet the 
ever-increasing demand for power steering more efficiently and 
more economically with Bendix Linkage Type Power Steering. 


BENDIX LOW PEDAL POWER BRAKE—Specified by more car 
manufacturers than any other make, Bendix* Low Pedal 
Power Brake makes possible quick, sure stops by merely 
pivoting the foot from the go to the stop control. No need to 
lift the foot and exert leg power to bring the car to a stop. 


Result— more driving comfort, less fatigue and greater safety. 
*REG. U. S. PAT. OFF. 


BRAKES ¢ POWER STEERING « POWER BRAKING + CONSTANT VELOCITY UNIVERSAL JOINTS ¢ HYDRAULIC REMOTE CONTROLS 


BENDIX civirsion SOUTH BEND oan 


Expert Seles: Bendix international Division, 205 East 42nd Street, New Vork 17, N.Y. 


AVIATION COBPORATION 
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Building Through Human Relations . . . 





Teamwork in the Dealer Shop 


Eprror’s Note: One of a | even office people in places 
where you pay bills or seek 


series of letters to inspire team 
spirit to be utilized by a serv- 
ice manager or dealer orally 
in staff meetings, by letter sent 
to the employe’s home or 
posted on dealer’s bulletin 
board. 


information. 


Now, you know the feeling 
you have when somebody is 
indifferent to your interests— 
just doesn’t care a darn about 
whether you like it or not. 


A 





Dear Fellow Worker: 


about how the pride of the 


That feeling makes you avoid 
that store or person. You will 
make almost any sacrifice of 
convenience to give your busi- 
ness to somebody else. 
Honest, sincere, intelli- 
gent treatment of a pros- 


By John O. Munn 


LMOST EVERY day I 
hear someone complain 


worker in his job 


= - or deteriorated ee or customer has 
Get until one is actu- ome rare in many auto- 
ets Recording of Welcome Message— SERIES ally surprised Siitiie extaiiidaenaita Bo 


Phil Sheridan, WFIL (Philadelphia) weatherman, right, presents recording of wel- 
come broadcast to Gordon Z. Spencer, Automotive Electric Assn. president, and service 
sales manager of Trico Products Corp., Buffalo. Spencer headed a group of Trico 
personnel which conducted a safety-vision clinic for association members in the 
Philadelphia area. 


nui 


when he is treated like a 
customer instead of like a 


say 
in stores, craftsmen, and 


that, now, treating custom- 
ers as very important 
people constitutes one of 
the greatest promotional 
forces in automobile mer- 


sance. Some of you can 
that about sales people 


chandising. Let’s not fail 
to make use of it. The goo:! 
old golden rule might be 
paraphrased in this fash- 


ion: 


“Treat our customer the 
way you like to be treated 
when you are the cus- 


tomer.” 


Cordially yours, 


CAR DEALER & 


COMPANY 
Manager 


Raybestos Cites 
Need for Check 
Of Brake Drums 


NEW YORK.—Raybestos division 


‘| of Raybestos-Manhattan, Inc., has 





: 


John H. Dunlap, operator of 3800 acres in Pickaway County, Ohio, 
buys on a really big scale. His equipment list includes 
40 tractors and 8 trucks of various sizes. 


Your Big Buyer...from the Country! 


His is the biggest business in the world—farming. And, the 
farmer is the biggest buyer of power on earth . . . your most 
important customer! 

There are three top-farm-income states you cannot afford 
to overlook in planning any farm advertising program— 
Ohio, Michigan, Pennsylvania. Farmers here are bigger buyers 
than in most states—of tractors and trucks of all types, 
automobiles, fuel, lubricants, tires, batteries, accessories, 
replacement parts. Full crop and livestock diversification is 
the reason — many products to market all months of the 
year. Cash income is big . . . and steady. 

THE OHIO FARMER...MICHIGAN FARMER...PENNSYLVANIA 
FARMER...they’re the big advertising buys! They’re preferred 
by the big majority of farm families in these states. Biweekly 
publication gets you in the market quickly. Rotogravure 
printing helps reduce your costs. No plates are required. 


Send for Your Free Copies of the 


“FARM PETROLEUM MARKET”’ 


announced that its seven-point 
brake check makes a major point 
of inspecting brake drums for out- 
of-round condition, concavity or 
bellmouthing. 

When these conditions are evi- 
dent, Raybestos said, resurfacing 
or turning down of brake drums is 
necessary before relining can be 
done. 

Raybestos engineers report that 
laboratory and field testing have 
convinced them that resurfacing is 
necessary if a first-class relining 
job is to be obtained and guaran- 
teed. 

They said that if machining is 
held within the limits recommend- 
ed by the service managers group, 
Automobile Manufacturers Assn., 
resurfaced brake drums give better 
performance than those replaced 
on a car without machining. 

The AMA machining limits are: 


nt OEE 


Cheaper 


LePeee, 


EE ETT aT Ee Ie PEL IT ME Fh ERG SELLE BIEN 


Passenger cars and light trucks | 


with nine to 12-inch drums should 
not be machined beyond 60 thou- 
sandths of an inch on the inside 


diameter, except pre-1952 Lincolns | 


and Mercurys and pre-1949 Fords, 
which should not be machined be- 
yond 30 thousandths of an inch. 


Ramsey to Head 
AMC Fleet Sales 


DETROIT.—W. B. Ramsey has 
been promoted to director of the 
fleet sales division of American 
Motors. Ramsey 
formerly was as- 
sistant director. 

At the same 
time, Raymond E. 
Williams, division 
assistant manager 
in charge of the 
eastern part of 
the U.S., has been 
transferred from 
Washington to 
Philadelphia. Har- 
land L. Walters 
will remain in Washington to 
handle government and fleet con- 
tracts. 

Ramsey entered the auto business 
in 1935 as a used-car dealer in 
Columbus, O., and later-opened a 
Nash dealership. After Army. serv- 
ice in World War I, he went with 
Hudson as Detroit district manager. 
Ramsey joined Nash in 1951 as dis- 
trict manager in Cincinnati and 
later became Nash assistant sales 
promotion manager. He was ap- 
pointed assistant fleet sales director 
in Jan., 1955. Williams joined Nash 





W. B. Ramsey 


Three interesting booklets on the 
farm markets in Ohio, Michigan 
and Pennsylvania that contain im- 
portant facts — on automobiles, 
trucks, tractors, garden tractors, pe- 
troleum products, tires and acces- 
sories (plus heating and cooking 
equipment). 

The booklet for either state—or 
all three—will be mailed free upon 
request. Write to Capper-Harman- 
Slocum, Inc., 1010 Rockwell Ave., 
Cleveland 14, Ohio. 





Boston zone in 1945. 


McAnary-Welter Opens 
Ford Shopping Center 


GARY, Ind.—McAnary & Welter, 
Inc., presented a three-day doub!e 
feature last week—the opening of 
their three-acre Ford Shoppirg 
Center and the first Gary showirg 


of the 1956 Fords. 


THE OHIO FARMER - MICHIGAN FARMER - PENNSYLVANIA FARMER 


The service department of the 
new building has 51 overhead doors 
and 30 hydraulic lifts including two 
special truck hoists which can take 
care of a complete tractor-trailer 
unit. 
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Five Points for ‘Preservation’ .. . 


Loyalty to Dealer 
Urged on Salesman 


SAN ANTONIO. (UTPS) — “Are 
you selling cars to make a profit 
for your dealer?” asks a prominent 
San Antonio dealer. “Or are you 
just interested in making a profit 
for the factory? 

“If you, as a salesman, are only 
interested in making your com- 
mission — and selling cars without 
regard for the amount of profit 
your dealer gets out of it — you 
are already on the way out. 

“For the dealer who, like you, 
is interested only in seeing how 
many cars he can sell, cannot 
remain in the automotive picture 
much longer—and when he goes, 
you must go with him.” 

With this warning, the dealer 
outlines a five-point program to 
which, he contends, the automobile 
salesmen must return if his job— 
and the dealer’s business—are to 
be preserved. 

“First,” he says, 
costs. 

“The new-car salesman who 
does not know his costs jeopardizes 
both himself and his dealer. Every 
automobile salesman should realize 
that, where the basic cost of a 

new car may be, say $1,050, addi- 
tional charges, such as freight, 
overhead, service charges, advertis- 
ing and other expenses, bring that 
cost up to $1,750 before any profit 
can be shown on a deal. 

“Forgetting these extra charges 


Volkswagen Goal 
Set at 250,000 
Within 5 Years 


NEW BRUNSWICK, N. J. 
Volkswagen expects to sell 250,000 
cars annually in the U.S. within 
the next five years, compared with 
the 35,000 sales anticipated this 
year, according to Heinz Nordhoff, 
director general of Germany’s 
Volkswagen Automobile Works. 

Nordhoff, visiting in New Bruns- 
wick to inspect the Studebaker 
assembly plant which his firm has 
purchased for $4 million, said 
Volkswagen is trying to determine 
which components for its car can 
be purchased here and which must 
be imported. He predicted that pro- 
duction would be rolling by next 
October. 

He said that the 800 Volkswagen 
dealers sold 8,000 cars in 1954 and 
that they expect to market about 
70,000 units in 1956. 

Asked if Volkswagen had any 
plans for changing the body style. 
Nordhoff replied, “Not for several 
years at least. We will still be 
Selling this style when we make 
our two millionth auto.” 

He said that his company hopes 
that its New Jersey assembly oper- 
ations will enable it to eventually 
lower the suggested retail price, 
which has been $1,495 for the 
standard four-passenger model. 


56 Pontiac Debut 
Set at Calif. Show 


OAKLAND, Calif. The first 
Coast public showing of the new 
1956 Pontiac will take place at the 
nine-day auto show to open here 
Oct. 29, according to Jo Baldwin, 
exhibits manager. 

Show officials said that America’s 
1956 look in family, luxury and 
Sports cars will be on “display for 
the first time under one roof” in 
Oakland. Baldwin said he had lined 
up many special exhibit features 
for the show. 


IHC Truck Branch 
Opens in Lansing 

LANSING. — The truck division 
of International Harvester Co. has 
announced the opening of a sales 
and service branch here. O. N. Toll- 
stam, former Detroit truck zone 
Manager, is Manager. 

The branch, in addition to its re- 
tail operations, will serve as a 
wholesale distribution point. 


“know your 







































is one easy way to go bankrupt in 
the automobile business. 

“Second, add in $500 in profit, 
if only for tradein purposes. 

“That is what the dealership 
should make on each new car sold. 
Only with this profit added in does 
the salesman — or the dealer — 
stand any chance of ‘trading’ with 
a customer or making a profit of 
any kind. 

“If the car is priced at $1,750 
‘for a quick sale’ he will get a quick 
sale allright — and proceed to go 
quickly out of business! 

“Third, personalize your selling. 

“I have heard salesmen—and 

even dealers—say, ‘it is impos- 
sible’ to personalize new-car 
selling. 

“Why? 

“When I go out on the floor to 


| 





Ford Sets Production Mark at St. Paul— 


Donna Danreau offers an attractive leg as the numeral ‘1"’ to go along with two 
wheels and three extra tires in making up the digits signifying the 100,000th unit 
produced thus far in 1955 at Ford's assembly plant at St. Paul. The 100,000th unit, 
a 1956 Fairlane Victoria, set a new production record, preceding the 1954 mark by 
almost 10 weeks. 


sell a car, I talk with a prospect. kind of car he now drives and how 
I find out where he works, what he | 0d it is. 
does and show some interest in The more one can find out about 


a prospect, the easier it i make 
HIS business. In my sales manual | a aa . ee 


it isn’t enough just to know what' “Fourth, do not cling to your’ 








prospect as if your life depended 
upon making that sale. 

“Many a time I have wound 
up a tough sale by telling the 


‘ prospect, ‘You are a fair man 


and know what you can afford. 
Here’s the contract. Just write in 
your own terms.” 

“And that appeal to his fairness 
often has made him present me 
with a better deal than all the 
arguments in the world could have 
won for me. 

“Don’t be a leech. 

“If you give the prospect the im- 
pression that you MUST make that 
sale—that, under no circumstances, 
will you permit him to leave the 
showroom without signing up—the 
advantage will be all on his side 
and, believe me, he will be quick to 
take it. 

“Finally, don’t be afraid to lose 
a sale. 

“I know a dealer who has sold 
125 new cars a month this year. 
But he has lost $2.50 on each new 
car sold. 

“Had he sold only 50 cars a 
month and made a profit on each, 
he would be much better off today. 

“So the chief rule for the new 
car salesman is: Don’t give that 
car away. 


THESE TV SHOWS SELL AUTOS! 


And 





~ 
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DANGEROUS ASSIGNMENT 


Rugged, two-fisted Brian Donlevy in exciting, fast- 
paced adventures as undercover agent for the govern- 
ment. Each half-hour episode is a complete story. 





here’s why: 


showrooms everywhere! 


Proven audience records... 
tough network competition! 


. 


THE FALCON’S missions take him to 


popular half-hour series. 


INNER SANCTUM 


PARTIAL LIST OF DEALER SPONSORS: 
ROBERT BRASHEAR— Wichita Falls, Tex. CAPITOL CHEVROLET—Montgomery, Ala. CHICAGO METROPOLITAN DEALERS—Chicago, Il. 
E. 0. CLIFTON—Jacksonville, Fla. COLE-FINDER—Chicago, Ill. DODGE DEALERS OF EUREKA—Eureka, Calif. HOFFMAN SALES CORP. 
—Medford, Ore. CHARLES J. KETCHAM—Las Vegas, Nev. HOWARD KUHLMANN—Austin, Tex. KURLAND MOTORS—Denver, Colo. 
JOE G. MALOFF & CO.—Albuquerque, N. M. MODERN MOTORS—South Bend, Ind. NORTON SALES—Cape Girardeau, Mo. OLIN USED 
caRs—Ft. Lauderdale, Fla. BUD SHERK—St. Petersburg, Fla. SHORTES OLDSMOBILE—Midland, Tex. 


of the earth — wherever there’s action . . 
intrigue. Hollywood’s Charles McGraw stars in this 


Proven traffic builders. . . in dealers’ 


Proven sales records .. . selling cars! 


even against 


Exclusive sponsorship in your markets! 


Adventures of THE FALCON 


the far corners 
. danger 





Each week the famous Inner Sanctum Door opens 
for another in a unique series of mood-dramas fea- 
turing outstanding Hollywood and Broadway actors. 


For exclusive sponsorship in your market—write, wire, phone for all the facts today. 


NBC FILM DIVISION 


serving all 
serving all 


sponsors... 
stations 


80 Rockefeller Plaza, N. Y. 20, N. Y. * Merchandise Mart, Chicago, Ill. + Sunset & Vine, Hollywood, Calif. 
In Canada: RCA Victor, 225 Mutual St., Toronto, 1551 Bishop St., Montreal. 
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The South Subscribes to 


The Progressive Farmer 


Other Advertising Offices: 
PAUL HUEY, V. P. and Advertising Manager H. EARL BUTCHER, V. P. and Eastern Advertising Manager OSCAR M. DUGGER, V. P. and Western Advertising Manager RALEIGH * MEMPHIS + DA‘LAS 
Birmingham 2 + Phone: 54-2571 250 Park Ave., New York 17 + Plaza 1-0160 Daily News Bidg., Chicago 6 + Central 6-3400 SAN FRANCISCO + LOS ANG:<ES 
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The SOUTH i: « huge, 16-state market 


with 14 MILLION households responsible for 
more than one-fourth of all U.S. retail sales. 


Yet some manufacturers do not get adequate adver- 
tising coverage of the nation’s fastest-growing big market 
because they overlook the basic fact that the South is far 
more rural than the rest of the country. 


On the map of the South (at left) the shaded counties 
are rural counties where most of the people live on farms or 
in places of less than 2,500 population. You miss most of the 
market if you concentrate your advertising coverage in 
the South’s 213 urban counties and neglect the 1,174 rural 
counties. 


Urban media have weak coverage in the rural South. 
More and more advertisers are turning to The Progressive 
Farmer to fill this major gap in coverage. That’s why The 
Progressive Farmer is now carrying more advertising linage 
than any other rural magazine. 


Here’s what happens to your total coverage’ of the 
South, urban and rural, when you add The Progressive 
Farmer to your advertising list: 


e The Progressive Farmer increases your Southern coverage 33.5% if you 
are using Life, The Saturday Evening Post, Look and Collier's. 


* The Progressive Farmer increases your Southern coverage 33% if you 
are using Ladies’ Home Journal, McCall’s, Woman’s Home Companion 
and Good Housekeeping. 


: The Progressive Farmer increases your Southern coverage 30% if you 
are using Better Homes & Gardens, Ladies’ Home Journal, Life and The 
Saturday Evening Post. 


® The Progressive Farmer increases your Southern coverage 25% if you 
are using This Week, Parade and American Weekly. 


i é The Progressive Farmer increases your Southern coverage 70.3% if you 
CIRCULATION {  SOUTHE: a are using Family Circle, Woman's Day, Better Living and Everywoman’s. 


1,290,000 , IT’S EASY TO MISS a big, important market, if 
Published monthly in five, you fail to recognize the fact that the South is rural. 
ee : ee IT’S EASY TO SELL the prosperous, up-and-coming 

oy rural South, if you place enough of your advertising in 


| at Birmingham, Raleigh, : 
_ Memphis and Dallas. oat The Progressive Farmer. 


*All coverage figures based on Starch 49th Consumer Magazine Report Data. 
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m 1 |. Fair and equitable contracts between manufacturers and dealers in 
Aa 


motor vehicles, parts and accessories; 

{ 2. Every doliar of gasoline and oil taxes, collected by states and federal 

« governments, applied to the building and maintenance of highways; 

R 1 3. Guard the precepts of individual freedom, which made the U. S. A. 
creat - == citizens more of the better things of life than anywhere 

else in world. 








Opportunity for the Future, 
A Lesson from the Past 


ae last of the 1955 models are trickling off the lines now. 
Not so long ago that trickle was a torrent which many 
observers believed would engulf the auto retail trade in a 
great catastrophe. 


That didn’t happen. It will take a while to weigh just what 
did happen—how much loose credit was spread around the 
country, how much goodwill and future business some deal- 
ers built with the 1955s, and how much illwill others created 
by tricking customers instead of selling them. 


' Whatever did occur is past history. We cannot go back 
and do it over again. There’s little point in looking in that 
direction— except as it can provide a lesson for the future. 


Turning to the ’56s and another model year, it is obvious, 
however, that there is great opportunity for improvement. 


There is opportunity for some of the makers to improve 
dealer relations. Factories seem to be on the defensive. 
They insist that their dealers are making money and are 
happy as the birds singing in the trees. 


But the tune sounds a little different away from factory 
councils. The anti-factory bills in various state legislatures 
and in Congress; the Senate Monroney investigation; the 
echoes from dealer conventions all tell a different story. 


So, as a dealer leader put it some years ago, there is a 
great opportunitv for the factories to reestablish mutual 
trust within the family. 


There is great opportunity for dealers, too. They are part 
of the family and must share responsibility for the family 
welfare. They, too, must help reestablish trust. 


And dealers and factories alike have a job to do in 
reestablishing public trust. The gimmicks and the decep- 
tive advertising, the simulator dealers, the poor service 
and the so-called tricks of the trade all have worked to 
give the auto business a black eye with the public. 


The auto industry is a great industry. It should hold a 
position of public trust. Needless to say, in too many 
instances it does not. 


So, we repeat, there is great opportunity for improvement. 


Events 


Dealer Conventions 


Oct, 15-17—Arkansas Automobile Dealers 
Assn., Majestic Hotel, Hot Springs, Ark. 

Oct, 16-17—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa, Okla. 

Oct, 16-18—National Independent Auto- 
mobile Dealers Assn. Annual Convention, 
Hotel William Penn, Pittsburgh, Pa. 

Oct, 23-25— Florida Automobile Dealers 
fone, Sans Souci Hotel, Miami Beach, 

a. 

Nov. | —Connecticut Automotive Trades 
Assn., 34th Annual Convention, Hotel 
Statler, Hartford, Conn, . 

Nov. 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 

Nov, 13-14—20th Annual Convention, 
Automobile Dealers Assn. of Alabama, 
Tutwiler Hotel, Birmingham, Ala. 

Nov, 13-15—Ohio Automobile Dealers 
Assn. Netherland Plaza Hotel. Cincin- 
nati, O. 

Dec, 2—Nebraska New Car Dealers Assn., 
Paxton Hotel, Omaha, Neb, 

Dec. 6—Utah Automobile Dealers Assn. 
Convention, Newhouse Hotel, Salt Lake 
City, Utah. 

Dec. 9-10 — Montana Automobile Dealers 
Assn., Northern Hotel, Billings, Mont. 
Jan. 28-Feb. | — 39th Annual National 
Automobile Dealers Assn. Convention, 
Sheraton Park and Shoreham Hotels, 

Washinaton. D. C. 

May 26-28 — South Carolina Automobile 

Dealers Assn., Ocean Forest Hotel, Myr- 


tle Beach, S. C 
* * 


Dealer Auto Shows 


Nov. 19-27—Portiand Auto Show, Pacific 
International Exposition Bldg., Portland, 
Ore. 

Nov. 26- Dec. 3— Buffalo Auto Show, 
Masten Avenue Armory, Buffalo, N. Y. 
Nov. 30-Dec. 4—Sioux City Auto Show, 
Municipal Auditorium, Sioux City, la. 
Dec. I-ll—Los Angeles Auto Show, Pan- 
Pacific Auditorium, Los Angeles, Calif. 
Jan. 6-14—Minneapolis Auto Show, Min- 
neapolis auditorium, Minneapolis, Minn. 
Jan. 7-15—San Francisco Auto Show, Civic 

Auditorium, San Francisco, Calif, 

Jan. 7-15—Columbus Auto Show, Veterans 
Memorial Bidg.. Columbus, é. 

Jan, 7-15—27th Annual Automobile Show, 
National Armory, Washington, D, C 

Jan. 7-15 — Chicago Auto Show, Interna- 
tional Amphitheater, Chicago, Ill. 

Jan. 7-15 — Houston Auto Show, Houston 
Coliseum, Houston, Tex 

Jan. 13-22—Seattle Auto Show, Field Ar- 
tillery Armory, Seattle, Wash. 

Jan, 14-22—St, Louis Auto Show, Oakland 
Ave. Arena, St. Louis, Mo. 

Jan. 21-28 — Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore. Md. 

Jan. 21-28 — Pittsburgh Auto Show, Hunt 
National Guard Armory. Pittsburgh, Pa. 

Jan. 21-29—Cleveland Auto Show, Public 
Auditorium, Cleveland, O, 

Jan. 28- Feb. 4— Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N. Y. 

Feb. 3-12—Omahsa Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 

Feb. 5-12—Dallas Auto Show, Fair Park, 
Dallas, Tex, 

Feb. 11-18—Milwaukee Auto Show, Mil- 
waukee Arena and Auditorium, Milwau- 


kee, Ss. 

Feb. 12-19— Lansing Auto Show, Civic 
Center, Lansing, Mich. 

Feb. 18-26—Detroit Auto Show, Michigan 
State Fair Grounds, Detroit. Mich. 
Feb. 19-25—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 

Syracuse, N. Y. 

Feb. 25-March 3—Kansas City Auto Show, 
Exhibition Hall, Municipal Auditorium, 
Kansas City, Mo, 

March 7-11—Spokane Auto Show, Coli- 
seum, Spokane, Wash. 

April — Lewiston Auto Show, 
Armory, Lewiston, Me. 

nie 2 


_ General 


Oct. 7-23—Southwestern Auto Show, Au- 
tomobile Bldg., Texas State Fair, Dallas, 


ex, 

Oct. 13-17—American Trucking Assn. 
Roadeo finals, Washington, D. C. 

Oct, 17-21 —American Trucking Assn., 
Annual Convention, Hotels Statler and 
Mayflower, Washington, D. C. 

Oct. 19-2i—Gasoline Pump Manufacturers 
Assn., Seaview Country Club, Absecon, 


N. J. 

Oct. 19--29?— 40th International Motor 
Show, Earls Court, London, England. 
Oct. 24-25 — Automotive Electric Assn., 
Regional Conference Hotel Statler, Los 

Angeles, Calif, 

Oct. 26-28 — 10th Annual Technical Con- 
vention, American Society of Body En- 
ineers, Rackham Memorial Build'ng, 
etroit, Mich. 
(See CALENDAR, Page 80, Col. 3) 
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on safe driving." 
Letterbox 


‘Misunderstanding ......’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26. Mich. 


Getting Together 


Whether or not what we say is 


correct, we all like for it to be 
clear: The quote of my Minnesota 
dealer talk, 
ness,” in the Sept. 26 issue of AuTO- 
motive News, has no meaning what- 
ever. 


“neutral -together- 


Fred Bell, at this year’s NADA 


convention, said that “Production, 
sales, finance must work together 
successfully.” Discussing the cur- 
rent credit situation I referred to 
this, urged a “mutual togetherness” 
in that direction—that we should 
all resist demands for credit which 
the testimony of history and sta- 
tistics of all installment credit 


The Big Stories 


Hudson Motors produced 27,600 cars in September and is working 
on an actual schedule of between 22,000 and 23,000. Officials expect the 
biggest October in the company’s history. 

Production of cars in the U.S. in August totalled 241,326, as com- 
pared with 347,365 in July, a survey of the Federal Reserve Board 
indicates. Trucks dipped from 39,968 in July to 36,207 in August. 

Sales in excess of any month in history of the corporation were 
recorded in September by General Motors, according to Alfred P. 
Sloan jr., president. He predicted the higher level would be eliminated 


during October. 


Durant Motors, Inc., sprung a surprise when it announced a new 
line of Star six-cylinder models, of which 75,000 are expected to be 
built during the first year’s operation. Durant officials said the car 
was the result of careful planning and building to produce an 
unusual six-cylinder car in the less-than-$1,000-price class. 


—From the files of Automotive News. 





Automotive Cartoori 


Of the Week 


(During {lIness of Ogg Fitzgerald, other cartoonists are filling this corner). 
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prove to be unsound—for if we 
don’t together resist unsound credit 
trends we could conceivably all go 
down the road together to regula- 
tion and reaction. After this we 
discussed the mutual consequences. 

I've often wondered why a re- 
porter in doubt about a particular 
meaning wouldn’t take time to 
check with a convention speaker.— 
P. M. Muuians, Commercial Credit 
Co., Baltimore. 


* * * 


Auto Happy 


I’ve read Automotive News long 
enough to be convinced it is just 
that, “NEWS” about the automobile 
industry, nothing more, nothing 
less. Therefore, I’m puzzled. Per- 
haps I’m a little stupid or need a 
course in elementary arithmetic.) 
Tl explain. 

Passenger-car registrations first| 
seven months 1954: 3.2 million 
(minus). 


Passenger-car registrations first 
seven months, 1955: 41 million 
(plus). 

Passenger cars produced first nin¢ 
months 1954: 4.1 million. 

Passenger cars produced first 
nine months 1955: 6.0 million (esti- 
mate). 

Now, assuming that registra- 
tions for 1955 continues to exceed 
registrations for 1954 by about 
130,000 per month of the first 
seven months for the other two | 
months, i.e. August and Septem- 
ber, then, 5.3 million cars will 
have been sold at the end of nine 
months in 1955, or 700,000 less 

(Continued on Page 84, Col. 4) 
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New Models Feature Fins, 





255 HP... 





DeSoto Introduces °56 Entry 


What's New: 
Floating “center-plane” brakes 
. four-door hardtops ... top 
horsepower of 255 .. . 12-volt 
electrical system ... tail fins... 
pushbutton automatic transmis- 
sion control ... redesigned spark 
plugs . . . more powerful brakes 
“ Hi-Fi record player . . 
safety door latches and other 
safety features. ‘ 


T= 1956 DeSoto, the car with 
which the division expects to 
crack the top 10 in sales, goes on 
display Wednesday (Oct. 19). 

The sales prediction was made by 
J. B. Wagstaff, sales vice-president, 
who noted that DeSoto had climbed 
from 13th place in 1954 to 11th in 
1955. 

Wagstaff sees industry sales of 
seven million in 1956 and predicts 
that DeSoto’s share of that mar- 
ket will be 150,000. 

The 1956 models which, according 
to President L. Irving Woolson, 
“have entered the second planned 
phase of the forward look,” fea- 
ture four-door hardtops, tail fins, 
a redesigned grille and top horse- 
power of 255. 

* * * 

ee models are available in 

two series. Both the Fireflite 
and the Firedome offer a four-door 
sedan, two-door and four-door 

rtsman hardtop and a convert- 
ible. In addition, the Firedome 
series includes a station wagon and 
two-door and four-door Seville 
hardtops. 

The new wide grille is of 
chromed perforated mesh with a 
large “V” insignia in the center. 
Parking lights are built into the 
bumper guards. 

Tail lights are incorporated into 
the rear fender fins in three tiers 
of turret-like lights. The rear deck 
lid also has the large “V” insignia. 

Exterior color schemes include 14 


Industry Offered 
Autocar Plans for 


Tire Mounter 


EXTON, Pa.—Plans for a pneu- 
matic machine for mounting heavy- 
- duty truck and tractor tires again 
are being offered free by the Auto- 
car division of White Motor to the 
nation’s truck operators and fleet 
owners. 

Worked out by Autocar engi- 
neers two years ago, the machine’s 
plans were offered to the industry 
several months ago and 700 re- 
quests for the specifications were 
received. 

With Autocar’s tire and rim 
mounting device, one man easily, 
quickly, safely and economically 
performs the job. And there is 
little risk that the tire or rim will 
be damaged. 

Ordinarily, mounting rims and 
tires on heavy-duty trucks and 
tractors is a difficult job, requiring 
two or. three men. Autocar has 
had two of the machines installed 
in its new plant here. 


Grentner Conducts Clinic for Employes— 

Employes of Grentner Bros. Motors (Packard-Clipper), Miami, receive special in- 
struction on torsion-level suspension selling from Charles Grentner, left foreground. 
The session was held prior to an extended showing of the Packard chassis in the 
Grentner showroom. 


solid shades and 84 two-tone com- 
binations. 
* * 
E Fireflite has a 255-horse- 
power engine and the Firedome’s 
rating is 230. Last year’s figures 
were 200 and 185, respectively. Both 
have 8.5 to 1 compression ratio, 
330.4-cubic-inch displacement, 3.72 
bore and 38 stroke. Other new 
engine features are larger valves, 
redesigned intake and exhaust 
ports, improved carburetors and 
new spark plugs. 

Among the safety features of the 
1956 DeSoto are new 12-by-2%-inch 
center plane brakes with 25 percent 
more braking surface. 

The company says pedal effort 
has been decreased 25 percent and 
reserve boosted 50 percent. It 
claims 20,000 more miles of brake- 
lining wear. 

New safety door latches are 
standard on all models as are im- 
proved headlamps which are said 
to extend the lighting zone on the 
right side of the road, yet decrease 






the fabulous Model T Ford. 

Introduced in 1908, the Model 
T was manufactured almost con- 
tinuously unti] May, 1927, when 
the last unit, number 15,176,838, 
was completed. Prices on the Tin 
Lizzie ranged from $950 in 1909 
to $290 in 1924. 

Loaded with photographs and 
drawings, the book tells much 
about the life of Henry Ford and 
the early years of Ford Motor Co. 

Destined to become the most 
popular car in history, the “Tin 
Lizzie” had made a deep impres- 
sion on the American public even 
before it was introduced at the 
New York Auto Show in 1908. A 
series of preliminary ads had al- 
ready whetted the public appetite, 
swamping the company with thou- 
sands of inquiries. 

Although the first Model T 
cost only $850, the headlights, 
folding top and the fifth tire and 
wheel were extras. 

“No provision was made for car- 
rying a spare at a time when an 
extra tire was sorely needed, for in 
1908 the best tires could not last 
more than a few thousand miles,” 
Van Doren wrote. 


Chapters in the book are devoted 
to the world in which the Model T 
was born, Henry Ford before the 
Model T, predecessors of the Model 
T, how the Model T was built, the 
death of the Model T and reference 
data on the Model T, which tells 
how to run a Model T and how to 
restore a Model T. 
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Tin Lizzie 
Book Devoted to 15 Million Model T Fords; 

Car Sold for $290 in ’24 


NEW YORK.—“Tin Lizzie” is a| auto accident involving Ford by 
friendly informative 180-page book | Joseph Galamb, an early Ford de- 
by Philip Van Doren Stern about} signer, who said: 





| '56 DeSoto 





glare for the oncoming motorist. 

Relocated windshield wiper pivots 
permit blades to wipe around curve 
of wraparound windshields. 

* + * 

NOTHER standard feature is 

the 12-volt electrical system. 

New accessories include a hand- 
brake warning light, 15-jewel pre- 
cision steering wheel watch, “in- 
stant” heater, dual rear radio 
antennae a Triad, or third horn, 
and a nonglare rear-view mirror. 

DeSoto’s automatic transmission 
will be controlled by a pushbutton 
panel located on the left of the 
instrument panel. 

The pushbutton system is a fea- 
ture of all 1956 cars of Chrysler 
Corp. PowerFlite automatic trans- 
mission is standard on the Fire- 
flite and optional on the Fire- 
dome. 

Another optional feature on all 
1956 DeSotos is the Highway Hi-Fi 
record player which plays special 
seven-inch records and offers 45 
minutes to an hour of uninter- 
rupted play from each side. 








Eulogized 


“We came to a hill, and I Fireflites for '56— 


thought his car was going too 


Wraparound Rear Window— 


A wraparound rear window is featured on the 1956 DeSoto convertible. Three tur. ~ 
ret-like tail lights are incorporated into the rear fender fins. 





Models Bow 










































































The convertibles, avail — 


able in both the Fireflite and Firedome series, are 220 inches long and 60 inches high — 





Automatic transmission is standard on DeSoto's 1956 Fireflite models and features 


fast for a car in that sandy road. | Chrysler Corp's pushbutton control. The Fireflite engine develops 255 horsepower and 


All at once I saw the car going | the Firedome is rated at 230. 
end for end, and Mr. Ford was 
dumped out in the ditch. He 
didn’t get hurt other than a 
scratch on his face, but he was 
dazed a little bit. It’s a wonder 
he didn’t break his neck.” 

In a chapter on Model T folklore, 
jokes, anecdotes and music, the fol- 
lowing story was told: 


“A farmer was tearing an old 
tin roof off his barn when one of 
his neighbors stopped and asked 
what he was going to do with the 
old roof. The neighbor suggested 
he send it to the Ford Motor Co. 
He acted on the suggestion, crated 
the tin and shipped it to Detroit. A 
few days later he received a letter 
from Ford Motor Co. ‘Your car,’ 
they wrote, is one of the worst 
wrecks we have ever seen, but 





Inside the '56 DeSoto— 


Wider brake pedal and pushbutton 
automatic transmission control box are 
features of the instrument panel of the 
1956 DeSoto. The company offers a wide 
range of interior fabrics and styles. 


Theft Down 0.20% in 6 Months... 
Car Thieves Flourish 


WASHINGTON. — While most 
varieties of U. S. crime showed 
welcome signs of a big decrease 
during the first half of 1955, the 
rate at which cars were stolen de- 
clined only slightly, NADA has re- 


we'll have it fixed for you in a week 
or so’.” 









arrests. NADA said the best in- 
surance against theft is to keep all 
cars locked with windows rolled 
up all the way to the top. 

In actual cars, the auto theft de- 
cline meant that 230 fewer cars 





ported. 

The FBI reports were cited to 
show that auto thefts went down 
only 0.20 percent between January 
and July while forcible robbery 
dropped 15.0 percent and burglary 
was down 3.30 percent. 

The most discouraging part of 
the picture, NADA said, was the 
fact that only 27.50 percent of auto 
theft cases were cleared up through 


‘Silent’? Snow Tire 
Is Announced 


By Firestone 


AKRON.—Firestone Tire & Rub- 
ber Co. has announced a tubeless 
snow tire which, it says, will run 
quietly and smoothly on dry pave- 
ment. 

Called the Town and Country 
tubeless tire, it has hundreds of 
cross grooves in the tread ribs to 
provide added flexibility and closer 
contact to the road surface. 

The tread design also has hun- 
dreds of angular edges, which Fire- 
stone claims resist side-skidding. 

Firestone says the continuous 
tread design formed by the inter- 
locking tread bars eliminates vibra- 
tion, rumble and whine. 


A little known story is told of an 





were taken during the first half of 
1955 than were stolen in the same 
period of last year. However, 109,- 
830 were taken and this figure did 
not include “joy rides” and “mis- 
takes.” 

The theft rate in rural areas was 
up and that in the cities, down. 





Gordy Signs Franchise— 


Mc. C. Gordy, owner of Gordy Motor 
Co., Beaumont, Tex., right, signs a Stude- 
baker franchise as J. W. Frye, Dallas, 
district sales manager, looks on. The firm 
will serve as a dual dealership for the 
Studebaker and Packard lines. Gordy has 
been in the auto business for 26 years. 





Mack ‘Tailors’ 
25 New Trucks 
For the West 


NEW YORK.—Mack Trucks has 
announced development of 25 new 
truck models, designed especially 
for truck users in the western 
states. 

E. G. Ewell, sales vice-president,j 
said the new series, called the 
“Great Western” group, has been 
created specifically to meet western © 
weight, capacity and performance — 
requirements. a 

The new series includes both 
four-wheeled and six-wheeled types — 
with choice of gasoline or diesel — 
powerplants and a variety of multi- © 4 
speed transmissions. 

Ewell said the Great Westernil 
group is adaptable to highway 
freighting in tractor and fod). 
trailer or truck and full trailer” 
combinations, and for logging, lum- 
ber, steel hauling, pipe hauling, 
stock hauling and many other” 
operations. & 

The new models are powered by 
Mack’s Thermodyne engines, gaso-~ 
line or diesel, or with Cummins” 
diesels, with turbo-charged models” 
of both diesel makes included. A’ 
broad selection of transmissions is” 
offered, ranging from 5 to 20 speeds” 
and liberal options of final drivel 
ratios, Ewell said. 


11 States Form | 
New Truck Pact | 


FRANKFURT, Ky.—Indiana has) 
become the first state to sign a new 
southern truck - reciprocity agree-| 
ment and Kentucky will sign as) 
Soon as the document arrives on) 
its rounds for new signatures. 

Others are Alabama, Florida, 
Georgia, Louisiana, Mississippif 
North Carolina, South Carolina, 
Tennessee and Virginia. The states 
have agreed to allow each others 
truckers to pay taxes only to the 
home state. The pact amends the 
origina] 1949 agreement. ; 

Kentucky, said John M. Kinnaird, 
commissioner of motor transporta- 
tion, has not had an agreement 
with Ohio—in the midst of turmoil} 
over the axle mile tax—since Jan. 
1, 1954. However, the Legislature 
exempted Ohio trucks operating it 
Kentucky border cities from pay- 
ing the state’s weight tax. 
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GOOD THINGS FROM 


AMERICA'S FAVORITE SONGSTRESS EVERY TUESDAY AND THURSDAY EVENING, 7:30-7:45 E.S.T. NBC-TVv 


CROSSROADS 


DRAMATIC, TRUE EXPERIENCES OF AMERICAN CLERGY EVERY FRIDAY EVENING, 7:30-8:00 E.S.T. ABC-TV 


HEWY SHOW 


BOB HOPE, BETTY HUTTON AND OTHER TOP STARS, EVERY 3rd TUESDAY, 7:00-8:00 PM E.S.T. NBC-TV 


CBS RADIO NEWS seine tirousnour me weexena 
WEEK AND THROUGHOUT THE WEEKEND 


BOB TROUT and ALLAN JACKSON ... two leading newscasters 
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The hot one’s even hotter! 
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AUTOMOTIVE WASHINGTON 
Prober Raps Treasury 


On Excise Inequities 


By William Ullman 
Washington Correspondent 
IX THE opinion of Rep. Aime J. Forand, Rhode Island 

Democrat, “the loss of a few million dollars in revenue 
should not stand in the way of correcting inequities in the 
application of excise taxes.” 

Forand, chairman of the House Ways and Means subcom- 
mittee holding hearings on* 
proposals to improve meth- 
ods of collecting excise taxes, | 
made that statement during testi-| 
mony of Dan T. Smith, special | 
assistant to Secretary of the Treas- 
ury George Humphrey, an early 
witness. 

At the outset, Smith and other 
Treasury spokesmen frowned on 
suggestions for new exemptions 
which would reduce collections be- 
cause of what they termed “a tight 
budget situation.” 








Forand said he thought the rec- 
ord should show 
that the President 
and the Treasury 
recommended tax 
changes in the 
1954 general revi- 
sion which. re- 
sulted in a reduc- 
tion of between 
$3.7 billion and 
$4.3 billion in 





William Ullman 










would like quality 






| knew your customers 


J-M Lined Brake Shoes, 
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ter of a few million is involved in 
excise tax regulations, I don’t think 
we should put the dollar ahead of 
fairness to the taxpayer,” said 
Forand. 

The Treasury spokesman said 
they have been working on an 
overhaul of excise regulations but 
were not ready at the moment to 
make recommendations. They said 
they had to give priority to new 
regulations affecting income taxes 
made necessary by the 1954 code 
revision. 

Forand told them that after 
the current hearings have ended 
the subcommittee will expect the 
Treasury to come up with spe- 
cific proposals for ironing out in- 
equities in excise taxes within 30 
days. Smith said that was a fair 
arrangement and promised to fol- 
low that course. 

The hearings started Oct. 4. The 
first week was given over almost 
entirely to Government witnesses, 
with industry representatives 
scheduled to follow and testify on 
general manufacturers excise prob- 
lems. The subcommittee hoped to 
finish last week. 

~ 


Officials Get Scolding 


HE Treasury representatives 


es. T 
“So, if the mat- were scolded by Forand for not 





Joe 


Right! And, they 


save shop time, because 
they re so easy to install 












Conveniently located Distributors— 
packages that are quick and easy to 
identify—a name that means quality to 
thousands of motorists: that’s why more 
and more servicemen are switching to 
Johns-Manville Asbestos Brake Linings. 


Remember too, the Johns-Manville 
name and Johns-Manville products are 
consistently supported by the strongest 
advertising program in the Brake Lining 
industry—on television, ‘‘Meet the 
Press”; in national magazines, ‘“‘The 
Saturday Evening Post,” “Collier’s,” 
“*Look,”’ plus local sales promotion aids. 


uy 





You'll like the speedy service J-M Brake 
Shoe Exchange offers... you'll save time 
on the job with the handily packaged 
Custom 4 Star®, P B and WireKlad® 
sets...and, best of all, you’ll be building 
repeat business with satisfied customers. 


Talk to your jobber about Johns- 
Manville friction materials. It’s the line 
developed by modern research and 
backed by the leading name in asbestos 
products. For more information on how 
you can profit by selling the J-M line, 
see your distributor or write Johns- 
Manville, Box 60, New York 16, N. Y. 


Johns-Manville avvovze Friction Materials 





reductions several times, althoug': 


appearing with specific recommen- 
it cut many other excises in 1954 


dations for solving the problems 
of inequities in the excise tax field. 
“They knew what they were com- 
ing for,” he said. 

Republicans as well as Demo- 
crats on the subcommittee backed 
Forand on his rebukes to the 
Treasury spokesmen and his de- 
mand that they discuss the Treas- 
ury’s excise problems frankly and 
specifically with members of the 
Ways and Means group. 

Smith was the first witness. The 
hearings definitely are expected to 
lead eventually to an overhaul of 
the century-old excise tax system. 
They were not concerned with 
rates, but rather with problems, 
such as application and collection 
inequities. 

Federal excises are levied on a 
wide variety of goods and services 
including automobiles, liquor, cig- 
arets, furs, cosmetics and admis- 
sions. They now account for about 
$10 billion of revenue annually. 

Unless Congress steps in, the 
present annual return will be re- 
duced by about $1 billion from 
reductions scheduled Apr. 1 in 
the levies on cars, trucks, buses, 
gasoline, liquor, beer and tobacco. 
Congress has postponed these 


















ury will balk at any changes which 
would cost revenue. 

Forand said the Treasury spoke:- 
men would be recalled for some 
“specific answers” after the cor:- 
mittee had heard the business wi:- 
nesses. 

Most of the first week’s sessio:s 
were taken up with highly techk- 
nical discussions of specific in- 
stances where there is a differen- 
tial excise tax treatment of similer 
or parallel products or services. 

* * * 


Auto Taxes Cited 


MONG the differential treat- 

ments discussed were auto glass 
and other parts for repair or for 
improvement; auto seat covers in- 
dividually fitted or sold ready- 
made; taxi fares as compared with 
airplanes for hire; household and 
industrial fans; oil transported by 
pipeline or barge, messages by tele- 
type or by telegraph, etc. 

Also brought up were auto 

taxes on cars supplied free to 

high schools for driver training; 
taxes on gasoline used in trac- 
tors; skis, firecrackers and other 
seasonal products shipped out 
many months before retail sale. 

Smith cited two areas where 
automotive products are trouble- 
some to Officials administering the 
excise tax laws. One, he said, re- 
lated to the problem of distinguish- 
ing between rebuilding and repair- 
ing operations and the other to the 
treatment of taxable items, such 
as tires and radios, when incor- 
porated by other manufacturers 
into non-taxable products. 

One of the first business wit- 
nesses scheduled for the second 
week was George Burger, vice- 
president, National Federation of 
Independent Business. He asked: 

1. That the stocks of tires and 
tubes in the hands of tire manu- 
facturers retail stores be subject to 
the excise tax levy at time of de- 
livery of the merchandise, the same 
as is now imposed on independents, 






sure 


or 

2. That the independents be given 
the same concession of making 
payment when their merchandise is 
ultimately sold, as is now given to 
the company-owned stores. 

Small business institutions of 
all descriptions today, Burger 
told the committee, have all they 
can do to keep their businesses 
properly financed, and there is 
no reason why the Government 
should add an increased financial 
burden through such practices as 
outlined. 

That, in a nutshell, is one of the 
inequities that the Forand group 
will seriously consider for adjust- 
ment after all witnesses in all 
groups have been heard. 

” ~ x 


Profit Report Issued 


IHE seventh in a series of re- 

ports comparing prewar and 
postwar rates of return, after taxes, 
for 511 identical companies in 25 
industrial groupings constituting a 
substantial segment of the ,indus- 
trial economy, was released last 
week by the Federal Trade Com- 
mission for submission to Congress. 

The report compares these re- 
turns for the year 1940 and the 
period 1947-1953. It reveals that 
the 1953 rate of return on stock- 
holders’ investments exceeded the 
1952 rate in nine of the 25 indus- 
tries, remained the same in three, 
and was lower in 13. 

Profits before taxes for these 
companies in 1953 amounted to $12.5 
billion as compared to $11.3 billion 
in 1952, the report said. After taxes, 
the 1953 profits totaled $6.2 billion 
compared to $5.7 billion in 1952. 
The industries, in which the re- 

(Continued on Page 17, Col, 1) 


Goodyear Starts Work 
On New Expansion Plan 


AKRON. — Work will start soon 
on a $3% million increase to 2 
Goodyear Tire & Rubber Co. plant 
here which will double present 
capacity for producticn of nitrile 
rubbers and latices. 

The plant, part of the Goodyear 
$100,000,000 expansion program, wil! 
supply Chemigum rubbers and la- 
tices used by the paper, textile 
paint and rubber industries, said 
Herman R. Thies, Goodyear chemi 
cal division, general manager. Thies 
said bids will be invited at once anc 
that the project will move aheac 
rapidly. 





Smith stated flatly that the Trea. - 
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L Automotive 


porting companies showed the 
grea‘est increase in rates of return 
in 1953 over 1952 were: Wool car- 
pets and rugs, 2.30 to 4.40 percent; 
flat glass, glassware, 12.70 to 13.80 
percent, and blast furnaces, steel 
works, and rolling mills, 880 to 
11.20 percent. 

The rates of return in the other 
six industries reporting .increases 
ranged from .20 to .70 percent in 
1953 over 1952. For the 13 whose 
rates were lower in 1953, the decline 
ranged from only .10 to 1.70 per- 
cent. 

Copies of the complete report 
may be obtained from the Federal 
Trade Commission, Washington 25, 
while the supply lasts. 

aa * * 

Auto Money Sought 

E Securities and Exchange 

Commission reported last week 
that the Automobile Banking Corp., 
Philadelphia, had filed a registra- 
tion statement Oct. 6 seeking reg- 
istration of $1.5 million of 5% per- 
cent capital convertible debentures, 
due Nov. 1, 1970, to be offered for 
public sale at 100 percent of the 
principal amount through an under- 
writing group headed by Reynolds 
& Co. 


The underwriting commission is 
to be 5 percent. Net proceeds are 
to be applied to reduction of short 
term loans and used to increase or 
maintain the working funds of the 
company. a" 


Trucks Show Gain 


— American Trucking Assns. 
reported -last week that truck- 


Johnston, Wolfsohn 


Get Transport 


Jobs at CofC 


WASHINGTON. — The appoint- 
ment of J. Edward Johnston and 
Venlo J. Wolfsohn to the transpor- 
tation and communication depart- 
ment of the U. S. Chamber of 
Commerce has been announced by 
Arch N. Booth, executive vice- 
president. 

Johnston formerly manager 
of the traffic engineering depart- 
ment of the American Automobile 
Assn., will serve as the Chamber’s 
highway transportation specialist. 
Wolfsohn will serve as department 
assistant. He came to the Chamber 
from the American Trucking Assn. 

Johnston began his career in 
1925 with the Nebraska highway 
department and served as traffic 
engineer for 12 years. During that 
period he also served as director 
of the Nebraska Safety Council and 
as state zoning engineer. 

Following graduation from the 
University of Pennsylvania in 1948, 
Wolfsohn becarne advertising man- 
=~ of Merritt’s Lumber Yards, 
ne. 


Lack of Roads Hit 
As Growth Threat 


LOS ANGELES. — The greatest 
obstacle to continued growth of 
both the petroleum and auto indus- 
tries is the nation’s lack of modern 
highways, said Col. Willard F. 
Rockwell, board chairman, Rock- 
well Mfg. Co. and Rockwell Spring 
& Axle Co., here last week and laid 
the highway shortage to “lack of 
initiative and planning in local, 


| state and Federal governments. 


“In the last session of Congress,” 
he told the California Natural Gas- 
oline Assn., “the roadbuilding pro- 
gram became a political football 
which was kicked around by irre- 
Sponsible legislators , who finally 
walked away from it without tak- 
ing any decisive action.” 

Discussing the effect on the pub- 
lic, Col. Rockwell said: “Competent 
authorities have compiled figures 
Showing the cost of highway acci- 
dents, of increased wear and tear 
°n motor cars and of the engine 
troubles and great waste of gaso- 

e resulting from idling engines 
caused by highway congestion.” 
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Washington 


(Continued from Page 16) 


loadings of intercity general freight 
during August of 1955 were up 20.90 
percent over August of last year 
and 21.30 percent over July, 1955. 
Figures are based, the ATA 
said, on a special survey of 349 
Class I intercity common car- 





Farnsworth Heads 


St. Louis Group 


ST. LOUIS. — Greater St. Louis 
Automobile Dealers Assn.’s service 
and parts Managers have elected 
Lee Farnsworth (Studebaker) as 
president for the coming year. 

Other officers include Dean Rigg 
(Ford), vice-president; Russ B. 
Hammond, secretary-treasurer, and 
Fay Hahn, assistant secretary. Di- 
rectors are Don Bishop (Ford); 
George Crain (Oldsmobile); James 
Reddin (Cadillac); Ben Rockwell 
(Pontiac); Ed Schwelke (Chevro- 
let), and Harold Walsh (Ford). 


riers of general freight. The 349 
operators, representing approxi- 
mately 33 percent of all carriers, 
transported 4,996,781 tons of in- 

tercity freight during August. 
Carriers in the central region 
gained 26 percent, the highest for 
August. All regions experienced 
increases for the first eight months 
of 1955 over 1954, with the southern 
region highest. 
* 


* * 


More Jobs Seen 


J, james manpower surveys by state 
employment security agencies 
and the national Bureau of Employ- 
ment Security point to further job 
gains this fall in most of the coun- 
try’s major employment and pro- 
duction centers, the Department of 
Labor disclosed last week. 

The surveys covered 149 major 
labor market areas, it was stated. 
The auto industry is given credit 
for the primary impetus back of 
factory payroll rises, due to pro- 
duction expansion expected to 
follow the changeover to 1956 
models. 


Cited to share largely in the em- 
ployment upturn are key centers 
such as Chicago, Los Angeles, Phil- 
adelphia, Detroit, Boston, Cleve- 
land, Baltimore and Houston. 


17 





Colbert Shows Off Dodge Custom Royal— 


L. L. Colbert, Chrysler Corp. president, points out the high-swept rear fenders on 
this 1956 Dodge Custom Royal convertible for hostess Val Lewis at the special New 
York preview of the '56 Chrysler Corp. line at the Chrysler International Automobile 
Salon. An estimated 10,000 New Yorkers attended the two-day showing. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 








weer 


4 P 
rei 


=a 





American Airlines... . 


is the largest U. S. airline—5,887,000 revenue passengers 
in 1954, 20% of the total flown by domestic airlines.* 
But to the traveler, the size of American Airlines is 


not as significant as the service it offers. 


Size is not always a measure of service. One magazine, 


for instance, with only 1,300,000 circulation, gives the 


advertiser a major share of an important class market 


equivalent to another national suburbia. 


The magazine is SUCCESSFUL FARMING. Its circulation 


includes 26% of the commercial farms in the country— 


and 42% of all farms earning $10,000 or more. 


SF farm subscribers raise more than one-third of the 


national farm output, almost two-thirds of the livestock 


products... have an average cash income from farming of 
around $10,000—and add up to $11 billion market. 
Because SUCCESSFUL FARMING for fifty years has helped 


the country’s best farmers earn more and live better, it has 

more influence with its market than any other medium. 
To balance national advertising schedules, you need 

SUCCESSFUL FARMING. Ask any SF office for details. 


*Source: Aviation Week 


MEREDITH PuBLIsHING ComMPANy, Des Moines... 
with offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles, 
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That’s the day Plymouth brings out the first These new mass-produced Plymouth Taxicabs will 
complete taxicab ever offered as a separate line be specially built from the frame up. They’ll be 
by any major car manufacturer. completely equipped for taxicab use at no extra cost. 
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| | 
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HERE’S WHAT YOU GET AS STANDARD EQUIPMENT 
| 
e Heavy-duty heater and defroster e Heavy-duty shock absorbers . 
| e Heavy-duty generator ¢ Heavy-gauge seat springs | 
1 e Special body paint (to order) e Heavy-duty battery | 
| | 
| e Special chassis frame e Battery heat shield | 
! ¢ Heavy-duty chassis springs ¢ Special interior trim | 
| | 
| ¢ Roof-light wiring (to order) e Open-door warning light | 
; e Rear-seat assist straps e Heavy-duty floor mats © 10-inch clutch 
i e Taximeter opening ¢ Oil filter e Pull handle for r.r. door | 
¢ Directional turn signals ¢ Dome light switches (all doors) 
i ¢ Front-door arm rests ¢ Money changer bracket | 
| ¢ Trip card case e Rear-seat ash receiver | 
e Steel speedometer pinion e Heavy-duty trans. pinion bearing 
i 1 
1 | 
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JANNOUNCES 
‘OF TAXICABS! 


yequipment built in! 


ER 
de: oo net 





Applying mass production to taxicab 
assembly will have two big advantages: 


All Plymouth Taxicabs will carry 

mw dozens of heavy-duty and special 

items as standard equipment. There’s no 

time lost . . . no extra cost getting these 
Plymouths ready for service. 


2 Plymouth dealers will be able to 
wm offer their taxicab customers the 
most amazing taxicab buy of all time. 
More business for the dealer . . . extra sat- 
isfaction for the taxi customers. 


FOR COMPLETE DETAILS: wii. Plymouth, Detroit 31 
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Salesense in Advertising 


Tested Ideas for Small Business 


By James D. Woolf 
Special Correspondent 


ORE of the most important essen- 
tials in advertising and selling 
is that of keeping abreast of the 
times. Man continues to evolve. 
Old traditions give way to new 
ideas. Trends in living are chang- 
ing constantly; the viewpoints of 
today are neither the viewpoints 
of yesterday nor of tomorrow. 

Whether you are a retailer or a 
manufacturer the question of 
changing trends deserves your con- 
tinuous study. What you must know 
intimately—at all times, month in 
and month out — is the exact 
nature and scope of the market for 
whatever it is you sell. 

Today, more than at any other 
time in U. S. history, America is 
the scene of constant economic 
change. In recent years there has 
been—and there continues to be— 
significant shifts in distribution 
of income. ‘ 

Workers in industry, skilled and 


semi-skilled, are getting an in- 

creasingly large share of our 

national wealth. Millions of women 

are swelling the ranks of earners. 
* * ca 


More Leisure for All 


A™ of the people, including those 
in the lowest income brackets, 
have a vastly greater amount of 
leisure. Only a few years ago 85 
percent of all factory employes 
worked 54 hours or more each week. 
Today the 40-hour week is uni- 
versal. More leisure means a widen- 
ing market for many kinds of 
services and products. 

Currently there is a tremendous 
exodus of families from urban to 
suburban and country life. In al- 
most every town and city huge 
low-cost housing developments, sit- 
uated great distances from down- 
town shopping centers, are chang- 
ing the shopping habits of millions 
of families. 


The increasingly desperate 


parking problem is also radically 
changing the marketing picture 
for many businesses. 

In view of this never-ending 
change, it is not enough to exam- 
ine your marketing opportunity 
every year or two. Again and again 
you must ask yourself: 

“Who are my potential custom- 
ers—today? Who will they be— 
tomorrow? What is their number? 
What kind of people are they? 
Where do they live? How do they 
buy? Are they now using the kinds 
of things I have to sell?” 


* * * 


Astonished Researchers 


OMETIMES the answers are 

surprising. American Can Co. 
researched the market for canned 
dog food. 6,000 families on farms 
and cities were surveyed. To the 
astonishment of the researchers, 
nearly half of canned food sales 
are made to dog owners in rural 
communities and on farms. 

A new manufacturer of mar- 





garine believed, some years ago, 
that farm homes represented a poor 
market for a butter substitute. 
Farmers did their own churning, 
didn’t they? On this assumption 
the media that carried his mar- 
garine advertising circulated pri- 
marily in cities. Then he decided 
he’d better make a survey of the 
farm field. 

He soon discovered he had been 
neglecting an enormous farm 
market. Today margarine can be 
found in most farm kitchens. 
Churning is fast going out of 
style in most farms and small 
rural places. 

An appliance dealer in a midwest 
city of about 100,000 hag doubled 
his sales of TV sets and automatic 
washers by going after business in 
rural communities within a hun- 
dred-mile radius of his store. 

Each morning one of his sales- 
ment loads up a truck with appli- 
ances and drives off to ring distant 
doorbells. Formerly most of his 
sales were made to families within 
his city limits. Now he is exploit- 
ing a market of nearly 200,000 peo- 
ple, thus doubling his selling 
opportunity. 

* 


He ‘Moved’ Too 


A LARGE real estate community 
development in a city of 30,000 


* 


Selling used cars or new cars... 


KEEP EACH TIME BUYER IN HIS 
RIGHT CREDIT “LANE”! 


Your business depends on keeping both new and 
used cars moving. Why let “easy terms” coax your 
natural used car prospects out into the mew car time- 


buying traffic? 


Their wallets may not have the horsepower to 
keep up with larger payments comfortably, month 
after month. Then they will buy somewhere else next 


time... 


when you would have satisfied them this time 


with real used car values and convenient terms! 


You can fit credit comfortably to all prospects’ 
real needs, when you use the flexible GMAC Thrift- 


Guard Plan. Your customers gain extra protection 
in reaching ownership. You gain: (1) Control of the 
whole transaction. (2) Gross from time contracts. 
(3) Extra business from satisfied customers. (4) 
Repeat sales from GMAC service. And your time 
sales gain constant advertising support, from this 


Plan that plans for yeu! 


SY-XS 


TIME navel 


PLAN 


THE GMAC 
THRIFT-GUARD PLAN 
available to 
General Motors Dealers 
CHEVROLET « PONTIAC 
OLDSMOBILE ¢ BUICK 
CADILLAC 


GENERAL MOTORS ACCEPTANCE CORPORATION 


moved 700 families out of the cit 
into the country. Downtown bi 
nesses suffered—but not for th 
city’s most alert laundry and d 
cleaner. He set up a branch ageic} 
in the new community before th 
paint was dry on the new home 
and it is paying off handsomely. 

The instances just related per 
tain primarily to where potenti 
customers may be found. Equal! 
important is the question of wh 
kind of people are likely prospec: 
for your goods and services. 

It once was common practice 
to think of the U. S. market as 
two distinct groups of people— 

“mass” and “class.” This arbi- 
trary grouping is not valid today. 
America’s fabulous standard of 
living is being enjoyed by all 
levels of our people. $20 shoes, 
$5 ties, and $6 shirts are no longer 
“class products” that only the 
favored few can afford. 

When a high-class jewelry store 
added two so-called mass news 
papers to its media list, it was 
soon rewarded by a substantial in 
crease in sales. Encouraged by this 
experience, this jeweler is now set 
ting up a branch store in an out 
lying community peopled largely 
by industrial workers. 

A good newspaper reporter must 
have a well-trained nose for news. 
A competent advertiser must have 
a well-trained nose for needs. Mar 
ket research at its best is research 
of human needs and wants and 
how to satisfy them. 


DeSoto Joins 
The Family of 


Mrs. America 


DETROIT.—DeSoto will co-spon- 
sor the “Mrs. America” contest for 
1956, J. B. Wagstaff, sales vice- 
president, announced last week. 


DeSoto joins with the American 
Gas Assn. and Better Living maga- 
zine as a primary participant in the 
contest to select the nation’s out- 
standing homemaker. 

Coincident with the announce- 
ment DeSoto was designated the 
official Mrs. America family car for 
exclusive use by the contest winner 
personally, as well as in all contest 
activities. 

The company will use its home 
office and field merchandising 
forces in 19 regions, assisted by 
representatives of 12 Batten, Bar- 
ton, Durstine, & Osborn, Inc., (ad- 
vertising agency) branches for full 
exploitation. 

DeSoto and its dealers will tie in 
with advertising, promotion and 
publicity support in connection 
with local gas companies and super 
markets aligned with the magazine. 
Entry blanks will be available at 
DeSoto dealerships. The contest’s 
finals will be held in May at Day- 
tona Beach (Ellinor Village), Fla., 
at which time DeSoto will super- 
vise an automotive safety clinic. 


Goodrich Begins 
K. C. Warehouse 


KANSAS CITY, Kans. — B. F. 
Goodrich Co. is building one of its 
largest distribution centers on 4 
10-acre tract here, it has been an- 
nounced by C. R. Helms, south- 
western zone manager for the com- 
pany’s replacement tire and equip- 
ment division. 

The new center will have 175,000 
square feet of floor space and will 
be three times as large as present 
warehousing facilities in North 
Kansas City, Mo., Helms said. Com- 
pletion is scheduled about Feb. 1. 

Dock space will permit the han- 
dling of 16 railroad cars and 2° 
trucks at one time. Helms said the 
center will make possible overnight 
delivery of orders throughout Kan- 
sas, Nebraska, Missouri and part 
of Iowa. 


Boubour Heads Slate 


Of Melbourne Dealers. 

MELBOURNE, Fla.—Lester Bou- 
bour (Mercury) has been elected 
president of the Melbourne Auto- 
mobile Dealers Assn. for the com- 
ing year. 

Other officers named on the new 
slate included Bud Wolcott (Inter- 
national), vice-president; L. 3. 
Bueddeman (Packard-Studebaker), 
secretary, and E. G. Barbee (Willys- 
Kaiser), treasurer. 
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Your market for Super Blend 
is growing bigger every day! 


By the end of this year more than 16,000,000 American cars 
will run best on Super Blend. Every recent car—every new car 


sold—is a prime prospect for Quaker State’s great all-season 
SAE 10W-30 HD motor oil. 

Super Blend is the motor oil that keeps your cash register 
ringing, because it gives complete satisfaction to your customers. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


It’s the one fine motor oil made especially for modern high 
compression engines. 

Super Blend is made from Pure Pennsylvania Grade Crude Oil, 
blended with the most modern chemical additives, backed by 
powerful advertising and a famous name. Sell Super Blend 
for greater profits today and tomorrow! 


MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 















r O brothers out in California 

are up to something that makes 
this look like a good time to tell 
‘the whole story of how we got the 
Jordan car on the road. 

Automobiles were not much more 
than a curiosity, when I was work- 
ing my way through the University 

of Wisconsin and got my first auto- 
mobile ride in a Ford. 

My second ride was in a Pope 
Toledo, and I landed in the lap 
of my host’s mother-in-law, when 
he forgot to shift on a hill and 
the car ran away with us. 

When assistant city editor of the! 


————— ES 





Cleveland Press, I chartered a car 


to chase a murderer way out to 
Gates Mills. That was my third ride 
in an automobile. 
a + * 

FTER Charles T. Jeffery, Jef- 

fery Automobile Co., listened to 
my stories of the rigorous sales 
training I'd had with National Cash 
Register in Dayton, O., and hired 
me, I spent 10 years with the com- 
pany. First as advertising manager, 
then sales manager as well, and 
eventually was made secretary of 
the company. 

During those years, on summer 
evenings, I would go “hoop-de- 
hoo” and “lippity-larrup,” at the 
terrific speed of 25 miles per 
hour, out to our cottage in Twin 
Lakes. 

There was no csaie, and no cops. 
With one eye out for pot-holes— 
called “Thank you ma’ams” in 
those days—I developed my idea 
for a car that would appeal to 
women. 

Car design and advertising never 
had considered women as sales tar- 
gets. Mechanics were everything. 
Automobiles were a man’s hobby. 
Color and all the little details that 
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motors — new axles — those were 
their objectives and sales appeals 
But everybody seemed to like my 
idea. 

Companies like Continental 
Motors, Timken, Firestone and 
Fedders were interested in sup- 
piving parts. The Ohio Securi- 

ties Co. would build a plant. 
Charles T. Bradley, the banker, 
wanted to become a stockholder. 
I was lucky! 

I found an engineer, Russell Begg, 
who knew everything about the 
mechanics of a car. Paul Zenz, who 
had bought everything for Jeffery, 
agreed to join us. It was compara- 
tively easy to sell $300,000 worth of 
stock. Imagine! $300,000! That was 
our initial capitalization. And we 
were in business. 


Winners in Ford Contest— ab 


Some of the winning parts and service sales managers and their wives from Ford eae gee ae a Ane . 
dealerships in the Cleveland district sales area are ready to leave on a five-day, all- Hinch fre t Bo t ee the first 
expense paid trip to the Gatlinburg Inn, Gatlinburg, Tenn. The men were winners in a ee ee ee eee 


saat op! . “ : 00 : He represented a group which in- 
aa parts and service sales “Partners in Profit’ contest held during July and cluded Chester Campbell, manager 


of the Boston show; Johnny John- 
son, Buick representative; Jack 
McGuire, who sold Pierce Arrows, 
and C. P. Rockwell, who had the 
Nash contract for New England. 
We allowed 30 percent to every 
dealer regardless of size or previ- 


cars then. They drove electrics, if 
anything. 

Several thousand cars were being 
built or projected. Undersell Ford— 
compete with Rolls Royce—new 


women appreciate were unimpor- 
tant. 
- + * 
| TOOK nerve to try to sell my 
idea. “Ladies” didn’t drive motor 








.. los Angeles, Windsor, Ont.. Canada. 


cars on the road today that ride on wheels by 


Kelsey-Hayes Wheel Company, Detroit 32, Michigan. 


KELSEY-HAYES 


A Major Supplier to the Automotive, Aviation and Agricultural industries 
Wheels, Brakes, Broke Drums, Speciol Parts for all industry 


McKeesport, Pa. . . Davenport, la. (French & Hecht Farm implement and Wheel Div.) 


ous sales. 

We started with low overhead, 
low salaries, until we were mak- 
ing money to pay everyone what 
they should get. I held the ma- 
jority of stock, but gave stock to 
the top executives on the princi- 
ple that they then always would 
be working for themselves. Pro- 
duction was kept under control. 
No more cars were produced than 
the dealers could sell. 

We gave distinctive names to the 
various models—Sport Marine, Blue 
Boy, The Playboy, The Friendly 
Three, a coupe that would seat 
three comfortably. 

There was an option in colors. 
Jordan never used black — we 
thought it too funereal . . . and 
there were still a lot of main roads 
that were muddy. The price was 
kept down . based on costs. 
Terms were arranged with women’s 
pocketbooks or position as family 
budget director in mind. I wrote 
all the advertising myself. 

” * * 
— car caught on. Although we 

never made more than 10,000 
cars in one year, everybody was 

making money. Dealers were buy- 
ing yachts. Jordan Co. was making 
a cool million a year. 

Then the pressure started — to 
expand. It came from al] sides— 
dealers, investment bankers. The 
company executives were con- 
stantly harassed—make it bigger! 
Make it a stock market enterprise! 
They pointed to Alfred P. Sloan 
and General Motors as the ideal 
goal. 

This kind of thinking spelled 
the end of the era of the assem- 
bled car. It was the beginning of 
the trend that led to today’s Big 
Three and the recent automotive 
mergers. Big stuff! And with au- 
tomation and diversification get- 
ting bigger. 

P. S. But we were the guys who 
had the fun! And it looks as if the 
boys today who are having the 
kind of fun and personal satisfac- 
tion we had, along with the hard 
work and risks, are men like Hay- 
ward and Channing Powell out in 
Compton, Calif., who are building 
the Powell Sports Wagon, an as- 
sembled pick-up-type car that sells 
for $998. 

Production averages three a day 
and they have no trouble selling 
them. Three hundred have been 
sold and none, so far, have ap- 
peared on used-car lots. There is 
nothing else to compare with it on 
the domestic market. Sooo-oh! It 
could be the beginning of a new 
cycle in the automotive industry. 





Styling 
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by Kelsey-Hayes / 


Modern automotive design demands 
striking beauty in every line, 
brute strength in every part. To 


Kelsey-Hayes, this is both a 





challenge and a responsibility. We 


measure our success by the number of 


Pollution Panel 


Sets L. A. Meeting 


LOS ANGELES. — Representa- 
tives of the automobile, steel and 
petroleum industries will meet with 
civic officials and members of the 
Air Pollution Foundation Nov. 10 
to discuss progress in smog-control 
research. 

Among those participating will 
be John M. Campbell, General Mo- 
tors research engineer and chair- 
man of the vehicle combustion 
products subcommittee of the Auto- 
mobile Manufacturers Assn. 


9 Plants— Detroit and Jackson, Mich. ... 
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Se: viee Called ‘No ‘Sisal a 
Rural Dealer Seeking 
Protected Territories 


By L. H. Houck 
Staff Correspondent 


Ss Kans. — A return to pro- 
tected 
production are necessary if the 
small-town auto dealer is to make 
any money, one dealer said here 
last week. 

And J. W. Peuser, head of 
Peuser Chevrolet, adds that the 
factories have made it difficult to 
build up high service absorption 
which is so often held up as a 
panacea for dealership problems. 
Pointing to his own Miami 

County, Peuser notes that there are 
three Chevrolet dealers and three 
Ford dealers serving a population 
of about 20,000, when formerly 
there was only one dealership in 
each line and each dealer had his 
own territory. Of course, there are 


hard-selling dealers in the other | 


lines, also. 


Peuser, whose father started as 
a Ford dealer in 1922 and switched 
to Chevrolet in 1937, declared: 


“Most of the franchised dealers 
have a moderate amount of mod- 
ern shop equipment and trained 
men, but there are 20 or more 
garages and shops in the county 
which do not have much equip- 
ment and almost no overhead and 
everybody gets a little business. 


“The amount of service business 
generated in our normal trading 
territory is not enough to make a} 
high absorption figure when all | 
shops get some business and some | 
cut the prices so it hurts every- | 
body. 


“When it comes to new-car sales 


almost all prospects shop the whole 
county and some of the towns in 
other counties as well, which only 
highlights what we have suspected 
all along that the small-town dealer 
needs zone territorial security and 
a reduction in number of cars pro- 
duced. 


Another problem that affects 
the small-town dealer is the diffi- 
culty of getting special orders 
through. Peuser said he had 
placed an order more than four 
months ago for a station wagon, 
but the factory had not yet de- 
livered the car. Plenty of other 
models were coming through, he 
said, and being delivered to him 
a special order still hangs 


“Not many customers will wait 
four months for even a special or- 
der,” Peuser said, “when as far as 
he (the customer) can see cars are 
plentiful and in super-abundance 





territories and less car | 


!all over the country and he can’t 
see just why his car doesn’t come 
in. 

“And neither can the dealer. He 
ican only surmise that the station 
wagons are going to the bigger 
|dealers who are moving the other 
| models in volume.” 

Peuser also complained that 
there is no factory allowance for 
wheel alignment, although many 
of the cars have front wheels out 
of alignment when they come from 
the factory. 

He makes a practice of running 





British Society Moves 





| 


ety of Motor Manufacturers & 
Traders, Ltd., has moved its local 
offices to 17 East 54th St., New 
York 22, N. Y. The telephone is 
PLaza 5-8647. 





Tire Makers Note 
August Decline in 
Unit Sales, Output 


NEW YORK. — Passenger-car 
tire production in August was 3.9 
percent below that of July and 
original equipment shipments dip- 
ped 13.8 percent, the Rubber Manu- 
facturers Assn. Inc. announced last 
week, 


Only category showing an in- 
crease Was replacement shipments 
which climbed from 4,802,259 to 
5,057,968 units, a gain of 5.3 per- 
cent. 

August production fell from 7,- 
893,306 to 7,585,098 and original 
equipment shipments from 3,460,604 
to 2,984,333. 

Truck and bus tire output was 
1,131,950 units, a decline of less 
than 1 percent from July, and ship- 
ments were 1,359,147 units, 2.2 per- 
cent below July’s. 

Production and shipment of au- 
tomotive inner tubes rose 8.2 and 
5.6 percent, respectively. August 
figures were 2,922,881 and 3,733,255. 

‘ight-month totals for car tires 
show production of 66,371,275, up 
31 percent from the first eight 
months of 1954; original equipment 
Shipments of 29,112,540, up 42 per- 
cent, and replacement shipments 
of 36,583,039, up 7.2 percent. 





Trim and spot work is easy with verso- 
tile DeVilbiss touchup outfit! Lightweight, 
precision-spray gun is easy to handle 
in cramped quarters. Outfit also includes 
suction-feed cup, six extra glass cups 
with covers, air hose and eonnections. 


| 


NEW YORK.—The British Soci-| 





new cars over the front-wheel 
machine before delivery in an 
effort to deliver them in the best 
possible condition. He said if he 
sent this in on his factory service 
report it would be promptly dis- 
allowed. 

On questioning the factory, he 
was told that the wheels were in 
alignment when the cars were de- 
livered and’ consequently they do 
not need this service. 

“If they were,” Peuser said, “then 
a lot of them are knocked out of 
line in loading and unloading from 
the trucks.” 

He noted that nationally the 
dealers had more invested in build- 
ings, real estate and shop equip- 
|}ment than the auto factories and 
he feels that the factories should 
jrequire a minimum of service 
equipment and new-car facilities 
before granting a franchise. 


Under the present system he 
said the only way to make a 
| profit selling new cars is to retail 
| them at the filling stations. 

According to Peuser, the average 
small town dealer must have more 
than $100 profit a car to come out, 
whereas in many cities a volume 
dealer might make money at $25 to 
$50 a car. 








same day they buy! 


balanced performance. 


Give your customers 
the colors they want 


..- right away! 


Today’s multi-color styling has created a definite sales problem for 
auto dealers: customers who want immediate delivery . . . but who 
just don’t want the color combinations you have on hand. 


Now you can satisfy those customers easily, and at low cost — by 
giving cars a fast, factory-quality refinishing job with DeVilbiss spray 
equipment in the exact colors customers want. . . 


DeVilbiss makes special auto-refinishing equipment —from small 
touch-up outfits to complete paint shops. Component parts — spray 
guns, air transformers, hose, air compressors, and other important 
accessory spray items — are properly matched for efficient, economical, 


With a DeVilbiss refinishing outfit, you'll avoid delays in giving 
ate pate buyers the colors they want. At the same time, you won't 
ave to tie up your capital in the large inventories necessary to have 
the various stylings in stock. And you won't lose customers because 
you can’t furnish the desired color combinations. 


Improve your new-car sales! Call your DeVilbiss representative 
now. Or mail coupon below for Catalog A-51, a practical guide for 
selecting DeVilbiss auto-refinishing equipment. 
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Industrial Designers Plan Exhibit— 


Members of the Detroit Chapter of Industrial Designers’ Institute discuss plans for 
“Design in Detroit," an exhibit showing how Detroit-area industrial designers con- 
tribute to the development and improvement of locally manufactured products. From 
left are: David Wheeler, General Motors; Walter B. Ford Il, W. B. Ford Design Corp.; 
Robert Alexander, Michigan State University; Edmund Anderson, American Motors; 
H. Creston Doner, Libbey-Owens-Ford Glass Co.; Ladd J. Orr, Anders and Orr 
Associates; Carl Reynolds, Chrysler Corp.; Aarre K. Lahti, University of Michigan, and 
Carl W. Sundberg, Sundberg-Ferar. 
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THE DeVitBiss COMPANY 
Toledo 1, Ohio 
Santa Clara, Calif. * Barrie, Ontario * London, England 


BRANCH OFFICES IN PRINCIPAL CITIES 


adapter. 





Turn out fast, low-cost multi-color paint 
jobs with DeVilbiss spray equipment like 
this auto refinishing outfit! Includes 
spray gun, suction-feed cup, hose and 
connections, air transformer, angle 


FOR BETTER SERVICE, BUY 


DeEViILBISS 





The DeVilbiss Company, Dept. 336 
Toledo 1, Ohio 


| am interested in DeVilbiss auto refinishing 
equipment. Please 


C) have representative call. 
(J send FREE copy of DeVilbiss Catalog A-51. 


Name 





Firm 
Address. 

ic catiecininatni 
State. 
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Now—two great new safety exclusives bring you 
a wholly new quality of tire protection...the safest 
tire ever built! 

Now, with the new Safety Age U.S. Royal Master, 
you are safe from tire risks at whatever speed you 
drive your car, whatever object strikes your tire. For 
the exclusive “Safety Crown” ends the danger of 
blowouts and cuts in the tread area. 

Now you are safe from tire risks on whatever road 
you ride, in whatever season you travel. For exclu- 
sive “Working Safety Tread” gives you positive skid 
prevention and stopping power unknown before. 

Beyond this safety are many other benefits. The 
luxurious comfort of a smoother, more buoyant ride. 
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The increased security of cooler running at today’s 
higher speeds. A full line of colors and stylings to 
match and enhance the modern look of your car. 


Here too is superlative economy —tread mileage 
that lasts you, in all probability, longer than you 
keep your car—plus body construction so advanced 
it all but eliminates the possibility of premature 
tire failure. 

Why wait...why put off your personal Safety 
Age? For this exceptional tubeless tire safety, com- 
fort, styling and value—for your new car or the car 
you now own—see your U.S. Royal Dealer or new 
car dealer soon! 
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United States Rubber contributes to a new age of driving safety with | 


the safest tire 
new satety age UL). = 
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EXCLUSIVE “‘WORKING-SAFETY TREAD” STOPS 1 TO 10 CAR-LENGTHS QUICKER! 


Look at this tread design, entirely different from any other tire you’ve ever 
known. When you touch your brakes, seven basic tread ribs open into 
thousands of gripping surfaces for positive skid prevention. This working 
safety device gives you a tremendous extra margin of stopping power—1 to 
3 car-lengths on dry pavement, 5 to 10 car-lengths on wet pavement! 


BOLD NEW BEAUTY CURB-GUARDED FOR LIFE! 


Choose your U. S. Royal Masters from a complete range of 
colors and styles. New Coloramic Styling in black and 
white, blue and white, bronze and white, or green and 
white — or the future-fashioned Star Streak Styling pic- 
tured at right—at no difference in price. All are protected 
from sidewall scuff damage by U.S. Royal’s own patented 
Curb Guard Rib! 
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ever built 
Royal Master 
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EXCLUSIVE U.S. ROYAL “SAFETY CROWN” 
MAKES THE TREAD BLOWOUT-PROOF! 
Here, cushioned between the tread and 4 plies of nylon 
_cord, are 18,000 threads of steel only 1 times the diameter 
’ of human hair yet incredibly strong. This 
' “Safety Crown” floats in rubber, “giving” 
| gently with road irregularities, providing 
anew concept of riding smoothness. 
More important, the “Safety Crown” 
s invulnerable to cut, rupture 
or blowout! 
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United States Rubber 
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In Canada: DOMINION RUBBER CO. Ltd. 
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Only seven locked doors had 
been forced open. 

At this stage of the theft-proof- 
ing program, it is evident that 
there is more need for some means 
of encouraging the driver to use 
existing locks than there is for al- 
| tered lock designs. 
cd * * 


Packard Advancements 

| Stir Engine Trend Talk 

1 ENGINE designers, one of 
the most startling pieces of 
| news in connection with 1956 new- 
model introductions will be the dis- 
‘closure that Packard has reached | 
ithe long-sought target of 10 to 1 
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(which now may be purchased at 
any gas station). 

A Packard engineer told me that 
careful attention to the much 
talked-about “mechanical octane:” 
which can be added through refine- 
ments in engine design were a mu- 
jor factor in successfully burnirg 
these commercial gasolines at 10 ‘o 
1 compression ratio without er - 
countering detonation. 

In addition to improvements ir 
such engine details as combus- 
tion chamber design (and loca- 
tion), cam shaft and distributor 
winning of the “octane require- 
ment” battle is largely attributa- 
ble to a program which sought to 


Detroit Firm Conducts 


Bearing Test Survey 

DETROIT.—Detroit Aluminum 
Brass Corp. has launched a sur- 
vey of leading engine products 
designed to search out basic gen- 
| eralities which will assist in the 

development of a standardized 
| procedure for selecting engine 
| bearings. 

Among the problems which the 
group of investigators, headed by 
R. Strickland, the company’s 
chief engineer, and C. C. Perry, 
consulting and research engineer, 








TURNINGS 


by 





John T. Benedict 


Engineering Editor 





“test area” through driver-educa- 





N ANALYSIS of car-theft sta- 

tistics uncovers some rather 
surprising data. Basically, the situ- 
ation is this: 
stolen cars had been left unlocked 
—or unlocked and with the key in- 
vitingly left in the ignition switch. 


The above information was re- 
layed to me by an individual who 
had noted the Sept. 12 “Turnings” 
column—which discussed the ad- 
visability of providing “person- 
alized door locks” for cars. 

Further remarks from my well- 
informed friend pointed out that a 
70 percent reduction in car thefts 
had been achieved in a selected 


A large majority of | 


|tion which emphasized the protec- | 
|tion afforded by a locked door, plus | 
rigid enforcement of regulations 
against leaving a car with the igni- 
tion key in place. 

By way of contrast, two-month 
figures for another region indicated 
that, of 71 cars stolen, 60 had been! 
left with doors unlocked or win-| 
dows open. Owners of 21 cars had 
thoughtlessly left the ignition key 
(eight others had removed the key 
while leaving ignition ‘‘on’”), so the 
| thief didn’t even have the incon-| 
‘venience of “jumping” the switch. 








compression ratio with a produc- 
tion engine. 

Underlying this “milestone” ac- 
complishment are two significant 
achievements related to engine 
octane requirement and the use 
which was made of added engine 
efficiency gained through the 
compression ratio boost. 

Only a year ago, the consensus 
among engine and gasoline experts 
was that the 10 to 1 compression 
ratio goal could not be attained 
until fuels of 98 to 100 octane be- 
came generally available. (We all 
know that such gasolines have not 


hope to resolve are the corre- 
lation of dynamometer tests with 
| the determination of conditions 
associated with increased gas 
pressures from higher compres- 
sion ratios. 





|yet become a commercial reality.) 
| It is apparent that the Packard 
|}announcement will startle many 
automotive and petroleum engi- 
|neers. Upon investigation, they will 
| learn that the key to this spectacu- 
lar advance lies in the engine’s 
ability to operate on 96 octane fuel 








On the assembly line of a leading automobile manufacturer, workers are installing Johnson bearings in a popular six-cylinder engine. 


- 


When you rebuild an engine—use the same 
quality bearings that 


Johnson is an important manufacturer and sup- 
plier of bearings for the engines made on leading 
automotive production lines. The experience 
gained in producing bearings for auto manufac- 


turers is put 
bearings for 


to good use when Johnson makes 
rebuilding engines, transmissions 


and other components. The size tolerance, sur- 
face finish and chemical analysis all are equal 
to those made for original equipment. Easy to 








were used originally 


insert, they have the stamina to givelongservice. 

When you need bearings and bushings to re- 
build engines and other parts, your Johnson 
jobber can supply you quickly and at a reason- 


able price. His stock is backed 


by large inven- 


tories in 24 Johnson warehouses from coast to 
coast. Try your Johnson distributor the next 
time you need replacement bearings. Johnson 
Bronze Co., 685 Mill St., New Castle, Pa. 





assure optimum results from the 
engine-transmission “package.” 
Engine designers have learned 
that thorough investigation of the 
engine-transmission relationship is 
vitally imiportant in their efforts to 
take fullest advantage of poten- 
tialities inherent in today’s fuels 
and engines. Indicative of prog- 
ress in this direction is the fact 
that automatic transmission char- 
acteristics were the first points 
mentioned by the Packard engi- 
neer when he began his explanation 
of the compression ratio achieve- 


| ment. 


* * * 


Engine Efficiency Gain 
Improves Fuel Economy 


O ME, however, there is another 

aspect of this situation with im- 
plications fully as significant as the 
curbing of fuel octane appetite 
which makes the new engine com- 
patible with gasolines at the 96 
octane level. 

I believe the Packard decision 
to channel some of this added 
efficiency into fule economy 
| gains may well mark the turning 
of an industry trend. At the pre- 
| view, we were told that the 1956 
Clipper, for example, has bene- 
fited by an 18 percent gain in fuel 
economy throughout the entire 
driving range. 

This is contrary to the trend 
|which has dominated industry 
thinking for the past five years. In 
simplest terms, the annual compre- 
sion ratio gains have afforded de- 
signers a basic choice between 
added “performance” or improved 
economy. The popular penchant for 
flashy acceleration being what it is, 
the “economy” advocates thus far 
have had no chance against those 
who continually called for “more 
zip.” 

Perhaps a saturation point at last 
has been reached. By translating 
engine efficiency gains into economy 
land using the stepped-up engine 
performance to reduce axle ratios, 
| Packard may be leading the way to 
a return to sanity. At any rate, 
engineers at competitive compa- 
nies are slated for some interesting 
|dynamometer and road-test ses- 
sions as they probe the “secrets” of 
this engine. 

Here’s a tip that may be of 
some value to the slide-rule de- 
tective: Be sure to make a care- 
ful evaluation of specific fuel 
consumption under all conditions. 

| Packard engineers proudly claim 
figures in the “diesel range,” and 
hint they have succeeded in post- 
| ing an average of .55 pounds per 
brake horsepower-hour. 
| Let’s hope that in 1960 we can 
j\look back on a period in which 
|compression ratio rise has been 
|converted into improved gasoline 
| economy ... just as we now review 
| the five-year progress and note that 
| engine efficiency gains have large- 
ly been channelled into added per- 
formance. 





* * * 


| Aluminum Gains Favor 
For Battery Cables 


HE outlook is favorable for in- 

creasing use of aluminum bat- 
tery cables as original equipment. 
In use only on the Rambler in 1955, 
the new type of cable has been so 
successful that it is slated for 
“across-the-board” use by American 
Motors in 1956 model Rambler, 
Nash and Hudson production. 

A recent fiux development 
solved one troublesome manufac- 
turing problem and paved the 
way for widespread use of alu- 
minum in this application. 
Engineers originally were at- 
tracted by desirable properties—but 
cost-control people are most pleased 
at savings in shipping costs made 
possible by reduced weight (when 
you ship cables by the carload). 
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Universal ‘Jeep’ 








‘Jeep’ Truck 


How many new cars must you 
sell to gross ‘1200 ? 


Franchised ‘Jeep’ dealers can do this in one sale! 
Your Last Deal 


You write in the figures 


New Car Selling Price 
Less Your Cost 


New Car Gross 


Used Car Selling Price 
Used Car Cost 
Used Car Gross 


Gross Profit After Washout 
(Enter sum or difference of new car 
gross and used car gross below) 


“‘Jeep’-A-Trench Sale 


Made by a Willys dealer 


Complete trenching unit is 
operated by Universal ‘Jeep’ 
with power takeoff, and is 
self-propelled. 


Clean Deal 


Gross Profit — 
+1361.53 


Compare the figures at the bottom of each box! 


What should you do about it ? 


With a relatively small addition to your present investment, 
you might cash in on the ‘Jeep’ family franchise advantages. 
Over five hundred dealers in small and large cities have signed 


franchises in 1955 to sell ‘Jeep’ family 4-wheel drive vehicles... 


after they got the facts. Discover what these facts can mean 
to you. Fill out and mail the coupon. 


The * ’ 
gee family of 4-wheel drive vehicles 
® 
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Dealer Development Department 
Willys Motors, Inc., Toledo 1, Ohio 


Without obligation, please have a represent- 
ative call and give me information about 
the ‘Jeep’ family franchise. 








Name 

Address 

City ainiapiicaiainaeceglin: mn 
Business___________ Position 


‘Jeep’ Station Wagon ‘Jeep’ Sedan Delivery 
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Schmid Has Acres of Cars... 


Auto Department Store Pays Off 


By L. H. Houck 
Staff Correspondent 


WICHITA, — Don Schmid Pack- 
ard Inc., the only automobile de- 
partment store in Kansas and one 
of the few in the world, displays 
new and used cars in departmental 
fashion on 18 acres, and has 
stopped the shopper in his tracks 
when he is looking for a low price 
to use as a lever on another dealer. 

Don Schmid, president, who 
started the business in 1934 with 
a@ small body shop, does a 44 per- 
cent repeat business, and has 
pushed his Packard sales to the 
top in the zone. 

volume rose from 750 units 
between 1945 and 1946 to 2,500 units 
by 1952 and today has much more 
than doubled. 

The “Auto Department Store” is 
not just a name. More than four 
acres are devoted to the outdoor 
display of cars, and cars are located 
by age and make. For instance, all 
1958 Chevrolets are in one “depart- 


ment” and other makes are dis- 
played similarly. 

Each car on the lot is priced just 
as are items in a department store. 
Normal used-car stocks are be- 
tween 100 and 300 units. 

Salesmen are not permitted to 


Studebaker Triumphs 
In Philippines Race 

MANILA, P. L—A Studebaker 
Champion took top honors in the 
first stock car race to be held in 
the Far East which took place 
at Santa Ana race track here. 

It was driven by Arsenio Lau- 
ral, a local driver. Richard A. 
Hutchinson, Studebaker-Packard 
export vice-president, said the 
winning car finished several 
lengths ahead of a field of eight- 
cylinder autos. The Champion, a 
six, was timed over a 10-mile 
course in eight minutes, 35-1/5 
seconds. 








dicker on the lot. The customer 
is brought back into the office 
and required to fill out a used-car 
appraisal record form. 

A prospect who will not give the 
information for the appraisal form 
is marked off at once and it is in- 
ferred that he is looking for a price 
to use as a club with other dealers. 

The condition and accessories 
that go with the tradein are noted 
and checked on the form. 

The prospect also is asked how 
he came to Schmid—by newspaper 
ad, radio, TV, mail or sign. This 
information is used to find out 
what advertising is lagging and 
what features should be stressed in 
promoting new business. 

If the deal is made, title, in- 
voice papers, credit papers and 
credit checking can be completed 
and the car delivered in 30 min- 
utes or less. 

The tradein appraisal is based on 





Signs With Pontiac— 
George Wiley, right, signs a Pontiac 


sales contract for Wiley Pontiac, Inc., 
Bloomington, Ill. T. L. Meriwether, Pontiac 
zone manager in St. Louis, left, and R. D. 
Coulter, assistant zone manager, welcomed 
the new dealer. 


the eventual disposition of the car, 
not on k value. For instanee, 
Sehmid operates the largest sal- 
vage yard in Kansas. Used parts 
are shipped all over the world. He 





Look 


at all 3 


NEW YORK: William A. Maher 


415 Lexington Ave. 
Murray Hill 2-9197 





in 
Philadelphia 





Harry Botsford, one of the na- 
tion’s distinguished food writers, is 
@ DAILY NEWS exclusive. Every day. 


And you'll buy 
the News! 


Only 3 daily newspapers to blanket this 
dollar-rich market . . . no wonder it’s easy to 
rack up sales in Philadelphia. And at such 
low cost ... when you team the DAILY NEWS 
with either of the other two papers. 


The DAILY NEWS and 
one other: that way lies 
machine-tooled econo- 
my. For the DAILY NEWS 
wraps up a “tight little 
island” all its own, a 
magic market of some 
185,000 families (many 
with two or three weekly 
pay-checks). Free spend- 
ing families who believe 
in our paper. That’s 
DAILY NEWS-land, and 
you can buy it for a song! 


Alert advertisers have 
done a double-take since 


they discovered the ef- 


fectiveness of the new 
DAILY NEws. That’s why 
our sparkling tabloid is 
making such phenome- 
nal linage gains. In the 
first nine months of 
1955, we gained well over 
1,000,000 lines! 

Newspapers do a re- 
markable job of selling 
Philadelphia. If you can 
afford all 3, you’re in 
clover. But all you really 
need is two. And one of 
them has to be the new 
DAILY NEWS. 





CHICAGO: J. J. Twomey 
333 N. Michigan Ave. 
Andover 3-5270 


DAILY i NEWS 


Philadelphia’s Picture Newspaper 





DETROIT: Charles J. Sheppard 
1061 Penobscot Bldg. 
* Woodward 2-3080 


*Total Daily Advertising— 


Media Records 


bought all the cars damaged in tle 
Udall tornado. 

The tradein is road-tested by a 
specialist who makes a recommer - 
dation. Each used car on the Ict 
has been road tested, repaired and 
overhauled and the ticket shows 
what has been done. 

When the company has all it 
needs of a particular model, ad- 
ditional trades are wholesaled or 
sent to auction. If repairs are toc 
costly for its age, it goes to the 
salvage department, and if a com- 
plete overhaul will be profitable, 
this is done. 

Schmid said each department 
operates independently and makes 

a daily report of profit or loss. if 
a department’s volume falls, rec- 
ords can be checked for several 
years to see what the trend has 
been. 

Each department’s business 
analyzed each month. 

Every action is recorded. For in- 
stance, each salesman must make 
out a comprehensive report daily— 
contaets, contacts sold, demonstra- 
tions, percent of demonstrations 
sold, appraisals and number of 
appraisals sold. 

Strong accent is placed on serv- 
ice and the absorption figure is 
about 70 percent. Completely 
equipped, departmental shops are 
manned by factory trained special- 
ists with an average of 15 years’ 
experience. 

Hard jobs that have baffled 
others often are sent here. 

Customers are invited to tour the 
departments and see the equipment 
and facilities for handling large 
volume. 

After a tradein has been made 
ready for the lot, it may be subject 
to one of several guarantees. One 
is the “Gold Bond” complete war- 
ranty, which corresponds with 
minor exceptions to the manufac- 
turer’s new-car warranty. 

Another is the “Silver Bond Par- 
ticipating Warranty” which ig is- 
sued on cars nearly new or in 
excellent condition. The ear is guar- 
anteed 100 percent for the first 
seven days, and for the next’ 23 

days or 1,000 miles guaranteed on 
a 50-50 basis. 

The third warranty is the 50-50 
thrift guarantee for the first 30 
days or 1,000 miles on a share basis. 

A “Do It Yourself” department 
takes care of tradeins on which 
there is minor work that can be 
done by the buyer. They repre- 
sent considerable savings to the 
thrifty buyer and help pull in 
traffic. 

“People said you couldn’t sell 
automobiles 30 blocks from down- 

town,” Schmid said, “but our vol- 
ume proves otherwise. People not 
only drive from downtown and res- 
idential districts to check our dis- 
plays but come from hundreds of 
other towns in Kansag and Okla- 
homa.” 

Schmid has had the Packard 
dealership sinee 1953 and new 
Packards of both highest priced 
and Clipper lines are shown in out- 
door departments. Only one new 
Packard is shown indoors. 

This method of selling is credited 
with skyrocketing Packard sales 
in this area so that Schmid’s vol- 
ume of new-car sales is in line 
with those in Kansas City, St. 
Louis and Denver. 


is 


Borroughs Elects 
Bennett and Call 


KALAMAZOO, Mich.—Borroughs 
Mfg. Co. has announced the elec- 
tion of George Bennett president 





Geo, Ber Tracy Call 
and Tracy Call secretary-treasurer 
Borroughs is a subsidiary. of Ameri- 
can Metal Products Co., Detroit. 

Bennett, formerly general mana- 
ger, joined Borroughs in January, 
1955. He previously had been assis- 
tant to the vice president in charge 
of production at American Meta! 
Products. 

Call has been with Borroughs 
since 1950. He was controller befor: 
being named secretary-treasurer. 
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your Lune- Ups really rate... 
your Customers shout “‘great!”’ 


and Kverybody’s Happywith 4 
Cit) SUN SUPER-TUNE! @ 
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A Super-Tune with Sun is just what it 
takes to make customers happy! You’ll be 
happy too! Now, Sun SUPER-TUNE 
makes it faster, easier...MORE 
PROFITABLE to maintain the precision 
balance of increasingly more powerful and 
complex engines. Here’s how you can as- 
sure full customer confidence and complete 
satisfaction with your TUNE-UPS... 


ACCURATE}... super-Tune 


augments regular tune-up inspection and 
minor adjustments. Easy-to-read, accu- 
rate Sun test units give electronic insight 
into every area of engine operation! 


FAST! In 10 minutes or less of 


simple area testing, engine operation can 

_ be peaked to factory specified operational 

,¥ + levels—OR you isolate the areas where 

m engine CANNOT be restored to peak 
gs levels without additional attention! 


SIMPLES supen TUNE is oo 


complished by famous Sun 6-12 volt 
Tune-Up Tester—4 simple-to-operate 
units. 


PROFITABLE! ooper. 


TUNE will return higher profits in Greater 
Customer Satisfaction ... More Tune-Up 
Volume ... and Increased Parts and Serv- 
ice Sales! Super-Tune Testers can be 
profitably installed at every mechanic’s 
station ...in new and used. car service 
departments! 














IN 10 MINUTES OR LESS, all 
these area tests can be performed 
with only minor test lead changes: 
Cranking Voltage - Distributor Resist- 
ance « Sucuaien Voltage - Engine Idle 
Speed Adjustment - Ignition Timing - 
Dwell and Dwell Variation - Ignition 
Advance « Ignition Output and Leakage 
e Secondary Resistance and Polarity 












ACT TODAY! Contact your 
Sun Representative. Let him show 
you the faster, easier way to greater 
PROFITS with Super-Tune—a serv- 
ice that can be your most frequent and 
important contact with the car owner! 


SUN ELECTRIC CORPORATION - Harlem and Avondale Avenues - Chicago 31, Ill. 
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Roundup from State Capitals .. . 


Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 

URRENT developments in state capitals indicate that 
highway safety will attract increasing attention from 
lawmakers, with action likely to have more far-reaching 
repercussions than heretofore on production and marketing 


of automobiles. 
New Jersey’s Legislature, 


before recessing, adopted a} 


resolution urging the auto- 
motive industry to change adver- 
tising policies to emphasize safety 
features rather than power and to 
concentrate engineering on develop- 
ment of more accident prevention 
devices. 

This expression went through 
both legislative branches easily, al- 
though one legislator termed it 
“presumptuous” since the industry 


o— 





Bethune Jones 





itself already is 


installing safety 
devices. 

Also enacted in 
New Jersey was 
a measure pro- 
viding for ap- 
pointment of a 
special committee 
to study highway 
safety laws, espe- 
cially those relat- 
ing to drivers, 
and recommend 





revised or new laws. Another enact- 
ment increased the maximum fine 
for speeding and careless driving 
from $50 to $100. 

In preparing to call a Novem- 
ber special session of the Michi- 
gan Legislature to consider a 14- 
point highway safety program, 
Gov. G. Mennen Williams as- 
serted that Michigan should 
“show at least as much ingenuity 





in controlling the automobile as 
we showed in developing it.” 
His proposed program called for: | 
Compulsory inspection of all vehi- 
cles every six months at state- 
licensed private garages; a uniform | 
driver licensing program staffed by | 
civil service employes; a driver} 
improvement program, including | 
re-examination of habitual viola-| 
tors; state aid to high schools for | 
driver education; expansion of the! 


state police force; state aid for ad- 
ditional sheriff’s road patrols. 


* * * 


Safety Courses Asked 


Ai*e. legalization of “drunkome- 
ter” tests; expansion of the 
central file of traffic violations; es- 
tablishment of a department at 
Michigan State University to offer 
traffic safety courses; money to 
finance use of national guardsmen 
for highway duty on holiday week- 
ends; radar speed control equip- 
ment to be furnished to local offi- 
cers; expansion of the State Safety 
Commission to handle safety re- 
search and publicize highway 
safety; establishment of a traffic 
safety study commission to consider 
a maximum speed law and control 


|of roadside vending; and, physical 
| examination of all school bus driv- 


ers in addition to the present 


| chauffeur’s license requirements. 


Bills filed for 1956 legislative con- 
sideration in Massachusetts include 
proposals which would require all 
new cars to be equipped with safety 
belts. That there will be such pro- 
posals elsewhere was indicated 
when California lawmakers earlier 
this year enacted a law fixing 
standards for safety belts and Illi- 
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(G.V.W. 6,900-9,500 
(G.V.W. 40,000 Ibs.) 


Write, wire or phone 


Model 19-51 EXB—mounts on 
1Y2-2Y2 Ton chassis. Capacity: 
Up to 19,500 Ibs. G.V.W. Exten- 


Ashton. 


americea’s finest 
power wrecker 
equipment 


Ashton Wreckers represent more than 
40 years of specialized wrecker 
engineering, design and manufacture. 


All Ashton Wreckers, (both 
conventional and extension boom 
models) combine high working 
efficiency with remarkable safety 
and ease of operation. Specially- 
trained operators not necessary. 


Ashton Wreckers (7 models) are 
mounted on your choice of any truck 
chassis. Capacities from %4-1 Ton 


Ibs.) to 5 Tons 


for basic data. 






sion boom height—14 ft. 
ASHTON POWER WRECKER EQUIPMENT CO., INC. 


3-1996 @ DETROIT 
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nois adopted a measure requiring 
all new vehicles to be designed to 
be equipped by the owner with 
hooks for the attachment of safety 
belts. Along similar lines, an unsuc- 
cessful proposal in the New York 
Legislature this year would have 
required new cars to have crash 
pads on dash boards. 

C. H. Lamb, Virginia motor ve- 
hicles commissioner, has recom- 
mended enactment of legislation 
to permit withdrawing driving 
licenses from juveniles upon writ- 
ten request of the person whose 
consent was obtained prior to 
their issuance. He also wants the 
state safety responsibility act 
changed to provide greater con- 
trol over persons who continue 
to drive after privileges have been 
suspended or revoked. 

Earl Blevins, Colorado revenue 
director, has drawn up a number 
of highway safety recommendations 
for 1956 legislative consideration, 
including a proposal that the state 
impound any motorist’s car if he 
drives while his license is  sus- 
pended or revoked, and that on a 
second offense the car be sold at 
auction by the state. 

It was suggested that: If a teen- 
ager’s driver’s license is revoked or 
suspended his car or the family car 
be required to carry a license plate 
of a different color, until the sus- 
pension is over as a “warning;” the | 
period of suspension or revocation | 
of a license be doubled if the mo- 
torist drives while the license is 
not in force; the state’s entire driver 
examining system be overhauled; 
all license applicants 65 or over be 
completely examined for each re- 
newal. 























* * * 


Medical Examination? 


Ate. arrangements be made 
with medical centers for mak- 
ing physical examinations of driver 
license applicants when required 
by the examiner; machines to 
“measure and record all the human 
factors most related to motor vehi- 
cle operation” be used in Denver 
and in other larger counties; traffic 
convictions be entered on the re- 
verse side of the driver’s license, 
and that a fingerprint file on all 
motorists convicted of moving vio- 
lations be maintained by the state. 

Maryland’s State Legislative 
Council, an interim study group, 
received a proposal that all or 
some of the state’s motorists be 
fingerprinted to curb fraud or 
misrepresentation in driver 
licensing. 

Proposals being studied in Kan- © 
sas for possible future legislative =a 
consideration include: Compulsory 
motor vehicle inspection; speed 
limits; motor scooter regulations; 
financial responsibility for acci- 
dents; restrictions for drivers with 
heart disease; reaxamination of 
aged drivers, and compulsory driver 
training in public schools. 

Among other developments of 
automotive interest reported from © 
state capitals, the trucking industry 
got some good news when the Ken- 
tucky State Department of Motor 
Transportation recommended that 
truck weight limits of 42,000 pounds 
“be substantially increased.” The 
industry long has complained of 
the Kentucky law as one of the 
worst remaining barriers to the 
free flow of interstate highway 


transportation. 
+ oe * 


Plague of Weight : 
Aare that the trucking in- © 
dustry “continues to be plagued ~ 
by the relatively low gross weight ~ 
limitations applicable to Kentucky © 
highways,” the agency added: : 

“These weight restrictions force 
the carriers to operate with smaller © 
equipment having less cargo ca- 
pacity and thereby increase the 
carrier’s cost per ton mile, result- 
ing in the need for higher rates 
than would be necessary if higher ¢ 
gross weight limitations were in 
effect.” 

The department said this “also 
places local industria] and mercan- 
tile firms in an unfavorable com- 
petitive position due to higher rates 
on transportation of materials to 
and from factory and market.” 

“It is believed,” the department 
said, “that removal of this barrier 

to lower transportation costs 
would stimulate local business 
and encourage the establishment 
of new industries in Kentucky.” 

The Kentucky department also j 
suggested that Gov. Wetherby ap- 
point a committee “to study the 


(Continued on Page 31, Col. 1) 






ze 
& 

























a —-aA - © ee 






ovr @ 








ue 
er 
ns 
n, 


he 
S- 


at 


or 
ar 
te 
iS- 


le 
k- 
er 


an 
ni- 
rer 
fic 
re- 
se, 
all 
io- 


« 


in- © 


ied 
zht 
ky 


rce 
ler 
ca- 


It 
tes 


WRAL 


ier ¢ 


in 


lso 
an- 
m- 
tes 

to 


nt 
er 
ts 
So 
nt 


1so J 


ap- 
the 


AUTOMOTIVE NEWS, OCTOBER 17, 1955 





Legislative Roundup 





(Continued from Page 30) 


plight. of the bus industry” and 
recommend appropriate action. 
Without indicating just what action 
it had in mind, the department, 
after citing operating loss figures, 
said: “The point of diminishing re- 
turn, except for two or three large 
bus operators, has been reached by 
the bus industry in Kentucky— 
which means that increased costs 
of operations can no longer be met 
by increased fares.” 

In Richmond, Va., Mayor Bryan 
is conducting a “Back-to-Transit” 
campaign this fall in which resi- 
dents are being urged to use public 
transit facilities, where possible, 
rather than private automobiles. 

Add Pennsylvania to the list of 
14 states which earlier this year 
increased gasoline tax rates. The 
Pennsylvania levy was boosted 
from five to six cents a gallon, to 
produce $54,000,000 over a two-year 
period as part of a flood relief pro- 
gram. 

Of the total, $45,000,000 was ap- 
propriated for repair of flood dam- 
aged roads, streets and bridges, 
with $15,000,000 to be allocated di- 
rectly to local 
the remainder to be spent by the 
highway department. The $9,000,000 
excess from the gasoline tax hike | 
will be returned to local communi- | 
ties for road and street usage. 

* * a 


Bond Issue Rejected 

ASSACHUSETTS lawmakers 

rejected a $125,000,000 highway | 
bond issue bill backed by Gov.| 
Christian A. Herter, but earlier au- | 
thorized a $25,000,000 bond issue for | 
highway and bridge repairs neces- | 
sitated by floods. 


Georgia’s Supreme Court upheld , 
the constitutionality of a 1955 act 
creating the Georgia Rural Roads 
Authority, empowered to issue up 
to $100,000,000 worth of revenue 
bonds for rural road projects. 

Ohio’s CIO won a place on the 
Nov. 8 ballot for its initiated pro- | 
posal to give the state the most) 
liberal unemployment compensation 
law in the country and also to re- | 
vise the act so that laid-off workers 
would not have guaranteed annual 
wage plan payments deducted from | 
state jobless benefits. | 

The CIO group decided to carry | 
the proposal to the electorate 
after it had been rejected by the | 
1955 Legislature. The latter en- | 
acted a measure boosting jobless | 
benefits from a maximum of $30 | 
to $33 a week for 26 weeks. But | 
the CIO’s initiated bill would | 
raise benefits to a maximum of 
$50 for 39 weeks. The Legislature 
also provided for additional maxi- 
mum dependency allowances of | 
$6 a week, while the CIO proposal | 
calls for $9. 

Alabama’s Legislature, following | 
many other states, boosted maxi- 
mum unemployment benefits from 
$22 to $25 a week. An unemploy- 
ment benefit liberalization bill failed | 





Inspection Law 


Sought in Md. 


Laws forcing automobile inspec- 
tions will be recommended to the 
Legislature by Frank Small jr., 
Maryland vehicle commissioner. 

Small said “Maryland has become 
a dumping ground for cars that 
can't pass inspection in Pennsyl- 
vania, Virginia and the District of 
Columbia.” 

He said the above areas “sent 
their wrecks” to Maryland to get rid 
of them. A compulsory inspection 
bill failed to pass the Legislature 
this year. 

Georgia Rural Road Setup 
OK'd by Supreme Court 
The Supreme Court of Georgia 


‘has upheld the constitutionality of 


&@ 1955 state legislative act creating 
the Georgia Rural Roads Authority, 
empowered to issue up to $100 mil- | 
lion worth of bonds for rural road | 
Projects. 

The ruling was given in a test 
Suit brought by the State against 
the authority in order to expedite | 
the sale of bonds. An initial issue | 
of about $10 million is expected. | 


governments and | 


of enactment in Massachusetts, 
however. 

The Alabama and Massachusetts 
| Legislatures, which were among 
the last to wind up 1955 sessions, 
both liberalized workmen’s compen- 
sation laws. Alabama jacked up its 
maximum benefits in this field from 
$23 to $28 a week, while the Massa- 
chusetts maximum was raised from 
| $30 to $35 a week. 

Massachusetts also enacted a bill 
increasing from 75 to 90 cents the 
“preferable” hourly minimum wage 
under the wage-hour law. Wage 
| boards, however, may set limits by 
industries as low as 75 cents. 

* * om 


Right to Work Vote 


_ ATTEMPT to place on next 
year’s California general elec- 
| tion ballot a measure for a so-called 
|“right to work” law, prohibiting 
|the union shop and other forms of 
compulsory unionism, is reportedly 
being planned. 
Proposals to repeal or modify 


Alabama’s “right to work” 
failed of enactment in the recently 
adjourned state legislative session. 

Implementing a 1955 Kansas 
labor relations law, R. L. War- 
kentin, state labor commissioner, 
has filed regulations to govern 
secret elections by employes for 
collective bargaining units, union 
shop agreements, or strikes. The 
new law for the first time pro- 
vides for holding such elections 
under state labor department 
supervision. 

Warkentin said his department 
will not handle elections for selec- 


tion of bargaining units or for call- | 
ing strikes by employes of inter-| 
state firms. However, unless blocked | 


by the courts, it will conduct union 
shop elections for employes of such 
firms. Otherwise the election rules 
apply only to intrastate companies. 

The new Kansas law for the first 


time empowers the state labor de-| 
partment to appoint mediators to} 


attempt to settle labor-management 
disputes. It also sets up certain 
unfair practices for both manage- 
ment and labor. Other provisions 
prohibit jurisdictional strikes and 
secondary boycotts. 
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Your LYON 
Automotive 
Distributor 


is thoroughly qualified to lay 
out and install a complete 
parts department for you. 
Why not talk to him? You’ll 
find he can save you space, 


time and money. 


A PARTIAL LIST OF LYON STANDAR 


LYON 


METAL PRODUCTS, INC. 
General Offices: 

1090 Monroe Avenue 
Avrora, lilinois 

Factories: 

Aurora, Illinois 

York, Pennsylvania 
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Plymouth College of Knowledge— 


M. L. Van Dagens, Plymouth director of plans and training, runs through a dress 
rehearsal of a Plymouth announcement-training meeting. The training sessions will be 
held in 400 cities throughout the nation prior to public showing of the '56 Plymouth. 





Wentworth on Board 


PORTLAND, Ore. — Charles W.|zone Nash dealers to represent 
Wentworth, of Wentworth & Irwin, | them on the new Nash Dealer Ad- 
| Inc., has been elected by Portland! visory Board. 









FOR AUTOMOBILE DEALERS 


particular bulky parts storage problem? 


These Lyon racks provide the exact answer because 
they are completely adjustable and can be adapted to 
any requirement. No matter how long or bulky, parts 


neatly, by group or part number se- 


quence. Faster location. Closer inventory control. : 
Easier ordering. 


Write for Lyon Steel Equipment catalog and name 
of your nearest Lyon Automotive Distributor. 


D PRODUCTS 
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Auto Dealer Changes 


Scott Motors, Inc., is a new 
Chrysler- Plymouth dealership in 
Baltimore, succeeding Martin Mo- | 
tors. Owner is Clarence Scott whose | 
family has been in the automobile | 
business in Baltimore more than | 
50 years. 


* * * 


3 Packard Deals Change 


Packard reports the following | 
dealership changes: Packard 
Youngstown Motor Co., Youngs- 
town, O.; Martello Motor Co., 
Steubenville, O., and Thomas 
Neill, Inc., Alliance, O. 


H on Names 23 
New Dealerships 
In Factory Drive 


Hudson has appointed 23 new 
dealers, according to N. K. Van-| 
Derzee, sales vice-president, 


who | 
said the new appointments were the 
result of a drive to strengthen the 
Hudson dealer organization. 

The new dealersships are: Con-| 
tinental Car Co., Palo Alto, Calif.; | 
Dave Galbraith, Los Gatos, Calif.; | 
Lukens Motor Sales, Marietta, O.; | 
Adams Motors, Jackson, Tenn.; 
Mogadore Garage and Sales Co., 
Mogadore, O.; Denham Hudson| 
Sales, Denham, Ind.; W. E. Ger-| 
man, Milford, Ill.; Oak Lawn Sales | 
and Service, Oak Lawn, IIl.; Rook-| 
stool Motor Sales, Elkhart, In. 

Cook’s Hudson Sales & Service, 
Whitesboro, N. Y.; Warta Motors, | 
Inc., Hempstead, N. Y.; Gallo Auto 
Sales, Elmont, N. Y.; Cromwell 
Motors, Inc., Cromwell, Conn.; Ken 
Maynard Motors, Inc., Muncie, Ind.; | 
Vernie’s Harley Sales, Coldwater, | 
Mich.; M. Miller & Son, Mishawaka, | 
Ind.; Pickens Sales and Service, 
Mt. Pleasant, Mich.; Chambers 
Hudson Sales and Service, Ionia, 
Mich.; Biltmore Motors, Inc., Rye, 
N. Y.; Davenport Hudson, Inc., | 
Davenport, Ia.; Steuben Motor| 
Sales, Angola, Ind.; Camp’s Cars, | 
Midland, Mich., and Fry Hudson} 
Sales, Prestonsburg, Ky. 

Eo a a 


Daughertys Take Pontiac | 
B. F. Daugherty and his son, 
William, have taken over the 
dealership in Pittsburg, Kans. 
* * * 


Rush to Open Deal 


N. G. Rush has purchased a lot 
in Waverly, O., as a site for a new 
Buick dealership. 

* * * 
Fay Chrysler Opens 

Stewart A. Gandolf, president 
of a new Chrysler - Plymouth 
dealership in Boston, held open 
house as the firm began business | 
under the name of C. E. Fay Co. 
Prizes and children’s toys were 
awarded. 

* * % 


Sable Nash Moves, 


2 Dealerships Open 


Sable Motor Co. (Nash), Pitts-| 
burgh, has moved from 72 Roberts, 
Uptown, to 1042 Brownsville, Car- 
rick, Pittsburgh. New Nash dealers} 
in western Pennsylvania are J. L.| 
Wilkes Garage at Huntzdale and | 
Tim Temenski’s Nash at New| 
Castle. 

Mervis Motors Opens 

Mervis Motor Sales (Studebaker) | 
has opened in Pittsburgh, replac- | 
ing Stanley Motors. Owner is| 
Joseph Katz; general sales man-| 
ager, Harold Hiedovitz; service} 
manager, Joseph Ackerman, an d/| 
parts manager, Joseph Williams. | 


Ford for Coxon, Paletta 


Among new Ford dealerships in 
Pennsylvania are Coxon Ford Sales, | 
Brockway, owned by dames R.} 
Coxon, and Paletta Sales & Service, | 
Fredericktown, owned by Frank J.}| 
Paletta. 


* * * | 

| 

4 New Dealerships Opened | 
In St. Louis Area | 
Dealers in six different lines have | 

| 
| 


opened in the St. Louis area. 
They are Gene Jantzen Chevrolet 


Co., 5434 Natural Bridge; Vicart 
Motors, Inc. (Dodge - Plymouth), 
3905 S. Grand; Ben Stepman, Hud- 
son, 6250 Page, and Saunders- 
Vincel, Inc. (Lincoln-Mercury) 7701 
Manchester, Maplewood. 

* + a 


Schmidt Buys Into Deal 


C. W. Schmidt has bought into 
Burger Chevrolet Co., Rymersburg, 
Pa., as a partner and general man- 
ager. 

* * * 
Foss Motors Opens 

Foss Motors, Inc. (DeSoto-Plym- 
outh), has opened near Etna, Pa. 
President and sales manager is 
Herbert J. Foss jr. 


* * aE 


3 Ford Deals Open 
Ford Motor Co. has announced 
three new dealerships: Kelly’s 
Garage, owned by Howard A. 


| 
Tompko, at Finleyville, Pa.; Mal- 
onek Motor Sales, owned by Henry | 
Malonek, at Hastings, Pa., and 
associate dealer Walter’s Garage, 
owned by Wilmer Walter, at 
Claysburg, Pa. 


* * * 


Partners Open L-M Deal 


Lawson & Dellaria Sales & Serv- 
|ice (Lincoln-Mercury), Burgetts- 
|town, Pa. is a new dealership 
|owned by William J. Lawson and 
| James Dellaria. 

+ * a” 


Ford Deal Opens 


| Westover & Yoder Garage (Ford) | 
is the new Ford dealership at Belle- | 

|ville, Pa, owned by George H.| 
Westover and Marlin D. Yoder. 


* * Bo 


Hafer Replaces Antes 
Hafer Lincoln-Mercury, owned 
by John F. Hafer, has replaced 
Antes Motor. Sales (Ford-Mer- 
cury), owned by Donald E. Antes, 
at University Park, Pa. 
* * * 


Woods Acquires Deal 


Leroy Woods has purchased a 
share of the Pontiac - Chevrolet 
dealership in Plumville, Pa., follow- 


ing the retirement of Paul Ansley. 











president of Miller Ford, Inc. He 
has appointed William E. Fore- 
man, of Washington, as sales 
manager. 








Weer Give You 
AT LEAST FULL 

VALUE FOR Your 
CAR ON A TRADE 






+ * + 
Mazzocco jr. Takes Over 
Gallitzin Motor Sales (Chevrolet), 
Gallitzin, Pa., is being operated by 
G. Mazzocco jr. following the death 
|of his father, G. Mazzecco. 
* * * 





Minervino Acquires Chevrolet 
Keyser Chevrolet, Mt. Morris, 

N. Y., has been sold to Dom Miner- 

| vino. The dealership will be known 

| as Minervino Chevrolet Co. 

| * * * 


Mauro Opens Nash Deal 
Johnny Mauro has opened Mauro 
| Motor Sales (Nash) in Denver. His 
| brother, Roger, is sales manager of 
| the dealership. 
* 








grcl 


* * 





Constantin Gets New Home 
Constantin Motor Sales (Mer- 
cury), has opened a new sales and 
service center at Braddock, Pa. 
* * © 


The dealership has been renamed 
Wood Pontiac-Chevrolet, Inc. 


* * * 


Miller Buys Kellett Motors 


Edward J. Miller, of Toledo, 
attorney and former Ford execu- 
tive, is assuming the Ford dealer- 
ship of Kellett Motors, Inc., 
Rochester, N. Y., and will become 


Cooke Buys Properties 
V. V. Cooke, of Cooke Chevrolet 
| Co., Louisville, has purchased two 
properties at the northwest corner 
(Continued on Page 33, Col. 2) 
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Hefner Expands— 

William J. 
details of an expansion program at his 
Chevrolet dealership in Fort Wayne, Ind., 
as R. M. Klise, Chevrolet district manager, | 
center, and H. R. Fishtahler, assistant zone 


Hefner, standing, outlines 
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Auto Dealer Changes 


(Continued from Page 32) 


of Bardstown Rd. and Kaelin Ave.; Garage (Chevrolet), Grant Town, 
in the Highlands (Ky.) area. One| W. Va., has formed Anthony Chev- 
piece of property was sold to Cooke | rolet Co., Fairmont, W. Va. 

by John W. Welhelmi, a Hudson | * * & 


dealer. Sparky Succeeds Colver 


* * a 
Sparky Chevrolet Co., owned by 
Boarts Adds Second Deal | David L. Parkin, has succeeded 
A. R. Boarts (Packard), Butler, |Clover Motor Co. (Chevrolet), 
Pa. has opened A. R. Boarts (Clover, Pa. 
(DeSoto-Plymouth) in Ford City, | a ee 


Pa. Staffords, Elliott Open Deal 


Stafford-Elliott Lincoln - Mercury 
Co., Pittsburgh, Kans., has held its 
grand opening. Owners of the new 
firm are J. W. Stafford, Howard L. 
Elliott and R. Sheldon Stafford. 

* 


* * 


* * * 


Bosdyk Acquires L-M Deal 


Robert F. Bosdyk, formerly as- 
sociated with Koerner Motors, 
Rochester, N. Y., has purchased 
Bonnell Motors (Lincoln-Mercury), 
Geneva, N. Y. 


—-« .* Hennigan Forms Deal 


Bill Hennigan has been named 


Pitrolo Opens Deal 


an Oldsmobile dealer in Jennings, | 


franchise. 
* * ¥* 


Minch Takes Lincoln 
| Minch Auto Sales, has been ap- 


| pointed Lincoln dealer in Portland, 
| Ind. 





* * * 


Alborn Buys Out Mobley 

Evan Alborn has purchased the 
interest of Jack Mobley in A & M 
Buick Co., Newport, Ore., to become 


,Sole owner of the dealership. 
| * * * 


| Diehl Gets Chevrolet 


| Fred Diehl Motors has obtained | 


|the Chevrolet franchise formerly 
| held by Dorse Albert (Buick-Chev- 
|rolet), Clearfield, Pa. Albert re- 


‘scams the Buick franchise. 
* + * 


Ford Deal Organized 
Portland, 


| Damerow Ford Co., 
| Ore., 
| William H. Kinsey, Forrest W. 
Simmons and Francis J. Butler. 
* ok tk 


Miller Buys Ford Deal 
Paul E. Miller has purchased 


has been organized by| 


manager at 


Indianapolis, join him at Anthony J. Pitrolo, formerly as- 


| sociated with his father in Pitrolo 





La. The town had been without an| Roger Dean, Inc. (Ford), Lexing- 
ton, Ky., for an estimated $500,000. | 


ground-breaking ceremonies. 
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High HP Purelube keeps that 
high horsepower in harness... 
keeps customers happy! 


Here’s how... 


@ Reduces wear 


@ Fights pre-ignition 


Se 


@ Gives all-weather 


The easiest way to beat the special 
problems created by the new high- 
compression engines is to use the 
motor oil that’s specially made for 
this ‘‘High-Horsepower Age’’— High 
HP Purelube. 

High HP contains an exclusive ad- 
ditive combination that protects vital 
cam shaft and valve lifters from 
power-robbing wear... keeps hy- 
draulic valve lifters quiet and effi- 
cient. Gives complete protection 
against rust and corrosion, too. 

This exclusive additive combina- 
tion also cuts combustion chamber 


Factual booklet on High 
HP. Shows how this 
great oil helps you and 
your servicemen. 





bs 
i 


@ High HP cuts octane requirement increase 


Oldsmobile outlet since last June 









protection 


and spark plug deposits— fights pre- 
ignition. Gives maximum spark plug 
and valve life. Reduces ORI (Octane 
Requirement Increase) to keep new 
car power longer. 

And because High HP is a superior 
multi-grade oil, it increases gas mile- 
age by reducing friction. Cuts oil con- 
sumption by its resistance to heat. 
Helps get more power out of premium 
or regular gas. 

So keep your customers satisfied 
... keep ’em coming back to you... 
put High HP Purelube in every car 
you sell and service. 





Be 
with Pure 


sure 


The Pure Oil Company, Dept. AN-510 

35 East Wacker Drive 

Chicago 1, Illinois 

Gentlemen: Without incurring any obligation, I’d like your 
Free booklet on the inside story of High HP Purelube. 
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Company____ 
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when Steve Moore relinquished his| Miller was president of the firm 


since last Oct. 
* * * 


Boulevard Adds Continental 


Boulevard Motor Sales Co. (Lin- 
coln-Mercury), Baltimore, has ob- 
tained a Continental franchise. 

* oa * 


McDaniels Buys Enterprise 


Enterprise Motor Co., Enterprise, 
Ore., has been sold by Ray John- 
son to L. E. McDaniels, Wallowa, 
|Ore., and the name hag been 
|changed to McDaniel Motor Co. 
| (Chevrolet-Oldsmobile). Ray Milli- 
|gan has been named manager. 
| * * + 


Weslie Adds Mercury 


Weslie Motor Co. (Ford), Camas, 
| Wash., has been granted a Mercury 
franchise. 


* * * 


CATA Chief Switches 


From DeSoto to Buick 


C. J. McCorkle, president of 
the Chicago Automobile Trade 
Assn., has transferred from De- 
| Soto-Plymouth to Buick. McCor- 
kle Motors, Inc., will remain at 
2820 N. Cicero Ave., Chicago. 
McCorkle has been on Chicago 
auto row for 10 years. 

* * * 


McKinster Motor Is Sold 


| Lee J. Stephens and M. H. All- 
| dredge have purchased Frank Mc- 
Kinster Motor Sales in Adrian, 
Mich. The firm has been renamed 
Stephens - Alldredge Oldsmobile- 
Cadillac, Inc. Stephens will be the 
operating manager. 
of x 


* 


Rogers Sells Chevrolet 


Lee Rogers has sold his Monroe 
(La.) Chevrolet dealership to Her- 
bert L. Polk and Thad Ryan, both 
of Jackson, Miss. Rogers had been 
in business 29 years and has made 
no announcement of his plans for 
the future. 





* * 


McNatt Takes Oldsmobile 


Leon McNatt has been appointed 
an Oldsmobile dealer in Greenville, 
Tex. The name of the firm will be 
Leon McNatt Motor Co. 


New Dealerships 
Signed by Dodge 
In Eight States 


Eight new dealer retail agree- 
ments have been announced by 
Dodge. 

They are: City Sales & Service, 
Sturgis, Mich. Bruce W. Vernon, 
Richard H. Dyball, partners; Bob 
Hirsch, Inc., Brooklyn, N. Y., Bob 
Hirsch and Ruth L. Hirsch; Bauer 
& Kieran, Inc., East Orange, N. J., 
William C. Kieran, Edmond S. 
Bauer and William P. Wilkins. 

Clark Motor Co., Anadarko, Okla., 
Cc. J. Clark; Ed Hamilton Motors, 
1925 Commerce Ave., Jasper, Ala., 
Edward Hamilton and Leonard V. 
Harvill; Emmett Brown Motors, 
Kingstree, S. C., Emmett Brown. 

Koby Brothers, Oxnard, Calif., 
William E. and Robert J. Koby; 
Hertoghe Implement Co., Scobey, 
Mont., Andrew Hertoghe. 

aK Bd * 
Hudiburg Buick Opens 

Hudiburg Buick Co. has opened 
in Houston, Tex., after weather 
delayed the completion of the new 
showrooms. For a time Hudiburg 
operated in a huge tent while wait- 
ing for the building to be com- 
pleted. Paul Hudiburg, president, 
formerly was a Buick dealer in 
Freeport, Tex. 

* * * 


Burtrum Opens L-M Deals 


In Missouri, Oklahoma 


Cc. L. Burtrum (Lincoln-Mercury), 
Miami, Okla., has announced the 
opening of two other dealerships, 
both Lincoln-Mercury, in Carthage, 
Mo., and Vinita, Okla. 

Elmer Jarrett, a former Chrysler- 
Dodge-Plymouth dealer, is manager 
of Burtrum Bros. Motor Co., Vinita, 
and Lloyd Duckworth, formerly 
with Rudy Fick Ford, Chicago, is 
manager of Burtrum-Woolston Mo- 
tor Co., Carthage. Other dealer- 
ships are Burtrum Motor Co., Mi- 
ami, and Burtrum-Woolston Motor 
Co., Joplin, Mo. 

& * * 
Volkswagen Picks Johnson 


A, A, Johnson has been named a 
Volkswagen dealer in Coos Bay, 
Ore. 
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Rambler gives Hudson 








in 3 growing, 





The fa ST- fowl Nl It’s reliably estimated that 16,000,000 suburban Th e “tra ffic ; 
housewives are stranded every day without a car. : 
Hudson dealers have the answer — the Rambler, an : 


secona-car mantel a bound” market 





Rambler’s lowest prices, lowest upkeep, highest resale... | 


USED-CAR RETAIL PRICES* 





Four-Door Sedans, 1954 Models 
Sept. 1955, U. $. Composite—(all regions) 
Retail Price 
Used Four-Door 
Make 1954 Sedans 


RAMBLER $1,307 


Car B 1,228 
Car C 1,203 
Car D 1,138 
Car E 1,140 
*Source: October NADA Official Used-Car Guide 





America’s lowest prices — model for Saves up to 50% -—salesmen report Leads field on resale — Rambler re- 

model —on hardtops, station wagons and Rambler cuts costs in half. Rambler fleet tains more value on resale than do compara- 

sedans — Rambler prices, starting at $1585 experience bears this out — beginning with ble models of other four low-priced cars 

(factory-town delivered) are America’s lowest. up to 30-miles-a-gallon gas economy. — big sales point with any buyer. 
ante4e - 

Hudson Mot Division <4: 
OUOFS IVISION <4 of American Motors Corporation | 

“Snare t 


14250 Plymouth Road, Detroit 32, Michigan 








ab 





Dealers big jump 
new markets ! 








This is every car owner who lives or drives in Th @ bud eT- mM | nd ad Young couples, salesmen, commuters, businesses 
town or city. The Hudson dealers’ Rambler is the and fleets are all hot Rambler prospects. Low 


most maneuverable, easiest-to-handle car in price, economical operation, easy handling, and 


America. It fits any garage, is just right for all and business market high resale value are the keys to this big 
personal transportation. market, and Rambler beats the field on all four. 





teamed with the Hornet and Wasp...make Hudson deal 
the greatest ever! 


Better inquire now! 


Things are moving fast in the Hudson 
picture. But there are a few areas open 
for a Hudson franchise — the dealer’s 
deal! For complete information, get 
in touch with N. K. VanDerzee, Vice 
President, Hudson Motors Division, 
Detroit 32, Michigan — or contact your 
nearest Hudson Zone Office. 





Hudson line has “opportunity” written all over it! 


With one of the strongest product programs in the industry—with the low-priced 
Rambler, the medium-priced Wasp, the upper-medium-priced Hornet — Hudson 
puts dealers in a position to offer top value, exclusive features to 95% of the new-car 
buyers in their areas — a volume potential that spells “opportunity” in capital letters. 








AE pe NT NT TE LN NE ee ko 


ee ee 


ee 









sell a lot of 


SMOKERS" 


The 


att 
Service 
Weeklies 













*for these 
advertisers 
in the 

Armed Forces 










Market: "| 


P. Lorillard: Old Gold, 
Kent, Headline Cigar 


Philip Morris Cigarettes 


R. J. Reynolds: Camel, 
Cavalier, Winston 





Ronson Lighters (London) 

R. S. Herbert: Viking Pipes 
Sir Walter Raleigh Tobacco 
Zippo Lighters 


The top-circulation TIMES Service Weeklies can sell a lot | 
of AUTOMOTIVE PRODUCTS, too. Write for sample 
copies, rates, new market-data book. 







ARMY TIMES PUBLISHING CO. 2020 o. st., N.W. 
Washington 7, D.C., U.S. OFFICES: Chicago, Detroit, 

Los Angeles, New York, Philadelphia, San Francisco 

FOREIGN OFFICES: Frankfurt, Honolulu,London, Paris, Rome, Tokyo |) 


Army Times * Air Force Times * rer T 


OF CIRCULATIONS 


MEMBERS. AUDIT BUREAU 





AUTOMOTIVE 
SERVICE TOOLS 


a 2 
4F ng et 


make hard jobs easier 


save labor on every job 


KRW Universal Bench Holder | 


Typical money-saver tool for 
service shop use, this bench 
holder makes servicing of 
heads, differentials“and trans- 
missions easier and faster. 
Holds assemblies weighing up 
to 500 pounds, rotates 360°, 
locks in any one of four posi- 
tions. $28.45, f.o.b. factory. 


Write for Bulletin No. 28B and catalog of 
service tools and garage equipment. 


Automotive Products Division 


k-R-WILSON- Inc. 


ARCADE, NEW YORK 








for seat covers that keep new-looking longer, 


SPECIFY 


high tenacity 


Myce 


beautywear seat cover fabric 








Road-tested for over 2 years by over 1,000,000 American motorists. 
© Resists Burns © Stops Shock © Won't Fade 
© Prevents Scufts *® Air Conditioned Comfort © Repels Stains 


Genuine Nycar is made only by 


ELLENBORO MILLS, INC. 
a division of Neisier Mills, inc., Ellenboro, N. Carolina 
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Auto World in Brief 


BRIDGEPORT, Conn.—The Ray- 
bestos Cardinals, champions of the 
industrial softball league, were wel- 
comed home after their title-win- 
ning performance in Clearwater, 
Fla. 

At Clearwater, they won an 18- 
team tournament which pitted the 
best of the 500,000 teams in the 
Amateur Softball Assn. The team 
is sponsored by Raybestos Division 


| of Raybestos-Manhattan Inc. 
* * 


* 


Out-of-State Auto Buyers 


| Escape Georgia Taxes 


ATLANTA. — Out-of-state pur- 
chasers of automobiles in Georgia 
are not subject to the State sales 
and use tax, according to Attor- 
ney General Eugene Cook. 

The Georgia sales tax is basi- 
cally a consumer’s tax, Cook said 
as he issued his opinion in the 
case of Southern Missionary Col- 
lege, Collegedale, Tenn. The col- 
lege wishes to purchase automo- 
biles in Georgia for use by minis- 
ters and missionaries in other 


states. 


* * 


Canadian Gas Price Up 





| 
| 





have been absorbed in automotive 


operations. Aircraft space in the 
plant will be converted to auto 
production. 


x * * 


U. S. Rubber to Offer 
‘Air Ride’ in Tubeless 

DETROIT.—United States Rub- 
ber Co. has announced that it will 
offer tubeless models in its second 
line tire, the U. S. Royal Air Ride. 

This is the first time, the com- 
pany said, that it has offered tube- 
less construction in any tires 
other than those in the 100-level 
or premium ranges. White side- 
walls will be available. The Air 
Ride tubeless will be made in 
sizes 6.70-15, 7.10-15 and 7.60-15. 

ad * a 


19 Nations Plan Exhibits 
CIUDAD TRUJILLO, Dom. Rep. 


| —Nineteen nations will present ex- 


hibits at the Dominican Republic’s 
25-million-dollar International Fair 


|for Peace and Progress Dec. 20 to| 
| Feb. 27. Exhibits will cover indus- | 


| try, agriculture, trade, medicine, 
|chemistry, science and electronics. 
* * ob 


| OTTAWA.— Rising refinery costs Buick Subcontractor 


and other boosts have forced an in-| 79 Inactivate Plant 


crease in the retail price of gasoline | 
by half-cent a gallon, according to | 
Canadian oil firms. 

* ok * 


New Building Razed 


MAYO, Fla.—Fire has destroyed 
the two-story Townsend Motor 
Co. building here. The firm had 
occupied the building just a week 


before. 


% * * 


| Atomic Energy Commission 


Asks Bids on Reactors 


WASHINGTON. — Lewis L. 
Strauss, Atomic Energy Commis- 


SYRACUSE, N. Y.—N. M. Ross, 
general manager of Brown-Lipe- 
Chapin division of General Mo- 
tors, announced the scheduled 
inactivation of the Marcellus St. 
plant. 

The change in operations arose 
from completion of a subcontract 


| for production of turbine stator 


| blades and compressor stator as- | 


sion chairman, has announced that | 


the commission is inviting propo- 
sals for development, design, con- 
struction and operation of atomic 
power reactors. 

The 
with capacities of 5,000 to 10,000 
kilowatts, 10,000 to 20,000 kilowatts 


semblies for jet engines for the 


Curtiss-Wright J-65. The subcon- | 


tract was with Buick. 
cd * * 
Permatex Hikes Output 


BROOKLYN. Permatex Co., 
Inc., is doubling production of its 


|automotive transmission fluid. The 


| 


fluid, formerly produced only in 


|the company’s Kansas City plant, 


invitation calls for plants | 


will also be manufactured in the 


|parent Brooklyn plant. 


and 20,000 to 40,000 kilowatts. Clos- | 


ing date is Feb. 1, 1956. 
* 


* 


* 


| Westinghouse Starts 


Fairmont Expansion 
FAIRMONT, W. Va.—Ground was 


broken here this week for an ex-| 
pansion program that will add 66,- | 


feet to the Fairmont 


plant of the Westinghouse lamp | 


division, 


| general manager. 


Sloan explained that public ac-| 
ceptance of the new Safe-T-Beam 


| headlamp introduced last fall had 





made it necessary to increase pro- 
duction facilities. 


sk & 


Ford of Canada Builds 
TORONTO.—Ford of Canada has 


awarded a $200,000 contract to Frid 


Construction Co., Hamilton, for 
construction of a utility storage 
building along the east side of its 
assembly plant at Oakville. The 
warehouse, 100 feet long and 30 feet 
wide, will be completed before the 
year’s end, J. M. Cochrane, general 
manager, reported. 
* * * 
Ohio ‘Fair Trade’ Suit 
Filed in Prestone Sale 


CLEVELAND. — National Car- 
bon Co. has brought suit against 
Bargain Fair, Mentor, O., claim- 
ing violation of the Ohio Fair 
Trade law. 

The action seeks a permanent 
injunction against Bargain Fair 
to prevent them from selling 
“Prestone” antifreeze at less than 
the fair trade price of $3.25 per 
gallon. 

* * 


Oldsmobile Winds Up 


Jet Engine Work 


LANSING. — Oldsmobile has 
ended production of turbine and 
compressor units for the Wright 
J65 jet aircraft engine at its Sag- 
inaw Street plant. Manufacture of 
service parts will end Oct. 21. 
Most of the aircraft employes 


according to F. M. Sloan, | 


* cod * 


Becker Hit by Fire 


WALLA WALLA, Wash. — In- 
surance covered losses estimated 
at $35,000 when fire damaged 
Becker Motor Car Co. Several 
old-model cars were damaged. 

* ES co 


Wisconsin Registrations 


Gain 65 Pct. in Decade 
MADISON, Wis.—A record total 


|of 1,386,423 motor vehicle registra- 


tions in Wisconsin has been re- 
ported by Melvin O. _ Larson, com- 


FREE |} SOM MAINORS 


SOS «BE 7 hel 22 se 





Wins Thunderbird Jr.— 


Eleven-year-old Harold Loos won this 
self-powered Ford Thunderbird jr., given 
away by Beasley and Mathews, Athens, 
O., during its showing of the 1956 Ford. 
Robert S. Mathews, general .manager, 
right, makes the presentation while M. F. 
McCune, assistant general manager, looks 
on. An advance advertising campaign at- 
tracted an estimated -4,000 persons to 
the showroom. 





missioner of the Motor Vehicle? 

Department. 
This represented a 65 percent 

gain over the total of 838,376 re- 

corded 10 years ago, Larson said. 

* * * 


Collioud Honored as ‘Ange? | 


Of Four Ball Teams 

WEST ORANGE, N. J. — For 
his interest in boosting baseball 
and softball here, Rudy Collioud, 
president of Washington Motors 


Sales Co. (Ford) was specially 
honored in an “Appreciation 
Day.” 


Collioud this season sponsored 
three baseball teams and one 
softball aggregation. 


* * * 


Lion’s Share for Cars 


| MONROVIA, Calif. — More than 
one-third of Monrovia’s taxable 
retail trade during the 1954-55 fis- 
|cal year was represented by retail 
trade, according to City figures. All 
sales exceeded $26,641,000 for the 
year, while auto sales totaled 
$9,793,213. 


* * * 


Hertz, United Set Deal 


CHICAGO. — Hertz Rent-A- 
Car System and United Air Lines 
plan to introduce reduced rate 
plane-auto “packages,” the fares 
covering 50 miles of car rental 
and roundtrip first class air travel 
between Chicago and either Cleve- 
land or Toledo. Other packages 
will link other pairs of cities on 
United’s routes. 

* * * 


Rockwell Selected 


PITTSBURGH. — Col. Willard F. 
Rockwell, chairman of the board of 
Rockwell Mfg. Co. and Rockwell 
Spring & Axle Co., will assist in 
preparing a study on “Business Ex- 
ecutives in the Federal Govern- 
ment’’—a project sponsored by the 
Harvard Business School Club of 
Washington, D. C. 


* * * 


Goodrich Grows in North 


OTTAWA.—B. F. Goodrich Rub- 
'ber Co., Kitchener, Ont., is ex- 
pected to complete its three-year 
expansion program within the next 
12 months with a total outlay of 
about $3.5 million. 

* 


Jason Offers Trim Fabric 


Cut in 63-Inch Widths 


HOBOKEN, N. J.—Sixty-three- 
inch materials, specifically de- 
signed for auto-trim use, are now 
offered by Jason Corp. 

Pastel and metallic shades are 
featured along with basic colors 
in Jason’s Fabriseal, Fabriform 
and Sealtuft fabrics. 


* * 


Kaiser Buys Plant 


OAKLAND, Calif. — Kaiser Alu- 
minum & Chemical Corp. has an- 
nounced the purchase from the 
General Services Administration of 
the aluminum extrusion plant at 
| Halethorpe, Md., which it has been 
—joperating under lease since 1951. 
Price was $3,841,000. 


* * 
| Rubber Consumption Rises 


9.7 Percent in Month 


NEW YORK. — New-rubber con- 
sumption in the U. S. during Au- 
gust was 120,590 long tons, an 
|increase of 9.70 percent over the 
109,925 long tons consumed in July, 
according to the monthly report of 
the Rubber Manufacturers Assn. 

Synthetic - rubber consumption 
was 72,275 long tons, an increase 
of 13.70 percent over July. Natural- 
rubber consumption, at 48,315 long 
tons, represented an increase of 
4.22 percent. 

n 


x 


* 


* 





* * 


Howell Garage Burns 


KERENS, Tex. — E. K. Howell 
Garage (Ford) has been destroyed 
by fire. In addition to the large 
building, three new cars, five new 
pickup trucks, one farm tractor 
and several used cars were lost. 
The loss was partially covered by 
insurance, no estimate of damage 


Was Made. 


* * 


DuPont Enjoins 2 Firms 


Under N. Y. Fair Trade 


NEW YORK. — Masters, Inc., 
and Fulton Hardware, Inc., have 
been enjoined permanently from 
violating the New York Fair Trade 
Act in connection with retail sales 
of the duPont Co.’s No. 7 line of 

(Continued on Page 37, Col. 1) 
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THIS IS IT 


ealed+- ire ulkhead onstruction 
THE OUTSTANDING NEW DEVELOPMENT 
IN PUNCTURE-SEALING TUBELESS TIRES 


ANNOUNCES 
The Tire of Tomorrow... 


Here Today! 





SEIBERLING 


PUNCTURE-SEALING ealledd- ® 
— 
TUBELESS 


provides the ultimate in 
puncture-sealing protection 
and safety 
LIFETIME PROTECTION ...LIFETIME BALANCE 


“Bulkhead” construction, developed by Seiberling 
and exclusively a Seiberling feature, makes the 
Sealed-Aire the only tubeless tire with lifetime 
puncture protection and lifetime balance. 


Small compartments, or “bulkheads” built into the 
crown of the tire cover the full tread area and con- 


OO 


tain a puncture-sealant. These “bulkheads” prevent 
the flowing and shifting of the sealant . . . elimi- 
nate out-of-balance conditions, and give maximum 
puncture-sealing protection for the life of the tire. 


Every Sealed-Aire tire is factory balanced with Seiber- 
ling’s exclusive method—needs no further balancing. 


iad 


These tires contain no 
puncture-sealant . . . punc- 
ture as easily as tire and 
tube combination . . . and 
the tires must be repaired 
when punctured. 


The sealing gum is not held 
in place... centrifugal 
force and tire heat causes it 
to flow, bunch and lump 
up. Puncture protection can 
be permanently lost within 
the first few hundred miles 
of high speed driving with 
these tires. 


When the sealing gum 
bunches and lumps up, the 
tires become permanently 
out-of-balance. The sealing 
gum does not redistribute 
itself to correct out-of-balance 
or to provide puncture-seal- 
ing protection. 


Seiberling’s exclusive “bulk- 
head” construction keeps 
the sealing gum from flow- 
ing, holds it permanently 
in place for the full life of 
the tire . . . provides lifetime 
puncture-sealing protection 
.. . lifetime balance. 
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HIGH er TEST— Frank Mundy, AAA Stock Car Cham ~ 
‘Golden throu; 


put a of pail Jon omer ah me 
paces at speed on the sands o ytona Beach. After t need 
perfect balance! 


runs, the Sealed-Aire was in 
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hy don't you switch to 


a <> 
nd sell the Tire that has 


Everything! 


Be sure to stoP jn at Seiberlina& Headquarters. 

Suite 1506-10-12A of the Statler Hotel while you 

are at the NAITD Conventiot, end fears more 
about this mirocie tire 

invited to attend 

n the Georgian 


You 


Seiberiing * 
Room of the ay evening, October 


pith, from 5 30 p.m. to 7:30 p.™ You wilf be 


most. welcome, $° please atread. 


Panene 


is on the move with waivee 
product innevations led by this 

tire that will attract saat bis ae 
you and increase your petite a 
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| News to Note... 















tomotive and household specialty 
products. 
© DuPont has instituted action 
' geeking a similar injunction against 
" &. J. Korvette Co., Inc. The actions 
"were filed in the New York Su- 
| preme Court for New York County. 
‘ + * * y 


Firms to be Cited 


CHICAGO. — A plan to award 
citations for outstanding gifts by 
business organizations to American 
educational institutions has been 
announced by the editors of Who’s 
Who in America. Beginning in 
February, one or more citations 
™ will be awarded for the largest and 
most significant gifts made in a 
two year period. Several honorary 
p= citations will also be made. 

x >. & + 


— Textron American Buys 


Coquille Plywood Plant 

PROVIDENCE, — An agreement 
has been reached for Textron 
American, Inc., to take over the 
assets of Coquille Plywood, Inc., 
Coquille, Ore., which is now in the 
process of liquidation, according to 
a joint announcement by the two 
firms. 

The companies said that the 
present Management of Coquille 
will continue operation of the lat- 
ter for the new purchasers. 


Books Cover Personnel Tests, 


Insurance Management 


NEW YORK. — The American 
Management Assn. has announced 
that it has published “Spotlight on 
the Worker: New Approaches to 
Personnel Problems” ($1.75) and 
“Toward Better Communications in 
Insurance Management” ($1.75). 
Both are $1 to members. 

The publications concern person- 
nel testing and workable devices to 
aid insurance administration. 

* ae 


Republic Signs Latin 

DETROIT. — Republic Gear Co. 
has announced licensing of a Bra- 
zilian firm to manufacture its auto- 
motive products. Herbert S. Ries, 
president, said that the agreement 
. with Maquinas York, Sao Paulo, 
covers all products of Detroit Bevel 
Gear Co., and also the Rzeppa uni- 
* versal joint, a product of Gear 
~ Grinding Mach Co., Detroit, parent 

, company of Republic Gear. 

* 


Dana Plans Building 


READING, Pa. — J. E. Martin, 
president of Dana Corp., has an- 
nounced a multimillion-dollar ex- 
pansion program for Dana’s Parish 
pressed steel division plant -here. 
Two additions will increase produc- 
tion of automotive chassis frames 
. by 40 percent. | 


© * 
Hayes Pays $3,600,000 
For Detroit Stoker 
GRAND RAPIDS, Mich. — Hayes 
Mfg. Corp. has acquired, for ap- 
proximately $3,600,000, all but 400 
of the 300,000 outstanding common 
shares of Detroit Stoker Co., Mon- 
roe, Mich., it has been announced 






























president. 


Hayes’ stockholders will meet 


United Industrial Corp. 
” * * 


Foxcraft Products Buys 
New Warehouse, Office 


Products Co.. has announced pur- 
chase of a new building in Beth- 
ayres, Pa., near the Philadelphia 
city limits. 

This building will serve as gen- 
eral offices, warehouse and shipping 
point for Foxcraft. Complete occu- 
pancy is expected to take place be- 
- tween Oct. 15 and Nov. 1. 

‘ € * 


+ 
Women Aid Ellenboro 


On Color and Styling 
KING’S MOUNTAIN, N. C. — 
Formation of a women’s advisory 
beard to aid in styling, color- 
coordination and designing of 
the new Nycar automotive seat 






Auto World in Brief 


(Continued from Page 36) 


by Rensselaer W. Clark, Hayes’ | : 


cover fabric patterns for 1956 has 
been announced here by C. E. 
Neisler III, sales vice-president, 
Ellenboro Mills, Inc. 

The board was formed to give 
the automotive seat cover market 
new fabrics that will receive im- 
mediate acceptance from Miss 
and Mrs. America, Neisler said. 
He added: “We are aware of the 
influence of the women’s vote on 
car and accessory selection and 
know there is a need for empha- 
sis in color, design and style that 
will sell more motorists on in- 
stalling seat covers in their cars.” 

+ * * 


Clevite Buys Intermetal, 


German Transistor Firm 


NEW YORK.—Clevite Corp. has 
acquired Intermetal G.m.b.H., Dus- 
seldorf, Germany, one of the larg- 
est companies in Europe engaged 
in the development and manufac- 
ture of transistors and diodes, Wil- 
liam G. Laffer, president, has an- 


Benefits of Oil-Industry Mergers Cited 


LAKE PLACID, N. Y.—Integra- 
tion will continue to be one of the 
oil industry’s most important 
growth processes in the opinion of 
John G. McLean, Harvard Univer- 
sity Graduate School. McLean ad- 
dressed the national convention of 
the American Institute of Chemi- 
cal Engineers. 

He declared that integration 
has increased stability of earn- 

ings, protected companies against 
short-term economic shocks, less- 
ened the risk of large capital in- 
vestments, secured cost reduc- 
tions and improved the quality of 
management decisions. 

Continuing the merger theme, 
Richard B. Schneider, vice-presi- 
dent, Empire Trust Co., warned of 
the pitfalls in integration. Some of 
them, he said, are failure to handle 
properly the employe problems of 
merged companies, construction of 
plants too small to compete and 
making moves that are counter to 
antitrust legislation. 

Ss. Swensrud, Gulf Oil Co. 
chairman, said the consumer has 
benefited from integration in the 
oil industry and that competition 
has been maintained. No one oil 
company commands as much ag 10 
percent of the oil business in the 
U. S., he said. 

Speaking of educational changes, 
Dr. J. C. Elgin, Princeton Univer- 
sity’s engineering dean, said that 
“by 1975, all effort to teach engi- 
neering art and technology in uni- 
versities will have been abandoned.” 
He said industry will supply the 
training in art and practice leading 
to full professional status. 

The same view was voiced by 
Bruce K. Brown, president, Pan 
American Southern Corp. Citing 


here to vote on a proposal to x 
change the corporation’s name to] s% 


PHILADELPHIA. — Foxcraft| ™ 


nounced. The purchase price was 
not disclosed. 

Intermetal will be operated in 
conjunction with Transistor Prod- 
ucts Inc., a Clevite unit in Wal- 
tham, Mass., Laffer said. Intermetal 
employs approximately 70 people, 
and operations include laboratory 
and production facilities. The com- 
pany produces some 15 kinds of 
semiconductor devices, including 
low level PNP junction transistors 
and glass diodes. General manager 
igs Dr. Rolf Weisinger. 

+ +” 


* 


Cole Sale Approved 


DURANT, Ia. — Federal court 
approval for sale of Cole Motor Co. 
(DeSoto-Plymouth) has been 
granted in the bankruptcy case of 
Lawrence K. Cole. The court ap- 
proved the motion to sell to Harry 
G. Nicolaus, Wilton Junction, Ia., 
for $25,500. The proceeds must be 
used to satisfy liens and a mort- 
gage claim by Wilson Savings 
Bank, the court ruled. 


* * * 
Nankervis Buys Assets 


Of Commercial Research 


DETROIT. — George L. Nanker- 
vis Co. has purchased the entire 
assets of Commercial Research 
Laboratories, Inc., also of Detroit. 
Terms of the sale were not an- 
nounced. 

Name of the new company will 
be commercial research division, 


increased foreign competition, es- 
pecially from Germany and Rus- 
sia, Brown said chemical engi- 
neering students will have to be 
concerned more with theory and 
less with practice. 

He foresees the division of the 
chemical engineering field into spe- 
cialists and generalists. The gen- 
eralist curriculum, he said, would 
emphasize administration, econom- 
ics and other subjects related to 
management. 

The need for expert managers 
also was cited by Harold F. Smiddy, 





For Aid at Auctions... 


George L. Nankervis Co., according 
to George L. Nankervis, president. 
It was Nankervis’ seventh expan- 
sion in five years. | 


Auto Lease Firm Moves 


Offices to Cleveland 


CLEVELAND. — R. A. Co., an 
auto leasing firm, has moved its 
home office here from Philadelphia 
as part of a general expansion pro- 
gram, according to P. M. Minnick, 
general manager. 

Minnick said the company will 
continue to operate its used-car lot 
in Philadelphia. All key personnel 
moved with the office, said Min- 
nick. 


Jack Frost Expands 


Show Light Equipment 


DETROIT.—Jack Frost Organi- 
zation has announced it has ex- 
panded its lighting equipment for 
automobile shows, theatrical, movie 
and TV productions. 

Frost said that a microphone 
boom and perambulator is now 
available as well as boards capable 
of dimming the huge 10,000-watt 
lamps used by. the firm. 


New Adler Mill Set 


CINCINNATI. — Adler Co. this 
fall will open its new five-story 
brick building. The firm produces 
“stockinettes” used for automobile 
polishing cloths. 


vice-president, management consul- 
tation services, General Electric 
Co. Smiddy spoke of the scope of 
his company’s Management “revo- 
lution through decentralization.” 

The convention also heard a dis- 
cussion of how electronic computers 
can be used to develop manage- 
ment strategy. Speaker was Charles 
B. DeCarlo, director of IBM’s ap- 
plied science division. 

He said the computers could be 
used in fundamental research, de- 
sign and as an aid in economic 
studies of process operations. 


Tradein Training Urged 


WICHITA, Kans.—A dealer train- 
ing and educational program is 
seen as a remedy for short profits 
in the automobile business by Don 
Schmid, Packard dealer. He said 
that in talking with dealers at 
recent conventions he found that 
many do not have a realistic view 
of the worth of tradeins. 

“I talked with one dealer,” 
Schmid said, “who said he never 
had visited an automobile auction 
and never had studied the auc- 
tion prices. He relied on book 
value for used-car appraisals 
when in many cases the auction, 


Carroll Likes Estes 


SAN FERNANDO, Calif. — Tom 
Carroll, Chevrolet dealer here, has 
taken the assignment of champion- 
ing Estes Kefauver to preside over 
the Democratic presidential nom- 
ination next year. 





Bundles of Cash from Abraham— 


Clark Beecher, general manager of Anthony Abraham Chevrolet, Miami, passes out 
bags of cash, amounting to $2,500, to salesmen who qualified for bonuses during the 
month. Bruce Bendell receives the first bundle. Others are, from left, W. J. Nimer, 
outside sales manager; R. L. Sullivan, truck manager; B. J. Baumgartner, sales man- 
ager; Beecher; Frank Luisi, assistant sales manager; Bendell; Paul J. Brummitt, service 
manager, and C. A. Hermance, parts manager. 





or actual sales value on the open 
market was far below the book 
value.” 

Schmid said other dealers told 
him they never had wholesaled or 
used the auction markets. In every 
case, he said, they also were com- 
plaining about the low net profit 
and about shoppers seeking the 
highest bid on their trades. 

Schmid said he thought that 
many dealers do not have sufficient 
product knowledge. He suggested 
that manufacturers stress programs 
that give dealers more knowledge 
of the cars they sell and ways of 
eliminating nonprofit deals. 

Schmid said that wholesaling 
and auctions are two recognized 
parts of used-car selling but if the 
dealer does not know how to take 
advantage of these methods, he can 
fail to achieve his potential profit. 

He said he found some dealers 
who thought that both wholesal- 
ing and auctioning were bad and 
were poorly informed on how 
each business could be operated 
to the advantage of the dealer. 

Basically it appeared that most 
such dealers had allowed too much 
for their tradeins and were not 
interested in the low fast prices 
that could be obtained by such 
methods. 

Schmid said they were afraid to 
take their losses and were trying 
to hold their used-car prices up. 
Under such conditions the book 
value of the used-car stock was 
considerably higher than the cash 
value. 

With proper product knowledge, 
Schmid said, the dealer would 
make allowances conforming more 
closely to what the cars would 
bring on the cash market. 

He would sell the cars to the 
auctions that were applicable to 
this type of sale, wholesale others 
to used car buyers and retail the 
best ones to his local trade. 

Under such a system, Schmid 
said, the dealer would let the un- 
profitable deals go to some other 
dealer and would be much better 
off at the end of the year. 


SPECIALIZED 
LUBRICANTS 


DO YOU USE? 


Chances are you're already using 
one or more dependable AGS 
lubricants — and know how they 
improve any lube job . . . and give 
your work that extra touch of 
quality. So why stop short — with 
just one or two items? Use the full 
AGS line to really round-out your 
service .. . and increase your re- 
sale profits! 
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AUGLYDE® 


Rubber Lubricant & 
RuGLYDE Service Kit 


iP 
Tubeless Tire servicing. 


e 

: LOCKEASE © 
$  Graphited Lock Fluid 
Protects all locks. 
against freezing. 


ing, rust and wear, 
Penetrates quickly, 
seals out moisture and 
dust from working 
parts, Use on every 


lube job—sell it, too! 
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® ° See your supplier or write 


AMERICAN GREASE STICK C 


MUSKEG 


AUTO 
TURNTABLES 


2 
Manufactured by 
e 


DYKE LANE 
Stamford 2, 
Conn. 





-—“T BUILD SERVICE PROFITS 
» with personalized 
name plates 
DETAILS ON REQUEST 


1281 SO. CHEROKEE 
DENVER, COLORADO 





TEMAC 


100 Feet of 48-12” x 18” 
All-Weather Durafilm Only 
refunded if not satisfied. 


MYRLO COMPANY 
25th, Cleveland 13, Ohio, dept. N 





2168 W. 
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How They're Pushing Sales... . 


Dealer Ad Ideas 


UARANTEED to attract atten- 

tion: in New Mexico, Darwin 
Buick, Albuquerque, has adorned 
its advertisement with catch phra- 
ses in huge, black type. For in- 
stance: “SNOWSTORM DUE TO- 
NIGHT” or “HITLER HIDING IN 


SANDIAS.” 


However, on close reading, in 
small type there’s a different story. 
Take the snowstorm for instance, 
it read: 

“Can you depend on your car 
through any SNOWSTORM, sand- 
storm, rainstorm ... what weather 
might occur? Then you are DUE 
to look over Darwin Buick’g thor- 
oughly reconditioned, guaranteed, 


used-car selection. If you are busy 
during the day, drop in TONIGHT.” 
* 


* * 


1928 Idea Still Works 


BA in 1928, Hudson dealer Ear! 
W. Miller, Bellefontaine, O., 
printed a pamphlet announcing the 
Sale of 85 automobiles in 137 days. 

The pamphlet, which listed the 
make and model of cars sold and 
the purchaser’s name and address, 
was mailed to purchasers and pros- 
pective new car buyers. Included 
on the front cover wags Miller’s 
trade slogan, “Satisfied Customers, 
My Biggest Asset.” 


Recently, Miller had this pamph- 


let reprinted and is sending it to 





all his old and new customers. 
Miller claims the mailing piece has 
proved to be effective. 
* * * 
Wanted: 2-Car Families 
IHREE out of four families now 
can be two-car families, claims 


Select Motors Inc. (Nash), Koko-| 


mo, Ind. 

Select offers three plans—trade | 
in your present car as downpay-| 
Ment on two new cars, buy two 
cars at a family-purchase price or | 
keep your present car and pay 


| 
| 





nothing down on the purchase of 


a@ new one. | 
o 2 * 


Sis-Boom-Bah! 


Butts Cadillac - Oldsmobile Co., | 


Wichita, has dressed its sales- | 
men in Wichita University football | 
uniforms and is out for a “touch-| 
down.” 


|}are the “longest,” 





New York Trip Awaits 


Powers’ 1,000th Buyer 


THREE-DAY trip to New 

York City awaits the pur- 
chaser of the 1,000th new Cadillac 
or Oldsmobile from Powers Motor 
Sales Inc., Huntington, Ind. 

The dealership, which opened 
nine years ago, expects to reach 
the 1,000 mark by Oct. 31. The 
winner of the trip will be an- 
nounced Nov. 3. 

Buyers No. 999 and 1,001 will 
receive free lubrication services 
for two years, aud buyers No. 998 
and 1,002 will get free lubrications 


| for a year. 





man on the team can give you 
the best deal.” 

And to show that Butts deals 
the showroom 


Butts advertises: “Any sales- |has become the stomping ground 
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styled in the spirit of the 
today’s most modern cars 


for the operator who desires to offer 
the FINEST WHEEL ALINEMENT SERVICE for 
extra Profit and outstanding Prestige. 


Send now for this 
Right before your eyes in full color — the profit magic of Telaliner 


BEAR MFG. CO., DEPT. A-14, ROCK ISLAND, ILL. 

I wont to take a closer look ot the FINEST IN WHEEL 
' ALINEMENT SERVICE! Please send me, without cost 

{please attach this coupon to your letterheadi—p | Ff Obligation, the big, four-color TELALINER Brochure. | 


FREE BROCHURE 


a me ee ee ee ee ee 
















BEAR 

is Official 
Equipment for 
500-Mile Race 
at Indianapolis 


















Copyright 1955.Bear Mig. Co 


— 


of the “team’s” mascot—a daciis- 

hund. 

* e * 

Invitation to ‘Steal’ 
BURGLARY at Keller-Koch, 
Inc. (Chrysler-Plymouth), B:r- 

mingham, Mich., was used by the 

dealership in an advertisemert: 

'“You don’t have to break in to 

steal our cars!” 

In the ad, a news story descri»- 
ing the burglar’s capture was re- 
printed and it was illustrated with 
a picture embodying the popular 
conception of a burglar — mask, 
black beard, flashlight and all. 

“We'll help you steal the car you 
want,” said the ad and Keller-Koch 
added that there was nothing in 
the safe the burglar was trying to 
steal. “You see the only thing we 
could’ve put in the safe is the 
money we've Made .. . and right 
now, folks, we’re not making any 
money, instead we're passing on 
the profits to you,” said the ad. 


‘First or Last ... See Us’ 
“G®= Degnan first—if you want 

to be sure! Or See Degnan last 
—if you want to shop” advises an 
advertisement by Degnan Chevro- 
let, Philadelphia. 

The ad is aimed at those who 
|“haven’t time to shop around” as 
well as those who have had sev- 
eral offers. “We know you'll find 
our offer best,” Degnan tells the 
latter buyer. 

J e * 


Big Blow 
O. GATES (Chevrolet), South 
Bend, made use of hurricane 
advertising copy to blow up sales 
for used cars. 

The ad read: “Hurricane 
‘George’ still in full force on L. O. 
Gates 1953 and 1954 Chevrolets. 
Damage to the company mount- 
ing to thousands of dollars. 
‘George’ says storm will last till 
Saturday.” 





Hurricane Harry 


HARRY BLOMBERG of Harry’s 
Cadillac-Pontiac Co., Asheville, 
N. C., tied in a sales event with the 
recent hurricane, headlining his 


front-page facsimile newspaper ad- " 


vertisements “Hurricane Harry 
Shifts into Selling Rampage.” 

The advertisement offered 1955 
Pontiacs for as much as $600 off 
regular price on factory official 
cars and demonstrators. Harry re- 
minded western North Carolina 
readers that the “alert” had pre- 
pared them for the hurricane and 
that conditions can change hourly, 
as the more than 100 real buys 
would be “cycloned” away. 

os * s 


Consumption Be Done? 

A dealer’s classified advertise- 
ment for a car in a St. Louis 
paper read, “ .. . buyer can 
consume the mortgage...” which 
might not be a bad idea unless 
the dealer meant the mortgage 
was to be assumed. 

os a * 


Lady Godiva 
Enlivens Pitch 
Of ‘Creature’ 







beast have been combined by 
Flushing-Ford, Flushing, N. Y., to 
create a sales stir. 

Lady Godiva, wearing a fiesh- 
toned bathing suit and sporting 
flowing blond locks, rides about 
|town atop a bright red Ford con- 
| vertible which bears this sign: 
|“Even Lady Godiva traded in her 
| steed for a ’55 Ford during Flush- 
| ing-Ford’s low-overhead sales jam- 
boree.” 

Other beauties wearing shorts, 
sweaters and pith helmets, pass 
out circulars which are printed 
with a pair of mysterious eyes 
and the line: “A creature is 
buried at Flushing-Ford.” 

To identify the “creature” the 
prospective buyer has to go to one 
of Flushing-Ford’s two showrooms, 
each of which has tombstone in- 
scribed: “Here lies the creature— 
High Overhead. While he lived he 
was the scourage of car buyers, 
causing high prices and bad deals. 
He was slain by Flushing-Ford’s 
high volume and low overhead.” 


Ie ADE Godiva, beauties and a 
| 





Herb Faris, genera] manager, 
(Continued on Page 60, Col. 3) 
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{ Regular Monthly Section for Those Who Maintain 


...» by Jack Weed 





HE season of the year is upon 

us again when motorists are 
exposed to one of our insidious 
killers in the automotive business— 
carbon monoxide poisoning from 
faulty mufflers and tailpipes. And 
I have got what I think is a mil- 
lion-dollar idea for those dealers 
who wish not only to increase their 
shop revenue, but do it in a way 
that will promote good-will and 
great interest on the part of the 
customer because’ of the showman- 
ship involved. 

Most people, including myself, 
are never conscious that they 
are driving a potential death trap 
until they get into some place 
where they finally blow. a hole in 
the muffler and the noise irri- 
tates them. And judging from 
my own experience, such “blow- 
outs” normally occur in some out 
of the way spot and at a time 
when it is inconvenient to take 
the car to a shop and get it re- 
paired. 

Checks by various organizations 
have found that the majority of 
the cars on the road, particularly 
those three years old or older have 
faulty exhaust systems. And, given 
the proper setting, such a faulty 
system could be the cause of death 
or numbing the reaction time of 
the driver to the point where his 





Making Servicing 
Into ‘Specialty’ 
Turns Big Profit 


By W. C. Lockwood 
Staff Writer 
ETROIT.—“Service can be other 
than a losing business,” says 
Art Sellgren, owner of Sellgren 
Buick Co., Inc., in suburban De- 
troit, “and it also is the most pow- 
— new-car sales aid a dealer can 
ave.” 


Sellgren backs this up by point- 
ing to an $89,529 service gross for 
the first seven months of 1955 and 
cites the fact that his new-car 
Sales are up nearly 50 percent 
over 1954, 

What has service to do with new- 
car sales? Just this: Four out of 
five of Sellgren’s Buick service cus- 
tomers are repeat buyers. 

Consider that Sellgren’s $89,529 
profit is more than 45 percent 
greater than that of the first seven 
months of 1954, plus the fact that 
his service profit for July was 71.60 
Percent greater than that of the 
same month last year. 

- * * 


But the significant fact is that 

this dealership scored these 
profit improvements by adding very 
little in the way of customer-labor 
facilities. 

How was it done? 

For one thing, the dealership 

nearly doubled the service reve- 
nue by shifting the polish work 
and new-car make-ready to out- 
side locations, which added the 
equivalent of four working stalls. 
In space vacated twin post hoists 
were installed, increasing stall 
productivity. 
_ For another factor, the body shop 
is maintained in a separate build- 
ing and capacity has been in- 
creased by doing so. 

The high-type service rendered at 
Seligren’s draws customers on & 
regular basis. 

“Our men are good, service is our 

(Continued on Page 46, Col. 1) 





sleepiness could be the cause of an 
accident. 


7 

Big Red Tags 
S° WHY not put the lube man 

to work checking for faulty 
exhaust systems on every car that 
is put on the hoist—or better yet— 
every car that comes into the shop 
for the next two months. The 
things he should watch for are 
leaky muffler, tail and exhaust 
pipes, loose brackets that allow 
excessive vibration in the line, leak- 
age of gas at any point, kinked or 
dented tail pipe which would re- 
strict the flow of exhaust gas, and 
badly rusted under sides of these 
items which indicate that trouble 
is about to make a call. 

Make up some big red tags and 
have the lube man wire one to each 
part which he feels should be re- 
placed. Then make up a sticker, 
with the kind of adhesive that does 
not dry and lets one pull the 
sticker off the windshield without 
too much trouble, and on this 
sticker have printed: “Our lubrica- 
tion specialist has checked your 
car and has ‘red tagged’ some po- 
tential killers he has found. They 
should be removed for your own 
protection. Can we do it for you?” 

If the tags are big enough and 

made of stiff enough cardboard, 
they should rattle and bump 
enough in the wind so that the 
driver will get out to look and 
see what is causing the trouble 
even if he drives out of your shop 
without asking anyone what the 
sticker is all] about. 

And if he doesn’t hear them, 
someone is sure to tell him he has 
red tags waving wildly in the 
breeze as he drives. 

~ . * 
Orchid for Hill 
I LET out quite a blast at a few 
selected dealers in my last 
“Backshop” column and, boy, what 
a response. As could be expected, 
most of the comments were in line 
with my sentiments at the time I 
wrote the experiences I had not 
enjoyed, believe me. More than 
one factory official wanted to know 
(Continued on Page 41, Col. 1) 
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‘Safety Center’ Need 


Beckoning to Dealers 


Poor Seat Belts 


Pose Danger 


Public Also Lacking 
Protection Against 
Faulty Brake Fluids 


the introduction of seat 

belts as optional equipment on 

many 1956 models, the safety prob- 

lem of the automotive industry 
greatly increases. 

Although the factories have spent 
many thousands of dollars and 
days of testing and experimenting 
to make certain that the belt and 
its hardware will meet *or exceed 
aircraft manufacture specifications, 
there is no safeguard that the 
owner of one of the new automo- 
biles won’t buy a set of safety belts 
that will not give full protection. 

With more than 36 different 
brands of seat belts now on the 
market, it is known that many 
do not meet the shock-load re- 
quirements set in aircraft speci- 





fications. In fact, it is felt that 
some of the belts now being 
offered may not give any actual 
protection to the user under more 
than a casual accident or colli- 
sion. 

Only one state has stepped up 
to meet this new menace of sub- 
standard safety merchandise being 
offered by companies eager for 
profits and with little or no regard 
for the safety of the motorist who 
buys the product under the im- 
— that all belts are safe 
elts. 


~ * +” 
Joins Brake Fluid 
aus safety belts are now added 
to brake fluid and brake lining 
as key safety items for which little 
or no protection is being given the 
buyer against getting sub-standard 
Or even spurious merchandise, when 
he thinks he is getting quality, 
safe-tested products. 

Here is an opportunity for the 
dealer, however, to sell his public 
on coming to him not only for 
seat belts but also for brake 
service. It gives the dealer an 
opportunity to build up his own 


Aiming Headlights for Safety— 


Service man aims a pair of the new Guide Lamp T-3-safety-aim headlamps by/ard for brake lining or made any 
means of the T-3 Safety Aimer. The products, developed by Guide Lamp division| provision for preventing the sale 
of General Motors, enable accurate aiming of beams in daylight or in limited) of shoddy, low grade material that 
space. AC Spark Plug division will sell the new lamps in the replacement field. 


reputation as a merchant of in- 
tegrity and a safe place to buy 
items and services upon which 
the car and truck owner’s life 
actually depends. 

After 10 years of pushing and 
pulling for adequate state law pro- 
tection on the quality standard of 
brake fluid, only five states now 
offer any protection on this item, 
which today admittedly is of high 
importance in the safe operation 
of our modern cars and trucks. 

Minnesota, New Jersey, Califor- 
nia, Tennessee and North Carolina 
have taken the forward step of 


58% of Brake Fluids 


Found Inadequate 


DETROIT. — In a recent test 
of brake fluids being sold on the 
open market, Chrysler Corp. en- 
gineers found that 58.30 percent 
of all brands tested were not 
adequate to be used in modern 
cars or trucks and that 38.30 per- 
cent were either very sub-stand- 
ard or even spurious makes com- 
pounded to be sold at a price 
with little or no regard for the 
safe operation of the vehicle they 
were used 


Here are results of the test: 





Type of Brands Aver. SAE 
brake fluid tested Boiling point 
Sub-standard 23 181° F. 
Moderate duty 12 245.5° F. 
Heavy duty 25 333° F. 


This test does not cover all 
makes on the market at present, 
nor can the percentages obtained 
be assumed as accurate for all 
brands of brake fluid being sold. 
This table is indicative, however, 
of the percentage of “off color” 
in one major 





putting protective legislation on 
their books. In those states, it is 
illegal to sell any brake fluid of a 
lesser quality than the SAE me- 
dium specification grade. 

No state, or the Society of Auto- 
mobile Engineers, has set a stand- 


(Continued on Page 40, Col. 1) 


New GM Headlamp Has Aiming Guide 


ENERAL MOTORS dealers will 

find an added profit incentive 
in the new Guide Lamp Safety-aim 
headlamps, one of the safety fea- 
tures the corporation will add to 
its 1956 line of cars and trucks. 

Not only do these lamps con- 

form to the new light specifica- 
tions of the headlamps that will 
appear on all 1956 cars as stand- 
ard equipment for the first time, 
but they include an aiming fea- 
ture that is said to assure accu- 
rate aiming of the lamps under 
all conditions. The lamps also are 
available as replacement equip- 
ment on older vehicles. 

The new lamps have the capped 
filament that, it is claimed, kills all 
stray light that bounces off fog, 
snow, rain and dust to glare back 
at the driver and lessen visibility. 
They throw a beam that enables 
the driver to see up to 80 feet fur- 
ther down the road without glare 
to oncoming cars. 

But to get this added advantage 





in the new lamps, regardless of 
make, they must be aimed prop- 
erly. Aiming instructions cal] for 
setting the top of the beam in the 
new lamps two inches lower than 
in the former sealed beam. 

* « x 


Aiming Is Important 
vo GET proper aiming and to 
avoid making the new lamps & 
hazard to other drivers because of 
the greater light intensity, Guide 
has come up with an entirely new 
conception in lamp manufacture. 
They build aiming guides into the 
face of the lamp itself. 

This is done by moulding three 
guide points into the glass. As the 
lamp is tested in the final phases 
of the manufacturing process, these 
guide points are automatically 


NEW PRODUCTS 
Page 52 





ground off so that they produce 
three accurate points of position- 
ing when aimed with the new 
Guide T-3 Aimer. 

The new lamps fit all present 
day cars and trucks and can be 
used as replacement for sealed- 
beam lamps in all makes of cars 
and trucks, giving GM dealers a 
new source of service and parts 
revenue. 

They will not have this attrac- 
tive field all to themselves, how- 
ever, since the new lamps and the 
aimers will be sold through the 
jobbers who sell Guide and AC 
products, Thus, competitive dealers 
and independent service stations 
will be able to purchase the items. 


‘More Light—Aimed Right’ 


RBALIEING that the simplicity 
of aiming and the ability to get 
accurate aiming should open up 
many new outlets for both Guide 
and AC, the corporation is putting 
on an industrywide “More Light— 


Aimed Right” merchandising drive 
during November. 

The new lamp and its accuracy 
of aiming will be publicized in 
spreads in the Saturday Evening 
Post, Look and Collier's and on 
radio and television. 

Car dealers will be urged to 
use direct mail advertising to 
bring customers in for change- 
over, since it is felt that thou- 
sands of owners of older model 
cars will want to take advantage 
of the new feature. 

Aimers also will become part of 
the essential tool package for 1956 
for GMC Truck, Pontiac, Cadillac 
and Oldsmobile. With Chevrolet 
and Buick it is being included in 
a package deal that will include an 
initial assortment of lamps for the 
parts department. 

” 


* 


Older Cars Chief Target 


vue November campaign wil] be 
confined mostly to “five-year” 
(Continued on Page 42, Col. 1) 
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Dealers’ Opportunity for Public Protection .. . 


‘Safety Center’ Need Beckons 


hungry makers and unthinking; meet SAE minimum specifications. 


(Continued from Page 39) 


will not withstand one 


stop. a ’ . 


Yet, Safety’s the Theme 
7 safety will be the theme of 
the car manufacturers this year. 
While the factories have gone 4 
long way toward building the ut- 
most in safety into their cars— 
and at least one maker this year 
will add a dished steering wheel 
claimed to have distinct safety 
quality, padded dash and rear view 
Mirrors as standard equipment— 
there is little protection offered the 
buyer of that car against having a 
fatal accident due to the replace- 
ment of either the brake fluid or 
the brake lining. 

All of the car manufacturers’ 
precautions and constant endeavor 
to make their vehicles more and 
more safe to operate are nullified 
by lack of adequate prevention 
against the sale of sub-standard 
and spurious merchandise by profit- 


” 


“panic 











cre 


retailers. 

On brake fluid alone, the differ- 
ence between heavy-duty fluid 
with its high boiling point, which 
will not vaperize or lose effective- 
ness under multiple panic stops, 
is but a few cents a filling. 

Yet many service stations, and 
even some thoughtless franchised 
dealers, sell fluid that will not even 


58,000 Autos in Utah 


Tagged in Safety Check 


SALT LAKE CITY. — About 
58,000 Utah motorists paid an es- 
timated $1,115,000 for repairs and 
adjustments this year before 
their cars were passed by State 
safety inspectors, according to a 
report by the Utah Highway 
Patrol. 

Major causes of repair were 
brakes, headlights and steering 
gear. Utah officials inspected 
about 340,000 cars during the an- 
nual campaign. 
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Under the delusion that they are 
getting quality fluid, other dealers 
unwittingly sell sub-standard fluid 
and put this hazardous product in 
the braking systems of customers’ 
cars. 

Even without state or national 
legislation, the car and truck dealer, 
however, can protect his customers 
by selling only brake fluid made by 
a reputable manufacturer and re- 
ceived from them in containers 
that clearly bear the phrase “the 
contents of this can equal or ex- 
ceed the specifications of SAE 
heavy duty fluid.” 

* ~ ” 

Danger of Accident 
ESS the container of the 
brake fluid he sells does carry 
this guarantee, the car or truck 
dealer may become a party to @ 
fatal accident or great loss of prop- 
erty, and his customers may be a 

hazard on the highway. 

Because SAE has not set a stand- 


ard for brake lining that will with- 





This is one of the 16 mobile clinics being sent into the field by Chevrolet to demon- 
strate at dealerships latest methods, materials and equipment for used-car and 
truck reconditioning. Feature of the equipment is the new plastic repair kit by which 
auto sheet metal may be repaired. Holding the kit is Louis E. Taylor, one of the 
reconditioning instructors. 





stand the terrific heat of stopping 
a@ modern car at high speed, the 
only protection the franchised 
dealer can offer his customers is 
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...WITH THESE 4 BIG ADVANTAGES 


4 «2 Uniform, constant cleaning 
action regardless of engine operation. 
Wiper stalling eliminated at times of engine 
acceleration. Minimizes jumping or chatter- 
ing across tacky windshield. Choice of two 


speeds. 


Power-SweEEpP motor has ample power insur- 
ing dependable cleaning action for removal 
of snow and sleet under extreme conditions. 
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GENERAL 
MOTORS 


3, Parks automatically 
Power-Sweep is the electric windshield 
wiper that automatically returns the blades to 
the horizontal position when it is turned off. 


@,, Provides overioad protection 
A built-in, automatic reset, overload protec- 
tion against the condition of blades frozen 
to the windshield, prevents damage to motor 


in stalled condition. 


DELCO APPLIANCE DIVISION 


GENERAL MOTORS CORPORATION 
Rochester 1, New York 


Manufacturers of automotive electric motors for heaters, 
defrosters, seat actuators and window lifts. 


to purchase their lining only from 
makers with a reputation for qual- 
ity and integrity. Even then, in 
some instances, the dealer must 
specify the quality lining as more 
than one quality maker also puts 
out a “price” lining to meet strictly 
price competition. 

On seat belts, a dealer can be 
moderately certain that he is giv- 
ing the protection the customer 
expects by making certain that 
the brand he sells equals or ex- 
ceeds the aircraft manufacturers’ 
specifications, which include abil- 
ity to withstand a 3,000-pound 
shock load. 

Thus, he is reasonably certain 
that the webbing will not shred nor 
the buckles or fastenings break 
under the shock of sudden stops at 
great speeds. 

He has no assurance, however, 
that the location and method of 
fastening the belt to the car will 
withstand the same shock load. 

* * x 


Will Bolts Pull Out? 


T LEAST two car manufactur- 

ing corporations are recom- 
mending that the belts be fastened 
to the frame of the car for the 
utmost in protection. They have 
found that under some shock con- 
ditions it is possible to pull bolts 
through the metal floors and to pull 
the seats and seat frames from 
their anchorage. 

Until some authority, such as 
SAE, comes up with a minimum 
specification on safe anchorage 
and safe shock load tests for web- 
bing and fittings, the dealer will 
have to be guided to a great extent 
by the integrity and knowledge of 
the belts’ manufacturers or the 
source from which he buys. 

Seat belts are so new that, al- 
though a great deal of experimen- 
tation and testing has been done, 
no standards that spell out the 
correct method of attaching the 
belts to the car have been set on 
an industrywide basis. It should 
be safe, however, for the dealer to 
follow the recommendations of his 
factory engineering department 
and, until the SAE comes up with 
soMe specifications on this phase 
of the problem, he is perfectly safe 
in demanding that the belt he seils 
equals or exceeds aircraft specifi- 
cations. 

Each dealer, however, must 
school his employes, especially 
those who sell to the public, in how 
to meet cheap belt competition. Cer- 
tainly the belts offered by factories, 
built to the highest specifications, 
cannot be expected to come any- 
where near the low-priced, sub- 
standard belts that will be offered 
nA accessory stores and other out- 
ets. 

Unless these men are schooled 
in what to say and how to say it, 
many a customer who is inter- 
ested in protection will think 
the dealer is trying to gouge on 
the price because he has seen 
something that looks very simi- 
lar being offered at % the price 
that the dealer can charge. 

Every quality seat belt being 
offered will have many very strong 
talking points as to webbing, buck- 
les and fastenings that should 
enable the dealer, his salesmen 
and parts men to point out the 
folly of buying anything less than 
the best when the question of the 
buyer’s life is at stake. 

—Jack Waep 
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Backshop . 


e ce e Jack Weed 





(Continued from Page 39) 
if it was any of their dealers I was| of the station wagon type. 


ing about. 
Win I got back to my desk 
from a short vacation, I found a 
note from one of the girls in our 
office who had read my blast, which 


Twenty percent of the cars were 

with radio, 7.4 percent 
with automatic transmissions and 
12 percent with overdrives. 


Since all of these cars are used 


evidently. made her very conscious| 4. business vehicles, most of them 


of good, courteous service when she 
ran into it. And it also prompted 
her to tell me about an experience 
she had so that I could pass on an 
“orchid.” 

It seems that she was driving 
up in the “thumb” part of Michi- 
gan with her family when they 
ran into some car trouble near 
Vassar, Mich. They stopped at 
the shop of Dwight Hill, a Ford 
dealer in that town. 

The service Manager gave them 
prompt attention and, although 
his shop was filled up, shifted a 
car out of a stall and put two men 
on their job and got their trou- 
ble fixed quickly. They were on 
their way in 45 minutes with a new 
fuel pump. And our Office girl ended 
her note: “Don’t know if anyone 
has tooted a horn for this dealer 
yet, but he and his service man- 
ager sure deserve it.” 

Well, the horn has been tooted, 
Dwight Hill, and I hope it brings 
you many benefits. Maybe I’m just 
getting to be an old sourpuss, but 
in my experience service like that 
is fast becoming a lost art, par- 
ticularly in the larger cities. 


Choices of Leasees 


RECENT client news letter 

from Peterson, Howell and 
Heather includes some data which 
I feel may be very interesting to 
many readers. PHH, as many of 
you know, is the country’s biggest 
car leasing firm and have as clients 
some of the biggest corporations 
in this country and Canada. 

In this service to its clients, PHH 
does not try to “sell” them on 
what types or makes of cars they 
wish to lease, but lets them or their 
salesmen select the car and type 
they want. 

During 1955, this bulletin says, 
95 percent of the cars selected 
were eight-cylinder models, 87 
percent were deluxe models, 12 
percent were standard and one 
percent super deluxes. In body 
styles, 70 percent were two-door 
sedans, 23 percent were four- 
door and only seven percent were 


Educator Given 


NSPA Award 


CHICAGO. — Dr. William J. 
Micheels, chairman of industrial 
education at the University of Min- 
nesota, has been given a certificate 
of appreciation by the National 
Standard Parts Assn. for his work 
with NSPA’s Vocational Education 
Program. The certificate reads: 

“To William J. Micheels, Ph.D., 
professor and chairman of indus- 
trial education, University of Min- 
nesota. In recognition for outstand- 
ing services rendered to National 
Standard Parts Assn. as consultant 
and advisor to the NSPA vocational 
education subcommittee in the 
preparation and presentation of a 
vocational program for the auto- 
motive service industry covering 
“A Workers Introduction to Whole- 
saling in the Automotive Industry” 
and “Automotive Instruction in 
Our Schools,” culminating in the 
Presentation to NSPA of the Silver 
Anvil] Award in the trade associa- 
tion category by the American 
Public Relations Assn. in the 1954 
Awards Competition, this Certifi- 
cate of Appreciation is voted unan- 
imously in behalf of the Assn.” 

SS 


British Firm Making 


Dry-Charged Battery 

LONDON, England. — Oldham 
and Son has joined the trend to- 
ward dry-charged batteries and is 
now marketing this type. Made 
by what the firm calls the “Power 
Seal” process, the charge is built 
into the plates before assembly. 

The battery is shipped to deal- 
ers “dry,” and the dealer adds the 
acid solution just before placing 
it in use. When the acid is added, 
the battery is fully charged and 
no electrical charging is needed. 
AR 


by salesmen or other representa- 
tives of the companies who travel 
a@ lot on business, this breakdown 
of the ohoices of the boys who use 
the sharp pencil on car operation 
costs is quite interesting. At least 


it was to me. 
+ + * 


Meet ‘Dave’ Dykstra 

ERE’S a “pixie” I have had up 

my sleeve for ages and, every 
time I start to write a service col- 
lumn, I have been tempted to shove 
it into the works some place, but 
never have. In fact this, “shall I 
use it or shall I not?” controversy 
that goes on in my own mind is 
beginning to bother me. So I guess 
the only way I'll ever be able to 
write another Backshop without 


the inevitable question keep pop- 
ping up between the writing ma- 
chine keys, is to “pop” it and 
forget it. 

Up on the thirteenth floor of 
the General Motors Bldg. is a 
guy, whom every one in the serv- 
holds with 


the last man in the world anyone 
would take for a broadcasting 
MC with an international follow- 
ing but—every once in a while— 
Ted Dykstra, one of the brass in 
GM’s central service crew, is 
taken for Dave Garroway. 

Next ETI githering I can see 
Ted being “Daved” all day—and 
he won’t like me for it, knowing 
him ag I do. 

* * 


Rebuilt Definition 


Ce once in a while the ques- 
tion is raised to the Better 
Business Bureau as to what con- 
stitutes a “rebuilt engine.” The 
question usually pops up when 
someone tries to break into a mar- 
ket that is pretty well stabilized, 
offering rebuilt engines at what is 
considered cut rate prices. 

The Automotive Engine Rebuild- 
ers Assn. settled that question 
years ago when its own members 


called rebuilders who merely did 
an overhaul job on the engine and 
were thus able to undercut the re- 
builder who strips down to the 
basic block and builds the engine 
up again. 

The AERA definition of a rebuilt 
engine is: 

“Engine to be disassembled, 
thoroughly cleaned, cylinder 
block and parts carefully in- 
spected. The rebuilding operation 
is to consist of refinishing the 
cylinders, install new expansion 
plugs, regrind crankshaft, install 
new bearings, align, bore main 
bearings, install new camshaft 
bearings, recondition valve seat 
and renew if found necessary, 
recondition or replace defective 
connecting rods, install new pis- 
tons, pins, rings, valves, springs, 
guides, connecting rod bearings, 
diming gears or chain, oil pump 
or recondition old, recondition 
cylinder head and install new 
gaskets throughout. 

“All parts are to be original 
equipment or equal, and all as- 
sembly clearances to be accord- 
ing to original manufacturers 
specifications.” 

An engine rebuilt to these stand- 
ards should be practically as good 


were in price competition with so-'as when new and should last about 





“See For Yourself How 
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UNDERCAR SEALER 















FO 
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V Sprays 


on Quicker 


Y Saves Time, 
Trouble, Money” 


50% More Undercoating 


Jobs from 


Check these facts, and you’ll quickly see 
how Lion Nokorode Undercar Sealer and 


Silencer can build 
Nokorode... 


@ !s guaranteed by Lion Oil Company 


Made under the process of U. S. Patent No. 2393774, 
and made from start to finish by Lion Oil Company. 
Send for complete details NOW! 


LION OIL COMPANY 
EL DORADO, ARKANSAS 


Is sprayed on thinner (4c”) 
Dries faster 

Lasts longer 

Goes farther 

Is concentrated 


Is preferred by spray men, because 
both application and clean-up are 


Every Drum 


extra profits for you. 























Lion Oil Company 
Dept. AN-J 
El Dorado, Arkansas 
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Street. 
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the same length of time in service 
as a new engine in the same type 
of service. 

The rebuilt engine business is far 
from being what it was before 
World War II and during the early 
stages of that war. Since then im- 
proved design, better materials and 
greatly improved lubrication have 
lengthened the life of. an engine 
tremendously. In fact, in normal 
service and without an accident or 
indifferent care, a modern automo- 
tive engine will go well past 50,000 
miles without having an engine nut 
unbuttoned. 

It’s a far cry from the days just 
a few years ago even when one 
would expect to have to rering an 
engine around 30,000 miles and re- 
bore the cylinders and get a major 
overhaul at 50,000. 

It ig this much longer life that 
is now being built inte the modern 
engines that has materially 
changed the service and» replace- 
ment parts picture for all makers. 

And, if the advocates of the new 
high detergent 10-30 type oils are 
correct in their forecasting, we may 
be in for another stretch out of 
the “unbuttoned” miles that an 
engine will produce—and make the 
business just that much tougher 
for the engine rebuilders still in 
existence. 





Please send me complete information about Lion 
Nokorode, and how it can increase underbody 
coating profits. No obligation, of course. 
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New Safety Feature for 1956... 


GM Lamp Has Aiming Guide 


(Continued from Page 39) 


cars, it is learned. GM feels that 
such owners would be good lamp 
customers and that they also are 
the best prospects for new cars if 
they are brought into the dealer’s 
shop for the headlamp replace- 
ment. 

The November promotion is 
keyed to be going full blast when 
all General Motors division, ex- 
cept GMC Truck, will have intro- 
duced their 1956 models. 

Promotional kits being furnished 
the car and truck dealers include 





Aimer for T-3 Lamps— 


The Guide T-3 aimer makes it possible 
to precisionaim T-3 headlamps quickly 
in confined spaces, in daylight or dark- 
ness. Aimers also have provision for level- 
ing the units if the floor area is not up 
to specified level. In addition, pads on 
the base of the aimers make it possible 
for the operator to use the aimer to select 
a level spot in the shop floor. All General 
Motors dealers will be required to have 
these aimers. 

* * * 


a 30-inch by 10-foot banner, a 25- 
inch by 38-inch poster, counter dis- 
plays, 3-D wall displays, light 
switch hangers, pocket teasers (as 
a conversation starter), danglers 
and mailing stickers. All empha- 
size the “More Light-Aimed Right” 
and safer night driving theme. 
” ok * 


Here’s How Aimer Works 


N ADDITION,. AC has prepared 
a jobber promotion package 
which includes a book of complete 
lamp specifications on all makes 
and models from 1940 through 1955, 


Plymouth Engine 
Called ‘All New’ 


GREAT BEND, Kans.—Plymouth, 
which showed its new V-8 engine 
here for the first time at the 
National Drag Championship races, 
reported that the engine is entirely 
new and that it features a poly- 
sphere combustion chamber. 

The division also stated that the 
engine will have a higher displace- 
ment and compression and that 
horsepower and torque have been 
substantially boosted, although 
these ratings will not be released 
until Oct. 19. 

Coupled with the engine is a 
new 90-90 Turbo-Torque PowerF lite 
transmission. The angle of the inlet 
and outlet blades at the torque 
impeller is 90 degrees for faster 
getaway. 








Precision Die-Cast 


Triple chrome plated for lasting 
beauty. Original designs. Sketch 
submitte for your epprovel. Quan- 
tities as low as 100 may be ordered. 


Sth & hicKean Sts. 
Phila. 45, Pa., Dept. A 








a separate book that lists the cars| 
and trucks in alphabetical order 
with specifications of headlamp, 
parking, tail, stop, instrument, dome 
and directional signal lamps, and 
a booklet showing the lamps, the 
aimer and promotional pieces 
available. 

Instruction booklets are being 
furnished all dealers who buy aim- 
ers and an aiming course is being 


Atlantic Show 
Completes Plans 


PHILADELPHIA.—Overall plans 
for the Middle Atlantic Automotive 
Regional Show to be held here Apr. 
11-14, 1956, have been completed, 
according to Mike Shapiro, presi- 
dent. 

He said that seven committees— 
in addition to the executive com- 
mittee—have been appointed. 
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included in all GM dealers’ new 
product schools. 

The aimer comes in two parts, 
one for each headlight. Each 
aimer is mounted on the head- 
light with spring-loaded fasten- 
ers that attach to the retaining 
ring. 

With both aimers in place a 
spring-loaded string is fastened 


| across slots in the aimer. Then the 
| vehicle is rocked a bit to equalize 
the springs. Next, the aimers are 


rotated around the lamp so that 
both aimers are level with the 
string and the string just touches 
both ends of the slotted fixtures. 
The lamp meanwhile, is held in 
alignment with the aimer by the 
three built-in aiming points. 

It is claimed that with this aimer 
it is possible for the average me- 
chanic, with a little practice, to 
install and aim a pair of Guide T-3 
headlamps in less than eight min- 
utes. 
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Oldsmobile Sets Production Record— 


Oldsmobile's last car of the 1955 model run, a Super “88" four-door sedan, comes 
down the final assembly line at Lansing to set a new model-year record of 583,181 
cars. The previous record was established during the 1950 model-year when 408,160 
cars were | Produced. 1956 Oldsmobile model production started Oct. 17. 
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Campaign Billboard 





1 National Advertising designed to do the job! 


Above is powerful national advertising that carries the AC 
campaign theme into millions of homes. Life, Look, Collier’s 
and Saturday Evening Post will have this message in their 
pages in October. The same theme will be plugged on the AC 
“Big Town” show carried on 105 NBC-TV stations across the 
country. And there are more than 5,000 billboards. 
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Window Poster 
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Package Envelope 








Miniature Billboard 


2 Point-of-Purchase Materials engineered for sales! 


This point-of-sale advertising will be made available in Octo- 

ber. Above you see the big, full-color counter cut-out holding 

a can of oil and an AC Oil Filter. A miniature billboard is part 4 
of the window display along with the two poster squares 

that read ‘“‘Change Oil’ and “‘Change Oil Filter.” Even the_ 
campaign envelope is loaded with selling help. 
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Hard Work & Advertising 


This Combination Puts Funston’s Service Record 
Well Above Current Averages 


‘ 


By Robert M. Lienert 
Associate Editor 


HERE'S nothing wrong with 
T the auto business that hard 
work can’t cure,” says Morley Cc. 
Day, veteran service manager for 
Funston Chevrolet Co. on Detroit’s 
east side. 

He is quick to add, however, 
that a hard-hitting direct-mail 
advertising campaign channels 
on-the-job effort to where it does 
the most good. 

Day puts in plenty of hard work 
—and advertising—in his own cor- 
ner of the auto business, and there 
is nothing wrong with the Funston 
backshop. 

od * z 

MONG other things, Day can 

cite for his shop: 

1. Customer paid labor totalling 
$12,500 monthly with only 11 stalls 
in the shop. 

2. Parts and accessory sales run- 


(OIL FILTER SELLING 
“Engineered “70 DEALER NEEDS 






New AC Filter Service Wrench and Service Manual 
Featured in FM-15 Assortment of 28 Filter Elements! 


AC brings you exactly the tool you’ve been looking for— 
designed to get into those tough spots and simplify, as 
well as shorten time on, filter changes. An AC Oil Filter 
Service Manual covers all installations. With this new 
wrench your men won’t shy away from filter changes. It’s 
an AC Special... made by CAM-LOC! It’s double-end! 
And, its one-piece, open-end, roller-ratchet head allows short 
ratcheting arc. It’s AC ‘Merchandising-Engineered.” 
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ning $9,000 to $11,000 per month. 

8. An average of more than 2.0 
items per repair order over the 
past five years. Industry average 
currently is 1.72. 

4. Service absorption of 67 per- 
cent—exceptionally high for a vol- 
ume-dealing metropolitan area. 

5. Monthly service calls by three- 
quarters of his customers. 

6. An exceptionally stable staff 
which has seen only one newcomer 
mechanic in six years. 

* * + 


D** begins application of his 
hard-work formula by opening 
the doors at 7:30 a.m. and going 
over the previous day’s repair 
orders “before the crew gets in.” 
Day also is “working” manager 
in another respect: He has no “as- 
sistant” managers or shop foreman, 
but personally supervises his three 
service salesmen and his mechanics. 
He makes a point of personally 


2 erm me mem Ge tc 








driving the cars that have been 

through the shop to make sure 

that desired and needed work has 
been properly performed. 

At the end of the week, he has 
put in a minimum of 60 hours in 
his shop; his mechanics have 
turned in 44. 

Day has direct mail on service 
specials and customer followups 
handled for him by John E. Wolf 
Co., Oklahoma City. 

“If you’re going to do business in 
your shop,” Day says, “you’ve got 
to keep the idea of service in front 
of people all the time.” 


* * * 


| A typical month, Wolf sends 
personalized mailing pieces to 
more than 4,000 Funston customers. 
Day feels these pull in the cus- 
tomers and it’s his job to keep 
them coming back. 

How does he do that? 

“It’s the way customers are 
handled,” Day says. “All the ad- 
vertising in the world won’t do 
any good if the customer isn’t 
treated right.” 

Day does a good job of keeping 
his service clients satisfied. Ninety 
percent of them come in at least 
once every 60 days, and 75 percent 


Five reasons why 


new service tool is tops! 


SAVES TIME 


SAVES MONEY 
SAVES TEMPERS 


GRIPS TIGHT 


EQUALIZES TORQUE 


of them come in at least once a 
month, Day says. 

If a customer does not come in 
once every 90 days he is considered 
“inactive” and is taken off the 
mailing list. ‘ 

i A typical month this summer, 

Funston’s shop showed an aver- 
age of 2.1 operations per repair 
order, compared with a zone aver- 
age of 1.8. During the month 1,232 
orders were written. 

Following is a chart, prepared for 
Day by Wolf, showing the percent 
of operations sold to total custom- 
ers during the month: 


Zone 
Operation Funston Average 
Lubrication 43% 38% 
| Oil change 45 29 
| Wash and polish 13 7 
Minor motor work 
and electrical 35 37 
Major motor work 6 6 
Brake work 22 20 
Chassis, wheel 
and axle 21 17 
Body and paint 22 13 
Miscellaneous 1 10 


This is the typical month’s opera- 
tion which brings in $12,500 in paid 
customer labor (at $4.50 per hour) 
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and $9,000 to $11,000 in parts and 
accessory sales. 

All orders are written by three 
service salesmen, who work on sal- 
ary and commission, plus a bonus 
on wax jobs and accessory sales. 

*€ * * 

ee are paid Detroit’s 

going 50-50 rate, and get a 
“piecework” bonus on parts they 
“sell.” A mechanic sells a part by 
noting work needed which is not 
included on the repair order. He 
tells the service salesman, who con- 
tacts the customer for approval. If 
approval is given, the mechanic 
gets a cash bonus of five cents to 
$1, depending on the part. 

Each mechanic has a $10 punch 
card to record his bonuses. When 
he has $10 punched out, he turns in 
the card and gets $10 added to his 
next pay. : 

The same system is used to pay 
bonuses to the lube-rack man. 

“It sure gives me an eagle- 
eyed crew,” Day says. 

It apparently gives him a satis- 
fied staff, too. Day says he hasn’t 
added a single mechanic in six 
years, except for a beginner who 
was graduated from a Detroit trade 
school. 


Among the 11 mechanics in the 
shop, four in the bump shop and 
two in new-car make-ready, Fun- 
ston has five men who have worked 
at the dealership for at least 12 
years. 

* + > 
JPONSTON currently is paying 
trade-school tuition for a porter 
and an undercoat man. When they 
finish their 18-month course, Day 
plans to move them up to new-car 


| make-ready or warranty work. 


The Funston shop handles $6,000 
to $8,000 in internal work each 
month. Make-ready work is car- 
ried out at a branch location, but 
reconditioning and warranty work 
is done in the main shop. This in- 
ternal work is phased into paid- 
labor operations so smoothly that it 
does not interfere in any way with 
regular customer work, Day says. 

About 80 percent of all paid 
customer labor is taken care of 
on an appointment basis, Day 
says. However, he tries to have 
one man always available for 
emergency work. 


Day says that while the appoint- 
ment system can do wonders to 
keep work moving through the 
shop in an orderly fashion, two 
other things also are of prime im- 
portance: Planning scheduled work 
and keeping the shop clean. 

“T’ve been in shops where four 
or five stalls are always cluttered up 
with junk,” Day says. “That doesn’t 
go here.” 

= * * 
HE. TRIES to plan work care- 
fully, because, he says, the ap- 
pointments must be kept by the 
shop if the customers are to be 
kept satisfied. 

Day is no newcomer to the busi- 
ness, having been a service mana- 
ger since 1928. He has been at Fun- 
ston for nearly 14 years and, he 
says rather proudly, “never been in 
any trouble that a little phone call 
wouldn’t straighten out.” 


Key Line Available 


CHICAGO.—The National Stand- 
ard Parts Assn. has released the 
new edition of its Wholesaler Key 
Line Calendar for use by its whole- 
saler members. 








AUTO TURNTABLES 


No Pit—No Holes—No Anchor Bolts. As- 
semble it yourself in 30 minutes, Plug in 
and run—anywhere, All steel turntable, 
scientifically balanced to take all cars. 
For indoor or outdoor display. Write for 
free literature. 


Also 
avail 
able 
POSTS 
and 
VELVET 
KOPF 
RAILINGS 
Write 
for 
prices. 


AMERICAN STAGE EQUIPMEN 
805 East 134 St., Bronx 54, N. Y. 
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it's mayhem 
in the a.m. 





A sale is never really made in the modern American family until 
everybody from Grandmother down to the five-year-old throws in her 
or his two cents’ worth. Time was when Father was the autocrat of 
the breakfast table and also autocrat of the dinner table and auto- 
crat of everything else. Today the whole family is emancipated — every- 
body gets into the act and speaks his piece. This goes for every 
important thing the family buys —a convertible with turquoise upholstery, 
Susan's wedding dress or a food freezer. When does the family thrash 
out the whole thing and come to a decision?.In the morning around the 
breakfast table? What table? And who’s around it? Not Father who’s 
gulping his coffee while the taxi honks. Not Mama who's spooning cereal 


into Baby and putting Freddie’s rubbers on. The morning’s out. People - 


know they can’t make decisions on an empty.stomach (and 90% of 
Americans grab scanty insufficient breakfasts). 






he Two invaluable Journal-Amer- 
ican selling aids are yours for 
the asking—the just-off-the- 
press 1955 Analysis of Auto- 
mobile Dealers in the New 
York metropolitan area and the 
New York New Car Registra- 
tions Analysis for the first six 
months of 1955. For compli- 
mentary copies, contact your 
nearest Hearst Advertising 
Service representative today. 
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it's the pow wow 
in the p.m. 
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that decides what the family will buy 





Consider the evening, however. Everybody’s there, relaxed, optimistic 
after a good dinner. Definite decisions can be made. It’s strictly up to 
you. What do you want to sell them? Decide. Write it up and draw it up 
real pretty. And of course run your ad in the New York Journal-American. 
You'll never have more susceptible readers than when they’re en famille, 
en masse, en le hollow of your hand, after dinner, with the pleasantness 
of the evening ahead of them. They’re in the mood and the New York 
Journal-American is part of their mood. Ask New York retailers. During 
the past twenty-one months the Journal-American has blossomed out 
with a retail advertising gain of 1.5800,000 lines—more by far than any 
other New York paper. 


in New York it’s better in the evening... 


and it’s best in "JOU +9: 
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NATIONALLY REPRESENTED BY HEARST ADVERTISING SERVICE 
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Service Sales Zoom 50 Percent 


46 
For ‘Specialty’ 

(Continued from Page 39) 
speciality,” is the way Sellgren 


sums it up. 
s * * 


UICK owners from as far as 
30 miles away come to the ser- 
vice department. However, this firm 
employs a priority system. First 
come the owners who bought from 
him, then come Buick owners who 
bought their cars elsewhere. 
After one of the later has brought 
hig car into Sellgren’s for the third 
time, the owner is a Sellgren cus- 
tomer. This is how the concern 
upped service sales almost 50 per- 
cent. 


There is no time wasted at 
Sellgren’s. “This is a business, 
with a large investment to pro- 
tect, and it’s run like one,” is 
Seligren’s crisply expressed phi- 


Yet, there’s no apparent bustle or 
air of hard-handed drive about the 
place. There’s just the quiet of 
working men who know what they 
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DETROIT OFFICE: 521 New Center Bidg. 


are doing. Then, too, every ap- 
proach from management to worker 
is centered on the employe’s inter- 
est. 

We have had no grievance from 
any of our men for over a year,” 
said Sellgren managers. 

The team concept is apparent. 
Each man is well trained and 
trained the Sellgren way after he 
commences, no matter how fully 
experienced he was when he came. 
There are no “prima donnas.” Each 
man can and does any or all things 


International Visit 

TOLEDO.—DeVilbiss Co.’s spray 
painting school here gained an in- 
ternational aspect when three stu- 
dents arrived from Switzerland, 
Thailand and Japan. 

Rolf Doerks, Bern, Switzerland; 
Somyot Ruanglek, Bangkok, Thai- 
land; and Ejinosuke Sato, Tokyo, 


that are required in a service de- 


partment. 
* * * 


7 parts men are trained me- 
chanics and can easily step out 
into the reception area and act as 


writeup men at peak periods. Their | _ 


training enables them to backstop 


the mechanic when he’s ordering | 


parts for a specific job and make 
sure that all needed parts are en- 
tered at once. 

This quiet efficiency is startlingly 
apparent when one compares the 
unapplied time figures for 1955 and 
1954. For example, while the dealer- 
ship was increasing the labor vol- 
ume from $106,348 for the first 
seven months of 1954 to $135,395 in 
the same period of 1955, it also cut 
unapplied time from $6,673 to $5,190. 

In other words, while volume 
was increasing by 27.30 percent, 
the wasted time fell by 22.30 per- 


Japan, visited the school to gain a} cent. 


greater knowledge of automotive 
spray refinishing methods. 








Telephone: Trinity 2-2113 


“Our unapplied time here consists 
mainly of courtesy of taking a cus- 


MORE BUCKS IN THE BANK 


When you install exchan 


Cince 1921.. The engine buildens' source ! 
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“Nope—I'll wait ’til it includes 
a@ swimming pool in the back 
seat.” 





tomer to a bus, taking him home, 
and so on.” Sellgren said. 

Another important factor in this 
regard is the rigid appointment 
policy followed in the service de- 
partment. Every hour of the day is 
charted and service is done only by 


ge rebuilt engines! 


-++ AND HERE’S PROOF THEY’LL PAY OFF 
IN MORE PROFIT FOR YOU! 


You handle more customers, in the same space, 

in less time and with lower labor cost when you switch 
to exchange rebuilt engines. And for you, this means 
more bucks in the bank! If you’ve never handled exchange 
rebuilt engines in your shop, you’ll want to get 

all the facts about this growing and profitable business. 
Muskegon conducted a market survey that gives 

you all of the “pros” and “cons” on ordinary overhauls vs. 
rebuilt engines based on established facts. You’ll 

see why exchange rebuilts are best for you. Get your 

free copy of this important Market Study by writing 

to Muskegon today. It’s another of the many services 
Muskegon offers in the interest of promoting a 

healthier, more prosperous automotive service business. 


TODAY’S BETTER-BUILT REBUILT ENGINES 
FEATURE MUSKEGON PISTON RINGS 


Muskegon offers a completely new “Unitized” 
chrome-plated oil control ring to the industry. Ring 
segments are bonded together to handle like a 

one-piece ring, later separating in service... resulting in 
faster, easier, error-proof installation. Ask your 
distributor about his rebuilt engine proposition—or 
write Muskegon for the name of the leading 

engine rebuilders serving your territory. 

Muskegon Piston Ring Co., Muskegon, Michigan 








appointment, except for emerg=n- 
cies. 
* * * 

ANY customers request part al 

service on major items, wh:re 
full correction is needed. Regardl-ss 
of the profit, this type of work is 
refused and qualified as follows: 
Work or repairs recommended to a 
customer and refused is noted on 
the service order so that there will 
be no “kickback” if the faulty pzxrt 
or condition gives the customer 
trouble later. All other work is 
guaranteed. 

“It pays off,” comments Sellgren. 
“Our customers repeat and repeat 
and won’t allow others to touch 
their cars.” 

The customer gets what he pays 
for, and pays for what he gets. 

“We give enough away,” is the 
way Sellgren puts it. “Service 
orders of $7.50 downwards do not 
pay for themselves. It costs five 
cents to move a dollar through 
the business. Bookkeeping is too 
costly, and to this you have to 
add paper costs and handling 
time.” 

Service begins at Sellgren’s when 
a new car is delivered. Each cus- 
tomer is given a demonstration ride 
by the salesman, every accessory 
and function is explained and be- 
fore the new buyer takes his car 
away he is asked: “Do you see any- 
thing that we’ve missed?” 

“By this we’ve cemented a rela- 
tionship,” Sellgren explains. “We've 
proved service at that point.” 


After a car is serviced, each 
owner gets a question card. Some 
are presented with a comb and told 
to “comb out the facts,” others a 
pencil and told to “write us up.” 

* = * 

qa says that his new-car 

make-ready and delivery takes 
about eight hours average per car 
and that a car is not turned over to 
the buyer until everything is in tip- 
top condition and checked thor- 
oughly. 

A look at some of the figures for 
1954 and 1955 shows an interesting 
comparison, in addition to the one 
already cited. 

Labor volume for July went from 
$14,491 in 1954 to $18,526 in 1955; 
parts from $8,121 to $10,007; acces- 
sories showed a drop from $1,505 to 
$1,490 but increased in the seven- 
months’ period from $4,756 in 1954 
to $9,962 in 1955, and miscellaneous 
sales went from $2,617 in July, 1954, 
to $3,107 in July, 1955. 

The totals for July were $26,734 
for 1954 and $33,139 for 1955, 
with a seven-month tally of $192,- 
166 for 1954 and $235,695 for 1955. 
Parts totals were $61,605 for 1954 
and $69,873 for the same seven 
months of 1955, miscellaneous 
sales figured at $16,456 for 1954 
and $20,464 for 1955. 

It was found that service absorp- 
tion of fixed overhead was 67.50 
percent for 1955’s first seven months 
and 72.50 percent for July. Exclud- 
ing employe benefits and officers’ 
salaries, absorption was 78.30 per- 
cent for the year and 85 percent for 
July. 

This dealership was started eight 
years ago and has steadily devel- 
oped to the present volume. The 
key to Sellgren’s success: “It takes 
customers to make a business.” 


a. 
Pacific Show 
. 
Slates Drawing 
es 
For Display Space 

SAN FRANCISCO. — Drawings 
for display space for the 1956 Pa- 
cific Automotive Show will be held 
Nov. 18 for the four-day affair 
opening Feb. 23. 

More than 200 automotive whole- 
salers in 11 western states already 
have signed as sponsors, according 
to Louis J. Cresta, show president, 
and J. Leonard Gibson, executive 
manager. They said demand for 
exhibit space is greater than in 
previous shows. 

Two national] automotive groups 
will convene in San Francisco Feb. 
21-22, immediately preceding the 
show. ¢ 

They are the Nationa] Standard 
Parts Assn. and the Motor anc 
Equipment Wholesalers Assn. 


L-M Deal for Warner 
Warner Lincoln & Mercury 
owned by Donald E. Warner, is 
the new Lincoln-Mercury dealer at 
Lewisburg, Pa. 
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DETROIT. — Here is the sched- 
ule of field service schools for the 
next onth—a regular feature of 
the sonthly Service Section of 
Autow oTive News: 


FOR “MAKE” SERVICEMEN 


CADILLAC—Courses in 1956 Hy- 
dra-Matic being offered Oct. 17- 
Nov. 21 in the following training 
centers: Atlanta, Boston, Chicago, 
Cincinnati, Cleveland, Dallas, Den- 
ver, Detroit, Kansas City, Los An- 
geles, Memphis, New York—Tarry- 
town, N. Y.—Union, Oklahoma City, 
Philadelphia, Portland, St. Louis, 
San Francisco and Washington. 

CHRYSLER CORP. — Master 
technicians service conference, 
consisting of a kit of material 
supplied dealers monthly for the 
training of mechanics in their 
own shop. 

FORD—Service courses on new 
model cars and trucks, Oct. 17- 
Nov. 21. 

HUDSON—Training on the new 
Hudson Rambler. Schools will be 
set up in zone headquarters. In- 
structors will be P. W. Fortune, 
eastern U. S. and P. E. Freshour, 
western U.S. 

PLYMOUTH—Schools in dealer- 
ships on selected subjects by dis- 
trict field service engineers. Con- 
tact Plymouth service manager. 
Master technician service confer- 
ence meetings in dealerships on 
subject of cooling system servicing. 

PONTIAC — New model schools 
will be conducted during the re- 
mainder of October through Nov. | 


15. 
STUDEBAKER — PACKARD 
—Refresher courses in V-8 en- 
gine, torsion level and twin ultra- 
matic transmission. Contact zone 
parts and service manager re- 
garding meeting date. 
UNITED MOTORS SERVICE, | 
Detroit — Continuous one - week | 
courses in factory approved service | 
methods, using the latest equip-| 
ment are available in (1) automo- 
tive electricity (Delco-Remy), (2) 
carburetion (Rochester), (3) | 
tronics (Delco auto radio and Giude 
autronic-eye), (4) transmission | 
(Hydramatic), (5) New Departure | 
(one-day class). Classes are open | 
to repair shop and service station | 
mechanics who apply through their | 
United Motors distributor. Class- | 
rooms are now operating in the fol- 
lowing cities: Detroit, Cleveland, | 
Boston, New York (two centers), 
Chicago, Washington, D. C., Jack- | 
sonville, El Paso, Portland, Ore., | 
Los Angeles, Memphis, Atlanta, | 
Philadelphia, Charlotte, N. C., Dal- | 
las, Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake | 
City, Omaha. 
WHITE — Five-day courses be- 
ginning on Mondays and available | 
without cost. Courses are held every 
week with a break every fourth 
week, with an average group of 
five men. Classes in engines and 
transmissions, cooling systems, car- 
buretors,* fuels, preventive mainte- 
nance, shop equipment and tools, 
fleet safety, along with a plant tour. 
Contact T. W. Lauer, genera] man- 
ager, White Motor Co., Cleveland. 
FOR ALL SERVICEMEN 


ALEMITE DIVISION—Stewart- 
Warner Corp., Chicago — Five-day 
school on lubrication for jobber 
servicemen. Contact Jack Reinsma, | 
general service manager. 

AMMCO TOOLS, INC., North | 
Chicago, Il]. — Instruction on en- | 
gine repair and brake service. No| 
set school schedule but three to 
five-day classes started whenever 
needed. No instruction charge. Con- | 
tact Richard D. Stevenson at 
Ammco Tools, Inc., 2128 Common- 
Wealth Ave., North Chicago. 

BEAR MFG. CO., Rock Island, 
Tl. — Courses will be given in 


_ 








Pioneer Expands 


DETROIT.— Formation of a new 

dy engineering division has been 
announced by Pioneer Engineering 
& Mfg. Co., Inc. According to Mi- 
chael Pinto, president, the new di- | 
Vision will provide body engineer- | 
ing services from artists’ renderings | 
to production drafts and details and 
Seale and full-size models. | 


Service Schools in Field 


fake and Open Sessions in Next Month Listed 
For Vehicle, Equipment Makers 


alignment, frame straightening, 
wheel balancing, safety service 
equipment and the comfort-ride 
program. 






dix central and service distributors. 
Special instructor's technical 
schools are available at the Bendix 
factory for all qualified distributor 
personnel. No definite schedule and 
no tuition expense. C. D. Hirsch, 
director of education. 

BINKS MFG. CO., Chicago 12— 
Classes are held for a period of 
one week once a Month. Anyone 
interested in spray painting and 
spray painting equipment may at- 


BENDIX PRODUCTS, South |tend. Next class will be held Nov. 


Bend, Ind. — (Power brakes and 
Stromberg carburetors). Specialized 
service schools in both of the above 
products are available through Ben- 


Peters-Dalton Bought 


By Detroit Harvester 

DETROIT. — Detroit Harvester 
Co. has purchased Peters-Dalton 
Co., Detroit, it has been announced 
by J. Thomas Smith, Harvester 
president. 

Smith said Peters-Dalton would 
retain its name and that no per- 
sonnel changes are planned. The 
subsidiary makes spray booths, 
washers and ovens for the auto- 


7-11. No tuition. Contact W. 
Beachan, instructor. 

CARTER CARBURETOR CORP., 
St. Louis—Class of 12 starts each 
Monday. Application must be made 
in advance through Carter central 
distributors. Instruction will begin 
on Oct. 17, 25, 31 and Nov. 7. 


DE VILBISS CO. — Classes in 
spray painting for auto refinish- 
ers beginning Oct. 24. Instructor 
will be Irvin Thomas at these 
Monday through Friday classes. 
Enrollment free. Write De Vilbiss 
Co., Toledo 1. 

ELECTRIC AUTO-LITE, Toledo 
—Courses open to anyone in the 
automotive trade. No fee for tuition 


motive and other metals industries.|or materials. Students learn basic 


YOUR 
BEST MOVE 


Individual Training— 





United Motors Service training courses are purposely kept small so that students 
receive individual instruction from UMS factory-trained instructors. 


* * * 


information and fundamentals of 
electricity, magnetism and testing 
equipment; the battery as it is re- 
lated to the electrical system; the 
component parts of the electrical 
system, circuit by circuit, and wir- 
ing. Write any Auto-Lite zone of- 





* * 2 


fice, central service station or edu- 
cation department, Toledo 1. 

THERMOID CO., Trenton, N. J. 
—Instructions in brake service. No 
definite school schedule and no tui- 
tion expense. John McLaine, super- 
visor. 








Preparing for Detroit Auto Show— 


Planning the Detroit Automobile Dealers Assn.'s 1956 auto show are, from left, 
Jack Drummy (Oldsmobile), Al Long (Ford), Ted Grace jr. (Lincoln-Mercury), Harold C. 
Johns (Lincoln-Mercury), show committee chairmen; Ken Brown (Dodge-Plymouth), Jim 
Allan (Nash), Paul T. Graves, show manager; Don Mcintyre (Oldsmobile), Tom Petzold 
(Chrysler-Plymouth), and Boyce Tope, assistant to Graves. The exhibit will be held 
Feb. 19-26 at the Michigan State Fair Grounds. 





Raybestos Opens Denver Warehouse 


DENVER.—Raybestos division of | Mexico, Utah, Wyoming and South- 
Ray bestos-Manhattan, Inc., has| western South Dakota. 
opened a new warehouse here to| The warehouse is located at 1153 


service jobbers in Colorado, New| Bannock St. 


Forni Flow-Oat- 


Use Ditzlers FLO-DRY Enamel Reducer ! 


an ive gee a ie stone loan aie Ean ks 


1. Orange-peel effect as 
shown above by shopwin- 
dow reflections is often the 
result of poor flow-out. 


2. You can get perfect 
flow-out and luster like 
this with DTE 202—Flo-Dry. 


Ditzler’s DTE 202 is a necessity in most paint shops. It is a specially 
formulated enamel reducer that enables you to do faster and more eco- 


nomical work under a wider range of drying temperatures. 


When used in recommended proportions with synthetic automotive 
enamels DTE 202 gives a smoother flow-out with an earlier initial set. It 
assures hard through drying, better leveling, higher luster and greater 
customer satisfaction. Ditzler’s DTE 202 is unusually helpful in shops 
doing fleet painting because of the speedier through drying required for 


taping and handling. 


DITZLER COLOR DIVISION 
PITTSBURGH PLATE GLASS COMPANY 
DETROIT 4, MICH. 
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Service Briefs 


ST. LOUIS. — Lee Farnsworth, 
McClintock Motor Sales (Stude- 
baker), has been elected president 
of the Service and Parts Managers 
Bureau. 

Other officers are Dean Rigg, 
Weber-Deibel Motor Co. (Ford), 
vice-president; Rus B. Hammond, 
secretary-treasurer, and Fay Hahn, 
assistant secretary. 

Farnsworth and Rigg are among 
eight new directors of the organiza- 
tion. Others are Don Bishop, Com- 
munity Motors Inc. (Ford); George 
(Bud) Crain, Yates Oldsmobile 
Inc.; James Reddin, Lindburg 
Cadillac Co.; Ben Rockwell, Thoms 
Pontiac Inc.; Ed Schwalke, Geb- 
hart Chevrolet Co., and Harold 
Walsh, MacCarthy Motor Co. 
(Ford). 


Pacific Booster Club 
Plans Kickoff Banquet 


SAN FRANCISCO. — The kickoff 
banquet, to be held Feb. 22 in con- 
junction with the 1956 Pacific Auto- 





motive Show, will be the largest 
ever sponsored by a booster club, 
according to Harry Sloan, chair- 
man of the committee in charge of 
arrangements for Automotive 
Booster Club B-10. 

Committee members are Les Mor- 
rison, Western Booster Clubs; Hugh 
Morrison, hotels; Al Newquist, allo- 
cations; Joe Bush, entertainment; 
Nate Shanedling, publicity; Joe 
Muser, liaison with the Pacific Au- 
tomotive Show; Jack Nokes, tickets, 


and Phil Payton, finance. 
* * + 


Strike Threatened 
In Fee-Hike Plea 


DENVER.—Colorado service sta- 
tion operators have threatened to 
strike unless the State boosts its 
vehicle inspection fee from 50 cents 
to $1.50, according to Ear] Blevins, 
State revenue director. 


He has turned the matter over to 
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DITZCO ENAMEL 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 






the Senate-House Highway Ccm- 
mittee. 

Blevins struck out at suggestions 
the State take over inspection « u- 
ties, instead of delegating the -ob 
to licensed garages and service s‘a- 
tions. Such a system would c»st 
$1.5 million to set up, he said, end 
the inspection fees would have to 
be at least $3. 


25 Colorado Jobbers 


Form New Association 

DENVER.— Twenty-five Denver- 
area wholesale automotive jobbers 
have formed the'Colorado Automo- 
tive Service, an incorporated jobber 
association. 

Jim McCarty, general manager of 
Auto Equipment Co., was elected 
president. Other officers are: Milt 
Cottle, general manager, Cottle 
Motor Supply, vice-president; Harry 
Porter, general manager, Porter 
Bros., secretary; and, Les Rothgeb, 
credit manager, Foster Auto Sup- 
ply Co., treasurer. 

* 


Mathieson Offers 
Film on Care of 
Cooling Systems 


BALTIMORE — “The Importance 
of Cooling System Service,” a sound 
film, is being shown by Olin Mathie- 
son Chemical Corp. to automotive 
jobbers and dealers throughout the 
country. 

About 70,000 dealers will see the 
film, the company estimates. It de- 
scribes how cars can be protected 
and profits increased by properly 
servicing the cooling system. 

Among topics covered by the film 
are the dangers of reusing anti- 
freeze or leaving it in throughout 
the year and the profits to be made 
from spring drainouts and cooling 
system tae 


Utah Safety Cost 
Put at $1,115,000 


SALT LAKE CITY. — Utah mo- 
torists paid an estimated $1,115,000 
for repairs and adjustments to en- 
able their cars to pass state safety 
inspections, according to Lyle Hy- 
att, highway patrol superintendent. 

He said 340,000 cars passed 
through the various stations. The 
major expense was for relining and 
adjusting brakes and 17 percent of 
the cars examined needed repair or 
adjustment. 


Cool, Man, Cool 

Air-Conditioned Customers 
Coming Up 

ST. LOUIS.—Air conditioning for 


patrons and their automobiles will 
be a feature of an ultramodern 


| service station being erected in the 


suburb of Clayton. 

Rubber hoses will deliver cold 
or hot air to the interior of autos 
while they are being serviced. 

Other features include oVerhead- 
suspended gas pumps, a glass-en- 
closed and air-conditioned lounge, 
an illuminated map of the sur- 
rounding area and radiant-heated 
driveways. 

* 


Maxwell Gets Sales Post 


SAN FRANCISCO. — W. L. Max- 
well jr. has been appointed general 
sales manager of Chanslor & Lyon 
Co., automotive parts distributor. 
He formerly was associated with 
Maxwell Motor Supply Co., Stock- 
ton, Calif. 





Essay Contest Opened 


For Young Jobbers 


CHICAGO.—The Young Execu- 
tive Group Essay Contest for 
future jobbing executives of the 
Motor and Equipment Wholesal- 
ers Assn. has been officially 
opened. 

Theme for the 1955 entries is, 
“The Jobber Fights. Back.” Full 
information is available from Mo- 
tor and Equipment Wholesalers 
Assn., 309 W. Jackson Blvd., Chi- 
cago 6,1. - 
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Auto Letter from Europe 


to the regular traffic, a suggestion 
was put forward recently by an ex- 
perienced driver. 


‘RITZ, France. — This year’s 
tomobile beauty contest took 
around the oceanside swim- 














B’: 


c 
one pool in Chamber d’Amour, a] He suggested that sealed trip 
subur> of Biarritz. recorders would be a better control 


and reveal if the driver observed 
the traffic rules. 
* * * 


A Deluxe Volkswagen 
| ORDER to please those who 

want the fine features of the 
Volkswagen, but desire more style 
and comfort, VW authorized Kar- 
mann, the mass-body builder who 
supplies convertible bodies to VW, 
to produce on the export chassis a 
Ghia, Torino, designed coupe. 

For about $1,750, here in Europe, 
this job will certainly sell. 

* * 7 


Opel-GM Shows °56 Models 


rr released its 1956 passenger- 
car models. The price is un- 
changed on the Record, a four- 
cylinder model with about five more 
horsepower and other minor 
changes. The Capitan, a 6-cylinder 


Hard for me to say which was 
more beautiful, the cars or the 
ladies and their dresses — which 
in some instances appeared to be 
more expensive than the Thunder- 
birds, the Cadillacs and the other 
stylish cars. 

While some U.S. cars won class 
prizes, the grand prize went to a 
Fiat V-8 sport coupe by Ghia, the 
custom body builder of Torino. 

* aa 


* 
New 3-Wheeler Shown 
ECENTLY in Bremen, Germany, 
I was told that the three-wheel, 
lightweight delivery truck wouldn't 
have a chance for survival. Dr. 
Borgward didn’t think so and his 
Goliath plant came out with a new 
version in up-to-date styling. 
The “Goli,”” as the new three- 


model, has a new grille, larger 
windshield, larger rear window, 
lower roof lines, fins on top of the 
rear fenders. The price went up 
about $90. 

Both Opel cars now are equipped 
with the GM Saginaw ball-circulat- 
ing steering which also is employed 
by Mercedes of Germany. 

A question was directed to me: 
Why are some Opel types cheaper 
in Paris, against dollars than in 
Germany right from the factory 
through a dealer? 

This is the reason: The GM over- 
seas division handles Opel in all 
countries outside Germany. In 
France, GM sets the prices which 
U.S. military personnel may have 
to pay in dollars and they are 
relatively low. In Germany where 
the German Opel management 
regulates the sales, they do not 
offer any bonus to the GI’s who 
wish to purchase these cars against 
dollars. 


The first attempts at car pro- 








wheeler is called, should prove pop- 
ular enough to keep this $800 unit 
on the market. 

The engine is far in front, 
behind the front wheel. It’s a 
500-cc., two-cylinder, air-pressure- 
cooled, valveless two-cycle which 
develops about 19 horsepower. 
The rear wheels are driven. In 

this it differs from the other Ger- 
man three-wheeler, the “Tempo,” 
which drives the front wheel. ‘The 
front wheel is suspended on an arm 
along the left side. Leaf springs are 
used throughout. 

The payload will be roughly 1,400 
pounds and the speed with load 40 
miles an hour. Cab and dashboard 
styling is new. The Goli is, in my 
estimation, a handy delivery wagon 
for light loads in crowded areas. 

+ +e * 


Mercedes Still Winning 
ERCEDES continued to collect 
victories around Europe. In 

Sweden it did it again. 

Professor Nallinger published a 
story in defense of racing. He con- 
siders the creation of far-advanced 
racing and sport cars an outlet for 
the engineer's dreams in Europe 
similar to the making of dream 
styles in the United States. 


* * * 


Profits Rise in W. Germany 


— 1954 financial reports are 
now available and I don’t think 
better results could ever be ex- 
pected. While Volkswagen does not}. 
publish any figure, judging from the 
140 million D-Marks invested in the 
new truck plant near Hannover, it 
is doing very well. 

Opel, Ford and Mercedes also 
did well. Opel actually produced 
an “atomic” profit; Mercedes 
(Daimler-Benz) increased the 
dividend to 9 percent and Ford 
of Germany, which is interested 
in heavy investments to become 
more competitive, got up to a 5 
percent dividend. 

Mercedes’ volume topped a bil- 
lion D-Marks for the first time. 
Actually, the dividends alone do not 
tell the story completely, since the 
firms’ capital also increased consid- 
erably. 
















* * 


Trip Recorders for Rallys? 


RRALL Ys are those long-distance 
endurance contests which are 
very popular in Europe. However, 
since many of them have degen- 
erated into road races with all the 
dangers which occur when racing 
over roads which are not closed 


Sellers to F ight 
Gas-Tax Hike 


PARKERSBURG, W. Va.—Plans 
for filing a suit: attacking the con- 
Stitutionality of a one-cent state 
gasoline tax rate increase enacted 
earlier this year by the West Vir- 
ginia Legislature were announced 
following a meeting here of the 
executive committee of the West 
Virginia Gasoline Dealers Assn. 

Indications were that the suit 
would be based on the claim that 
the bill had been enacted after 
midnight of the last day of the 
session. 





es ful 
lowers the load. 


in use. 
@ NEVER OBSTRUCTS TRUNK. 


@ ONE-HAND, SINGLE-MOTION of air- 
py 4 control knob releas- 
-range safety lock and 


@ PERMANENTLY ATTACHED HANDLE 
is always ready for action — 
swings out of way when not 






Why itS the RIGHT ANSWER 
to"one end’ bumper lifting > NEW: 


@ FAST, EASY LOCATING UNDER 
BUMPER because of tricycle 


positioning. 
@ BUILT LIKE A LIFT TRUCK! 


exposes full wheel. 


@ FITS ALL BUMPERS—no air hoses \s 


— fully hydraulic. 


BLACKHAWK fae 


A prodact of Blackhawk Mfg. Co., Dept. J-40105, Milwaukee 46, Wis. 


Rug- 
ged! Fully enclosed. High lift 
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wants salesman. Offered salary and 
commission, protected territory, 
demonstrator and annual income 
guaranteed. 

s * * 

UST came back from Bilbao, the 

port city in which Firestone of 
Spain produces most of the coun- 
try’s tires. Plenty of progress since 
last year! Slums are being cleared, 
roads are being improved and traf- 
fic has increased tremendously. 

All it needs now, is permission 
for two competing gasoline firms to 
get going with up-to-date service 
_| stations and better gasoline. But, 
perhaps that, too, will come. 

The lowest form of motoriza- 
tion with four wheels, the Voisin 
biscooter with front-wheel drive, 
seems to get more popular. Saw a 
good number of new American 
cars with Spanish license plates. 
American Motors has made the 
Metropolitan available in England 
for American service personnel. 
Robert Bosch, of Stuttgart, has 
published a booklet, “When one 
speaks of Bosch,” in which the his- 
tory and the diversified activities 
of this large firm are described in 
word and picture. Yours for the 
asking from Robert Bosch BMBH, 
Stuttgart, Germany. 


To THE 
WITH GACH CAR PvacuaseD 





“Oh, no you don’t!” 





duction are under way in Egypt. 
It will be the “Phoenix,” a sport 
car produced from British com- 
ponent parts. 

Good car salesmen are as scarce 
as hen’s teeth in Germany. Here 
is a sample ad: Ford distributor 
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See it! Compare it! 
DISCOVER WHY THOUSANDS ARE CHOOSING 


Saivice Chis? 


@ Here’s the jack that’s 
become the fastest selling 
: “one end”? bumper lift on 


Only Blackhawk the market! 
gives you: 













Thousands of service 
stations and shops already 
have it in rugged use. Re- 
ports from happy users 
— everywhere praise its un- 


matched speed, portability 
Safe, one- hand and safety. They saw, they 
release! 





compared, they bought! 


You really can’t handle 
modern cars the right way 
without a “‘one end” bum- 
per lift—and no other jack 
does the trick like ‘‘Service 
Chief’. It’s the fastest, 
safest jack made for tire 
changes, wash jobs, wheel 
rotation, brake service, 
chain installation, body 
and fender work and many 
other service operations. 













handle! 















Tricycle 
Positioning 


Make more money on 
fixed-rate jobs with the 
speed and efficiency of 
“Service Chief’’. Get one— 
better still, two—from your 
ae Blackhawk Jobber today. 
a ee Ask for 11/2-ton 


, model $J-25 
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To Spur "56 Interest— 


Detroit motorists have come to regard 
this 1955 Ford perched on top the Avis 
Ford showroom as a contemporary land- 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


Newspapers, paced largely by 
automotive promotions, continued 
in August their record-shattering 
performances of previous months 
of this year as they piled up new 
gains in advertising linage. 

Automotive advertising set a 
sizzling pace with an August gain 
of 47.6 percent over the same 
month a year ago. For the first 
eight months of this year, the 
automotive classification was 26.4 
percent ahead of the same period 
of 1954. 

Other gains, as reported jointly 
by Media Records, Inc., and the 


mark. To take advantage of this public} Bureau of Advertising of the Amer- 


interest, Avis put the 1956 Ford on dis- 
play a week early—vunder wraps. 
accomplish this down-with-the old, up- 
with-the-new feat, a heavy duty crane was 
called into action while spectators watched 
from a safe distance. ; 


ican Newspaper Publishers Assn., 


To|and covering 52 index cities were: 


National (general and automo- 
tive combined), 15.8 percent; gen- 
eral (national advertising other 
than automotive), 1.2 percent; 


retail, 4.1 percent; classified, 19.1 
percent, and total advertising, 
10.2 percent. 

Gains for the year to date were: 
National, 10.5 percent; general, 3.9 
percent; retail, 6.9 percent; classi- 
fied, 15.9 percent, and total, 9.9 
percent. 


Linage in the national, auto- 
motive, retail and total classifi- 
cations, it was reported, were at 
their highest levels in history for 
both the month of August and 
the eight-month period, while 
general linage was second only 
to 1950. 


“National newspaper advertising, 
as we noted last June, wound up 
the first five months of this year at 
a rate pointing to a record $650 
million total for 1955,” said Harold 
S. Barnes, director of the Bureau 
of Advertising. 


“The figures for the first eight 





months indicate newspapers are 
maintaining that rate,” Barnes 
said. “Moreover, total newspaper 
advertising linage is hitting a 
rate of almost three billion dol- 
lars a year,” he said. 

“While we hesitate to predict 
performance in the year’s last four 
months, we see no important trends 
that would tend to diminish this 
rate,” Barnes said. 

“One thing seems virtually cer- 
tain: newspapers this year will 
amass their greatest revenue in 
history ‘in both national and total 
advertising,” Barnes said. 

* * * 


Wolverine Moves Zimmerman 


Don F. Zimmerman has assumed 
new responsibilities in the adver- 
tising department of the Wolverine 
Tube division of Calumet & Hecla, 
Ine., according to H. A. Harty, 
Wolverine Tube advertising man- 
ager. 

Formerly with the industrial en- 
gineering department in the Wol- 
verine Tube plant in Detroit, Zim- 
merman has been associated with 
the company for the past 11 years. 
He will be located in the firm’s 


You'll discover a big money-making difference—when you 
speed up service and step up customer-appeal with sensational new 
AROLUBE Hose Reels! Your choice of reels for chassis, gear, 


motor oil, air, water, automatic transmission . . 


. easily 


installed 


in any combination of units. Years ahead features . . . long-life 
dependability. See your automotive wholesaler. 


THE ARO EQUIPMENT CORPORATION, 
pment of California, Los Angeles, Calif. 


Aro Eq 


Offices in All Principal Cities 


LUBE 


EQUIPMENT 


. AIR TOOLS .. . AIRCRAFT 
S$... GREASE FITTINGS 


BRYAN AND CLEVELAND, CHIO 
Aro Equipment of Canada, Utd, Toronto 15, Ontario 


NATION-WIDE 





SERVICE 





general sales office, Guardian T« v- 
ers, Guardian Bldg., Detroit. 


* = * 


Champion Alters Ad Setup 


Consolidation of the domesic 
and international advertising f 
Champion Spark Plug Go., To- 
ledo, with J. Walter Thompson 
as advertising counsel for the 
entire account, has been ai.- 
nounced by James F. Lewis ji .,, 
Champion’s advertising vice-pre: - 
ident. 

In announcing the change, 
Lewis said, “We have had a pleas- 
ant and cooperative relationship 
with MacManus, John & Adams 
in their handling of our domestic 
advertising for the past 30 years. 
J. Walter Thompson has been 
responsible for our international 
business, and in view of the out- 
look for world market expansion, 
it seemed wise to place both 
phases of the account in that 
company’s hands.” 

The appointment is effective 
Jan. 1. The account will be serv- 
iced by the Detroit office of J. 
Walter Thompson. 

ok * 


* 


Report on Safety Forum 


A “Report to the Public on the 
National Safety Forum” held re- 
cently by Ford Motor Co. has been 
made into a booklet and is avail- 
able for free to the public. 

A copy may be obtained by 
writing Charles F. Moore jr., 
public relations vice - president, 
Ford Motor Co., 3000 Schaefer 
Rd., Dearborn, Mich. 

The booklet contains excerpts 
from speeches given by Lt. Col. 
John P. Stapp, of the Air Force; 
John O. Moore, director of auto- 
mobile crash injury research at 
Cornell University, and A. L. 
Haynes, executive engineer of Ford 
Motor Co. 


® * * 


Post Alters Ad Setup 


Morton Bailey, vice-president and 
advertising director of the Satur- 
day Evening Post, has announced 
a new alignment of the advertising 
and promotion department. 

Robert K. Farrand, formerly mer- 
chandising manager, will supervise 
the activities of a merchandising 
group within the sales department 
which covers all product classifica- 
tions. Farrand’s title will be mer- 
chandising and promotion manager. 

The magazine’s advertising ac- 
tivities will be carried on by a 
separate division, the advertising 
department. Thomas F. Bright, for- 
merly manager of building products 
promotion, will head up this group 
as advertising manager. 

* ” : 


Daubert Picks Rep 


Daubert Chemical Co., formerly 
Nox-Rust Chemical Corp. of Chi- 
cago, has named Hanson & Han- 
son, Inc., Chicago, to handle ad- 
vertising and merchandising. 

Daubert manufactures rust pre- 
ventive oils and compounds, vola- 
tile corrosion inhibitor treated 
packaging materials, automobile 
undercoatings, chemical treat - 
ment for automobile engines, 
adhesives and sealers, sound 
deadeners and rust inhibitor 
chemicals. 

” = = 


Engineering Film Available 


“To Enrich Mankind” is the title 
of a 25-minute color motion picture 
prepared for the American Society 
of Mechanical Engineers. 

Believed to be the first such 
production ever sponsored by one 
of the major engineering societies, 
the film is designed “to explain to 
the public the significance of the 
role mechanical engineering plays 
in the development of our country.” 

Leading parts in the picture 
are played by George Morton, 
radio, television and screen star, 
and Larry Bolton, veteran actor, 
producer and director. Wally Fox 
directed the picture for the Jam 
Handy Organization, producers. 

Prints of the films are available 
on loan, without charge to schools, 
television stations and non-profit 
organizations. Interested persons 
should write Barbara A. Brown, 
Public Relations Dept., ASME, 29 
W. Thirty-ninth St., New York 18, 
M.-F. 


* * 2 


Look’s Ad Revenue Up 
Look’s gross advertising revenue 
for the third quarter and for the 
first nine months of 1955 will be 
higher than for any comparable 
(Continued on Page 51, Col, 1) 
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Auto Advertising 


(Continued from Page 50) 


perods in the magazine’s history, 
according to Donald Perkins, vice- 
president and advertising director. 

Perkins estimates that Look will 
have a third-quarter revenue of 
$5,650,797 and a nine-month reve- 
nue of $19,681,845. This represents 
an increase of $1,061,222, or 23.1 
percent over Look’s gross advertis- 
ing revenue for the third quarter 
of 1954 and an increase of $2,247,- 
031, or 12.9 percent over the first 
nine months of last year. 

aa oo * 


Har ger-Haldeman Picks Rep 
The Los Angeles office of War- 
wick & Legler, Inc., has been ap- 
pointed to handle the advertising 
and promotion of Harger-Halde- 
man, Los Angeles Chrysler-Plym- 
outh dealership. ‘ 


Wellington Fund 

The $475 million Wellington Fund 
last month distributed $3,495,893 in 
dividends to its more than 150,000 
shareholders. The dividend checks 


cover the payment of 20 cents a} 


share in distributions from net in- 


vestment income. 
* x > 


DeSoto Goes Oriental 
A new “kick” has been put into 


DeSoto’s teaser ads for the divi- | 


sion’s ’56 model. 

One- and two-column ads are 
printed in Arabic, Armenian and 
Chinese. “Freely translated,” they 
tell the reader of DeSoto’s 56 an- 
nouncement date, Oct. 19. 

* o + 


Parade Color Data 





Parade has published a compara- 


tive study of availability of full 


color plus markets, circulation and | 


advertising rates of This Week, 


American Weekly, Family Weekly, | 
Metropolitan Sunday Magazine | 


Group, First Three Markets, Lo- 


cally Edited Group, Hearst Group | 
and independents. Copies may be | 


obtained by writing Jim Simpkins, 


Parade Publications, 285 Madison | 


Ave., New York. 
o . © 


New Military Market Guide 
Army Times Publishing Co. 


has published a new market | 


booklet, entitled “U. 8S. Military- 
Naval Market. Copies may be 
obtained by writing the company 
at 3132 M St., N. W. Washington 
7 Dv. G. 


& 
Crowell-Collier 


Three 
Crowell-Collier Publishing Co. have 
been elected by 


Board Picks 3 


rectors. 

They are Wil- 
liam D. Phelan, 
advertising direc- 
tor of the Wom- 
an’s Home Com- 
panion; John R. 
Reiss, advertising 
sales manager of 
Collier’s, and Rob- 
ert Woodruff, di- 
rector of Crowell- 


Robert Woodruff 


Collier’s Detroit advertising sales | 


office. 

Paul C. Smith, president, also an- 
nounced the election of Edward L. 
Elliott, a member of the Crowell- 
Collier board of directors, as chair- 
— of the board’s finance commit- 
ee. 

* * * 


Champion Aims at Race Fans 


Twelve racing champions are 
featured on the first of a new 
series of match book covers be- 
ing offered by Champion Spark 
Plug Co., Toledo, through its 
dealers. 

Supplied with a dealer imprint 
on the front cover flap, one of 
the Champion drivers and his car 
is printed on the back in two 
colors. Each box of 50 will con- 
tain a complete assortment of 
the selected drivers. 

The first set includes Bob 
Sweikert, 1955 Indianapolis win- 
ner; Lee Petty, 1954 NASCAR 
winner; Ray Crawford and his 
co-pilot, winner of the 1954 Mexi- 
can Road Race; Paul Walters, 
Jack Rutherford, Duane Carter, 
Jack McGrath, Jimmy Reece, Pat 


new vice-presidents of | 


the board of di-| 





O’Conner, Johnny Parsons, Tim | 


Flock and Freddie Agabashian. 
Later sets will feature equally 
well-known leaders in the racing 
field, the company said. 


* * * 


New Post-Dispatch Record 


The St. Louis Post - Dispatch 
broke all previous records for St. 
Louis newspapers Sept. 11 with 
publication of a 260-page Sunday 
issue containing approximately 
370,000 lines of paid advertising, it 
has been announced. 

The previous alltime high for the 
Post-Dispatch was reached Dec. 
7, 1952 when the newspaper pub- 
lished 335,000 lines of paid adver- 
tising in a 224-page issue. 

aa +” * 


Names 








American magazine. P. W. Reling 
has been named to the Chicago 
advertising sales staff. 


Robert D. Thomas has been ap- 
pointed eastern manager of the 
Macfadden Men’s Group. Previous 
to his appointment, Thomas was a 
salesman for Macfadden Men’s 
Group, for 3% years. 


Grant L. Jacks jr., formerly me- 
dia print buyer for Benton & 
Bowles advertising agency, has 
joined the advertising sales staff of 
Look magazine. He will work out 
of the Philadelphia office. 


S. J. Rozema has been appointed 
personnel director for Campbell- 
Ewald Co., Detroit, succeeding W. 
R. Ewald, who retired. Rozema 
formerly was salaried personnel 
director at Hudson. 


Jack E. Heaton has been ap- 
pointed regional sales manager of 
the Detroit office of U. 8. News & 
World Report. 


William L. Rohde has joined 
Geyer Advertising, Inc., New York, 


as a copywriter. He formerly was 
advertising me:-.zer of National 


John Flanagan has been ap- Airlines, Inc. 


pointed Chicago sales manager of 





Charles G. D. Hepler has joined 





Raybestos Clinic— 
Anthony D'Andrea, 


in- 
structor of the Raybestos division of Ray- 
bestos-Manhattan, Inc., presses a point 
during a brake clinic held in a Pomona, 
Calif., jobber establishment. 


chief service 


the advertising department of the 
Reader’s Digest as Detroit man- 
ager. He served in the same capac- 
ity for U. 8. News & World Report. 

Guy S. Warren jr. has been ap- 
pointed executive vice-president of 


T V is just one of the major advertising and promotion mediums used to build business 
for Texaco Dealers and Texaco Products. In addition — radio, newspapers, 

magazines, billboards, station display material and direct mail — year in, 

year out — reach millions of car owners, keep old customers coming back, make new customers. 


No wonder TEXACO DEALERS are such busy dealers! 
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D. P. Brother & Co. Warren has 
been vice-president in charge of 
the firm’s creative group. 


Harold Holt has been appointed 
vice-president and national director 
of research and sales promotion of 
Outdoor Advertising, Inc. Holt for- 
merly was in charge of new busi- 
ness development for Amog Par- 
rish & Co. 


Joseph A. Mark has: joined the 
advertising staff of Carborundum 
Co. Formerly advertising manager 
of the paint division of National 
Gypsum Co., Mark will assist in the 
development and execution of ad- 
vertising campaigns Carborun- 
dum’s divisions. 


Seymour Millerman has been ap- 
pointed advertising manager for 
Signal-Stat Corp. He formerly 
served in a similar capacity with 
Choldun Mfg. Corp. 


Donald O. Cunnion and Edwin P. 
Weigel have been appointed associ- 
ate editors on Town Journal maga- 
zine. Cunnion formerly was an as- 
sociate editor on Country Gentle- 
man and Weigel was assistant edi- 
tor of Natural History magazine, 
published by the American Museum 
of Natural History. 


THE TEXAS COMPANY 
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AUTO-TESTER STAND — The Diplomat 
is a utility stand that can be adjusted to 
hold practically any make and type of 
instruments and tools used in servicing 
automobiles it is claimed. A tray ledge 
is provided for hand tools and small 
parts at fender height, and a deep tray is 
attached to the legs. R. K. Products Co., 
P. O. Box 417, Glendale 6, Calif. 

* ¢ *# 


Siloo Available in Quart Cans 


Previously available in gallon 
cans and drums, Siloo diesel fuel 
conditioner is now available in a 
quart-size can, according to Petro- 
leum Solvents Corp., 331 Madison 
Ave., New York. 

* 





MILEAGE CALCULATOR — The Mile-O- 
Dial is a pocket-size mileage calculator 
that is available as an advertising give- 
away and a Christmas greeting card. It 
is said to give the exact number of miles 
traveled per gallon of gas. The open 
space in the center is available for im- 
printing with advertiser's message. Ken- 
way Products, 759 N. Milwaukee St., 
Milwaukee 2, Wis. 

* ¢ ¢ 


Liquid Seat Cleaner 


Leather Kleen is a liquid cleaner 
for leather and plastic seats and 
trim that is said to combine the 
beneficial action of saddle soap, 
beeswax and neatsfoot oil in one 
application. Tanner Products, 716 
E. Washington Bivd., Los Angeles 
21, Calif. 





PAINT SPREADER—An improved model 
of its all-metal, sled-type spreader has 
been introduced by Industrial Equipment 
Co. The model is said to save a minimum 
of 7% percent in the paint required for 
a given task as the result of increased 
applicator surface and a decrease in 
flow orifice. The machine can be used on 
black top, concrete, asphalt or wood. 
industrial Equipment Co., 477 Ashford 
Ave., Ardsley, N. ¥.. 


* 
GE Flood Lamp Produces 


Rectangular Beam Pattern 


Development of a 300-watt stand- 
ard voltage flood lamp, which is said 





NEW PRODUCTS 


to produce a controlled beam rec- 
tangular in pattern, has been 
announced by General Electric Co., 
Cleveland. 

Known as PAR-56, the lamp is an 
all-glass, hermetically sealed, self- 
reflecting light resembling the G-E 
sealed beam auto headlight lamp. It 
employs a mogul end-prong base. 

* ¢ @ 





STOCK PLAN — The stock organizer 
plan developed by Rockford Screw Prod- 
ucts Co. is available from National 
Automotive Parts Assn., jobbers. Complete 
range of sizes and types, all plated and 
boxed in plastic, is offered. Dept. RDH-5, 
Rockford Screw Products Co., Rockford, Ill. 

Cs 8 


Winter Service Chemicals 


Offered in Five-Product Pack 


A five-product combination pack- 
age of fall and winter service chem- 
icals is offered by Permatex Co. 
Included are water pump lubricant, 
liquid radiator sealer, heavy-duty 
liquid radiator cleaner, cooling sys- 
tem cleaner and conditioner and 
block and head sealer. Permatex 
Co., Inc., Brooklyn 35, N. Y. 


* * * 





TRUCK BED — A portable slide-in, 
steel truck bed said to give a station 
wagon the utility of a small pickup has 
been marketed. Made of 16-gauge steel, 
it is 52 inches long, 41 inches wide and 
6 inches deep. The bed weighs 60 pounds 
and can be installed, without bolting, in 
any Ford, Chevrolet or Plymouth station 
wagon, it is claimed. Hoffman Iron and 
Steel Co., Vienna, O. 

. 6 2 





BATTERY TERMINALS — Jano “Sure 
Start” battery terminals are said to 
Prevent battery and cable corrosion and 
sulphation, eliminating unnecessary re- 
sistance and allowing a minimum setting 
of the voltage regulator. The entire auto 
electrical system is afforded complete 
protection from overloading, it is claimed. 
Jano Machine Co., 836 N. Broadway, 
Escondido, Calif. 





TRUNK MAT — A trunk mat that is said 
to duplicate Cadillac original equipment 
has been marketed. Made of equivalent 
Cadillac trunk lining material, these kits 
are available in blue or brown for all 
models, it is claimed. Newark Auto Top, 
80 Central Ave., Newark, N. J. 














BALANCER—Model SU-6 is an electron- 


ic dynamic balancer that will handle 
any rotating body from four ounces to 
100 pounds. A bench model, it will bal- 
ance fans, armatures, blowers, crank- 
shafts and any other rotating body up 
to a maximum diameter of 20 inches, it 
is claimed. Micro Balancing, Inc., Garden 
City Park, N. ¥. 






VIEW OF PLATE 
SEALING OFF CUT 
END OF MANIFOLD 


lo. 


ORIGINAL 
EQUIPMENT 
HEAT-RISER 


DUAL EXHAUSTS—Dual exhaust header 
systems are offered for all six-cylinder 
Chevrolets up to and including 1954 
models. The rear portion of the exhaust 
manifold is cut off and replaced with a 
Y-shaped header which carries part of the 
exhaust into the second pipe and muffler. 
The original heat riser is kept intact and 
a plate is provided for sealing the cut 
end of the manifold. Automotive Engineer- 
ing, Inc., 2550 S$. Wabash Ave., Chicago 
16, I. oo 


Headlamp Assembly Chart 


A free wall chart of Pathfinder 
headlamp assemblies is now avail- 
able. Listed are original manufac- 
turers’ part numbers and Path- 
finder catalog numbers. Enlarged 
views of assemblies help with part 
identification and installation. Auto 
Lamp Mfg. Co., 2909 S. Indiana 
Ave., Chicago 16, Ill. 





CAR TRAILER—The Porta-Trailer is a 


_| utility car trailer that can be folded up 


and stored in a car trunk when not in 
use. Made of steel, it is 24 by 32 by 5 
inches when closed and 32 by 48 by 12 
open. The wheel is 8 inches in diameter. 
The device weighs 90 pounds and is said 
to carry up to 500 pounds. West Coast 
Products Co., 938 N. Fairfax Ave., Los 
Angeles 46, Calif. 





BATTERY COVER — Battery-Gard is a 
plastic cover that increases battery life 
by preventing dirt, dust and moisture 
from reaching the battery, it is claimed. 
It is said to be resistant to acid, oil, 
grease, gasoline and alkalis, and is not 
affected by temperatures to 80 degrees 
below zero and 250 degrees above. True- 
craft Tool Co., 2425 S. Michigan Ave., 
Chicago 16, Mi. 


Purelube Multi-Service 
Fills All Auto Grease Needs 


Purelube M. S. is a multi-purpose 
grease for automotive use. It re- 


wheel bearings, universal 
and water pumps. 

Features are said to include: 
Water resistance, high impact re- 
sistance, rust protection and high 
melting point. Pure Oil Co., P. O. 
h 12, 35 E. Wacker Dr., Chicago 
1, Ill. 


joints 





BATTERY BOOSTER — Kar-Start, model 
KS-2, can be mounted on service vehicles 
for use in starting cars stalled by dead 
batteries. Only two electrical connections 
to the service truck are said to be 
required to keep the Kar-Start battery, as 
well as the truck battery, fully charged. 
Kar-Start automatically controls the power 
from both batteries to start any 6 or 
12-volt car or truck, it is claimed. Associ- 
ated Equipment Corp., 5170 San Francisco 
Ave., St. Louis 15, Mo. 

e  &. 6 





VEHICLE SAFE — The Little Corporal 
Cash-Stasher is a safe designed for trucks, 
taxis and automobiles. Measuring 512 by 
5% by 6 inches and weighing under 10 
pounds, it is attached to the steel firewall 
or floor of the truck, or is mounted in the 
automobile trunk. The safe is made of 
malleable iron castings said to have the 
strength of over 50,000 pounds per square 
inch. National Malleable and Steel Cast- 
ings Co., 1400 S. Laramie Ave., Cicero 
50, il. 

* * *@ 


Magnet Pack Available 


A “magic magnet,” two-color dis- 
play package which points out 
many uses of permanent magnets 
around the home, office, automobile, 
shop and store, is now being made 
available to automotive accessory 
stores and service stations by Mag- 
net Sales Co., 3657 South Vermont, 
Los Angeles, Calif. 





WHITE WALL TIRE CLEANER—Prest-O- 
White is a liquid cleaner that is sprayed 
on and rinsed off to remove scuff marks, 
dirt and dirt scum from white wall tires, 
it is claimed. Non-inflammable, it is said 
to be harmless to rubber and clothes. 
Chemade Products Co., 777 Bayside, De- 


places separate greases for chassis, | troit 17, Mich. 





CLEANSING SOLVENT — C-I-Sol, a 
cleansing solvent for industrial applica- 
tions, is said to remove grease, wax, oil 
and tars. In addition to its low toxicity, 
it is claimed to be nonflammable. It is 
available in one-gallon cans, five-gallon 
pails and 55-gallon drums. Chem Indus- 
trial Co., 3784 Ridge Rd., Brooklyn 9, 


N. Y. 
* © 
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MATERIAL HANDLERS—Marforge “LC” 
all-steel skids, semi-skids and floor trucks 
feature welded longitudinal panels engi- 
neered for maximum strength, versatility 
and cleanliness with maximum weight, it 
is claimed. The skids are said to provide 
four-way entry for lift trucks and can be 
stored on end because legs are flush with 
the edges of the skids. Materials Handling 
division, Market Forge Co., 35 Garvey 
St., Everett 49, Mass. ’ 


a 





BATTERY CHARGER—The Sun BC-t0 will 
slow and fast charge both six ad 12 
volt batteries. Features include an auto- 
matic slow charge selector, thermal <ircuit 
breakers, a transparent bakelite co er to 
protect both meter and controls, orced 
ventilation, and a 15-foot, 110-voi” lead. 
Battery leads, stored in “side pce kets,” 
provide an additional nine-foot reach. 
Sun Electric Corp., Harlem & Av >ndale 
Ave., Chicago 31, Ill. 

2. ie 





SAFETY LOCK—Kastar has introduced 3 
rear-door safety lock that is said to fit a’! 
American cars. Designed to replace equip- 
ment door-lock knobs, each pair is packe:! 
in a two-color slide box. Kastar, Inc., 200 
Lincoln Ave., New York 54, N. Y. 

a a 


Wayne Merchandiser Claimed 


Aid to Service Stations 
With the belief that service sta- 
tions can build their sales of TBA 
items and oil if they “bring it out 
to the car where the customers 
(Continued on Page 53, Col. 1) 
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(Continued from Page 52) 


are,’ Wayne Pump Co. has intro- 
duced an island merchandiser. 

The glassed-in, illuminated dis- 
play case is large enough to display 
windshield wipers, spark plugs, 
headlamps, polish, batteries and 
other items to advantage, the com- 
pany says. The display case is illu- 
minated by a circular fluorescent 
ligt. 

Data and folder on the merchan- 
diser may be obtained by writing 
Dept. M-1, Wayne Pump Co., Salis- 
bury, Md. 


* * 





ROCKER PANELS — Replacement rocker | 
panels for most makes of automobiles | 
(models since 1949) have been marketed. | 
Known as Snap-On, the panels are die- | 
formed to fit over the present panel, and | 





pre-cut to fit around the door pillar, and/ 
or center post, it is claimed. M & H Parts 
Co., 34 Mill St., Pontiac, Mich. 

* cd * 


Seal-Kote Paint Offered 
For Masonry Work 


A new one-coat vinyl plastic paint, 
suitable for both interior and ex- 
terior applications, is announced by 
the Wooster Sealkote Co., Wooster, 
Oo. 

Known as “Seal-Kote,” the ready- 
to-use liquid paint can be applied on 
either wet or dry surfaces, accord- 
ing to the manufacturer. When used 
on damp masonry, inside or out, it 
is reputed to prevent further water 
penetration. However, Seal-Kote is 
said to be so formulated as to per- 
mit free and constant “breathing” 
through its plastic film, thus releas- 
ing all internal moisture. 

* * cS 


Oil Pouring Spouts 


Can-Tipper oil pouring spouts 
come in two models: GB-2 is for 


use on one to five quart sealed 
cans; GB-1 is smaller in length and 
straight rather than curved. Black- 
stone Mfg. Co., Inc., 4630 W. Harri- 
son St., Chicago 44, Ill. 


* + % 





SNOW BRUSH—A larger and stronger 
Plastic ice scraper, a live-rubber squeegee 
and a blue-lacquer color treatment on the 
handle are features added to the Sno- 
Chaser brush. The scraper and squeegee 
unit is removable for close-up work and 
use inside the car. The handle of the 
brush is 25% inches long, enabling the 
motorist to remove snow from all parts of 
the car without getting wet or snow on his 
clothes, it is claimed. National Brush Co., 
Aurora, Ill. 

* * * 


Camshaft Booklet Offered 


A free booklet has been published 
which lists the data on camshaft 
grinding. It is called “Why Grind 
Worn Camshafts?” Van Norman 
Co., 3600 Main St., Springfield, Mass. 


* * eo 
Filler Cap Display 
A counter merchandiser has been 
designed to display a complete line 
of filler caps—eight types of radia- 
tor pressure caps, five types of gas- 
oline tank caps, two types of lock- 


ing gasoline caps and two types of 
regular radiator caps. AC Spark 
Plug, 1300 N. Dort Highway, Flint, 
Mich. 
* * * 
Leather Cleaner 


Valley Leather Cleaner is said to 
loosen soil and stains from leather, 
leatherette and plastic upholstery 


|and other items. It also is said to 
| prevent cracking and brittleness by 
its emulsifying action. Valley Prod- 
ucts Co., 1201 S. Melville St., Phila- 
| delphia 43, Pa. 


* * * 


| Two Folders Describe 


All-Purpose Auto Grease 

Two folders, available to distribu- 
tors, describe X-ALL, an all-purpose 
grease suitable for automotive and 
industrial applications. One folder 
is a four-page brochure to be sent 
to dealers, and the second is an 


dealers’ customers. 
X-ALL is a non-melt type grease 





envelope stuffer for mailing to | 


that is said to: be water repellant, 
non-toxic and adhesive. Valvoline 
Oil Co., Freedom, Pa. 


* x * 


Seat Belts Offered 
Do-it-yourself installation is fea- 
|tured for auto safety belts manu- 
factured by Franksville Specialty 
Co., Franksville, Wis. The belts are 


made of two-inch nylon webbing. 
* * Oo 


Steam-Cleaning Detergent 
Developed by Clayton 


A heavy-duty industrial steam- 
cleaning detergent, called Clayton 
‘K-10 Steam Cleaning Compound, 
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has been developed by Clayton 
Mfg. Co., El Monte, Calif. 

The compound is for use with a 
water supply of 10 grains or less in 
hardness. 

* * 


Johns-Manville Publishes 


Brake, Clutch Catalog 


A condensed catalog on J-M brake 
lining and clutch facings, for cars 
and light trucks, is an 88-page pub- 
lication issued by Johns-Manville 
for dealers and distributors’ sales- 
men. 

The catalog is said to supply al- 
phabetical and numerical listings 
of specifications for more than 90 

(Continued on Page 54, Col. 1) 








PLEXIGLAS signs 
stay bright for years. User says— 
“fot one lota of color deterioration” 
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Canadian distributor: 









PLEXIGLAS is @ trademark, 
Reg. U.S. Pat. Of. and in 
other principal countries in 
the Western Hemisphere. 


ROHM & HAAS 
COMPANY 


Washington Square, Philadelphia 5, Pa. 
Representatives in principal foreign countries 


Crystal Glass & Plastics, Ltd., 130 Queen’s 
Quay at Jarvis Street, Toronto, Ontario, Canada. 
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percent of all vehicles on the road 
and has data on all Ford, Chevro- 
let, Dodge and International trucks. 
It covers 1955 models and gives J-M 
recommendations for all makes and 
systems, including power brakes. 
Johns-Manville, 22 East Fortieth 
St., New York 16, N. Y. 
+ * 


* 


Barrett Equipment Catalog 

Barrett Equipment Co., St. Louis 
6, Mo., has issued a 48-page general 
catalog featuring brake and tire 
servicing equipment, supplies and 
accessories. A companion condensed 
catalog also is available. 


Industrial Masking Tape 


Resistant to Stains 

Laurel Hil] industrial tape No. 4 
is said to be exceptionally , water 
and solvent resistant. The tape, it 
is claimed, will stand temperatures 
up to 300 degrees Fahrenheit and 
will not curl at the edges. 

It is offered in 60- ~yard rolls and 






profits 


in widths of % to 3 inches. Quick 

tack, without residue is another 

feature claimed. Laure] Hill Corp., 

343 S. Dearborn St., Chicago 4, IIl. 
* - * 

Dispenser Percolates, 


Vends Fresh Coffee 


Interstate-United Coffee Corp., 
Chicago and Los Angeles, has an- 
nounced it is using a newly devel- 
oped machine—called Perk-O-Fresh 
—that vends percolated coffee. 

The company said it is the only 
dispenser that perks fresh coffee as 
it serves. It uses a battery of 40 
automatic 16-cup percolators. Offi- 
ces of the firm are at 3607 W. Paci- 
fic Ave., Burbank, Calif., and 1723 
S. Michigan Ave., Chicago. 


Chicago Firm Develops 


One-Man Brake Bleeder 


North Central Mfg. Co., Chicago, 
has developed a brake- -bleeding tool, 





which it says, enables one man to| dealer displays. Valvoline Oil Co.,| attract iron and steel particles in 


bleed all brakes in less than two 
minutes. 

The device consists of a standard 
bleeder hose, a two-way check 
valve which may be affixed to either 
end of the hose and a claw-like 
fitting to be used on cars equipped 
with a Zerk type bleeder screw. 


* * * 


Portable Toilet Made 


Of Plane Aluminum 


Traveling John is a new portable 
toilet made of aircraft aluminum. 
It is light-weight and folds easily. 

Disposable plastic bags are sup-| 
plied with each Traveling John. 
Goode Products Co., Dept. AN, 7542 
Maie Ave., Los Angeles 1, Calif. j 


* + * 


Muffler Aid 

An electric sign measuring 9 by} 

12 inches is available to dealers | 

from Merit Mufflers, 619 Smith St., 

Toledo, O. The sign advertises the 

Merit line and informs motorists of 
the dealer’s installation service. 

* ¥ * 


All-Climate Motor Oil 
Valvoline’s 10-W-30 motor oil has | 
been marketed in a gold, green and | 
white can designed to stand out in 





Freedom, Pa. 
* 


* * 





ELECTRICAL TAPE — A vinyl electrical 
tape has been added to the assorted line 
of Black Wizard tapes. The tape in the 
20-foot and % inch, 12-foot sizes is avail- 
able in a counter display box containing 
12 individual packages. The 34-inch, 166- 
foot tape is packaged individually in a 
double-duty transparent, polystyrene plas- 
tic container. Vernon Chemical & Mfg. 
Corp., 151 Mount Vernon Ave., Mount Ver- 
non, N.Y. 


* * Bg 
Magnetic Drain Plugs 
An oil drain plug with a Carbo- 
loy permanent magnet is said to 





HOLMES NEW 400 MODEL 


olmes 400 Model is a versatile 
little Unit that can be used very profit- 
ably by any good shop or service station operator. 
This all-new, low cost Wrecker was designed for light pick-up and 
towing service and is ideal for handling the “average” Road Call. 
It is small and compact in size for mounting on a light chassis of 
34, to 11% ton capacity, using either the standard pick-up body or 
Holmes new custom-built body shown below. On a suitable truck, 
its operation is fast, economical, and especially suited for work in 
congested areas. The Wrecker is built low in height to get in and 
out of low doorways, up winding ramps, or any 
passenger car will go. Model 400 has a wide range of operation, 
with a rated capacity of 3 tons, which is ample power for handling 
the average automobile and EARNING BIG PROFITS for you. 


See your jobber or write TODAY for details. 


ERNEST HOLMES CO., Chattanooga, Tenn. 


i 

| Wrecker are — 

@ power take-off, rear 
controls,and 160 jt. of 36” 
cable on service drum, 
stent ear -- - $665 
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other place a 
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a small truck with 


REPAIRS 


Model 400 nas many desirable features. It 
is power-operated with worm drive mech- 
anism, has convenient rear end controls, 
non-swinging double booms, and an out- 
board leg that permits recoveries to be 
made from either side of the Wrecker, 





The Wrecker is designed low in height 
(no higher than cab), and when used on 


short turning radius, 


has sufficient clearance to make sharp turns 
into on-the-street doorways, up winding 
ant dh and other close places. 





Ideal for pick-up and ldlivery service, 
Booms can be raised or lowered by power 
to lift motors, truck tires, supplies, and 
various other objects handled around every 
shop. Note large cargo 
service body, for hauling. 


space, in rear of 





the crankcase oil. It comes in sizes 
from % to 2 inches, with a variety 
of head shapes. Magnetic Drain 
Plug Co., Wellington, O 


Rain Channel Offered 
For Convertible Tops 


A rain channel for convertibles 
has been marketed by DeRo Prod- 
ucts, 63 Gilroy Ave., Uniondale, 
is Xe 

The track, made of extruded neo- 
prene, is designed to slip over the 
canvas binding of the top. It folds 
with the top and is guaranteed for 
the lifetime of the top. 

2 * * 


°56 Ford Color Array 


Marketed by ZAC-LAC 


Zac-Lac Paint & Lacquer Corp, 
350 Simpson Street, N.W., Atlanta, 
has placed on the market its line of 
colors and color combinations in- 
troduced on 1956 Fords. 

All twelve of the ’56 Ford colors 
are. carried by Zac-Lac, and are 
factory-packaged, factory-matched 
to the new-car colors, officials say. 


* * * 





HEAD GRINDER—.Van Norman's wet 
surface grinders are used for the recon- 
ditioning of heads, blocks and manifolds. 
The above-the-wheel loading table is said 
to give the cleanest grind possible on all 
types of manifolds, and also permits 
faster set-up. With the exclusive method 
of wet grinding, the coolant and abrasive 
particles do not flow over the piece being 
ground, eliminating splashing and danger- 
ous dust, it is claimed. Van Norman Co., 
3600 Main St., Springfield, Mass. 

+ 


Paper Tape Designed 


For Industrial Uses 


A pressure-sensative general pur- 
pose paper tape has been developed 
for industrial taping operations. 

It can be used for masking, color 
separation, holding parts in transit 
and sealing containers. The thin 
crepe paper back is said to resist 
heat, moisture and stains. Behr- 
Manning division, Norton Co., Troy, 
ae A 
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HOSE NOZZLE — Melnor's 1956 line 
of oscillating sprinklers, hose fittings and 
accessories will include a chrome-plated 
hose nozzle which is said to be drip- 


proof. Melnor Metal Products Co., Inc., 
10-40 Forty-Fifth Ave., Long Island, N. Y. 
. -. © 


Rack Stocks and Vends 


Oil Filter Elements 


A rack designed to combine 
stocking, merchandising and dis- 
pensing of oil filter elements has 
been developed by Purolator Prod- 
ucts, Inc., Rahway, N. J. 

The rack is designed to be hung 
on the wall. When a filter element 
is removed from the service shelf 
at the bottom of the rack, another 
immediately drops into place. 

cd ak *~ 


Sorter Described 


An electronic sorter which sorts 
48,000 punched cars per hour is de- 
scribed in a six-page folder issued 
by Remington Rand, 315 Fourth 
Ave., New York 10, N. Y. 

* 


* * 


Card Shaped Like Car 


A business card in the shape of 
an automobile has been produced 
by R.O.H. Hill, Inc., 270 Lafayette 
St., New York, 12, N. Y. 


* * 


Wall Finish Offered 
A finish for all materials except 
wood surfaces, said to shut out all 
(Continued on Page 55, Col. 1) 
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New Products 


(Continued from Page 54) 


water penetration of outside, above- 
grade walls, has been marketed by 
Flexrock Co., 3601 Filbert St., Phil- 
adelphia 1, Pa. The finish is called 
Teflate. 





ELECTRICAL FITTING—Designed for the 
underfloor duct, the receptacle has extra 
large interior for excess wire and will 
take any standard single or double service 
fittings, it is claimed. Watertight base is 


said to lock receptable firmly in place so | 
that it cannot twist or turn. Supplied in | 


high-luster brass or chrome finish. Howard 
Electric, 1700 N. Kostner Ave., Chicago 
39, Ill. 





HEADLIGHT AIMER—Trulite Gauges are 
used to check the alignment of headlights 
without removing the sealed beam cover 
rings. The gauges allow complete adjust- 
ment in five minutes using only 18 inches 
of space, it is claimed. Made of die cast 
aluminum and chrome steel, Trulite is 
said to adjust the 5040 and 4030 sealed 


beams by use of two separate gauges | 


built into the units. Trulite Corp., Box 128, 


Van Nuys, Calif. 
* 


| 
| 





by A. B. Dick Co., 5700 Touhy Ave., 
Chicago, Ill., to facilitate produc- 
tion of direct-mail auto service 
pieces. 

* * * 


Punched-Card System 


A fast method for preparing 
ready-to-mail invoices, with sales 
statistics and 


punched-card methods, is described 
in a six-page illustrated folder, 
“How to Cut Costs on Billing and 
Sales Statistics,” TM-898. Reming- 
ton Rand, 315 Fourth Ave. New 
York 10, N. Y. 


* 


Underwood Corp. Introduces 


2 Portable Typewriters 

Two portable typewriters, Deluxe 
Quiet-Tab and Universal Quiet-Tab, 
have been introduced by Under- 
wood Corp., New York. 

The two models are said to offer 
exclusive key-set tabulation, single, 





inventory control | 
data as by-products, through | 
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double and triple spacing, see-set 
margins, automatic ribbon reverse, 
push-in variable line spacer, bal- 
anced segment shift and a margin 
key release that controls both left 
and right margins. 


* * * 





DROPPED AXLE—Cragar is a dropped 


| axle that is said to lower the front of 


half-ton pickup trucks 24% inches. It is 
designed for all Ford and Chevrolet pick- 
ups. Cragar Equipment Co., 3663 Gage 


| Ave., Bell, Calif. 


* * * 


| Gale Hall Announces 


Simulated Chamois 


A simulated chamois has been 
announced by Gale Hall Engineer- 
ing Co., North Hampton, N. H. The 
company says it has the same 
cleaning and drying characteristics 
as natural chamois skin, is lint 








free, washable, odorless and will 
not deteriorate if left damp. 

The product is called “Chamy- 
Skin” and is priced at $1. 


* * 


J-16 Protects Floors 
Against Acid, Water, Oil 
Liquid Jennite J-16 protects con- 
crete, bituminous, mastic or other 
industrial floors against acids, wa- 
ter and cutting-oil damage, an- 
nounces Maintenance Inc., Woos- 
ter, O. 
The company says a gallon of 
the solution covers 100 square feet. 
It is available in five, 30 and 55- 


gallon drums. 
of * 4 


‘Black Knight’ Sealer 
Introduced by MECO 


Maintenance Engineering Co.,| 


Philadelphia, has developed a pitch 
emulsion which, the company says, 
is insoluble in oils and gasoline, can 
be applied quickly and improves 
and protects the surface of black- 
top paving. 

Called “Black Knight” Surface 
Sealer, it is available in three col- 
ors—charcoal, green and red. 


| phalt and paved surfaces. 
| in 10-pound cans, 25-pound pails and 100 



















SNOW MELTER—Ice Rem is an activated 
chemical that has 30 times the thawing 
capacity of salt, it is claimed. A _ light 
sprinkling of the pellets on slippery sur- 
faces is said to remove ice and snow 
without harming vegetation, rubber, as- 
It is available 


to 500-pound drums. Ton lots are shipped 
in 100-pound waterproof bags. Speco, Inc., 
7308 Associate Ave., Cleveland 9, O. 
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TWO-POST LIFT 
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PORTABLE RACK—Tires, small coils of | 
wire, steel strapping and other circular | 
items can be stored in the Tire and Wheel 
rack. Capacity is 1,300 pounds at each 


rack level. The shelves, with a. 300-pound 





3 capacity, and supporting rails are adjust- 
able on .2-inch centers to accommodate | 

l different sizes of materials. Racks are 48 

L inches wide and 18 inches deep. Two 





standard heights are available, 7 feet 31, 
inches and 9 feet 3% inches. Frick-Gal- 
lagher Mfg. Co., Wellston, O. 

3 


Hammer Offered 


A ball peen hammer, with a steel 
Shaft locked to the head, has been 
marketed by True Temper Corp., 
1623 Euclid Ave., Cleveland 15, O. 

~*~ +o * 


: Direct-Mail Aid 
A stencil with the illustrated mes- 
sage, “NOW is the time,” is offered 


WALL LINER AND CLIPPER UNITS WITH 
MODEL F DISPLAY BACKGROUND 





A COMPLETE LINE OF LIFTS, AIR COMPRESSORS AND LUBRICATION EQUIPMENT 
FOR EVERY SERVICE STATION AND SERVICE DEPARTMENT REQUIREMENT 


Sa 


Write for complete 
information and 
descriptive literature. 


UNITED STATES AiR COMPRESSOR CO. 


5300 Harvard Avenue « Cleveland 5, Ohio 














NEW Super-Refined| 


This is your advance report on Gulf’s 

new super-power team...a clean-burning 
gasoline and a clean-working oil that, 
together, help maintain new-car horse- 
power and new-engine economy 


longer than ever before possible. 





This lamp is burning the 
“DIRTY-BURNING 
TAIL-END” of gasoline [alae 


which GULF refines out P’ > 


Gulf No-Nox burns clean. Here’s proof: Note the black deposit, on 
the plate at left, caused by the “‘dirty-burning tail-end” of gasoline—the part which 
Gulf refines out in making New Super-Refined NO-NOX. But see how clean new is { 
NO-NOX leaves the plate at right. m< 


As the men who build, sell and service America’s fine — 
motor cars, you know that the biggest problem in today’s new engines | 
is keeping them clean and free of carbon and other deposits. 


Many petroleum marketers have tried to solve this problem; some y 
with gasolines containing “‘miracle additives”; others with multi-vis- 
cosity oils. Gulf’s solution is based on the premise that you just can’t 
beat the combination of a gasoline that burns clean and an oil that 
works clean. 


First step, then, was the development of the clean-burning gaso- | 
line, New Super-Refined GULF NO-NOX. 


Rather than follow the route taken by many other petroleum 
companies—adding so-called “‘miracle additives” to combat the 
effects of the “‘dirty-burning tail-end” of gasoline inside your 
engines—Gulf decided not to let these heavy ends get into an 
engine in the first place. 


Gulf has invested $60 million in super-refining facilities and now 
removes the “dirty-burning tail-end” of gasoline at the refinery 
—before it can get into the engine. 





~ , 


> / 












This lamp is burning 
NEW SUPER-REFINED 
GULF NO-NOX, the 
wy j clean-burning super-fuel 
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In addition, Gulf has balanced the performance characteristics 
of this new gasoline to make it more responsive in today’s high- 
compression engines—and to increase gasoline mileage where it 
means most: in short-trip, stop-and-go driving. 


Second step, and equally as important, was the development of 
the clean-working oil, New Gulfpride H.D. Select. 


As you know, the biggest problem in lubricating modern, high- 


Prevent the deposits and you whip the problem of octane requirement 
increase and pre-ignition, which results in annoying knock, overheat- 
ing and loss of power. 


Exhaustive research by Gulf engineers clearly indicated that the 
use of multi-viscosity oils to control carbon was not the best solu- 
tion to this problem, because of other engine operating problems 
which developed with the use of such oils. In thousands of miles of 
tests, in engines on the road and in the laboratory, every multi-vis 

| oil tested showed a definite loss in viscosity. The artificial thickeners 


compression engines is “‘carbon control” in the combustion chambers. 


7} used to give these light base oils the same viscosity as an SAE 20 


GAS-OIL TEAM | 


or 30 oil, actually broke down within a few miles of service. Further- 
more, all of the multi-vis oils tested showed heavy build-up of coke- 
like deposits on the underside of intake valves. 


On the strength of these findings, once again Gulf refused to 
follow the path of competition—and developed an improved 
type of motor oil that effectively controls carbon. 


This new oil—Gulfpride H.D. Select—is super-refined by Gulf’s 
exclusive Alchlor Process. It is made in three grades, SAE 10W, 
20/20W and 30. Thus motorists can follow the recommenda- 
tions of their car manufacturers for each season of the year. 


Gulfpride H.D. Select keeps engines clean, retains its body with- 
out artificial thickeners that quickly break down under heat and 
pressure, provides better protection against wear and lasts longer. 


Working together as a team, this c/ean-burning gaso- 
line and this clean-working oil boost each other’s efficiency and will 
give your customers thousands of extra miles of new-engine perform- 
ance and protection. Gulf backs up this claim with the laboratory 
proof shown below. 


GULFPRIDE H.D. SELECTYs.SO-CALLED “YEAR AROUND’ MOTOR OIL: 


BODY (VISCOSITY) 
AT 210°F. 


GULFPRIDE 
H.D. SELECT 30 


COMPETITIVE IOW/30 


GULFPRIDE * 
H.D. SELECT 20/20W 





Gulfpride Select works clean. Here’s why: Most conventional 
oils are refined only to the stage shown in Graduate A. But New Gulfpride Select 
is further refined by the Alchlor Process—a special treatment that removes up to 15% 
more of the carbon-formers, shown in Graduate B. Graduate C contains the new 
super-refined oil. 


Gulf No-Nox 





Gulfpride u.p. 


See how Gulfpride Select holds its viscosity under engine heat and 
pressure as compared with a typical multi-vis oil. These other oils start breaking 
down within as few as 25 miles. None of the three grades of Gulfpride Select con- 
tains artificial thickeners which break down in service. 


Gasoline 
Select Oil 


DN SSE 
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Boom in Australian Automobile Industry— 
Because of its rapid postwar growth, the Australian automobile industry now | delivery. 


figures as one of the country’s most important secondary industries. Prominent in 
this development are International Harvester Co. and Ford with plants in the State 
of Victoria. About 30 percent of the entire production consists of commercial vehicles. 
A Ford truck body, above, is lowered for mounting onto a chassis at the company’s 
plant in Geelong. 







SET 272-F-B 

HANDLES— Ratchet, Ratchet 
Adaptor, Sliding Bar, Speeder, 
Nut Spinner, Plastic Grip 
Handle,Extension Bars (6-12 ’’ 
to 20”), Flextension, Universal 
Joint. 


Hex Sockets, %4’’ to %’’. 
Square Sockets, %4'’ to %’’. 


and Standard Screw Drivers. 













SOCKETS— Double Hex, %"’ to %”’. 
Deep Double Hex 
Sockets, %’’ to %’’. Flexockets, %6'’ to %"’. 
Weatherhead 
Sockets, Pipe Plug Socket. Phillips Screw Drivers, 
Clutch-type Screw Drivers, Hex Head Wrenches 
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Boom in Australia 


More Parts Being Built at Home as Auto 
Industry Spurts Ahead 


CANBERRA, Australia.—Austral- | 
ia’s rapid development of com- 
mercial vehicle manufacture and 
assembly, now amounting to about 
30 percent of its entire motor out- 
put, reflects the vigor of one of the 
nation’s youngest industries. 

Australian assembly and man- 
ufacture provided practically all 

the commercial vehicles for 1954’s 
registration total of 65,000 — an 

increase of nearly 20 percent over 
the previous year’s figure. So far 

in 1955, this rate of increase has 
been rising. 

Output, however, still lags far| 
behind demand and for the more) 


|popular commercial vehicles, cus- 
[tomers wait 12 to 15 months for| 


Australia’s motor industry is 
dominated by four U.S. makers— 
General Motors, Ford, Chrysler and | 
International Harvester — and by) 
four British manufacturers, Austin, 


~ 


to coast! 


—s 
..give you top speed 
in the tight spots! 


THIS IS IT!...the complete set of Snap-on’s 
famed Ferret wrenches... stand-out favorites 


Nuffield, Rootes and Standard. 
Outstanding in the use of 
Australian-made components is the 
Holden utility made by General 
Motors-Holdens, Ltd., which now 
makes in Australia its own trans- 
mission, differential, body and most 
pressed-metal parts. Other Austral- 
ian manufacturers vend such items 





Buyers Get the Point 
Of Dealer’s Dart Game 


BUFFALO. — It’s even come 
to dart throwing! 

Kirchmeyer Motors (Mercury) 
has invited prospective customers 
to throw darts for accessory 
prizes with the purchases of a 
new car. 

An eagle eye could produce 
cash credits up to $1,000 in the 
way of free power steering, power 
brakes, automatic transmission, 
radio or heater on the new car, 
the firm states. 





~ 


——— 


with top-earning mechanics from coast 
For an extraordinary range 
of service operations, %’’ drive is 
exactly right . . . that’s why this set includes 
handles, adaptors, sockets and drivers to give 


you just the combination to speed the meanest 


job. Handles are long, slim, incredibly strong 


s..with patented design “Palm-Grip” for real 


working comfort. Sockets have 4-way grip for 


Single 


quickest handle hook-up. Ask your Snap-on 
Man to show the complete set. Get the “feel” 
of these fine, fast tools—try them on the job! 
For complete catalog of more than 4000 


Snap-on tools, ask your Snap-on Man, or write 


*Snap-on is the trademark of Snap-on Tools Corporation 


SNAP-ON TOOLS CORPORATION 


8082-J 28th Avenue, Kenosha, Wisconsin 


TIME-SAVING CHRYSLER LINE "SPECIALS*—Money makers for many 
operations on Chrysler, De Soto, Dodge, Plymouth. Ask your Snap-on Man 
to show you on his next call. 











as springs, radiators, tires, tubes, 
batteries and horns. 

International Harvester, which 
has been established in Australia 
for nearly 50 years, concentrates 
on producing heavier trucks. It 
began manufacturing truck com- 
ponents in Australia in 1950. 

Grey iron and malleable castings 
are turned out at Geelong, in a 
plant established in 1939. Assembly 
is carried on in a factory built at 
Dandenong in 1952. 

Although Australian production 
by makers such as these is rapidly 
increasing, imports, including 
“knocked-down” vehicles, from 
England are the main source of 
supply for the market “down 
under.” 

The motor industry is planning 
further expansion. Holden plans to 
spend $16 million to hike output to 
72,000 units a year. 

British Motor Corp., Pty. Ltd., 
will -spend over $7 million to 
double the Nuffield factory and 
expand its Austin plant. 

Rootes and Standard also are 
engaged in substantial additions to 
their factories. 


Compulsory Rates 
On Insurance Rise 


In Massachusetts 


BOSTON.—The 1,315,000 passen- 
ger car owners of Massachusetts 
will have to pay $55,100,000 for their 
1956 compulsory auto insurance. 
This represents an increase of $5,- 
100,000, or 5.10 percent more than 
they are paying this year, Joseph 
A. Humphreys, state. insurance 
commissioner, has_announced. 

Thirteen thousand were assessed 
71,000 demerit points for which they 
will have to pay $6 more each next 
year, or a total of $421,000. An 
owner has to pay four years on 
demerits—a total of $24. 

The reduction for “good” drivers 
will range from 40 to 75 cents. The 
rates do not include fatalities and 
injuries for 1955. They are based on 
costs for 1952, 1953, and 1954. 

Humphreys said the proposed 
rates for trucks, motorcycles and 
taxicabs will be released later and a 
hearing on all charges will be held. 

When the program establishing 
the merit system was launched in 
1953, there was a drop in accidents 
but “when the newness wore off, 
the motor ‘cowboys’ went back to 
their careless habits with higher 
losses in 1954 and 1955,” he said. 


Koppers Equips 
Cars with Belts 


PITTSBURGH. — With installa- 
tion of safety belts under way in 
its 700 company cars, Koppers Co., 
Inc., has joined what it calls a 
safety “revolution” destined to re- 
duce death or injury in automobile 
accidents. 


Fred C. Foy, Koppers president, 
who has safety belts in his own car, 
is convinced that the safety belt is 
one of the answers to safer driving. 
He said: “We believe in carrying 
our safety program beyond the 
plant gates. If the installation of 
seat belts‘ in our company cars 
saves just one of our employes 
from injury, we will figure the total 
investment well-spent.” 

A special sticker featuring the 
green and white cross of the Na- 
tional Safety Council also is placed 
on the dasboard of Koppers’ each 
car, reminding the occupants to 
“always use your safety belt when 
driving.” 


Foreign Cars Associates 
Enters Detroit Market 


DETROIT.— Foreign Cars Asso- 
ciates, Inc., has opened a sales and 
service operation here. The com- 
pany represents the British A-C 
and Triumph TR-2 cars, the French 
Simca and Italian body builder 
Carrozeria-Boano. 

President is Serge Daniloff, 
former Packard export official. Ed- 
ward Macauley, son of the late 
Alvan Macauley, former Packard 
president, is a vice-president of the 
firm. Other officers are Forbes 
Howard, vice-president and sales 
manager, and E. S. Agni, technical 
director. 
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Laughs Instead of Ulcers... 
a eens SenannSSSEnemnonana 


How Dealer Digests Autos 


By L. H. Houck 
Staff Correspondent 


EMPORIA, Kans.—J. C. Schnack- 
enberg, owner of Schnackenberg 
Motor Co. (Chevrolet - Olds - Cadil- 
lac) says the size of a new-car 
operation is limited only by the 
dealer’s ability to digest used cars. 

By that standard, the Schnack- 
enberg digestive equipment is in 

order and present conditions 
give Schnackenberg laughs instead 
of ulcers. 

“Too many dealers, in looking 
for a solution to present problems, 
want to put the rope around any 
one thing,” Schnackenberg said, 

“when there is no one thing to 
put the rope around because auto- 
mobile selling is a lot of things. 

“It’s public relations of the high- 
est order, it’s advertising, it’s dis- 
play, it’s showmanship, it’s a matter 
of knowing your business, it’s 
service, it’s ability of management, 
it’s skill in direction of depart- 
ments, departmental heads and 
personnel. Success is determined by 
how you play the game. 

“Basically you have to know the 
business,” Schnackenberg contin- 
ued, “and then apply work. We 
then hear that hard work won’t 
do the job and when it doesn’t it 
is because you don’t know enough 
about the business to apply work 
intelligently and to know about the 
business you have to learn a little 
every day.” 

Schnackenberg has no ulcers. 
Last cleanup time he sold out to 
the bare walls and used a pickup 
for personal transportation until 
his service manager felt sorry 
for him and brought in his own 
family car for him to use until 
the new models came in. 

There is every likelihood that 
he will again sell out to the bare 
walls because here it is a pleasure 
—undoubtedly and unreservedly— 
to do business, where every effort is 
made to conduct it on a high 
plane. 

Schnakenberg believes in mana- 
gement. Each department head is 
responsible for his department and 
there is a standing order that no 
employe ever can have a falling 
out with a customer. 

“I reserve the right to fall out 
with customers,” Schnackenberg 
said, “and I’m not about to. Every 
complaint and disagreement must 
be brought to my personal atten- 
tion.” 

One instance will show how a 
possible complaint is quickly 
swerved to a benefit. A local 
couple bought a new car from 
him and took a long tour. And 
during the trip, the once-in-a- 
life-time thing happened — a 
timing gear burned out. 

When they returned they came 
in to tell Schnackenberg about it 
and he listened with rapt atten- 
tion. 

“Where were you when it hap- 
pened?” he asked. 

“We were near the little town of 
so-and-so. They came out and 
towed us in, made the repair and 
We were on our way in a little 
over three hours.” 

“Now isn’t that wonderful,” 
Schnackenberg said. “There is 


@ perfect example of what we 
have been preaching all these 





SPECIAL PRICES 


eT | ee .29 each 
2. ee .24 each 
tS, C00. SOOO. 5c 4.4 0 «00 .19 each 


Any design up to 12 sq. inches 
Any color on silver 
Send check with order 





1 WEEK DELIVERY 
Cc. G. MITCHELL, INC. 


89 Main St. Binghamton, N. Y. 








years: That we sell merchandise 
which can be efficiently serviced 
almost anywhere. Think how long 
you would have had to wait if 
you had owned a car which does 
not provide that service — you 
would have had to wait until 
Parts arrived from a distant 
point — you might have been 
there a week.” 

Needless to say, the couple 
that never once had a thought of 
this important point went away 
more satisfied than ever that they 
had made a wonderful selection in 
car and dealer. 

Using efficient management as 
the key to success, Schnackenberg 
said: “The spring in management’s 
heel is the spring in the organiza- 
tion’s heel.” 

According to his experience, 
there is a little larceny in the 
souls of a lot of people when 
they are talking to the tax asses- 
sor and the auto dealer. There 
are no two deals alike, he said, 
there are no two people alike and 

consequently no package talk will 
work on all. 

Schnackenberg bases his selling 
on fairness. He said: “Anything 
that is fair will work in good 
season and bad, it’ll work this year 
and next year but anything unfair 
will soon run aground.” 

Schnackenberg often pleads with 
prospects to just play fair, along 
with a little showmanship. 

For instance when he tries to 
get the customer to see his side of 
the deal he often asks him to look 
at it from the dealer’s standpoint 
but the average customer has a 
little trouble dropping into the 
dealer’s shoes, so Schnackenberg 
helps him a little. 

“You can’t visualize my view- 
point from the customer’s side 
of the desk,” Schnackenberg tells 
the customer. “Here you take my 
chair and let me sit over there,” 
he says and gets up and puts the 
customer behind his big desk. 
“Now you’re the dealer and I’m 
the customer,” he tells the pros- 
pect. 

Nowadays when so much of the 
profit is in the finance reserve, 
selling the financing is part of 
selling the car. 

A good many customers who tell 
him they are going to pay cash 
in reality are borrowing the money 
elsewhere. 

“Let’s be fair about this thing,” 
Schnackenberg tells them. “Cer- 
tainly we are glad to sell for cash 
but if you ure going to ‘buy’ the 
money, just give me a chance to 
figure on that, too, and just see if 
I can’t save you some money.” 

Salesmen are not permitted to 
make appraisals or tell customers 
what will be allowed for tradeins. 
Schnackenberg’s principles are that 
they are going to buy the tradein 
and they are going to have to sell 
it, so the appraisal is made by a 
specialist and the customer who 
owns it is told that the dealership 
wants to know every detail of the 
car it is going to buy. 

When there was some public re- 
action to cars loaded with acces- 
sories, Schnackenberg used this 
approach. 

“We will not force anything on 
you under any circumstances. You 
make your own selections of acces- 
sories. Now here is the car you 
have decided upon, let’s check each 
of the accessories that you want 
removed and they will be taken 
off. Let’s begin with the heater.” 

The buyer usually says he 
wants the heater, the son tells 
him they want to keep the radio 
and the two side-mounted rear- 
view mirrors and the wife speaks 
up and says that she wants to 
keep the seat covers. In the end, 

in most cases, Schnackenberg 
said that this approach sells all 
the accessories installed on the 
car and two or three besides. 

“If I can’t sell a couple of extra 
ones,” he said, “I'll quit the busi- 
ness.” 

Schnackenberg holds that service 
is the key to new-car selling success 
and success in the used-car busi- 
ness. 

“Car selling, new and used,” 
Schnackenberg said, “is the razor 
and the service department is 
the blade business.” 

This unusual three-car deal does 


not build up Schnackenberg at the 
expense of others. He believes that 
his employes must be prosperous, 
live in happy homes, own cars and 
real estate, go to church, have 
adequate recreation and satisfac- 
tory compensation. 

His employes win plaques and 
honors and get written up in the 
local papers. His service manager 
has won numerous honors from the 
factories. 

Soon after taking over this dedl- 
ership in 1953, an employe, whom 
he considered had all the makings 
of what he wanted, gave 30 days’ 
notice and thought he couldn’t 
work with him. 

Schnackenberg told him that 
he didn’t require 30 days’ notice 
but thought the employe needed 
a vacation. He gave him a paid 
30-day vacation and a car to 
use and asked him to make his 
decision on his return. He came 
back, decided to stay and has 
proved to be one of the most 





Auto Ownership Center 


Located in Illinois 


CHICAGO.—Illinois can boast 
it is the center of automobile 
ownership in America, according 
to the Automobile Manufacturers 
Assn. 

The actual center of ownership 
is near Jacksonville, Ill, west of 
Springfield. The city, seat of 
Morgan County, has 5,668 pas- 
senger cars and 1,840 trucks 
owned by its 20,600 residents. 

The U.S. center of human pop- 
ulation is 136 miles southeast of 
Jacksonville, near Olney, Ill. 





valuable men in the organization. 

One man said: “I guess I’ll have 
to work the rest of my life for you 
for nothing because you have done 
so much for me.” 

Schnackenberg said: “Everybody 
here pays in full for everything 
they get from me. You've paid for | 
everything one way or another and | 
don’t you forget it.” 

Schnickenberg has been selling 
automobiles since 1929 when he 
made $85 the first week and has 
never dropped below since. 

At a time when most dealers 

are sniping at factory personnel 


and policies, Schnackenberg 
praises the factory. 
“Manufacturers have a job to do 
and their horizon is much wider 
than ours,” Schnackenberg said. 

“Many times have they done 

things and sent out directives with 
which I was not immediately in 
accord but I always like to study 
things and try to figure out what 
caused them to originate and when 
I have done this I usually find out 
that the factory knows more about 
it than I do. 

“Right now our factories do not 
offer an extra allowance for the 
cleanup which places us out of 
line price-wise with dealers who 
do have this allowance. This 
makes us more anxious than ever 
to sell our cars on honest value 
for the extra quality built in 
them and maybe that’s a good 
thing when it teaches us to sell 
the product and what it means 
rather than competitive price.” 

Schnackenberg once headed a 
Chevrolet deal in Kansas City which 
led the zone in volume sales. He 
likes the automobile business. 

“The man who doesn’t like the 
automobile business should get 
out,” Schnackenberg told AvuTomo- 
tive News, “and I hope that 50 


| percent of them do.” 


“new car veauers: INCREASE 
YOUR SERVICE ABSORPTION 


Here’s a plan that costs you nothing! 


Today’s National Average on Service Absorption is running UNDER 55%. 


Why? 


The following figures show the reason: 


New Car Service handled by Competitors 
(Other than New Car Dealers) 


Lubrication. ....82% 
Minor Repairs .. 78% 
Major Repairs.. 60% 


This business should be your business. You sold them the cars. Let’s act now 
to make sure that YOUR NEW CAR BUYERS become YOUR SERVICE 
CUSTOMERS. Macmillan is ready now to help you tie these customers to 
your Service Department. 


HERE’S HOW YOU SCORE WITH THE MACMILLAN 
AUTOMOBILE REPAIR POLICY PROGRAM 


A much greater percentage of your new car buyers become steady, 
profitable service customers. 


Your service personnel see these customers every 1,000 to 1,250 miles, 
or every 30 days, gaining their friendship and respect. This always 
pays off in an increase of service items per job ticket. 


The plan goes over big with new car prospects—helps salesmen with 
the close. 


The customer returns again and again. Your salesmen can keep in 
contact—right up to the time he becomes a natural new car prospect 
once more! 


You buy nothing, pay nothing. All costs are borne by Macmillan and 
its Distributors. 


ACT TODAY! 


Call your Macmillan Distributor for full details, or mai! coupon. 


UNLESS YOUR 





MAIL THIS COUPON NOW 








MACMILLAN RING-FREE® 


XTRA HEAVY DUTY 
MOTOR OIL 


The only nationally distributed oil guaran- 
teed to prevent hydraulic valve lifters from 


sticking and reduce engine ping. 


Program. I understand that 
PRINT CLEARLY) 


NAME 
FIRM 
STREET 
TOWN 


errr rrrr. enn oe 


To Macmillan Petroleum Corporation, 
530 West Sixth Street, Los Angeles 14, Calif. 


Please rush full details of the Macmillan Automobile Repair Policy 
Absorption, and that costs of the plan are borne by you. (PLEASE 


THIS COUPON IS A REQUEST FOR INFORMATION ONLY—THE 
WRITER IS NOT OBLIGATED. WHAT CAN YOU LOSE? 


SERVICE ABSORPTION IS SATISFACTORY YOU SHOULD 





this is a plan to increase my Service 


ZONE STATE 








Signing Up to Sell Studebaker— 


Lawrence C. Simonetti, head of Community Garage, Inc., signs a franchise to be- 


come a Studebaker dealer in Watertown, Mass. Representing Studebaker are Joseph 


A. Raine, Boston zone sales manager, seated right, and H. R. Goodbody, district sales | 
Theresa, seated left, is bookkeeper | * * * 
| 


|'Mom’s Tied Up 


manager, standing right. Simonetti’s daughter, 
of the firm, and his son, Lawrence D., is service manager. 


Wondering how new-car and truck production and saies are making out? AUTOMO- | 


TIVE 


NEWS gives you the entire story every week throughout the year. 


| was quoted as saying “It’s gotten 
|so that people in our trading aréa 
| actually stand in the street wait- 
|ing for our stunts to happen.” 

ok + a 


Service Is Our Business 
OWELL Motor Co. (Buick), 
Salisbury, Md., used a full page 
advertisement, in the midst of the 
cleanup season, to remind the 
| public that: “Service is our busi- 


7 ness.” 





The ad featured Wilson Wharton, 
the new service manager, and the| 
|dealership took the occasion to re- 
mind its customers, and prospective 
|ones, that: “Much of the care and | 
performance of your Buick 
matter of precision adjustments . 
our ... technicians are best quali- | 
fied to make these... 


ALPH Pontiac, Inc., 


Rochester, | 





| 
| 
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How They're Pushing Sales . . . 





Dealer Ad Ideas 


(Continued from Page 38) 


family with a newspaper ad featur- 
ing a photo of a woman trussed up 
with a rope and the caption: “Is 
|your wife tied up when you take 
| the car?” 

Said ad copy: “Sixteen million 
U.S. . housewives are stranded 
daily when Pop takes off with 
the family car. Get a second car. 
Let your wife shop, drive the kids 
to school or to the doctor in 
emergencies. Make her job a lit- 
tle easier. 

“Buy a Ralph-Pontiac used car. 
|Good looking and dependable, but 

cost only a fraction of its original 


price.” 
* * x 


is 8) Green Light for ’56s 


Zweifel Motors, (Ford) opened 2 


accurately.” | 50- -unit new-car sales lot across the 


| street from the dealership to signal 
| public introduction of the 1956 Ford 
cars and trucks. 

Zweifel’s will keep the lot stocked 


Neda Promoted two-cars-to-a- "| with every body style and series of 


FIRST IN SALES COAST- TO-COAST 





An independent survey 


by a famous national magazine proves con- 
clusively that Alemite CD-2 leads all other 
additives in sales. Figures show CD-2 to be 
a full 10% ahead of the next best selling 


additive in sales by car dealers. 


Contact your Jobber or 
Alemite Distributor 
-NOW! 


1. Gives any engine an on-the-road 
tune-up—new power—new perform- 
ance—new life! 


2. Frees sticky, noisy valves, rings, 
and hydraulic valve lifters. 


3. Dissolves and removes lacquer- 
like deposits on valves and pistons. 


oh Caan) tad =aS 


e Alemite 
CD-2 brings you 


5. Banishes harmful crankcase 
sludge and “goo.” 


REG. U. S. PAT. OFF. 


more new customers for bigger sales! « CD-2 
brings back old customers for more frequent 
sales! ¢ CD-2 gives you the sales helps to make 
easier sales!-e And, your big margin of $12.00 
a case means more profitable sales. 


All This Or Money Back 


4. Eliminates damaging rust and 
bearing corrosion. 


6. Gives extra wear-resistant quality. 


7. Keeps new engines new — helps 
avoid costly repairs. 

















Steady powerful advertising in Life and Sat- 
urday Evening Post! Strong Television and 
Radio campaigns! Heavy newspaper coverage! 
This combination gives Alemite the public 
appeal that spells traffic for you. 




















CD-2’s guarantee 
convinces customers! 


Your customers must be satisfied 
or Alemite refunds the money — 
you keep the profit! 


Lee Se Pe Se Oe ee Oe oe ae OD OD oe Oe oe oe 


1826 Diversey Parkway, Chicago 14, Illinois 








the new Fords in a variety of colorg 
and will maintain a staff on the’ 
premises until 10 p.m. daily. It ad- 
vertised guaranteed delivery ag 
rapidly as the cars can be driven 


from the lot. 
+ * * 


Keeping Cool for 99c 
Se who buy, at regular 
list price, a new Ambassador, 
Statesman or Rambler from Bled- 
soe Nash Motor Co., Shreveport, 
La., get their choice of the following 
for an additional 99 cents: 
An air-conditioner or a combina- 
tion of automatic transmission, 


heater, radio and reclining seats. 
* * * 


Be It Yourself 

OU’RE the salesman,” said 

Dalton Pontiac, South Bend, in 
a three column, 22-inch newspaper 
ad. The ad offered a _ three-step 
formula by which the customer 
could make out his own new-car 
order form. 

The first section of the ad 
listed the prices of the Pontiac - 
models and the second gave ac- 
cessory prices. A used-car code 
told the customer how much his 
tradein was worth. 

The customer then was invited te 
figure out how much his new Pon- 
tiac would cost. An accompanying 
chart told him what his payments 
would be. 


Vehicle Output Up 
16 Pet. in Italy 
During First Half 


TURIN, Italy.—Italian motor ve- 
hicle production in the first six 
months of 1955 was 16.7 above the 
same period in 1954, according to 
the Associazione Nazionale Fra 
Industrie Automobilistiche e Affini. 

The 1955 production of 121,646 
consisted of 101,870 cars, 7,133 vans, 
11,340 trucks and 1,303 buses. The 
1955 output was made up of 87,625 
cars, 2,995 vans, 12,501 trucks and 
1,084 buses. 

In the first half of 1955, the ex- 
port of Italian motor vehicles was 
86 percent above the corresponding 
1954 period. There were 36,728 units 
exported this year and 19,710 ve- 
hicles exported in the 1954 first 
half. 

The 1955 exports consisted of 34,- 
394 cars, 390 vans, 1,777 trucks and 
167 buses, compared to 18,530 cars, 
199 vans, 829 trucks and 152 buses 
in the first 1954 half. 


Calthawniina Tops 
DeSoto Dealers 


DETROIT. — James F. Waters 
Inc. was the nation’s top DeSoto 
dealer for August, the auto maker 
announced last week. 

For the fourth straight month, 
Detroit, had two dealers among the 
top 10. They were Leo Adler Inc, 
fourth, and Glenn Walker Inc., 
ninth. 

Others in the top 10 were: Motor 
Sales Co., Baltimore, second; H. B. 
Robinson Auto Sales Co., Philadel- 
phia, third; L. P. Steuart, Inc., 
Washington, fifth; Marshall & 
Clampett, Los Angeles, sixth; 
A B C Motor Sales Inc., Minnea- 


polis, seventh; Art Frost, Glendale, 
Calif.. and Rosenstock Motors, 
Houston, tied for eighth and Al 


Wagner Motor Sales Inc., Youngs- 
town, O., tenth. 


Stop! 
Silt-Soaked Brake Linings 


Need Replacing 


BRIDGEPORT, Conn. — Brake 
linings soaked in mud or silt by 
storms or floods must be replaced, 
according to brake experts of Ray- 
bestos division, Raybestos-Manhat- 
tan, Inc. 

Engineers Clyde S. Batchelor and 
Arthur Litchfield added that lin- 
ings soaked by clean rainwater can 
be saved. They advised stepping 
lightly on the brake pedal for 10 
seconds while driving 20 miles an 
hour, releasing and repeating until 
the brakes stop smoothly. 

Rust will not harm linings or 
drums, they said. 





















Phii.» C. Cook has been appoint- 
gaies manager of the newly 
weatei truck division of Howe 
Seale ©o., Inc., Rutland, Vt. 

* + . 








John:-Manville Realigns 
Industrial Products Unit 


Johns - Manville is splitting its 
nt industrial products division 
into three new operating divisions. 
Gencral manager of the new 
packing and friction materials 
division will be Francis J. Wakem. 
Other division general managers 
will be Don L. Hinmon, industrial 
insulations division, and Robert F. 
Orth, pipe division. 
s + 














Bradley, Burgott Named 


Bendix Sales Engineers 


R. E. Bradley and Arthur G. 
Burgott have been appointed ex- 
ecutive sales engineers of the 
Bendix Products division of Ben- 
dix Aviation Corp. 

They will work on broader cus- 
tomer contacts and be responsible 
for coordinating engineering and 
sales between Bendix and vehicle 
manufacturers. ; 
















Rootes Appoints Polcari 


To Head Retail Sales 


Guy Polcari has been appointed 
retail sales manager of Rootes 
Motors, Inc., American affiliate of 







the Rootes group 
of Great Britain, 
according to John 
T. Panks, general 
manager. 
Polcari, who 
has been in charge 
of the used-car 
department of 
Rootes since 1949, 
will direct all re- 
tail sales of the 
Hillman and Sun- 







Gay Polcari 
New York area. 
7 * 





* 


Hertz Elects Petrie 


A. Petrie vice-president and a 
member of its administrative and 
management staff. 

* * 





Trefz Joins Micro-Lube 


Walter Trefz has joined Micro- 
Lube Sales, Dallas, as technical 
service director. Trefz formerly 
was with Aluminum Industries, 
where he was service engineer. 

+. * 7” 


Permacel Names Schuler 


John E. Schuler has been ap- 
pointed southern division field 
manager for Permacel Tape 
Corp., New Brunswick, N. J. With 















Schuler will be responsible for 





sumer tape operations in Tennes- 
see, North and South Carolina. 
* * 7 





Brooks Gets Promotion 
Gerald W. Brooks has been ap- 
pointed manager of the Chicago 
plant of Houdaille-Hershey Corp., 
Detroit. He formerly was assistant 





manager of the corporation’s Deca- 


tur (Ill.) plant. 
a x 


I-H Promotes Ellis 
A. T. Ellis has been appointed 
Louisville district general sales 
manager for International Har- 
vester Co. He succeeds C. H. Dono- 


van, who was transferred to Bir- | 


mingham, Ala. 
* 


* * 


Grizaly Picks Riordan 


Grizzly Mfg. Division hag named 
R. R. Riordan brake lining repre- 
sentative for Arkansas, Louisiana, 


Mississippi and bordering areas of | 


Alabama, Tennessee and Texas. 
cs . * 


McAnally Named by L-O-F 
Don McAnally has been appointed 
sales promotion manager of L-O-F 
Glass Fibers Co. 
* 


AC Names Kennedy 


Chicago Sales Chief 

Jack R. Kennedy has been ap- 
Pointed Chicago regional sales 
Manager of the AC Spark Plug 
division of General Motors Corp. 
Kennedy, former Detroit zone 





headquarters in Charlotte, N. C., | 
industrial, automotive and con- | 


Auto Personnel 





beam lines in the 


Hertz Corp. has elected Donald | 








manager, joined AC in 1946. He re- 
places Walter A. Barthol, who 
resigned. 


* * 


Condon Named to Staff 


Of Chrysler President 


Appointment of John T. Condon 
to the staff of the president has 
been announced by E. C. Quinn, 
president of Chrysler division. 

In addition to the new duties, 
Condon will retain his position as 
director of the Chrysler Dealer 
Council. 


Fraser and Van Ness 


Named by Oldsmobile 


Charles R. Fraser has been ap- 
pointed assistant to the director of 
purchases at Oldsmobile, it has 
been announced by A. E. Goossen, 
director of purchases. Fraser for- 
merly was director of steel procure- 
ment. 


Seward H. Van Ness, formerly) 
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divisional buyer of productive raw 
material, taking over Fraser’s 
former duties. Fraser joined Gen- 
eral Motors in 1940 as a messenger. 
Van Ness joined Oldsmobile in 1948. 


Ford Honors Appel 

Adam J. Appel, administrative 
assistant in the Ford’s Pittsburg 
district, hag been presented with 
a 30-year service pin. Appel’s entire 
service has been in the Pittsburgh 
office where he has held a number 
of managerial positions. 

* * * 


Gumout Assigns Faerber 


William E. Faerber has been 
named a factory representative in 
the St. Louis territory for Gumout 
division of Pennsylvania Refining 
Co. 


* * . 
Seeterlin Gets Mack Post 


R. J. Seeterlin has been ap- 
pointed assistant to J. M. Steffee, 
vice-president and director of pur- 
chases for Mack Trucks, Inc., New 
York. 


GE Names Gillespie 
In Diamond Production 





Weather Girl— 


Frederick: Machlin, president of Arm- 
strong Rubber Co., West Haven, Conn., 
left, welcomes Janet Tyler, ABC's ‘Weather 
Girl,” who has been signed by Armstrong 
to report the weather in the New York 
area over WABC-TV. The program will be 
seen Mondays, Tuesdays and Thursdays at 
6:55 p.m. 


transforming laboratory techniques 
of making industrial diamonds, de- 
veloped by G-E’s research labora- 
tory, into practical production 
methods. 


* * * 
Auto Inventory Service Co. - 


Opens Los Angeles Branch 
Automotive Inventory Service Co., 


|| Detroit, has opened a branch in 
j|}Los Angeles, Rex Brubaker, presi- 


dent, announces. Manager of the 
West Coast operation will be James 
Curtis, formerly Chicago branch 
manager. 

+ * 


a 
Thompson Shifts Gates 
John B. Gates, formerly of Cleve- 
land, has been named manager of 
the Bell (Calif.) plant of Thomp- 
son Products, Inc., Los Angeles. He 
succeeds Stanley C. Pace who has 
been named manager of Thomp- 


son’s jet division in Cleveland. 
* * * 


Rotary Appoints Muller 


Edward P. Muller has been 
named manager of Rotary Lift Co.’s 


pointed manager of the newly or-| automotive lift division. He will 
ganized diamond project section of | headquarter in Denver. Muller has 


Carboloy department of General 


J. 8. Gillespie, formerly manager | Electric Co., Detroit. 
special expediter, has been named’ of product planning, hag been ap- Gillespie will be responsible for 


been with Eaton Metal Products 
Co., Rotary distributor in the Rocky 
Mountains, since 1945. 
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HIGHER PERFORMANCE... 
HIGHER ECONOMY... 
FOR MODERN ENGINES / 
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FOR You! 


Here’s the machine that makes proper tune-up and engine adjustment a snap! 
The right distributor setting is essential to insure peak power and economy 
from your customers’ car engines. With the Allen Syncrograph, it’s easy, 
always correct. You make more profit on every tune-up because it takes so 
little time ...the quality of the job insures volume repeat business. 


With this equipment, a mechanic can tell at a glance the exact mechanical 
and electrical condition of the ignition distributor. A brilliant indicating arrow 
within a 360° protractor ring shows, with complete accuracy, the firing point 
and automatic advance of each cam lobe. Distributor cam angle is shown on 

precision meter calibrated in cam angle degrees. Available with cabinet, as 
shown, or as a bench model. 
Like all Allen testing and servicing equipment, the Syncrograph Distributor 
Tester features easy, fool-proof operation and rugged, trouble-free performance. 
See your distributor for the facts on Allen testing and servicing equipmen‘ 
... find out how easy it is to buy these time-saving, money-making machines. 


ALLEN 


ELECTRIC and EQUIPMENT COMPANY Kalamazoo, Michigan 


Uni-Tuners © Syncrograph Distributor Testers © Regulator-Generator Servicers 
Motor Analyzers © Spot Welders © Dyna-Chargers © Unitron Slow Chargers 
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New Concept in Safety Belts— 


~ Russell Mfg. Co., Middletown, Conn., has developed the Aero-Car safety belt, using 
a weight loading principle of securing the wearer's entire torso to the seat of the -car. 
Two six-foot belts are used, both bolted in the orthodox fashion to the car frame at 
points below the seat back. The belts are passed up behind the seat back, over the 


shoulders and diagonally across the chest. Each belt is then passed beneath both 
thighs and pulled snug by its free end. The Aero-Car belt differs from other types in 
that it is secured by the weight of the wearer sitting on the belt's free end. 





Exchange No ‘Privilege’ 
Chicago BBB Finds Used-Car Buyers 
Victims of Phony Claims 
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CHICAGO. — Dealers who make| plainant attempted to make an ex- 


wild “exchange privilege” claims 
are the target of the Chicago Bet- 
ter Business Bureau in its publica- 
tion The Report. 


Citing as “an example of difficul- 
ties and double talk frequently en- 
countered by used-car buyers, who 
attempt to exercise a promised ex- 
change privilege, is that of a com- 
plainant against Chicago-Laramie 
Motors, 5157 W. Chicago Ave.” 

According to BBB, the purchaser 
complained that “he recently re- 
sponded to the firm’s radio adver- 
tisement and agreed to purchase a 
1951 Mercury sedan for $1,051. 

“His bill of sale includes the 

statement ‘Full Exchange Privi- 
leges.’ The complainant alleges 
that he was unable to effect an 
equitable exchange to another 
car.” 

Checking on the complaint, the 
Chicago BBB had one of it’s rep- 
resentatives shop three specific cars 
at about the same time the com- 





change to any of these three 
machines, with the following re- 
sults: 

“A 1953 Chevrolet, priced at $950 
to bureau shopper, $1,450 to com- 
plainant. 

“A 1952 Chevrolet, quoted at $950 
to bureau shopper, $1,250 to com- 
plainant. 


“A 1951 Ford, offered to the| time of the complainant's 


bureau shopper at $700, to the com- 








quested an explanation. This is ‘he 
report they make public: 


“Wolf claimed the bureau i»- 
vestigator probably was sized ip 
as a ‘floater’ and was offer d 
‘low-ball’ prices in order to gt 
rid of him.” 

The complaint concludes: “W olf 
offered no adequate response when 
asked whether, if a prospect 
agreed to buy at such a ‘low-ball’ 
figure, he then would be ‘bushed’ 
up to the actual price at which 
his firm would sell the car. 

“Wolf agreed to make the com- 
plainant an equitable exchange, but 
refused to admit that the com- 
plainant had been ‘bushed.’ (At the 
purchase, 
the ‘average retail price’ for the 


painant as an even exchange for most expensive model 1951 Mercury 


his $1,051 Mercury. 
“The complainant further alleged 


| he was ‘bushed’ $300 on the original 


transaction, maintaining that he 
understood he was buying the Mer- 
cury for $650 and his trade-in. He 
contended he was then induced to 
take out a $300 small loan which 
was not deducted from the $650 


| unpaid balance.” 


The Report continues that the 
Chicago Better Business Bureau 
contacted William Wolf, owner of 
Chicago-Laramie Motors — and re- 


HERE ARE THE FACTS: 


There’s been talk recently about the total daily circulation 
of some Chicago newspapers. So, a fresh look at the cur- 
rent post war trends of Chicago dailies seems in order. 







TMA US 
We 


TR yd 


DAILY 
AMERICAN 


DOWN 27,273 


TRIPLE STREAK Saturday 


DAILY 


yess 
DOWN 





TRIBUNE 
DOWN 


115,963 | 118,994 


(Source: ABC Publishers’ Statements for 6 month periods ending March 31, 1946 and 1955.) 


A.B.C. stands for the Audit Bureau of Circulation which is the official and independent or- 
ganization dealing with circulation figures of newspapers and other media. The figures reported 
here are derived from sworn statements of circulation made to the A.B.C. by each paper. 


BASE 
YEAR 


DAILY 


*Sun-Times is for 1948, 
the first comparable 
statement after merger. 


Daily News... Up... 63,571 


The Triple Streak Saturday Daily News—born March 3, 1951—shows a circula- 


tion Up of 63,571 in its 4-year post-birth era. 


(Source ABC Publishers State- 


ments for periods ending March 31, 1952 and 1955.) 


CHICAGO DAILY NEWS 


Chicago’s Growing Newspaper . . . Planning an $11,000,000 Expansion Program 


was $645, not the $1,051 paid by the 
complainant.) 

“The Report. Dec. 14, 1953, out- 
lined some of the Chicago Better 
Business Bureau’s previous expe- 
riences with Chicago-Laramie Mo- 
tors. Vigorous exception was taken 
to the firm’s classified advertising 
offering ‘UNCLAIMED’ used cars. 
Wolf ‘explained’ some purchasers 
had failed to ‘claim’ automobiles on 
which deposits were paid.” 

Because of its possible far- 
reaching affect in the automobile 
field, the Chicago BBB also re- 
printed an article from Baton 
| Rouge, La., citing a dealer there 
who was found guilty of com- 
mitting a similar offense. 

In its “box score” for the auto- 
mobile division, the Better Business 
Bureau reported that approximately 
87,650 advertisements had been 
checked. It made 1,534 shopping 
investigations and action was taken 
on 1,622 of advertisements checked. 

There were 2,017 inquiries, 1,513 
complaints and 54 articles pub- 
lished in The Report. “Corrections” 
published, telecast or broadcast 
| were 36. These statistics are from 
June 1, 1954 to May 31, 1955. 

Summed up the BBB had this to 
say to prospective buyers: “Know 
your dealer. When you hear a lot 
of TV and radio ‘giveaways’ BE- 
WARE! Look for a copy of the 
| exchange privilege mounted where 
it can be readily seen.” 


Nashville Dealer 
Says Profits Dip 
As Sales Climb 


NASHVILLE. Despite a 7.8 
percent rise in Davidson County 
new-car registrations this year, a 
Nashville dealer last week said 
dealers’ profits here had sunk to 
jan alltime-low of 2 Percent or less 
on investment. - 

He blamed the factories for the 
terrific competition and resultant 
| cut-price selling. 

“The factory never cuts prices to 
us a penny,” he declared. “On the 
other hand, it goads and gouges us 
into competitive situations deliber- 
ately designed to force us to do 
business at any price or close up. 

“This includes putting a volume- 
minded dealer in competition with 
one who has been doing a good job 
but not handling great volume,” he 
said. 

County figures showed 98,819 new- 
car registrations in Davidson 
|County through Sept. 17. A year 
|ago there were 91,540 through Sep- 
| tember. 


Willys Sales Unit 
‘Moves to Chicago 


— Shifting of Willys 


TOLEDO. 
Motors central sales division head- 
|quarters from the main plant in 
Toledo to Chicago and the appoint- 
ment of a new Chicago zone mana- 
ger have been announced by Hick- 
man Price jr., vice-president in 
charge of sales. 

Harold J. Hoffman, zone man- 
| ager in Minneapolis, has been 
named to succeed T. R. Evans as 
|Chicago zone manager. 
| Charles W. Grinstead, central 
| division manager, and Earl D. 
| Studer, newly appointed assistant 
| central division manager, are trans- 
| ferring divisional offices to Chicago. 
The central division covers Chicago 
| Detroit, Minneapolis, Kansas City, 
Cincinnati and Dallas. 





Dicks Moves Dealership 


George Dicks, formerly at Etna 
Pa., is the new Cadillac dealer a 
| University Park, Pa. 


| 














This new type of railway 
car is designed for maxi- 
mum protection of steel 
coils. It is being used 
experimentally by 
Great Lakes Steel. 





Another order receives individual attention as sheets of steel 
are wrapped with a waterproof covering and banded to meet 
the customer’s specifications. 


Steel coils (below) are securely blocked on a truck and trailer at 
Great Lakes Steel. Heavy tarpaulin cover is provided by truckers 
as standard equipment for additional protection. 
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The emphasis on quality at every stage of production 
at Great Lakes Steel extends right on through to the 
Delivery Department. There, careful attention is given 
to handling and packaging each coil and bundle to 
make sure that the customer receives his order in 


prime condition. 


The Delivery Department has another important respon- 
sibility, too. It must see that our products reach each cus- 
tomer in ample time to meet his production schedules. 


For quality with service—that extends all the way from 
the beginning of our operations to the end of yours—call 
on Great Lakes for your flat-rolled steel requirements. 


GREAT LAKES STEEL CORPORATION 


Ecorse, Detroit 29, Michigan « A Unit of 


NATIONAL STEEL — Wey Tah VEL. 





District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand Rapids, 
Houston, Indianapolis, Lansing, Los Angeles, New York City, Philadelphia, 
Pittsburgh, Rochester, St. Louis, San Francisco, Toledo, Toronto. 









By Leo T. Parker 
Attorney at Law 


| THE past the higher courts 
have generally held that an au- 
tomobile dealer may recover from 
any present possessor, the posses- 
sion of an automobile he sold to a 
person who gave in payment a 
worthless check, provided the 
dealer withheld delivery of the cer- 
tificate of title until the check was 
However, according to a higher 
court decision last 
month, this usual law is not ef- 
fective if the testimony shows 
that the automobile originated in 
a state where no certificate is 
and further that the 
seller gave the buy a bill of sale. 
For illustration, in Central Mo- 
tor Co. v. Moore, 276 8. W. (2d) 
754, the testimony showed facts, 
as follows: 
The Central Motor Co., Nashville, 
Tenn., purchased a Cadillac auto- 





Lawsuits Affecting Dealers... 
Court Decisions 


Purolato . or Oc 
ist (National we by 9 ov 
cing) —_--" 
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mobile from Earl W. Fletcher, a 
resident of the State of Georgia. 
* 


Bill of Sale Drawn 


car bore a Georgia license 

tag but, Georgia being a “non- 
title” state, no state approved cer- 
tificate of title was required of the 
seller in that transaction. A bill of 
sale, however, was executed by 
Fletcher to the Central Motor Co. 

Later the Central Motor Co. sold 
the automobile to one McDonald 
who issued, as payment, to the 
Central Motor Co. a check for 
$3,435 drawn on a bank. 

McDonald then stated that he 
needed a bill of sale for his pro- 
tection in case he should be 
stopped on the highway by the 
police. 

Then the Central Motor Co. exe- 
cuted and delivered to McDonald 
a bill of sale purporting to give him 
title. 

In later litigation the manager 


r 


of the Central Motor Co. testified 
that he felt safe in this because 
McDonald could not get a certifi- 
cate of title from the State until 
after the check had cleared the 
bank, and could not sell the car 
without such certificate. 
a 


Resold at Auction 


ene immediately drove 
the Cadillac to Cleveland, 


Tenn., and there entered it in a} 7 


public auction of used cars regu- 
larly conducted in Cleveland. It 
bore a Tennessee “drive-out” tag. 

At the sale McDonald announced 

that the Cadillac was a Georgia 
car or a “no title” car, meaning 
according to trade usage that it 
was a car from a state which did 
not require a state issued certifi- 
cate of title. 

One Moore having seen the bill 
of sale from Central Motor Co. 
to McDonald placed the high bid 
and issued his check to McDon- 
ald for $3,275 which was paid. 

Finally when the $3,435 check 
given to the Central Motor Co. by 
McDonald was returned unpaid by 

the bank, the Central Motor Co. 
filed suit against Moore to recover 
possession of the Cadillac on the 


Mechanical Mates— 
The only husband-wife team ever en- 


rolled in Electric Auto-Lite Co.'s service 
school in Toledo listens while William 
Selb explains the intricacies of an auto- 
motive ignition system. Mr. and Mrs. Nor- 
man long, who jointly operate Long's 
Garage, Troy, O., are taking the three- 
week course so that they can specialize 
in ignition repair and maintenance work. 


grounds that McDonald had no 

certificate of title and could not 

give good title to Moore. 
Nevertheless, the higher court 





that §-P-E-L-L-§ greater-than- 
ever Purolator Profits! 


there will be Purolator display material telling 


Starting at once... 
Nation-wide magazine advertising! 


Bleed pages in the Saturday Evening Post (the 
first will run September 17th) . . . adapts in Look, 
Collier’s, Popular Science. 

These powerful ads will tell the story of terrific 
strain put on cars and equipment—hour-after- 
hour high speed in biting dust and dirt. 90% of 
the events are run on dirt tracks . . . bring home 
to readers the tremendous superiority of the 
Purolator Micronic. 


Starting at once... 
Nation-wide point-of-sale advertising! 


Wherever there are NASCAR races .. . 


wherever 


motorists drive in for gas and oil and car service, 


**Purolator’’ and *‘ Micronic,’’ Reg. U.S. Pat. Off. 


PUROLATOR PRODUCTS, INC., Rahway, New Jersey and Toronto, Ontario, Canada 


..- America’s No 1 GUL FILTER 


motorists about the Purolator Micronic—its mag- 
nificent Nascar performance—its tremendous 


highway efficiency. 
WHAT'S IN IT FOR YOU? 


Plenty! Here is the most powerful, most convinc- 
ing proof of filter superiority ever offered! And 
it’s all Purolator’s . . . No other manufacturer can 


touch it! 


Dramatic, packed with human interest, factual 
Purolator’s new NASCAR program will TELL-AND- 


SELL trade and public alike! 


Actually, Purolator’s program will increase your 
sales . . . help you sell MorE PuROLATORS AND 
More Or. . . . Now—AND From Now On! 


For Fu Prorits tie in a FULL 100%. Write, 


wire or phone for information. 
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held that the Central Motor Co, 
could not recover possession of the 
automobile from Moore, 
McDonald had received from «he 
Central Motor Co. a notarized il] 
of sale which Moore had seen. “he 
court said: 7 
* 


Title Lost to Dealer 


a aanare (Central Mo:or 
Co.) being a dealer, was t:us 
relieved of the necessity of obts in- 
ing a certificate of title and «he 
car having been purchased from a4 
non-resident who was not required 
to have a certificate of title, obvi- 
ously there was no old certificate 
upon which to note an assignment 
to McDonald.” 

This court, also, explained that 
Moore was not negligent in rely- 
ing upon the bill of sale given by 
the Central Motor Co. to McDon- 
ald and that the absence of a cer- 
tificate of title was not sufficient 
to deprive him of the rights of 
an innocent purchaser for value 
and without notice. In this re- 
spect the court said: 

“It igs our opinion that, title 
passed when complainant (Central 
Motor Co.) executed and delivered 
. — bill of sale to McDon- 


Stephens-Peck Publishes 


New Section on Liens 


Stephen-Peck, Inc., Salt Lake 
City, publishers of Peck’s Auto 
Title Book, has issued a new sec- 
tion dealing with auto liens. The 
firm said that a great many 
changes have been made in the 
various title laws. 

The section includes all states 
and the District of Columbia. 
Stephens-Peck said more new 
sheets will be issued later that 
“may clarify another subject on 
titles.” 


Kentucky Dealers 
Urge Factories 


To Halt Price Ads 


LOUISVILLE. — The Kentucky 
Automobile Dealers Assn. has rec- 
ommended that NADA’s advertis- 
ing ethics committee request fac- 
tories to discontinue advertising 
which has to do with the retail 
price of new automobiles and 
trucks, “either directly or indi- 
rectly.” 

The action was taken at a meet- 
ing of KADA president C. E. 
Brents, Lebanon; Orville R. Har- 
rod, Frankfort, state NADA direc- 
tor; W. H. McLean, president, 
Greater Louisville Automobile 
Dealers Assn., and local KADA 
directors. 

In an advertising report to Frank 
H. Yarnall, NADA president, the 
group declared that unethical] ad- 
vertising in Kentucky is almost 
entirely confined to three areas. 
They said Better Business Bureaus 
in the areas had been alerted and 
had been promised KADA coopera- 
tion in combating the situation. 

Carl O’Daniel, O’Daniel Motors 
Inc., Louisville, was named to the 
state and national “make” com- 
mittee to represent Studebaker 
dealers, and KADA’s annual mem- 
bership drive was scheduled for 
Nov. 14-19. 


Increased Demand 


For Oil Outlined 


DALLAS. — U. S. producers are 
going to find it “increasingly diffi- 
cult” to keep up with the petroleum 
demand over the next 10 to 20 
years, according to Albert L. Nick- 
— president, Socony Mobil Oi! 





Speaking last week before the 
Texas Mid-Continent Oil and Gas 
Assn., Nickerson noted that con- 
sumption of liquid hydrocarbons 
last year amounted to about 7,750,- 
000 barrels a day and predicted 
that 1955’s figure would be 8,300,- 
000 barrels—an increase of more 
than 7 percent. 

By 1960, he estimated, the figure 
would rise to 9,700,000 barrels; in 
1965 to 10,700,000, and in 1975 ta 
12,250,000. 


Avery Pontiac Expands 
F. E. Avery Co, (Pontiac) has 
acquired the property formerly 
owned by Oty-McGee, Inc. (Pon- 
tiac), in Columbus, O. 
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ANOTHER 





WORLD-TELEGRAM and SUN 


i Zs 


AVERAGE DAILY CIRCULATION 


OVER THE SAME PERIOD LAST YEAR FOR A NEW TOTAL OF 


910,275" 


(6 MONTHS mA SEPTEMBER 30, 1955) 


GAIN after GAIN after GAIN! 


This circulation increase is the third in a row 
over the same period of the previous year... 
and the largest of the three! 


=| New York World-Ielegram 
Che siete Sun = 


125 BARCLAY STREET, NEW YORK 15, N. Y. « BARCLAY 7-3211 + Or Scripps-Howard General Advertising Offices: 230 PARK AVE., NEW YORK CITY + CHICAGO « SAN FRANCISCO « DETROIT « CINCINNATI » PHILADELPHIA » DALLAS 

















*5-day average net paid, 
as filed with the ABC, 
subject to audit. 
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Transporters Discuss 
Accident Prevention 


By Joseph M. Callahan 
Staff Writer 


A transporters can greatly 
improve their safety records if 
they will carefully analyze their 
accident reports each month, ac- 
cording to W. H. Boutell, vice- 
president of F. J. Boutell Drive- 
away Co. 

Speaking at an accident preven- 
tion conference at the 21st annual 
convention of the National Auto- 
mobile Transporters Assn. in De- 
troit, Boutell said his firm care- 
fully studied claim reports to 
learn which drivers were most 
often involved, which equipment 
was most often involved and 
which area had the greatest inci- 
dence of accidents. 

The conference was called the 
most successful in NATA’s history 
and it was the first in which top 








management, rather than the safety 
directors only, participated. 

Also speaking at the conference 
were Mrs. H. G. Arthur, chairman 
of Arco Auto Carriers; Parke W. 
Davis, president of Hulbert For- 
warding Co., and Lloyd Lawson, 
president of E. & L. Transport Co. 
Moderator of the panel was Prof. 
D. A. Weaver, of Purdue Univer- 
sity. : 

Boutell said his company made 
@ great effort to reduce man- 
power turnover because new 
drivers have more accidents. 


Declaring that most costs for the 
various carriers are about equal, 
he said safety was the one area 
in which a company could boost 
its profits above its competitors. 

Boutell later added, “We have 
great faith in our safety incentive 
program. In 1954 we spent $37,000 





Newest Addition to Disneyland— 


This new Cadillac ambulance with custom body by Superior Coach Corp., Lima, O., 
will serve the 60-acre Disneyland, Anaheim, Calif., where some 13,500 persons visit 
every day. Richard Crane, Crane Ambulance Service, Fullerton, Calif., accepts the 
keys from J. H. Shields, Superior president. 





for driver safety awards. And we 
got back $5 for every $1 spent o 
incentives.” . 

Mrs. Arthur urged the trans- 
porters to pay more attention to 
the drivers’ wives, so that they can 
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be enlisted in the fight to improve 
safety. 

She said that one of the most 
pressing needs now was that top 
caliber men be attracted to the 
safety director posts of the trans- 
port companies. 

She added, “A safety director 
should be informed of the money 
that is saved through safety so that 
he can better appreciate the im- 
portance of his job. And the safety 
director should be brought into top 
management.” 

Lawson told the NATA execu- 
tives that they were “slipping in a 
lot of places in regard to safety.” 

Lashing out at the accident- 
prone driver, he stated, “These 
men must be kicked right out of 
the industry. Many safety direc- 
tors, when questioned about a 
man they fired, are likely to say, 
‘Oh, he was a pretty good fellow, 
so I won’t hurt his reputation,’ 
and they don’t make full reports 
on these drivers.” 


Lawson also asserted that man- 
agement should let the drivers 
know they are being watched. 

Describing what he expects in 
his safety director, Davis said a 
safety director must be well trained 
—he must be able to understand 
and teach human relations. 

“And I want a man that works 
for safety 24 hours a day and 
every day in the year,” he said. 

Davis said a good safety director 
will sell his safety to the union. 

“I can’t go along with people,” he 
said, “who claim that the union 
interferes with their safety pro- 
grams. The union people want to 
save lives just as badly as we do.” 

He concluded by saying that a 
safety director is one of the foun- 
dations on which a sound bus- 
iness must be built. 

Lest it be concluded that acci- 
dents are common among the 
transporters, Richard Beiser, NATA 
general manager, said drivers in 
the auto transport industry have 
driven for 30 consecutive months 
with an accident ratio of less than 
one accident per hundred-thousand 
miles of driving, during which time 
they have driven 1,627,060,095 miles. 


* * * 


State Inspection 
Proposal Meets 
Mich. Opposition 


Michigan’s Gov. G. Mennen Wil- 
liams has a 14-point traffic safety 
program ready for the Legislature 
to consider at a special session this 
fall, but some of the ideas already 
are meeting opposition. 

A’ proposal for compulsory auto 
inspections at local garages was at- 
tacked last week by E. S. Matche- 
son, general manager, Automobile 
Club of Michigan. 

He said the people of Michigan 
“will never stand for the abuses 
which have been shoved off on the 
motorists of Pennsylvania.” 

According to James M. Hare, sec- 
retary of state and author of the 
program, it is being proposed that 
Michigan set up a system modeled 
after one in Pennsylvania where 
10,000 garages are licensed to in- 
spect cars. Several legislators have 
told the governor they feared such 
a system would lead to cheating of 
the public by unscrupulous garage 
owners. 

Principal points of the Williams 
plan are: Driver licensing by Civil 
Service employes instead of sheriffs 





and local police, addition of 209 
State Police for highway pe rol, 
compulsory inspection of autos 
every six months, grants to schools 


for driver education and to coun- 7 


ties for sheriff's road patrol: a 


crackdown on bad drivers and es. | 


tablishment of a traffic safety de- 
partment at Michigan State (/ni- 
versity. 


Fears Road Toll 
May Prove ‘Fatal’ 
To Auto Industry 


The possibility of industrial auto 
manufacturers going out of busi- 
ness completely on this continent 
has been suggested by D. C. Gas- 
kin, president of Studebaker-Pack- 
ard Corp. of Canada, speaking at 
Hamilton, Ont. 

Gaskin, in an 
address before the 
Wentworth divi- 
sion in Indus- 
trial Accident 
Prevention Assns,, 
warned that a4 
continuance in the 
rate of climb of 
motor vehicle fa- 
talities might 
force such a situ- 
ation. 

“If we continue 


D. C. Gaskin 
to kill at the rate we are, we're 


going to go out of business,” Gas- 
kin declared. He added that it was 


a “serious condemnation” of the in- | 
dustry that more persons died in | 


auto accidents than in all wars 
since the American Civil War. His 
remarks referred to U. S. statistics. 

In a milder tone, Mr. Gaskin said, 
“that is a lot to kill, but it isn’t all 


our industry’s fault—its very much | 


the fault of the man behind the 
wheel. We only supply the tools, 
you do the job.” 

He listed numerous safety im- 
provements made since the first 
cars. 


He spoke only briefly of the cur- 7 
increasing motor = 
Gaskin said that he 7 
personally was not in favor of the © 


rent trend of 
horsepower. 


move. 


o_o Offer 
Writing Awards 


The American Trucking Assns. 
Foundation has announced a series 
of annual awards for outstanding 
journalistic contributions to the 
improvement and use of highways. 

Cash awards will be made for 
published work in three categories 
— genera] circulation and farm 
magazines, daily newspapers and 
weekly newspapers. First prize in 
each category will be $2,500, second 
$700 and third $300. 

The 1956 judging will cover arti- 
cles published from July 1, 1955, to 
June 30, 1956. Entries will be ac- 
cepted from Jan. 1 to July 10. 

The awards are named for Ted 
V. Rodgers, who founded ATA in 
1933, and are made possible by a 
grant from Trailmobile, Inc., Cin- 
cinnati. 





1956 Hy-Fire V-8— 

The new Hy-Fire V-8 engine for 1956 
Plymouths, above, was shown to the pub- 
lic for the first time at the National Drag 
Championship Races, Great Bend, Kans. in 
addition to the preview, Plymouth enci- 
neers conducted a_ safety-performance 
clinic for contestants in the showroom >f 
George Parrish, Great Bend dealer. Shown 
at the clinic are, from right, Robe:t 
Anderson, Plymouth’s chief engineer; Re»- 
ert Cahill, Plymouth motor engineer; spe~- 
tator, and Parrish. 
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MONTREAL. — In a survey of 
gme of the factories affecting the 
future auto market in Canada, 
the Monthly Review of The Bank 
of Nova Scotia concludes there 
are a good many reasons for antic- 

ng an annual future demand 
at least as high as the more than 
300,000 unit average of the last five 


rs. 

This view is based on the as- 
sumption that employment. and 
incomes continue to rise. How- 
ever, noting that most of the 
cars now on the road are fairly 
new and that consumers can 
postpone buying if they wish, the 
Review cautions that such a gen- 
eral estimate of the future 
market cannot be taken as a 
forecast of any particular year 
ahead. 

In examining postwar sales, the 
Review observes that at the end 
of 1954, there were almost 2,700,000 
cars registered, more than twice 
the 1,200,000 registered at the end 
of 1946. 

Over the same period, the U. S. 
registrations increased from 28) 
million to 48 million, a rise of 71 
percent. 

However, in terms of density (the | 
number of cars per 1,000 people), | 
the Canadian car population still | 
ig 15 years behind that of the US.) 
At the end of 1954 there were 177 
cars per 1,000 persons in Canada 
compared to 296 per 1,000 in the 
United States. 

Nearly 2,150,000 new cars have 
been sold in Canada since 1945, of | 
which 84 percent were produced 
domestically. Whether the high rate | 
of sales of the past few years can | 
be maintained depends upon the 

* combined requirements for replace- 
"ment and for filling the new de- 
mands of a growing population | 
with higher incomes. } 
It is pointed out that replace- | 
7 ment demand depends upon the 
» rate at which old cars are scrapped, 
and that one of the most important 
influences on the future rate of | 
scrappage is the age of present 
cars. 

About 80 percent of all cars 
registered at the end of 1954, 
were less than nine years old. 
Almost all the rest, amounting | 
to more than 500,000 cars, were 
built before 1942. According to 
the Review, most of these cars 
probably will be scrapped within 
three years. 

Withdrawals of pre-1942 models | 
at a rate approaching 150,000 cars 
a year, together with the scrapping 
of some postwar cars, indicates a 
trate of scrappage of 150,000 to 
200,000 a year in the next few 
years. In five or six years, the 
scrappage rate might be 225,000 or 
more, because of the wearing out 

| of postwar cars. 

Apart from replacement needs, 
the Review observes, a consider- 
able part of total car sales in the 
last few years has been attribut- 
able to expansion in the economy. 
Population growth and income 
growth are the most important 
factors bearing on the demand for 
additional cars. 

The average annual increase in | 
the number of persons in the car- | 
buying population (aged 20 to 75) | 
has been 143,000 a year since the 
war. The number entering the 20-24 
year age group will not show| 
Much increase for a few years. | 
However, when the higher birth | 
Tates of the wartime and postwar | 


Grounded 


Wing Designed to Keep 
Autos on Road 


WASHINGTON.—A Georgia mo- 
tel operator has patented a safety 
» Wing for automobiles which, he} 
) Says, is designed to keep them from | 
overturning in high winds. 
James R. McInnis, Brunswick, 
Ga, calls his invention an airfoil. 
It's a shaped metal plate under the 
chassis, running back from the| 
front bumper nearly half the car’s| 
length. é 
He says it creates a helpful suc- | 
tion at high speeds, increases pres- 
sure on the road without adding 
5 Weight and gives a light vehicle the | 
§ SMocth-riding characteristics of a 
S heavy car. 











Canada Market Bright 


Employment, Incomes Rising; Continued 


Annual Sales of 300,000 Seen 






years take effect, there will be a 
sharp increase in the number of 
young persons entering the car- 
buying population. 

The Review says the most im- 
portant cause of the increase in 
demand in the past few years has 
been the shift of very large num- 
bers of persons into a range of 





Cadillac Sales Record 


Claimed by Lone Star 


DALLAS.—A Dallas sales rec- 
ord was established by Lone Star 
Cadillac Co. during August, when 
the firm sold 97 new Cadillacs in 
a 30-day period, according to W. 
D. DeSanders, president. 

“That is the most Cadillacs that 
Lone Star has ever sold in a 30- 
day period, or that any Dallas 
Cadillac dealer has sold in a 
similar length of time,” said 
Edgar Giles, sales manager. 








REPUBLIC’S NEW 


income where car-buying becomes 
feasible. 





It is estimated that the number| 


of individuals earning more than |” 


$4,000 a year has doubled since 1942 
and increased by 230,000 since 1951. 
A large number now are on the 
threshold of car market, and a 
further increase in income would 
carry them into the car-buying 
range. 

In looking at the possible future 
scope of the Canadian car market, 
the Review observes that the re- 
cent American past is perhaps the 
best guide. For if there is any as- 


which Canadians and Americans 
|are more alike than another, it 
is in the genera] determination to 
own an automobile. 

In the mid-1950s Canadian per- 
capita incomes were just about at 
the level reached in the U. S. in 
1939, and the density of the Cana- 
dian car population was very similar 
to what it was in the U. S. at the 
same level of income. 

Therefore it seems reasonable 
to suppose that further growth in 
the average Canadian income will 
be accomplished by a density of 
cars similar to what already has 
|been experienced in the U. S. at 
comparable income levels. 








USE BERGER’S FREE 


PLAN-O- 
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Your local Republic-Berger representative offers an ex- 


clusive parts 


epartment Plan-O-Graf service. With the 


Plan-O-Graf system, he scientifically lays out your depart- 
ment to bring all parts into true sequence with your factory 
stock list. He furnishes the factory-approved economical 


Berger standard steel units you nee 


and handles all in- 


stallation details. Send coupon for more information. 








pect of consumer behaviour in| 


FLEXI-BILT PARTS BINS 
CAN NEVER BECOME OBSOLETE 


That’s because the easy shelf adjustment, an exclusive development of 
Republic’s Berger Division, permits complete flexibility for maintaining 
an up-to-date inventory. As stocks change, shelves can be rearranged ac- 
cordingly—én seconds. Simply lift, pull and reposition. No tools, no bolts, 
no clamps are needed. Constructed entirely of steel. Can be used singly or 
bolted together in combination. Send coupon for specifications and prices. 











San Gabriel Valley Aids Driver Training— 

Howard Mongold, general manager of San Gabriel Valley Motors, San Gabriel, 
Calif., left, turns over keys and new-car literature for two dual-control Mercury 
Montereys to John A. Nylan, Alhambra Evening School principal, and Arthur H. 
Kruger, San Gabriel High School principal. The cars will be used in driver-education 
classes at the schools. 








Here’s convertible shelving for bulky parts... 


It’s another exclusive by Berger. This clip-type Convertible Steel Shelv- 
ing combines heavy-duty construction with complete flexibility. 


Able to sapport tremendous loads, shelves can be quickly readjusted to 
suit specific needs. Simply position clip at desired shelf height, then 
fasten securely with % turn of stud. Call your nearest Berger sales office. 
Or send coupon for specifications and prices. 
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Gas Heater, 4-Door Hardtops Offered . . . 


Chrysler Boosts Power, Brakes 


What's New: 


fins . . . push-button automatic 
transmission . . « Hi-Fi record 
player .. . four-door hardtops 
. » » safety door latches ... top 
compression of 9 to 1 and top 
horsepower of 280... self- 
regulating clock. 
* * + 
MORE powerful engines, four- 
door hardtops and safety fea-.. 
tures are included in the 1956 mod- 
els which Chrysler dealers will 
display in their showrooms Friday 
(Oct. 21). 

Other attractions are longer- 
wearing brakes, tail fins and an 
aircraft-type gas heater, plus the 
push-button automatic transmis- 
sion and Hi-Fi record player 
which are f on all five 
Chrysler Corp. lines for 1956. 


Chrysler has boosted the horse- 
power of both its engines for 1956. 
The FirePower V-8 in the New 
Yorker series will deliver 280 horse- 
power (250 last year) and its com- 
pression has been hiked to 9 to 1. 
Displacement is 354 cubic inches; 
bore, 3.94, and stroke, 3.63. 

Compression of the Spitfire V-8 
in the Windsor series now is 8.5 to 
1 and horsepower has climbed from 
188 to 225. An optional power kit 
will increase the rating to 250. 

7 * * 


Other Spitfire specifications are dis- 
placement 331 cubic inches; bore, 
3.81, and stroke, 568. 


WELVE motile ‘ re available, 

six in each series. The four-door 

hardtop joins the Nassau, St. Regis 
* * * 





Tail Fins for Chrysler— 


“Flight-swept" rear fenders give the 
1956 Chrysler a tail-fin effect. Power 
brakes and automatic transmission are 
standard in the New Yorker series. The 
automatic transmission features Chrysler 
Corp.'s new push-button control. 





Six Hardtops for 1956— 


The Chrysler Windsor Newport pictured above is one of six hardtops, including 
two new four-door models, in Chrysler's 1956 line. Seventeen solid colors and 135 
color combinations are offered. Hi-Fi record players are available as optional equip- 


ment on all 1956 Chrysler models. 





Indonesia Industrialist Tells .. . 


Germany's Credit Lures 


DETROIT.—The resurgence of 
West Germany as an ind 
power is being felt by U.S. auto- 
motive interests. 

In Indonesia, according to M. N. 
M. Hasjim Ning, president, N. V. 
Indonesian Service Co. Jakarta, 
German competition is threatening 
U.S. exports through long credits. 

Furthermore, Hasjim Ning said 
during a visit to the U.S. the 
Germans are advancing foreign 


Tubeless Tires 
Seen Standard 
On Trucks Soon 


HARRISON HOT SPRINGS, B.C. 
—Tubeless tires soon will be stand- 
ard equipment on new trucks, it 
was predicted last week by Joseph 
B. Powers, manager of truck, bus 
and farm tire sales for B. F. Good- 
rich Co. 


Addressing the 33rd annual meet- 
ing of the Wi&shington Motor Trans- 
port Assn., he said, “Our company 
started shipping tubeless tires in 
September for use on 1956 model 
trueks.” 

Powers said tubeless tires will 
one day be used on practically all 
wheeled vehicles. He recalled that 
many persons considered them a 
fad when they were introduced in 
1948. 

Calling for all government units 
te work together to modernize 
street and hway systems, Pow- 
ers said that U. S. highways, facing 
@ po tion of 69 million vehicles 
by , are becoming a public lia- 
bility that will get worse as time 
goes on. 


exchange capital required for 
plant operations and expansions. 

In his view, American manufac- 
turers must do something toward 
competing with European credit 
terms or it will be difficult for their 
Indonesian representatives—such as 
himself—to maintain a competitive 
position. 

Indonesian Service deals in Dodge 
products and those of Willys- 
Overland Export Corp., Toledo. The 
firm assembles trucks and jeeps 
using U.S. methods and has 4,964 
on its payrolls. Hasjim Ning is 
interested in seeking capital in the 
U.S. to build an automotive manu- 
facturing plant. 


He cited one German firm 
which not only advanced foreign 
exchange capital of $10 million 
for automotive manufacture but 
also extended long term credit. 

This money, and other funds 
from Germany, said Hasjim Ning, 
will be used for automotive manu- 
facturing plants as well as assembly 
points. 

He added that it is possible that 
the Indonesian import control regu- 
lations eventually will allow only 


importations that will add to the| COTP 


local industrial program. 


Hasjim Ning’s uncle is vice- 
president of Indonesia. He 
expressed concern about observ- 
ing a “considerable hesitation” 
when he discussed credits with 

|. S. bankers. 

“Why can a country (Germany) 
that not too long ago was practi- 
cally bankrupt be able today to 
finance with long-term credits most 
anything exportable whereas such 
a country as the U.S. is seemingly 
not able to meet such competition?” 
he asked. 


and two Newport two-doors in this 
style. Other bodies in each series 
are the four-door sedan, convertible 
and Town and Country wagon. 

The Chrysler 300 for ’56 will be 
introduced later with a redesigned 
engine. 

Styling changes include the 
tail-fin effect of the new “flight- 
swept” rear fenders, new tail 
lights protected by a “brow” 
jutting out from the fender and 
redesigned grille which accentu- 
ates the car’s “horizontal” line. 

The 1956 models are available in 
17 solid colors and 135 color com- 
binations. 

The new aircraft-type gasoline 
heater, offered as optional equip- 
ment on all models, uses a separate 
fuel pump and ignition system. The 
company says it delivers air at 100 
degrees in 15 seconds and can melt 
ice rapidly with a blast of 200- 
degree heat. 

*- - * 

HRYSLER CORP.’S new Life- 

Guard door latch is standard 
on all models. Featuring interlock- 
ing pieces of heavy-gauge steel on 
both door and striker, it minimizes 
the possibility of doors flying open 
on impact. 

Another safety feature is float- 
ing-shoe center-plane brakes. 
Pedal effort is said to be 25 per- 
cent less than for conventional 
brakes. The design gives up to 
20,000 more miles of brake lining 
wear, Chrysler says. 

Redesigned power brakes and a 
self-regulating electric mechanical 
clock, which automatically compen- 
sates for error each time it is set, 
are standard on New Yorkers and 
optional on Windsors. 

All models have new 12-volt elec- 
trical systems and improved wind- 
shield wipers. The company says 
the wipers will clean 10 percent 
more area than last year. 

+ ad * 
OWERFLITE automatic trans- 
mission, standard on all New 

Yorker models. offers push-button 
selection of driving range. The con- 
trol box projects from the instru- 
ment panel to the left of the steer- 
ing column. This feature is standard 
with all Chrysler Corp. automatic 
transmissions for 1956. 

The Highway Hi-Fi record 
player, another Chrysler innova- 
tion, provides up to 45 minutes of 
uninterrupted music from each 
side of special seven-inch records. 

Six records are furnished with 
each installation and the purchaser 
can pick from a group of 35 disks. 


Auto Old Timers 
To Honor SAE 
On 50th Birthday 


NEW YORK.— The Automobile 
Old Timers will award a commemo- 
rative scroll to the Society of Auto- 
motive Engineers, saluting the SAE 
on its 50th anniversary. The pres- 
entation will take place Oct. 28 at 
the Old Timers’ 16th anniversary 
dinner. 

C. G. A. Rosen, SAE president, 
will accept the citation. Guest of 
honor and principal speaker will 
be Charles F. (Boss) Kettering. 

Col. W. F. Rockwell, Old Timers 
president, said the staff of Life 
magazine will present a stage show 
based on the first Glidden tour in 
1905. 

Other distinguished service cita- 
tions will be awarded to Postmas- 
ter General Arthur E. Summerfield; 
L. L. Colbert, Chrysler Corp. presi- 
dent; Paul Garrett, public relations 
vice-president, General Motors 
; Pyke Johnson, past presi- 
dent of the Automotive Safety 
Foundation; F. C. Crawford, board 
ehairman, Thompson Products Inc., 
and Mrs. Mary D. Allen, accredited 
as being the nation’s first woman 
automobile dealer. 


Schwartz in New Deal 


Howard Motors, Inc., (DeSoto- 
Plymouth), has opened at 5711 S. 
Western Ave., Chicago. Michael 
Schwartz, a past president of the 
Greater Chicago Automobile Deal- 
ers Assn., is president of the new 
company. 





Imperial's Control Room— 


Here are some of the automatic features of the 1956 Imperial. At left is the power. 


window control panel and the push-button automatic drive selector. 


player, offered as optional equipment, is shown at right. Power steering, brakes, seat 
and windows and | automate drive are standard on all impertel models. 
* 


Longer 56 Imperial Goes 
On Public Display Friday 


What's New: 

Concealed exhaust pipes .. . 
four-door hardtop .. . increased 
wheelbase and overall length .. . 
improved power brakes .. . 12- 
volt electrical system .. . “in- 
stant” gasoline heater . . . self- 
regulating clock . . . push-button 
automatic transmission ... Hi-Fi 
record player ... transistor radio. 

om * * 


yw 1956 Imperial, luxury car of 
the Chrysler family, has added 
a four-door hardtop, tucked in its 
tail pipes and increased its horse- 
power to 280. The cars, which are 
five inches longer, debut in dealer 
showrooms Friday (Oct. 21). 

Addition of the four-door hard- 
top gives the Imperial five models. 
Others are the Southampton two- 
door hardtop, four-door sedan 
and Crown Imperial eight-pas- 
senger sedan and limousine. 

All models offer a wide range of 
power features as standard equgp- 
ment. Among them are automatic 
transmission with Chrysler’s new 
push-button control, power steer- 
ing, power brakes, power seat and 
power windows. 

Electric windshield wipers also 
are standard as are a new 12-volt 
electrical system and new self- 
regulating clock which automat- 
ically compensates for its own 
error every time it is set. 

* ” * 


PeeaerAL keeps its distinctive 
gunsight tail lights, mounted on 
the rear fender, and has added a 
fin-like rear-fender appearance. Tail 
pipes have been concealed behind 
the outer bumper extensions. 
full-sized, fully opening rear 
window has been provided on 
four-door hardtops. The window 
is made in two sections. As the 
regulator is operated, the rear 

section folds forward in a 
scissors-like motion just inside 
the larger forward section, which 
moves straight down. 

A gasoline heater which provides 
air at 100 degrees in 15 seconds is 
optional equipment on all models. 
On the Crown Imperial, a new 
transistor radio is available. The 
company says it uses only 10 per- 
cent as much battery current as 
conventional tube sets. 

Seventeen exterior colors and 54 
two-tones are offered, harmonizing 
with nylon and leather interior. 
Front and rear passenger compart- 
ments have been deep carpets in 
upholstery-matching colors. The 
Crown Imperial is available in four 
colors. 

. . a 

AFETY door latches are stand- 

ard on the Imperial, and Chrys- 
ler Corp.’s new Hi-Fi record player 
is optional. 

The Imperial’s wheelbase has 
been increased from 130 to 1383 
inches and overall length has 
been increased five inches to 
229.6. Wheelbase of the Crown 
Imperial is 149.5 and overall 
length is 243.6. 

Horsepower of the FirePower V-8 
engine has been hiked to 280 from 
the 250 rating in 1955 and compres- 
sion ratio has been raised to 9 to 1. 
Displacement is 854 cubic inches 
and bore and stroke are 8.94 and 
3.63 inches, respectively. 

New power brakes operate in 
conjunction with Imperial’s center- 


plane brake unit. The company says 
the new design reduces pedal effort 
25 percent and offers up to 20,000 
more miles before relining. 

* * * 





Massive Front End— 


The 1956 Imperial's simple, box-check 
grille is topped by the eagle medallion. 
The hooded sealed-beam headlights have 
been improved to give increased visibility 
along the right side of the road and in 
rain or fog. 


New-Car Dealer 
Sans Franchise 


Subject of Study 


NEW YORK. — Business prob- 
lems and advantages of nonfran- 
chised auto dealers were discussed 
last week in Business Week. 

“You will find one, sometimes 4 
handful, of such dealers in nearly 
every major city,” the magazine 
said. “They all prefer to be unfran- 


The Hi-Fi record | 





chised dealers in all makes—run- J 
ning an automobile supermarket— = 
for basically the same reasons. 7 


They don’t like to be tied to one 

factory, to one source of supply.” 
The article said that one of these 

dealers sells Oldsmobiles at $200 to 


$300 chéaper than do franchised 
dealers in his city and still nets = 


$100 to $150 per deal. 
“He can do it because he keeps 


his overhead down and cuts out) 


all the frills,” said the article. 
This dealer, it said, grossed $430,- 
500 on 200 new cars and 300 used 


cars in the first six months, and/ 


netted 4.6 percent. 

The magazine said its reporters 
found that “. . . many auto super- 
markets are buying new cars from 
franchised dealers at the factory 
price.” 


James Sells 731 Buicks 
In Month; Claims Mark 





LOS ANGELES, — Ed James | 


Buick Co. has announced that it 


delivered 731 new cars in Sep- | 
tember, bringing its nine-mouth | 


sales to 4,864. 
The dealership claims the 731 
sales are an alltime record {or 


new-car sales by a dealer ir 4 
single month. James also said its © 


service department has doul:'ed 
in personnel since last year «ad 
has expanded to nearly 11 ac:2s. 
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Veteran Assails Sales Tactics .. . 


Save Yourselves, 
Dealers Cautioned 


CAMBRIDGE, Mass. — The big 
question facing automobile dealers 
today, according to Joseph Hughes, 
a retired DeSoto dealer, is: “Are 
they going to continue to be the 
fall guys in the manufacturers’ bat- 
tle for supremacy, and volume or 
are they going to eliminate, through 
determined, united action, the sales 
practices that have been depriving 
them of their legitimate profits the 
last two years?” 

Hughes, retired president of 
Hughes Motor Mart, Inc. (DeSoto- 
Plymouth), was a dealer from 

1921 to 1953. He is a past presi- 
dent of the Massachusetts State 
Automobile Dealers Assn. and of 
the DeSoto Dealers Assn. of 
Greater Boston and is a former 
NADA area chairman. 

He says dealers should take im- 
mediate steps through their associa- 
tions to get started on a campaign 
to remedy the situation before 
financial disaster overtakes them. 

Hughes believes the new-car dis- 
tribution system already is com- 
pletely demoralized. 

“Many experienced dealers,” he 
says, “sincerely believe that one 
more season of profitless prosperity 
—of dizzy credit terms, of blitz sales 
and giveaways — will bring the 
whole structure down around their 
ears.” 

If past experience is any cri- 
terion, Hughes says, these events 
will set off another round in the 
fierce, volume battle. 

Once again, he says, dealers will 
be “tearing and clawing each other 
to pieces in a nonsensical dogfight 
for profitless volume with the man- 
ufacturers egging on their various 
dealer groups for more and still 
more volume to the point of moral 
and financial bankruptcy.” 

Most of the 40,000 dealers in the 
U.S. have given considerable 
thought to whether the battle is 
worth the risk and the effort, 
Hughes says. But he feels that few 
have given any thought to how to 
slow up or eliminate the “senseless 
sales tactics which currently are 
costing dealers millions of dollars 
each year in unnecessary losses.” 

Experience has proved, he says. 
that only a small minority of deal- 
ers are willing to work together. 
through their well-established trade 
associations, to protect their busi- 
ness and their future. 

Many others, especially the old- 
timers, Hughes asserts, sincerely 
believe that it is idealistic and 
practically impossible to bring the 
various dealer factions together; 
others lack courage and others 
are selfish and greedy and will 
not join in any group or associa- 
tion action to remedy the situa- 
tion. 

“The dangerous economic situa- 
tion that prevails in automobile 
retailing at the present time could 

be eliminated by unanimous — or 
almost unanimous — agreement be- 
tween dealers to reform their selling 
methods starting with the opening 
ee ee ee ee 


Rheem to Expand 


In California 


LOS ANGELES. — A broad 
expansion of its automotive divi- 
Slon was revealed last week as 
Rheem Mfg. Co. 
announced the 
acquisition of a 
59-acre site and 
plans for a new 
plant in Fuller- 
ton, Calif. 

W. S. Rheem II, 
general manager, 
said the new fa- 
cility and equip- 
ment will repre- 
sent an added 
investment in 
excess of $6,500,000. 

The property was purchased by 
Rheem Acceptance Corp., an affili- 
ate of the parent organization, and 
will be leased to Rheem Automotive 
Co., formerly known as U.S. Spring 
& Bumper Co. 

Construction will start immedi- 
ately and the facility will be 
Operating within seven months, 
according to Frank G. Fisher, gen- 
eral manager of Rheem Automotive. 
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of the 1956 selling season,” Hughes 
says. 

“All that is necessary is a sincere 
general agreement between dealers 
—strictly adhered to by the various 
groups and segments—to conduct 
their individual operation on a 
businesslike and profit-making basis 





regardless of volume, pressure or 
any other outside influence.” 

He believes that with the active 
and sincere support of NADA and 
state and local associations a sound 
and workable program could be 
formulated and carried out without 
violating any antitrust laws or 
price-fixing status. 

Designing and conducting such 
a plan would require leadership, 
hard work and determination, 
Hughes says, “but it could be 
done if dealers everywhere would 
change their thinking and buckle 
down to an allout, determined 
effort to rebuild their business on 
a@ sane and solid basis.” 

The first and most important 


step, Hughes says, would be for 
dealers to recognize that their deal- 
erships, their investments and their 
future security depend upon their 
success in eliminating the business 
practices “that for the last two 
years have endangered their busi- 
ness life and consistently robbed 
them of their rightful and legiti- 
mate profits.” 


The next step, he continues, would 


Gals Gape at Gaskets 


ALHAMBRA, Calif.— More than 
500 women attended the “Gas, Gas- 
kets and Glamour” sessions at San 
Gabriel Valley Motors during the 
1954-55 season. 


ness, adhesion and color holdout! 


Reducer. 


QUIK-SEAL. 


MARTI 


Martin-Senour has recognized the need for a truly superior non- 
sanding synthetic primer. Now, as a result of intensive research 
and development, Martin-Senour offers you QUIK-SEAL— 
a much faster drying enamel undercoat with exceptional tough- 





69 


be for dealers, in their various 
associations, to discuss ways and 
means of accomplishing such an 
objective, appoint a capable chair- 
man and a planning committee to 
draw up a program to establish 
certain industry standards, put the 
plan into operation and cooperate 
by adhering to the standards set up 
by their own committees. 


“It will have to be done some 
day,” Hughes says, “if the automo- 
bile dealers of America want to 
remain in business, and the sooner 
they get started on such a program, 
the sooner they will be on the road 
back to prosperity and security.” 





QUIK-SEAL is so fast-drying that enamel color can be ap- 
plied over it in 30 minutes or less! Can be used over bare steel, 
bare aluminum, or directly over old lacquer or enamel finishes. 


For the fastest refinishing jobs in town, use Martin-Senour’s 
new QUIK-SEAL under Synthol Enamel Color reduced with 
8005 Synthol COLOR-SOLV Reducer. 


Reduction: For fast recoating with Synthetic Enamel, reduce 
QUIK-SEAL Synthol Primer 100% (1 to 1) with No. 8001 


Application: With 100% reduction for quick recoating, adjust 
air pressure to 40 pounds at the gun and spray one light but 
wet-coat, applying only enough primer to cover solid. Coat 
will be ready for enamel in 30 minutes or less. If more 
than a few days elapse before color is applied, recoat with 


QUIK-SEAL is available in 8097 Red and 8098 Gray. In both 
quarts and gallons. Order today from your N.A.P.A. jobber! 


SENOUR 
PAINTS 


2520 South Quarry Street, Chicago 8, Illinois 
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Used-Car Auction Prices 





Market Trend 


The overall average price of used cars sold at wholesale auction last 
week declined $11, according to Automotive News’ index. 

Only one model escaped the general downward trend—the average 
price of ’53s inched upward $2. 

Declines were as follows: ’51s, down $1; 50s, down $2; ’52s, down $12; 
48s, down $13; ’49s, down $14; ’54s, down $14, and ’55s, down $34. 

The setbacks resulted in new low prices for ’52s, ’51s, 50s and ’49s. 

Both consignments and demand were reduced last week. At a group 
of representative auctions, an average of 187 units were offerd for sale, 
67.7 percent of which were knocked down. A week earlier, 68.9 percent 
of 195 consignments was sold. 
Prices marked with an * indicate a unit equipped with an automatic 

transmission or overdrive and (ps) indicates power steering. 


JENISON, MICH. | 285, $1,275. '53 Two-ten club coupe, $900; 


Bel Air 2-dr., $875*; One-fifty 2-dr., 
(Grand Rapids Auction, Inc. Sale every $620. '52 SL Deluxe 2-dr., $535. '51 SL 
Tuesday. Prices are for sale of Oct. 4.) 


Deluxe 2-dr., $290*. '50 FL Deluxe 2-dr. 

(A teow cars brought very good prices. $350, $230. 49 SL Deluxe club coupe, 
Market in general was very shaky and . ‘40 Special Deluxe 4-dr., $255. 

not too many sharp autos were con- | CHRYSLER—'52 Windsor 4-dr., $700* (ps). 
signed. Sold 69 cars out of 124 offerings.) | DeSOTO—'53 Powermaster 4-dr., $755°. 

BUICK—’55 Special 4-dr., $2,300*. '54 Cen- | FORD—'53 Main (8) Ranch Wagon, §$1,- 


tury 4-dr., $1,450°. °'53 Super Riviera 000; 4-dr., $605. '52 Custom (8) 4-dr., 
2-dr., $1,190*%; Special 4-dr., $1,065°, $610; 2-dr., $515; Main (6) 2-dr., $400. 
$720. '52 Special 4-dr., $575. '51 Super "51 Custom (6) 4-dr., $375; club coupe, 
Riviera 4-dr., $545. °'50 Special 4-dr., $235, $215. °50 Custom (8) 2-dr., $325, 
$125°. 285, $265; Custom (6) 2-dr., $250, $210. 
CADILLAC—’47 4-dr., $140*. ‘49 Deluxe (8) 4-dr., $140. "40 Deluxe 


CHEVROLET—’54 Bel Air club coupe, $1,- 4-dr., $165. 
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REMOTE TIREFLATORS 


give you close control of pressures... 






BENNETT PUMP DIVISION « 


HUDSON—’51 Commodore 4-dr., $235. 
MEROURY — ‘52 2-dr., set0. "51 4-dr., 


$440. 
rae Rambler 4-dr., $725. '53 States- 


man 4-dr., $730°. 

0 — ‘55 (98) 4-dr., $2,495° 
(ps). '54 (88) 2-dr., $1,190. '53 (88) 
club coupe, $1,505° (ps); 4-dr., $1,000°; 
(98) 4-dr., $1,175° (ps). ’52 (88) 4-dr., 
$915° (ps). '°51 (88) Super 4-dr., $685°, 
$585°. '50 (88) 4-dr., $340°; 2-dr., $280°. 

PLYMOUTH—’52 Cambri 4-dr., $200. 
*51 Cranbrook 4-dr., 0; Concord, 2- 
dr., $300; Cambridge 4-dr., $285. ‘50 
Special Deluxe 4-dr., $290; 2-dr., $230. 


"49 Deluxe 4-dr., 

PONTIAC—’53 Chieftain (8) club coupe, 
$1,160*; 2-dr., $960°. °52 Chieftain (8) 
club coupe, $750°. °51 Silver Streak (8) 
4-dr., $400. 


DENVER 


(Colorado Auto Auction. Sale every Mon- 

day. Prices are for sale of Oct. 3.) 

(Demand good for ’55 models, Sold 300 
cars out of 450 offerings.) 

BUICK—’55 RM Riviera coupe, 2 at §$2,- 
800* (ps), $2,680° (ps); Century Riv- 
fera 4-dr., $2,750° (ps), $2,665°; 8: 
Riviera coupe, $2,490*, $2,400*, $2,350° 


(ps), $2,320*, $2,100*. ‘54 Super Riviera 
coupe, $1,910* ,$1,690*; Century Riviera 
coupe, $1,730. ‘53 RM _ Riviera coupe, 
$1,235° (ps); 4-dr., $995° (ps), $980* 
(ps). '52 RM 4-dr., $730*. '51 Special 
2-dr., $455°. 

CADILLAO—'55 (62) coupe deVille, $4,- 
420° (ps); conv., $4,120° (ps), $3,930° 
(ps); 4-dr., $4,025* (ps), $3,900* (ps). 


"54 (62) 4- ar., $3,200* (ps), $3,100* (ps), 
$2,990* (ps). °'53 (62) coupe deVille, 
$2,200° (ps), $2,095* (ps). ’52 (62) 4-dr., 
a $1,650* (ps), $1,610*, $1,485*, $1,- 
CHEVROLET—’55 Bel Air (8) Handyman, 
$2,535* (ps), $2,275*; Sport coupe, $2,- 
225*, $1,965, $1,950*%, $1,935, $1,915*; 


New tire designs 
make equal pressures 
all around even more 
important than ever. 
And ECO remote 
tireflators and ECO 
Islanders are your 
best assurance of 
exact inflation pres- 
sures. Their conven- 
ience—fitting in any- 
where in your shop 
— means savings in 
shop time, just as the 
ECO design means 
freedom from main- 
tenance. The first cost 
is the last cost in 
most cases. Ask your 
John Wood Repre- 
sentative for full in- 
formation about 
ECO Islanders, and 
ECO Remote Tire- 
flators to meet your 
needs. 















Muskegon, Michigan 


AUTOMOTIVE we OCTOBER 17, 1955 


Average Used-Car Prices 


(Compiled by Automotive News) 


Oct., 1955 Sept., 
To Date 1955 


(The above figures are averages of used-car auction prices, all makes 
and models, carried in Automotive News.) 


4-dr., $2,080*, $1,900, $1,865°, 
Two-ten (6) Handyman, $2,225 
$1,955*; 4-dr., $1,680, $1,635*, $1,505. 
54 Bel Air 4-dr., 2 at $1,255, $1,190°, 
$1,125; Two-ten 4-dr., $1,210*, $1,195°*, 
$1,085, $1,085*. '53 Two-ten Handyman, 
$1,090; 2-dr., $870; Bel Air Sport coupe, 
$1,010. °52 SL Deluxe 4-dr., $680. °51 
SL Deluxe 4-dr., $450; Bel Air coupe, 
$380°. 

CHRYSLER—’55 NY St. Regis, 
(ps). °54 NY Newport, $2,025* 
4-dr., $1,515; Imperial 4-dr., $1,850*. 
53 NY Town & Country, $1,495* (ps); 
Windsor 4-dr., $680* (ps). '51 NY New- 
port, $640*; Windsor 4-dr., $370. 


DeSOTO—’53 Fire Dome (8) 4-dr., $895. 
’52 Fire Dome (8) 4-dr., $655° (ps). °51 
Custom 4-dr., $550*. °'49 Custom club 
coupe, $230. 

DODGE—'55 Royal Lancer, $2,300*, $2,- 
280*; Coronet (8) Hardtop, $2, 110°. °53 
Coronet (8) 4-dr., $855*. °52 Coronet 
(6) 4-dr., $575*. 

ae, a Parklane station wagon, $2,- 

$2,625*; Custom (8) Country sedan, 
a4 e6oe (ps), $2,650*; Fairlane (8) Vic- 
toria, $2,525*, $2,510* (ps), $2,500*, $2,- 
485*, $2,460, $2,455; conv., $2,525* (ps), 
$2,464*; 4-dr., $2,385*, $2,375*; Main 
(6) 2-dr., $1,815, $1,795. °'55 Fairlane 
(8) Victoria, $2,010*, $2,000; Custom (8) 
2-dr., $1,650*, $1,575. °54 Crest (8) 
Country sedan, $1,495*. °53 Main (8) 
Ranch Wagon, $1,095. 

KAISER—’51 4-dr., $230. 

LINCOLN — '52 Cosmopolitan coupe, 
080*. 

MERCURY—’56 Monterey coupe, 
’55 Montclair Sport coupe, $2,370*, 
365* (ps). 


$1,- 


$2,685°*. 

$2,- 

54 Monterey Sport coupe, 
$1,660*, $1,635*, $1,525* (ps). °53 Mon- 
terey Hardtop, $1,375* (ps). °52 Mon- 
terey 4-dr., $800, $710. '51 conv., $525°*. 

NASH—’55 Ambassador club coupe, $2,- 
515* (ps). '54 Ambassador 4-dr., $1,355. 
’53 Rambler Hardtop, $670; Statesman 
4-dr., $600. 52 Rambler Hardtop, $545. 
’51 Statesman 4-dr., $265, $205. 


OLDSMOBILE—’55 (88) Super Holiday, 2 
at $2,900* (ps); (98) 4-dr., $2,860* (ps), 
$2,535* (ps); (88) Deluxe Holiday, $2,- 
650, $2,490*; 4-dr., $2,450*, $2,375*. '54 
(98) Holiday, $2,285* (ps), $2,225* (ps); 
(88) Super 4-dr., $1,925* (ps), $1,805*. 
'53 (88) Super Holiday, $1,500*, $1,490*. 
‘52 (98) Hardtop, $1,090°. 

PACKARD—’53 Clipper 4-dr., $720*. 
4-dr., $300*. 

PLYMOUTH—’55 Belvedere (8) 4-dr. $1. - 
795, $1,750; Belvedere (6) 2-dr., $1,64 
$1,355; Savoy (6) 4-dr., $1,270. "52 — 
brook Belvedere, $760. ‘51 Cranbrook 
2-dr., $315. 

PONTIAC—’55 Chieftain (8) Catalina, $2,- 
010; 4-dr., $1,825, $1,700. '54 Star Chief 
(8) 4-dr., $1,365*; Chieftain (8) 4-dr., 
$1,235. ‘53 Chieftain (8) 4-dr., $1,065*. 
*52 Chieftain (8) 2-dr., $890*, $550°. 51 
Silver Streak (8) Catalina, $775*, $495*. 

STUDEBAKER—’54 Champion club coupe, 
$1,070. '53 Champion club coupe, $670. 
‘51 Commander 4-dr., $350*. '50 Cham- 


» $425. '50 Jeepster, 

. ‘49 %-ton pickup, $385. 

MISCELLANEOUS—’54 Jaguar conv., $1,- 
750; GMC %-ton pickup, $870*. 
cab and a, $1,250*. 


‘DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Sept. 30.) 

(Sold 245 cars out of 371 offerings.) 
BUICK—’55 Super 2-dr., $2,700; Century 

4-dr., $2,190*. '54 Super Riviera, $1,725*, 

$1,715*; Special 2-dr., $1,275, $1,175. '53 

Super Riviera, $1, 190* » $1,035*; Special 

Riviera, $1,150*, $1,100. '52 Super 4-dr., 


"51 


$615*. '51 Super 4-dr., $650*, $550*, 
$385*. °50 Super 4-dr., $400*, $285*, 
$275*. 

CADILLAC—’55 (62) coupe, $3,795* (ps); 
4-dr., $3,650* (ps), $3,635* (ps). ‘54 
(62) coupe, $3,380* (ps). ’53 (62) coupe, 
$1,915*, $1,705* (ps), $1,665* (ps). '52 
(62) 4-dr., $1,550* (ps). °51 (62) 4-dr., 
$1,290* 


CHEVROLET —'55 Bel Air (8) station 
wagon, $1,865; 2-dr., $1,600; Bel Air 
(6) 4-dr., $1,390. °54 Bel Air coupe, 
$1,300; Two-ten 2-dr., $955, $950; One- 


fifty Delivery sedan, $850; 2-dr., $750. 
53 Bel Air coupe, $1,090; 2-dr., $750. 
‘52 SL Deluxe 4-dr., $550°, $460; sL 
Special 2-dr., $325; % - ton cab, $515. "51 
SL Deluxe 4-dr., $500*, $490, $490°, 
$435*, $415, $390. 

CHRYSLER—’53 Windsor Newport, $895* 


(ps). ‘52 Windsor Newport, $555*. °51 
Windsor Newport, $470*; 4-dr., $365*. 
"50 NY 4-dr., $320. '49 Saratoga club 
coupe, $215. 

‘O—’54 Powermaster 4-dr., $1,075. 
*51 Custom 4-dr., $405, $385. °49 Custom 
-dr., $155. '48 Custom club coupe, $150. 
’47 Custom 4-dr., $110. 

DODGE—’'55 Coronet (6) 2-dr., $1,715°*. 
‘53 Meadowbrook 4-dr., $570. °52 Coro- 
net Diplomat, $480; club coupe, $365. ‘51 
Coronet 4-dr., $400, $240; conv., $290. 

FORD—'55 Fairlane (8) Victoria, $1,820; 
Custom (8) 4-dr., $1,430*; Main (6) 
2-dr., $1,230. "54 Main (8) Ranch Wag- 
on, $1,270*; Custom (8) 2-dr., $1,105, 
$1,040; Custom (6) 4-dr., $855* 
Custom (8) Victoria, $1,160, 
2 at $1,000; 4-dr., $990° (ps), 
$850*, $770*. °'52 Custom (8) 4-dr., 
$680*, $590; Deluxe (6) 2-dr., $480, 
$450. '51 Custom (8) 4-dr., $390, $325 

HUDSON—’54 Hornet 4-dr., $990* cos. 


$1,050°, 
$s75°, 


$1,750; | 
*, $2,125°, | 








53 GMC 


"53 | 








"52 Hornet 4-dr., $800*%; Wasp 4-dr., 
$525*. °51 Pacemaker 2-dr., $100. 
KAISER—’52 4-dr., $135. 
LINCOLN—’49 2-dr., $160*. 


MERCURY—’56 Montclair 4-dr., 
°55 Monterey conv., $2,290*. 


$2,905°. 
’53 Monterey 


station wagon, $1,230; coupe, $1,100, 
$1,100*; 4-dr., $825*. °51 4-dr., $325*, 
$320*, $250. 50 4-dr., $260*. 

NASH—’'55 Rambler club coupe, $1,385*. 
’54 Ambassador 4-dr., $1,185. '53 States- 
man 2-dr., $905; club coupe, $800*. ‘52 
Statesman 4-dr., $700*, $525*; Rambler 
station wagon, $400. 

OLDSMOBILE — (88) 4-dr., $2,300*, 
$2,155*; Super 4-dr., §2,200*. °54 (88) 
conv., $2,085* (ps); Holiday, $1,880*; 
Super 4-dr., $1,900* (ps), $1,865* (ps), 
$1,690*; (98) 4-dr., $1,945* (ps). ‘53 
(98) 4-dr., $1,295*; (88) 4-dr., $1,180*. 

PACKARD—'53 Clipper 4-dr., §975*. ‘52 


nua 4-dr., $455. °50 Clipper 2-dr., 

160. 

PLYMOUTH—’55 Plaza (6) 4-dr., 
’54 Belvedere coupe, $1,140*; Savoy 4-dr., 
$915, $890. °52 Cranbrook 4-dr., $455; 
club coupe, $335. °51 Cambridge 2-dr., 
$350. °50 Special Deluxe 4-dr., $275, 
$170. °49 Special Deluxe 4-dr., $155. 

PONTIAC—’55 Star Chief (8) Catalina, 
$2,265*; Chieftain (8) 2-dr., $1,490. 54 
Star Chief (8) 4-dr., $1,575*, $1,425*. 
’53 Chieftain (8) Catalina, $1,210*; 4-dr., 
$755*. '51 Silver Streak (8) 4-dr., 2 at 
: ’50 Silver Streak (8) Catalina, 
490. 


STUDEBAKER — '55 Commander coupe, 
$1,465*. °52 Champion coupe, $450; Com- 
mander 4-dr., $185*. "51 Champion coupe, 
$300; 2-dr., $150*. '50 Commander 4-dr., 


$1,200. 


$220. 
WILLYS—’53 Aero 2-dr., $475. '49 Jeep- 
ster, $155. 
ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Oct. 3.) 
(Teday’s market indicated prices have 
passed their peak level and are now 
going through a normal series of adjust- 
ment, All models, makes and year groups 
were hit. New-car dealers were the heav- 
fest consignors and took the prices of- 
fered. Many buyers attended including 
several big Connecticut wholesalers. Sold 
145 cars out of 192 offerings.) 
BUICK — ’54 RM Riviera coupe, $1,800* 
(ps); Super 4-dr., $1,460*. '53 Super 
Riviera, $900*. '52 Super Riviera, $800*. 
’51 Super 4-dr., $440*; Special 2-dr., 
$430*. ‘50 Super Riviera, $350; Special 
2-dr., $300*; 4-dr., $200*. ‘49 Super 
4-dr., $210*. 
CADILLAC—’52 (62) 4-dr., $1,690*. ’51 
$1,300*. '49 (61) 4-dr., 


(60) Special 4-dr., 

$470* (62) 4-dr., $385*. °48 (62) 4-dr., 
$320*, $285*. 47 (62) 4-dr., $180°. 

CHEVROLET—'55 One- -fifty (6) 2-dr., $1,- 
285. '53 Two-ten Handyman, $935; Sport 
coupe, $850; 4-dr., $750; 2-dr., $650; 
Air 4-dr., $850; 2-dr., $810; conv. $780". 
'52 SL Deluxe 2- dr., $550, $400°: coupe, 
$550, $480; 4-dr., $525°, $435°; 
Sport coupe, $550. 51 SL Deluxe Bel Air, 
$510; 4-dr., $475, $385, $360°, $340°; 
2-dr., $410; SL Special 2-dr., $300; 4-dr., 
$300; FL Deluxe 2-dr., $370°, $350°. '50 
SL Deluxe conv., $300; 2-dr., "$260, $250, 
$210, $145; FL Deluxe 2-dr., "$225°; $175; 
club coupe, $195; FL Special 2-dr., $230; 
SL Special 2-dr., $180; 4-dr., $150. °49 
FL Deluxe 2-dr., $230; SL Special coupe, 
$140; SL Deluxe 4-dr., $120. 

CHRYSLER—'53 Windsor 4-dr., $1,000°. 
"52 NY conv., $500*. '51 Windsor club 
coupe, $490*. ‘50 Windsor 4-dr., $350°*. 
quae indsor club coupe, $160*; NY 4-dr., 
140. 

DeSOTO —,’53 Custom 4-dr., 
Dome (8) club coupe, $620*. 
club coupe,, $350*; 4-dr., 
4-dr., $310. 

DODGE—'53 Coronet 4-dr., 
owbrook club coupe, $650. 
4-dr., $385*; Wayfarer 2-dr., $360; Mead- 
owbrook 2- dr., $360*; %-ton pickup, $320. 
’51 Coronet ‘station wagon, $660*. ‘50 
Coronet Diplomat, $360*. ‘49 Coronet 
2-dr., $200. 

FORD_’54 Main (8) Ranch Wagon, $1,- 
310*; Crest (8) Victoria, $1,260*, $1,150. 
"53 Custom (8) 2-dr., $700°. ‘52 Custom 
(8) conv., $640; Deluxe (8) 2-dr., $560. 
‘51 Custom (8) Victoria, $385*; 4-dr., 
$440*, $400, $380; 2-dr., $220. '50 Cus- 
tom (8) 4-dr., $310, $210*, $200; 2-dr., 
$250, $150; Custom (6) 2-dr. $110. °49 
Deluxe (8) 2-dr., $185; Custom (8) 2-dr., 


$160. 
HUDSON—’53 Jet 4-dr., $590*. 


$860*; Fire 
‘51 Custom 
$220, Deluxe 


$870*; Mead- 
"52 Coronet 


LINCOLN—’49 Cosmopolitan 4-dr., $140*. 
MERCURY—’51 club coupe, $450. ‘50 4- 
dr., $225*; club coupe, $220. 
NASH—’50 (600) 4-dr., $130*. 
OLDSMOBILE — '55 (98) 4-dr., $2,600* 
(ps). '54 (88) Holiday, $1,650*. '53 (838) 
4-dr., $1,000*. °'52 (88) 4-dr., $740*, 
$690*; (98) 4-dr., $700*. '51 (98) 4-dr., 


(Continued on Page 74, Col. 3) 





HAVE YOU MET 
MR. AUTO INTEGRITY? 


He symbolizes a superior public relations 

oo which may secure exclusive'y 
firm your area. deta 's 

without obligation mail your letterhead *o 
MERITSEAL, INC. 

2 Depot Plaza White Plains, N. ©. 

















AUTOMOTIVE NEWS, OCTOBER 17, 1955 


First in the Post 


“Stand back! The cap’s nearly off!’’ No idle warning 
in the days when radiators often overheated. Then 


_ came improvements in cooling systems, and in 1917 


The Saturday Evening Post carried its first radiator 
ad (right). These, along with new anti-freezes, 
helped make possible the golden age of motoring. 
Yet, even before this, the industry chose the adver- 
tising pages of the Post as the No. 1 place to tell 
the public the headline motoring news. And, because 
it has proved its capability to set up sales, today as in 
the past, when it comes to automotive advertising . .. 


The Post is first 
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THE AUTO ILLUSTRATED IS A 1905 POPE-HARTFORD. FOR A REPRINT OF THIS DRAWING SUITABLE FOR FRAMING, 
WRITE TO HAMILTON COCHRAN, AUTOMOTIVE MANAGER, THE SATURDAY EVENING POST, PHILADELPHIA, PA 
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AUTOMOTIVE NEWS, OCTOBER 17, 1955 


Sales Outlook Rosy, Economist Says... 


Americans Called ‘Car Addicts’ 


DALLAS.—The long-run outlook 
for the automobile market is rosy, 
declares Dr. Arthur A. Smith, na- 
tionally known bank economist, in 
his September review for the First 
National Bank in Dallas, of which 
he is vice-president and economist. 

The most important single fact 

which encourages this belief, 
Smith says, is that Americans love 
cars. “One might even say that 
they are addicted to them,” he 
adds. “Certainly no consumer 
durable has ever gained so wide 
ad acceptance while still a lux- 


“He points out that only recently 
has the age of automobiles ap- 
proached prewar patterns. Accord- 
ing to his figures, 19 percent of the 
cars in use in 1954 were at least 10 
years old. But he says that the 
most of these are prewar models 
and are at least 14 years old. 

Estimating that there are 6,600,000 
prewar cars on the road, Smith 





says there still remains an enor- 
mous potential replacement de- 
mand, “indicating that we have not 
yet reached the prewar age pat- 
tern.” 

“Moreover,” he says, “it is doubt- 
ful whether the preware pattern 
was normal,” since the age of cars 
then was affected by the depres- 
sion years preceding 1939.” 

He says that since 1945 the 
scrappage rate has averaged 
about 6 percent of the cars in use, 
compared with an average of 9 
percent for the 1921-41 period. 


During the 1930s, cars scrapped 
amounted to about 85 percent of 
the number of new cars sold. In 
the postwar period the average 
was about 50 percent. 

As to expanding population, 
Smith says the record number of 
postwar births will begin to mature 
into marriages and new households 
in the 1960s, bringing potential new 


Wants ‘Share-Loss’ Plan 


Dealer Hits Factory 
Adding Up to 


LOUISVILLE.—A Kentucky new- 
car dealer has charged that his 
factory’s zone manager urged him 
to give overallowances of $700 to 
$800 over the retail value of the 
tradein to sell the new cars he had 
in stock. 

The complaint was made in a 
letter to Lew Ullrich, managing 
director of the Kentucky Auto- 
mobile Dealers Assn. Inc. Ulirich 
mailed copies of the letter to as- 





Salute to Oil 
Gives Peek into 


World of 1976 


NEW YORK. — A look into the 
exciting new world of 1976 was part 
of the American Petroleum Insti- 
tute’s observance of Oi] Progress 
Week. 

Fleet Adm. Chester W. Nimitz 
paid tribute to America’s oj] men 
and companies. “When I think how 
far we've come, just in my life- 
time—” he said, recalling the Spin- 
dletop well near Beaumont, Tex. 

Forecasts made on a special NBC 
television show sponsored by API 
Oct. 9 included “town tower” com- 
munities with stores and theaters, 
wall-size TV screens, high-speed 
autos automatically piloted on 
radar-controlled highways, cities 
without parking or traffic problems, 
remote control shopping, air- 
conditioned clothes, pocket walkie- 
talkies and wrist-watch radios. 


Langley Heads NADA Unit 

JACKSONVILLE, Fila.—E. Robert 
Langley, president of Langley Olds- 
mobile, Inc., Jacksonville, Fla., has 
been appointed Duval County area 
chairman for NADA. 





Chevrolet Contest Winners— 


Cleanup Arithmetic 
One-Way Loss 


sociation members without com- 
ment. 

Asserting that the factory plan 
was one of loss for the dealer, the 
dealer added: 

“We would be in favor of any 
collective movement to negotiate 
with the manufacturer about a 
loss-sharing plan.” 

The dealer wrote: 

“The Zone manager gave this ex- 
ample. ‘If a new car carried a gross 
profit of $750 and the tradein was a 


$1,600 (retail) car, the allowance| ¥ 


should be $2,150 ($750 less $200, 
plus $1,600).’ 

“The $200 he called gross profit,” 
the dealer said. “In other words, 
the factory is advocating that we 
give away most of our profit. It is 
spreading the propaganda that we 
made our profit in the first six or 
eight months of the model year and 
should be satisfied to break even 
or take a small loss during the rest 
of the model year.” 


The dealer said he tried to 
point out to the zone manager 
that by his plan “we would have 
$1,400 — ($2,150 less $750) — plus 
new-car commission in a used 
car that we could buy at an auc- 
tion for $1,200.” 

“In other words,” he said, “we’re 
$200 worse off by selling a new car 
than if we had bought a similar 
used car Over the block. 

“The Zone manager replied that 
we wouldn’t be able to buy a used 
car at $1,200 unless we were dealers 
and that we have to sell new cars 
to be dealers. 

“T believe,” the dealer concluded, 
“that in the near future it may 
become necessary for the dealers 
collectively to balk against such 
recommended malpractice and force 
the manufacturer to share in this 
end-of-model-run loss.” 


At the entrance of Bermuda's Castle Harbour Hotel are early arrivals among nearly 
100 retail automobile sales managers and their wives who accepted a week's holiday 


@s grand awards in a nationwide Chevrolet sales contest. 


F. E. Beyers, Chevrolet's 


metropolitan cities department manager, was host to the group along with G. A. 
Greig, market analysis department manager. 


automobile purchasers into the 
market. 

The number of two-car fami- 
lies will expand, Smith says. He 
predicts that the number of 
spending units earning over $7,500 
(the median income of all two- 
car families) will increase more 
than 50 percent in five years. 


ulation of the U. S. increased 11 
percent from 1947 to 1953, that of 
the suburban areas increased 43 
percent. There is evidence, he says, 
that suburban auto ownership is 
above the national average and 
that most two-car families are sub- 
urban families. 

“One weak spot in the automobile 
market has been in the very large 
cities,” Smith indicates. Whereas 
about 75 percent of all American 
households own cars, only 55 per- 
cent of households in cities over 
500,000 own them and only 45 per- 
cent in New York City. As popula- 


He points out that while the pop-|tion of these cities move to the 








The following advertised - delivered 
prices include the retail list price sug- 
gested by the factory, provisions for 
Federal taxes, and suggested delivery 
and handling charges. They do not cover 
transportation yo state ‘an a 
taxes, optional equipment or any 

charges that may be passed on to the 


retail buyer. 

BUICK—Special — 4-dr. sed., $2,291.32; 
2-dr. sed., $2,232.88; hardtop cpe., $2,- 
332.43; 4-dr. hardtop, $2,409; conv., $2,- 
590.17; 4-dr., stat. wag., $2, 974. Century— 
4-dr. ‘sed., $2,548.17; hardtop cpe., $2,- 
600.56; 4-dr., hardtop, $2,733; conv., $2,- 
991; i dr. stat. wag., $3,175. Super—4- -dr. 
sed., $2,876. a7) hardtop cpe., oe 56; 
conv., $3,224 Roadmaster——4-dr. sed., 
$3,349. = bardtop cpe., $3,453.05; * conv. a 


$3,551.56 Dynafiow standard on Road- 
master.) 
CAD 62—4-dr. sed., $3,- 


O—Series 
976.70; cl. cpe., $3,881.77; hardtop cpe., 
$4,305. ‘01; conv., $4,448.31. Series 60 Spe- 
ceial—4-dr. sed., $4,728.32. Series 75—8- 
lim., $6,402.17. El- 


pass. sed., $6,186. 78; 
dorado — conv., $6,285, 96. (Hydra-Matic 
and power standard.) 


— (Prices are for 6 - cyl. 
models; for V-8, . add $99. )—One-Fifty—4- 
dr. sed., $1,728; 2-dr. sed., $1,685; utility 
sed., $1, ‘593; 2-dr. stat. wag., $2,030. Two- 
Ten—4-dr. sed., $1,819; 2-dr. sed., $1,775; 
cl. cpe., on SS hardtop cpe., $1, 959; 2-dr. 
stat. $2,079; 4-dr. stat. wag., $2,127. 
Bel Alr--4-dr. sed., $1,932; 2-dr. sed., $1,- 
888; hardtop cpe., $2,067; conv., $2,206; 4- 
262; Nomad " 2-dr. 
cyl. conv., 


, Deluxe—4-dr. sed., 


YSLER— 
$2, 660.25; Nassau hardtop cpe., $2,703.25; 
8.25; conv., 


$3,000.25; 4-dr. stat — $3,332.25. New 
Deluxe—4-dr. $3,494.25; New- 
port hardtop cpe., $3,652 28: St. Regis 


hardtop cpe., $3, 689. 75; conv., $3,924.25; 
4-dr. stat. wag., $4,209. *300—Hardtop c 


$4,110.25. (PowerFlite standard on ew 
Yorker Deluxe and 300.) 
DeSOTO—Firedome—4 sed., $2,497.- 


-dr. 

75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; conv., $2,- 
823.75; 4-dr. stat. wag., $3,170.25 . Fire- 
Flite — 4-dr. sed., $2,726.75; Sportsman 
hardtop cpe., $2,938.75; conv., $3,150.75. 

DODGE—Coronet 6—4-dr. sed., $2,218.- 
50; 2-dr. sed., $2,145.40. Coronet V-8— 
4-dr. sed., $2,326.25; 2-dr. sed., $2,253; 
4-dr. hardtop, $2,502.50; 2-dr. hardtop, 
$2,388.50; conv., $2,628.50. Royal — 4-dr. 
sed., $2,463.75; 4-dr. hardtop, $2,647.75; 
2-dr. hardtop, $2,533.75. Custom Royal— 
4-dr. sed., $2,573.75; 4-dr. hardtop, 


$2,- 
2-dr. hardtop, $2,643.50; conv., 


Current Prices on New Cars 


$2,863. Station Wagon-—2-dr., 2-seat six, 
$2,442.25; 2-dr., 2-seat V-8, $2,550; 2-dr. 
3-seat V-8, $2,679; 4-dr., 2-seat six $2,- 
667.25 (V-8, $2,819); 4-dr., 3-seat six, 
$2,772.75 V-8, $2,924.50). 

FORD—(Prices are for 6-cyl. models; for 
V-8s, add $99. Sadat: ie sed., 
$1,858.29; 2-dr. $1,813.11; bus, cpe., 
$1,711.03. Ganonmnnt—4- dr. sed., $1,950.75; 
2-dr. sed., $1,905.57. Fairlane—4- dr. sed., 
$2,043.54; '2-dr. sed., $1,998.36; 4-dr. hard- 
top, $2,215.95; 2-dr. hardtop, $2,143.88; 
Crown Victoria cl. cpe., $2,287.65; conv., 
$2,309.97. Station Wagon—(2-dr. 2-seat)— 
Ranch Wagon, $2,134.95; Custom Ranch 
Wagon, $2,199.50; Parklane, $2,378.95; 
(4-dr, 2-seat)—Country Sedan—$2,246.77; 
(4-dr. 3-seat)—Country Sedan, $2,378.95; 
Country Squire, $2,482.50. Thunderbird— 
cpe., $2,944; conv., $3,019.30; hardtop- 
conv., $3,234.30. 

HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6 — 4-dr. sed., $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 

—4-dr. sed., $2,565. Custom Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 — 4-dr. sed., $2,825. Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
J $3,145. 


PERIAL—Custom—4-dr. sed., $4,483.- 
25; hardtop cpe., $4,719.75. pass 
sed., $6,972.50; lim., $7,094.75. (Power- 
Flite standard.) 
KAISER—M: -dr. sed., $2,670. 
Darrin 161—Conv., $3,688. 


LINCOLN—Capri — 4-dr. sed., $4,157; 
hardtop cpe., $4,064.50. Premiere — 4-dr. 
sed. and hardtop cpe., $4,546; conv., $4,- 
691. (Turbo-Drive and power steering 
standard on all models.) 

MEROURY—Custom—4-dr. sed., $2,370; 
2-dr. sed., $2,310.50; Medalist 2-dr. sed., 
$2,214; hardtop cpe., $2,445; 6-pass. stat. 


wag., $2,682. Monterey—4-dr. sed., $2,- 
515; 4-dr. spt. sed., $2,611.50; hardtop 
wag., $2,937. 


cpe., $2,590; 8-pass. stat. 
an en Taeaee spt. sed., an hardtop 
$2,724.50; conv., $2,85 


METROPOLITAN mee Bardten, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). 


NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Oustom 6—4-dr. sed., 
$2,385; 2-dr. hardtop, $2,495. Ambassador 
Super 6—§2,480. Ambassador Custom 6— 
4-dr. sed., $2,675; 2-dr. hardtop, $2,795. 
Ambassador Super V-8—4-dr. sed., $2,775. 
Ambassador Custom V-8—4-dr. sed., $2,- 
965; 2-dr. hardtop, $3,095. Nash-Healey— 
2-5. har a $5,128.05 at coastal ports. 

ILE — Series 88 — 4-dr. sed., 
$2,362.09; “. dr. sed., 


$2,296.62; hardtop 
epe., $2,474; 4-dr. hardtop, $2,546. Super 
88—4-dr. sed., $2,502.71; 2-dr. sed., $2,- 


436.25; hardtop cpe., $2,714.39; 4-dr. hard- 


suburbs, these ratios should n- 
crease.” 

Smith also predicted that te 
volume of auto sales will co:- 
tinue to rise because of the i.- 
crease in sales of extra equi»- 
ment and the increase in list 
prices of cars. 

“Even after allowing for chanzes 
in the value of money, the amount 
received per car is about 25 pcr- 
cent above the prewar level,” he 
asserted. “In other words, the j,- 
535,000 new cars sold during 1954 
represent the equivalent in saijes 
dollars of about 6,920,000 prewar 
cars.” 








top, $2,788; conv., $2,893.55. Series 98—4- 
dr, sed., $2,832.82; hardtop cpe., $3,068.75; 
4-dr, hardtop, $3,140; conv., $3,275.84, 

PACKARD — Clipper Deluxe—4-ar. sed., 
$2,585.53. Clipper Super — 4-dr. sed., $2,- 
685.53; 2-dr. hardtop, $2,775.53. Clipper 
Custom—4-dr. sed., $2,925.53; 2-dr. hard- 

Packard 


top, $3,075.53. —4-dr. sed., $4,- 
040.32; 2-dr. hardtop, $4,080.32; conv., 
$5,932.32. (Ultramatic standard on Pack- 


ard series.) 

PLYMOUTH—Plaza 6 — 4-dr. sed., $1,- 
780.50; 2-dr. sed., $1,737.50; bus. cpe., $1,- 
638.50; 2-dr. 2-seat stat. wag., $2,076.50; 
4-dr. 2-seat stat. wag., $2,158.25. Plaza V8- 
—4-dr. sed., $1,884; 2-dr. sed., $1,841; 2- 
dr. 2-seat stat. wag., $2,180; 4-dr. 2-seat 
stat. wag., $2,261.75. Savoy 6—4-dr. sed., 
$1,879.50; 2-dr. sed., $1,836.50. Savoy V-8 
—4-dr. sed., $1,983; 2-dr. sed., $1,940. 
Belvedere 6— 4-dr. sed., $1,978.50; 2-dr. 
sed., $1,935.50; hardtop cpe., $2,113; 4-dr. 
2-seat stat. wag., $2,321.75. Belvedere V-8 
— 4-dr. sed., $2,082; 2-dr. sed., $2,039; 
hardtop cpe., $2,216.50; conv., $2,351; 4-dr. 
2-seat stat. wag., $2,425. 

PONTIAO — Chieftain 860 — 4-dr. sed., 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. 
wag., $2,434; 4-dr. stat. wag., $2,518. 
Chieftain 870—4-dr. sed., $2,267.51; 2-dr. 


~| sed., $2,209.32; Catalina, $2,334.99; 4-dr. 


stat. wag., $2,603. Star Chief Deluxe — 
4-dr. sed., $2,362; conv., $2,691. Star Chief 
Custom—4-dr. sed., $2,455; Catalina, §2,- 
499; Safari 2-dr. stat. wag., $2,962. 
RAMBLER—Deluxe—4-adr. sed., $1,695; 
2-dr. sed., $1,585. Super—4-dr. sed., $1,- 
798; 2-dr. sed., $1,683; 2-dr. stat. wag., 
$1,869. Custom—4-dr. sed., $1,989; hard- 
top, ss 995; 4-dr. stat. wag., $2,098. 
STUDEBAKER—Champion Custom — 4- 
dr. a $1,783.24; 2-dr. sed., $1,741.02. 
Champion Deluxe—4-dr. sed., $1,885. 16; 2- 
dr. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
stat. wag., $2,140.64. Regal 
— 4-dr. sed., $1,993.27; 5-pass cpe., $1,- 
974.50; hardtop cpe., $2,128.76; stat. wag., 
$2,311.59. Commander Custom—4-dr. sed., 
$1,918.72; 2-dr. sed., $1,873. Commander 
Deluxe — 4-dr. sed., $2,013.63; 2-dr. sed., 


$1,969.03; 5-pass. cpe., $1,989; stat. wag., 
$2,274.12. Regal — 4-dr. sed. 
$2,127.25; 5-pass. cpe., $2, 7 hardtop 
cpe., $2,282. 24; stat. wag., $2,445.07. 


President Deluxe — 4-dr. sed., » $2,310.50. 
President State — 4-dr. sed., $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., $2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. 
WILLYS—Custom—2-ar. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
a Wagon — 2-wheel-drive, $1,- 


New Commercial Car Registrations, 


All States for August, 1955-1954 


Truck registrations by states 
are released here weekly, as 


compiled by R. L, Polk repre- 
sentatives in state capitals. 




























































































31 States Previously "55 17| 13666 173 13089} 4127) 4359 ae 112 429 527| 1164 366| 41406 
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“The weeny contained in this report has been anaes from official state documents. Every reasonable precaution has bee? 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is publishe: . 
R. L. Polk & Co, cannot assume any Hability by reason of inaccuracies or omissions.’’——-R. L, Polk & Co, 
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General Tire & Rubber Co.’s con- 
glidated sales for the nine-month 
fiscal! period ended Aug. 31, 1955, 
pit a record high of $209,808,056, 
William O’Neil, president, has re- 
ported. 

Compared with the first nine 
months of 1954, the Akron firm’s 
eurrent sales represent an increase 
of 35.40 percent. Sales record for a 
full year, set in 1954, is $216,986,110, 
O'Neil said. 

The consolidated sales of General 
Tire do not include the sales of the 
«company’s radio, television and 
motion picture subsidiary, Gen- 
eral Teleradio, Inc., nor those of 
the company’s subsidiaries outside 
of the United States excepting its 
operations in Canada. 

Estimated profits for the nine 
month period were $6,874,268, or an 
increase of 55.30 percent over 1954. 


O'Neil said: “We anticipate con- 
tinued good business, not only for 
the final quarter of this year, but 
for 1956 as well.” 

© € s 


Waukesha Sales Up 11%; 


Sees Good Year Ahead 


Waukesha Motor Co., Waukesha, 
Wis, has reported net sales of 
more than $28 million for the fiscal 
year ended July 31, 1955, which the 
firm said was a gain of 11 percent 
over the previous year. 

James E. DeLong, president, told 
the company’s stockholders that: 
“With our volume of unfilled or- 
ders . . . and the prospect of a 
stable national economy, indica- 
tions for increased business during 
the coming year are very encour- 


aging.” 
* * * 


GMAC Ups Capital 
To $150,000,000 


NEW YORK. — General Motors 
Acceptance Corp. has announced 


Harrison Making 
Light, Underhood 
Air-Conditioner 


BUFFALO. — Harrison radiator 
division of General Motors Corp. 
announced that it is producing a 
compact 100-pound air-conditioning 
unit to be mounted under the hood 
of an auto. 

The system uses four pounds of 
Freon, high-efficiency refrigerant. 
Harrison engineers say that if ice, 
for example, were used, the unit 
would require a block weighing as 
much as a car and it would have 
to be replenished every 24 hours. 

Harrison also is continuing its 
efforts to produce a workable, low- 
cost aluminum radiator. 

A spokesman said that aluminum 
radiators now are workable and 
are being tested. High cost is the 
chief problem, he said. 


Mexicans Plan 
First Auto Show 


_ MEXICO CITY.— Mexico's first 
international auto show is being 
organized here with January as the 
target month. The dates will be 
announced later, said the Mexican 
Automobile Assn. 

It is expected that many Ameri- 
can and European companies will 
exhibit their models here. The show 
will be called the First Interna- 
tional Salon of the Automobile, 
Motorcycle and Station Wagon. 


Auto Air-Conditioning 
Boom Seen by Kyes 


DETROIT.— A boom that will 
put air-conditioning in “millions 
of cars” and 60 percent of U. S. 
homes by 1965 has been envi- 
sioned by Roger Kyes, General 
Motors Corp. vice-president. 

Kyes, in charge of GM’s Day- 
ton, household appliance and 
GMC truck group, was speaking 
at 2 press preview of tlie 1956 
Frigidaire products. He also 

cast an increase of one mil- 
lion sales of refrigerators and au- 
tom:tic washers in ten years. 
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On the Financial Front 











$232,000,000. 


An issue of $50,000,000 of 4 per- 


cent cumulative preferred stock has 


been sold to General Motors Corp. 


The common stock, formerly $50,- 
000,000, has been increased to $100,- 
000,000. Of this, $11,250,000 repre- 
sents capitalization of paid-in sur- 
plus and $38,750,000 a stock divi- 
dend out of earned surplus. 

* * * 


American Enka Reports 


Net of $5,188,193 

American Enka Corp. hag an- 
nounced that its net income for 
the first 36 weeks of 1955 (ending 
Sept. 11) was $5,188,193 as com- 
pared to $2,901,134 during the same 
period of 1954. 

Net sales amounted to $48,856,919, 
an increase of 28 percent over the 
$38,074,500 in sales for 1954. The 
firm also reported that its $21,000,- 
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an increase in its capital. Capital 
stock and surplus will amount to 


000 rayon staple plant at Lowland, 


Tenn., now is under construction. 
* * * 


Fruehauf Shareholders 


To Vote on Stock Increase 


Stockholders of Fruehauf Trailer 
Co. will meet Nov. 9 to vote on a 
proposal to increase common stock 
to 10 million shares from three mil- 
lion. 

Fruehauf said it “has no present 
plans for ... the issuance of the 
aditional shares proposed to be au- 
thorized.” 


* * * 


Associates Investment 


Associates Investment Co., South 
Bend, Ind., has placed privately 
with an institutional investor a 3% 
percent senior note issue of $10 
million. The note, dated Sept. 2, 
matures in equal annual install- 
ments in 1958, 1959 and 1960. Robert 
L. Oare, board chairman, said that 
the funds have been used to in- 
crease working capital. 

* * * 


Resistoflex Corp. 
Resistoflex Corp., Belleville, N.J., 


annual report 1955 vs. 1954 (fiscal| issued to Ralph Shutan, Inc., 3651 
Net profits|Ogden Ave., Chicago. Ralph Shu- 
after taxes, $122,972 vs. $104,105;|tan, president, recently headed a 


year ended June 30): 
sales, $3,523,535 vs. $3,112,268. 
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McCann Opens Willys Deal— 


New dealer for Willys in Bellflower, Calif., is C. L. McCann, signing contract while 
E. A. Jacquemart, Willys zone manager, left, and Vic Akopian, district manager, watch. 


Shutan Gets Mercury 


gan Ave., and previously was gen- 
eral manager of Walton Motors. 
Robert Mayer Motor Corp. formerly 
_ at the site of the new dealer- 
ship. 


A Mercury franchise has been 


used-car business at 2244 S. Michi- 





‘EVERYBODY, BUT EVERYBODY, 


a4 is getting to know Pete Penn! 
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Today's BEST Ojils 


PETE PENN’S messages are appearing 
regularly in THE SATURDAY EVENING 
POST, COLLIER’S, TIME and FARM JOURNAL 

- reaching millions of car owners, 
including most of your customers! 








Every week, millions of motorists are tee 
getting acquainted with Pete Penn 4 
in the pages of the nation’s leading 
magazines. And here is what they are 
learning about the best motor oil 
for their cars: 


Quality of the basic crude oil 
is the most important factor 
in any motor oil’s lubricating 
quality. 













This is a statement that people under- 
stand, just as they understand the 
way their cars perform better with 
the help of a Pennsylvania motor oil. 






start with 


Nature’s BEST Crude 
--.and that means PENNSY. L VANIA ! 
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DEALERS 


SOMETHING NEW 
THE COLLINS CAR KEY LO-CATER 


Automatically Keeps Keys in Numerical Order 
We, the manufacturers of the universally used COLLINS NEW and USED CAR 
VIS-U-Lizer, have applied our patented principles to produce a KEY CABINET, 
that simplifies the handling of NEW CAR KEYS. 


From this picture you can easily visualize how the KEY LO-Cater 
functions. 


SAVES TIME AND CONFUSION 


Made in sizes to meet your requirements. 


A heavy reinforced tag, that gives any desired information, is inserted in 
a metal slide, which is placed in channel of cabinet. Due to the ingenious 
design of the Cabinet, key containers can be removed at any point and are 
automatically kept in numerical order, thus enabling you to locate any key 
instantly. 

The light sturdy Cabinet hangs on the wall and is so compact it can be 
carried to location of cars for checking when desired. 

COST LESS THAN $20.00 for average size dealership. Tags come in different 
colors and cost less than those commonly used. 

Give us maximum NEW CAR STOCK carried and we will send you brochure 
with complete information and our MONEY BACK guarantee. ACT NOW. 
Address — 


Collins Sales Engineering Co. 


13975 Hubbell Detroit 27, Mich. 
Dept. K 


NEW BUMPA-TEL SIGN 





“Tell Your Story Here!" 


Mounted or Dismeunted in Seconds* 

Polished Aluminum Frames & Sheet Steei Face 

Oe ee ae ee rate Gatate Gennes 

Dees Not interfere with Operation of Trunk Lid 

* After eriginal installation. State Make and Mode! When Ordering 


$16.50 Lettered —$12.50 Unlettered 
F.0.8., MOUNDS, ILLINOIS 
Signs Are Shipped 1 to 5 in Bundie via Parcel Post. Postage te Be Added. 


Now taking orders for “Tel Signs to fit all 1956 model 
cars. Orders will be filled in the order in which they are 
a Immediate shipments on Fords, Mercury, Dodg 
and DeSoto. 


We will accept telephone calls collect on orders for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 
103 NORTH BLANCHE MOUNDS, ILLINOIS 


(Continued from Page 70) 


» $500"; shoo 4-dr., ye "60 (88) 
on, * $420°, $200°; pe, $305°. 

PLIMOUTH 0a, ‘Gabey 2-dr., “5900; 4-dr., 
$860. '53 Cranbrook 4-dr., §800*, $775. 
'52 Cambridge 4-dr., $330. 51 Cranbrook 
station wagon, $530; 4-dr., $370; Cam- 
bridge club coupe, $400. 50 Deluxe club 
coupe, $185, $160; 4-dr., $180. '49 Special 
Deluxe 4-dr., $150. 

PONTIAC—'54 Star Chief (8) 4-dr., $1,- 
330°. '53 Chieftain (8) 4-dr., $1,000°. 
’52 Chieftain (8) conv., $700°. "'51 Silver 
Streak (8) coupe, $560*; 4-dr., $540*; 
Catalina, $535°; 2-dr., $460°. 50 Silver 
Streak (8) 2-dr. $300; Silver Streak (6) 
2-dr., $300*, srio. '49 Silver Streak (8) 

5 , $160*, $150*. '48 Tor- 
pedo (6) 4 -ar., 


STUDEBAKER — 53 Commander Land 
Cruiser, $690*. ‘50 Champion 4-dr., 


$200* ; 2-dr., $110. 
wiLLys— 52 Aero Lark 2-dr., $330. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Oct. 4.) 

(Prices were very good this week as 
clean autos were very scarce, Sold 73 
cars out of 88 offerings.) 


BUICK—’55 Special 2-dr., $2,355*. '54 RM 
2-dr., $1,860* (ps), $1,750* (ps). °53 
Super 2-dr., $1,155*; 4-dr., $1,125*. '52 


vg Riviera 2-dr. $830° (ps); Super 2- 
$775*. ’51 4-dr., $505*. '50 Super 
2 ar., $385*; Special 2-ar., $200. 
CADILLAC—’53 (62) 2-dr., $1,885* (ps), 
$1,840* (ps); 4-dr., $1,625°. 
CHEVROLET—’54 Bel Air 2-dr., $1,030. 
cs Bel Air 2-dr., $835*, $745; Two-ten 
, $765; One-fifty 2-dr., $680. '52 SL 
basoke 4-dr., $465. ‘51 SL’ Deluxe 2- dr., 
$290. ’50 SL Deluxe 4- dr., $315, $245. 
CHRYSLER—'51 Windsor 2-dr. 1450 
DeSOTO—’51 Deluxe 4-dr., 
DODGE—’53 Meadowbrook 2- dr., $600. 
Meadowbrook 4-dr., $480, $445. 
FORD—’56 Fairlane (8) Victoria, 
Main (6) 2-dr., $1,755. 
Victoria, $2,005*; conv., $2,000; Main 
(6) 2-dr., $1,010. ‘54 Crest (8) 4-dr., 
$1,020, 3 Custom (8) 4-dr., $805*, 
mn 2-dr., $645; Main (6) 4- dr., $605, 
$555. ’52 Custom (8) 2-dr., $725°; 4-dr., 
$630, $545; Main (6) 2-dr., $470. ‘51 
Custom (8) Victoria, $630, $515; Custom 
(6) 4-dr., . "50 Deluxe (6) 2-dr., 
$285, $260. 
HUDSON—'52 Hornet 2-dr., $465. 
LINCOLN—’52 Cosmopolitan 2-dr., 


"52 


$890°. 


$2,460°; | 
‘55 Fairlane (8) 


MERCURY—’53 Custom 2-dr., $1,030%. ’51/ 


Custom 2-dr., $500. 
OLDSMOBILE—'54 (88) Holiday, $1,530°. 
°53 (98) Holiday, $1,190* (ps); (88) Holi- 
. "51 (88) 2-dr., $650°; (98) 


PLYMOUTH—’53 Cranbrook station wag- 


on, $940; Belvedere, $625, $530. °52 
ae 4-dr., $405. °51 Cranbrook 
conv., 


PONTIAC—’52 Chieftain (8) conv., $595°*. 
*51 Silver Streak (8) station wagon, $570. 
’49 Silver Streak (8) 2-dr., $245. 

STUDEBAKER—’52 Champion 2-dr., $305. 
‘51 Champion 2-dr., $230. 


4-dr., $180. 
CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. 4.) 
(Sold 297 cars out of 476 offerings.) 


BUICK—’54 Special Riviera 2-dr., $1,835°; 


*50 Champion 


Super Riviera 2-dr., $1,795* (ps), $1,- 
700*; Century Riviera 2-dr., $1,795* 
(ps); Special 4-dr., $1,220. °53 Super 


Riviera 2-dr., $1,225* (ps); 4-dr., $1,- 
175*; RM Riviera 4-dr., $1,225* (ps); 
2-dr., $1,070*; Special 4- -dr., $1,100*. 

CADILLAC—’55 (60) Special 4-dr., $4,- 
010° (ps); (62) coupe, $3,785* (ps); 
4-dr., $3,625* (ps), $3,600° (ps). '54 (62) 
coupe deVille, $3,425* (ps); 4-dr., $2,- 
935* (ps). "53 (60) Special 4-dr., $2,- 
250° (ps). 

CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
415. °54 Bel Air Sport coupe, $1,400; 
2-dr., $1,100*; Two-ten Handyman, §$1,- 
250; 2-dr., $1,115*, $1,060%, $1,050*, 
$970; 4-dr., $1,105*. ’53 Bel Air Sport 
coupe, $1,020*; 4-dr., $970*, $930° (ps); 
Two-ten 4-dr., $875; 2- dr., $820, $770, 
$750; One-fifty 2-dr., $580. '52 SL Deluxe 
2-dr., $650; FL Deiuxe 2-dr. $375. 

OHRYSLER—’54 Windsor 4-dr., $1,400*, 

"53 NY 4-dr., $875°*. ‘51 NY 

$225*; Imperial club coupe, 

"50 Saratoga 4-dr., $265*. 

Fire Dome (8) Sportsman, 
$1,095" (ps); 4-dr., $800*, 2 at $765* 
(ps), $730*. 

DODGE—’55 Royal Lancer, $1,900*. °54 
Royal (8) 4-dr., $1,125*. '53 Meadow- 
brook 4-dr., $625°; Coronet 4-dr., $550*. 
"52 Meadowbrook 4-dr., °, $455°, 
$330*, $290; Wayfarer 2-dr., $240°. 

FORD — ’'55 Thunderbird, $2,600* 
Fairlane (8) conv., $1,895* (ps); 

toria, $1,895* (ps); 2-dr., $1,760*; 4-dr., 
$1, 750°; ‘Custom (8) 4- dr., $1,505, $1,455; 
Main (6) 2-dr., $1,185. "54 Crest (8) 
Victoria, $1,425*, $1,270; 4-dr., $1,235*; 
Custom (6) 2-dr., $760. 

HUDSON—’55 Rambler club coupe, $1,475*. 
"53 Hornet 4-dr., $925*%, $830*; 2-dr., 
$875*; Wasp 4- dr., $480. 

KAISER—'54 Manhattan 4-dr., $1,375*. 
‘53 Manhattan 4-dr., $675*, °51 4-dr., 
$245°. 

LINCOLN—’53 Capri coupe, $1,585° (ps); 
4-dr., $930* (ps); Cosmopolitan coupe, 
$1,390* (ps). ‘52 Cosmopolitan coupe, 
$1,125* 

MERCURY—'55 Montclair coupe, $2,370* 
(ps). °54 Monterey Sun Valley, $1,500°* 
(ps); coupe, $1,500; 4-dr., $1,335°. °53 
Monterey coupe, $1, -* $1,115°*, $1,- 
045°; 4-dr., $950°. '5 coupe, 


$665*. 
NASH—’54 Rambler 4-dr., $990*; 2-dr., 
$810. '53 Rambler station wagon, $615. 
‘52 Rambler a coupe, $555, $465; 
Statesman 4-dr., 2 at $455°; 2-dr., $450. 
OLDSMOBILE—’55 (98) Holiday, $2,740* 
(ps); (88) Holiday, $2,715* (ps); 4-dr., 
$2,115*. '54 (98) Holiday, $2, 125° (ps): 
(88) Holiday, $2,105* (ps), a (ps); 
4-dr., $1,825* (ps). ‘53 (98 Holiday, 
$1,375* (ps). "52 (98) 4-dr., 3000". 
PACKARD—’53 Patrician, $1,000*; Clip- 
mm, 4-dr., $920°, $860°. '52 Mayfair, 
e 
PLYMOUTH — ‘55 Belvedere (8) Sport 
coupe, $1,940*; Savoy (8) 4-dr., ,500. 
"54 Belvedere oo coupe, $1, 196°, &.- 
180°; Savoy 4-dr., $950, $940; 2-dr., 


$840; Plaza 4-dr., $825; 2-dr., $800. ’53 
Cranbrook 2-dr., $815*. 

PONTIAC—’55 Chieftain (8) Catalina, $1,- 
795* (ps). ’53 Chieftain (8) 4-dr., $975*; 
2-dr., $895*°. °’52 Chieftain (8) 2-dr., 
$740*; Catalina, $680*; conv., $585*; 


STUDEBAKER — ‘54 Commander club 
$1,250*, $935*; Champion 4-dr., 
.-'53 Champion club coupe, $730. 
WILLYS—’52 Aero 2-dr., $445. 


FLINT 


(Flint Auto Auction, Inc, Sale every 
Wednesday, Prices are for sale of Oct. 5.) 

(Prices holding steady and are about 
the same as the previous week. Sold 100 
cars out of 136 offerings.) 

BUICK—’55 Special Riviera 4-dr., $2,400°. 
’53 Super Riviera 2-dr., (ps), 
$1,070*; 4-dr., $1,050*, ial 
2-dr., $1,015; RM 4-dr., 
’51 Super 4-dr., $515*, $390*; 
2-dr., $300°. ’°50 Special 4-dr., 
dr., $120; Super 4-dr., $160. °49 RM 
2-dr., $425. 

ILET—’54 Two-ten 2-dr., $825, '53 
Two-ten club coupe, $850; 4-dr., $725, 
$715*, $580*; Bel Air 4-dr., $740; One- 
fifty club coupe, $500. ’52 SL Deluxe 
2-dr., $575°; 4-dr., $510*, $420°, $410; 
SL Special 2-dr., . 51 SL Deluxe 
Bel Air, $525*; 4-dr., $365, $300°; 2-dr., 
$285, $250*. ’50 SL Deluxe 4-dr., $165*, 
$150, $135; club coupe, $160; sL’ Special 
2-dr., $145, $135; coupe, $145. ‘49 SL 
Deluxe 2-dr., $125, $120. 

CHRYSLER — ’'53 Windsor 4-dr., $930* 
(ps). '51 Windsor 4-dr., $375*. 

DODGE — '53 Coronet 4-dr., $685*. °52 
Coronet 4-dr., $320. °49 Wayfarer 2-dr., 
$120. 

FORD—’55 Fairlane (8) 4-dr., $1,700*; 
Custom (8) 4-dr., $1,500*. °54 Custom 
(8) 4-dr., $1,000; 2-dr., $885*. '53 Cus- 
tom (8) 2-dr., $775; 4-dr., $770*, $755, 
$710; Main (6) 2-dr., $600; Main (8) 
2-dr., $590.°'52 Custom (8) club coupe, 


Special 
$175; 2- 


$710*; 4-dr., $590. °51 Custom (8) Vic- 
toria, $490*; 4-dr., $340, $275*; Deluxe 
(6) 2-dr., $260, $175. '50 Custom (8) 
2-dr., $250, $170; 4-dr., $145. °49 Cus- 
tom (8) conv., $100. 

HUDSON—’54 asp 4-dr., $745. 


MERCURY—’53 Monterey club coupe, $1,- 
125°. 

NASH—’53 Rambler station wagon, $665. 
’51 Statesman 4-dr., $155; Ambassador 
4-dr., $140. 

OLDSMOBILE—’54 (88) Super 4-dr., $1,- 
715* (ps), $1,540. '53 (88) Super 4-dr., 
$1,025. '52 (88) Super 2-dr., $465°. °51 
(88) Super 4-dr., $410. '50 (98) 4-dr., 
$125; (88) 2-dr., $100. 

PLYMOUTH—’55 Savoy (6) 4-dr., $1,385. 
*52 Cranbrook 4-dr., $350; Cambridge 
club coupe, $305. °51 Cranbrook 4-dr., 
$180. °49 Deluxe 4-dr., $135. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
030*; 4-dr., $865*, $785*; %-ton pickup, 
$515. °52 Chieftain (8) 4-dr., $520°. '50 
Silver Streak (6) 2-dr., $135. 

STUDEBAKER—’51 Champion a dr., $180°. 

MISCELLANEOUS—’'53 GMC %-ton pick- 
up, $560. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Oct. 5.) 
(Market 


today, ac- 
counting for the lower price tags on most 
autos. Clean stuff in short supply and 
top dollar. Sold 68 cars out 
of 102 offerings.) 

BUICK—’53 Special sedan, $920. '52 Super 
sedan, $780*, $750*. °51 Super :.!viera 
coupe, $570*; sedan, $570*. ‘50 Super 
sedan, $395*. '49 RM sedan, $280. 

CADILLAC—’53 (62) conv., $2,250° (ps). 
’51 (62) sedan, $1,150*. 

CHEVROLET — '53 Two-ten sedan, $830, 
$775. '°52 SL Deluxe sedan, $590. '51 SL 
Deluxe sedan, $490, $455, $370; SL Spe- 
cial sedan, $340. "50 SL Deluxe sedan, 
$260, $250. 

CHRYSLER—’52 Windsor sedan, $690°*. ’50 
Windsor sedan, $380. 

DeSOTO—'51 Custom (8) sedan, $520. 

DODGE — ’53 Coronet sedan, $780. '51 
Coronet sedan, $475, $320. '50 Coronet 
sedan, $275, $225. °49 Coronet sedan, 
$140. 

FORD—’54 Custom (8) sedan, $1,120, $1,- 


060. '53 Custom (8) sedan, $715; Main 
(8) sedan, $630, $580. ’52 Custom (8) 
sedan, $690, $620, "50 Custom (8) 


$530. 

sedan, $240, $215. °49 Custom (8) sedan, 
$250. 

LINCOLN—’52 Capri sedan, $645°. 

MERCURY—’54 Monterey Sport coupe, $1,- 
560*. ’52 sedan, $675. '51 sedan, $470, 
$430, '49 sedan, $290. 

NASH — '52 Statesman sedan, $490. °51 
Ambassador sedan, $290. 

OLDSMOBILE—’52 (88) sedan, $920°. '51 
(98) sedan, $590. ’°50 - sedan, $375. 
’49 (88) sedan, $250, $230 

PACKARD—’53 Clipper sedan, $790. 

PLYMOUTH—’54 Plaza sedan, $800. °53 
Cranbrok sedan, $625, $600. ‘52 Cran- 
brook sedan, $460, $430. '51 Cranbrook 


sedan, $360. $285; Cambridge sedan, 
$300. 50 Deluxe sedan, $250. 
PONTIAC—’53 Chieftain (8) sedan, $1,- 
180°. °51 Silver Streak (8) Catalina, |. 
$620*; sedan, $330. '49 Silver Streak (8) 
conv.. $240. 
STUDEBAKER—’53 Champion sedan, $615. 
‘50 Champion sedan, $190. 
MISCELLANEOUS — ’'51 Henry J sedan, 
$190. 
MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct. 5.) 

(Market strong on clean, older autos 
and used ’55s, Sold 85 cars out of 141 
offerings.) 

BUICK—’53 Super 4-dr., $1,075°. °51 = 
4-dr., $435°. '50 Super 4-dr., $350°, 

'49 Special 2-dr., $200°. 

CADILLAC—'55 (62) 4-dr., $3,650° (ps). 
'54 (62) 4-dr., $2,980° (ps). "53 (62) 
4-dr., $2,000°. 

— °'55 One-fifty (8) station 

$1,600; Bel Air (6) 2-dr., $1,505. 

54 ewotn 2-dr., $1,005, $965, $950. 53 

Two-ten 4-dr., $860, $780, $665. 

‘52 SL Deluxe 2-dr., $495, $475. '51 SL 

Deluxe Bel Air, $540; 4-dr., $540; 2-dr., 

$445, 2 at $385. "50 SL Deluxe 4-dr., 
$355. °49 SL Deluxe 2-dr., $210, $115. 

CHRYSLER—’53 NY 4-dr., '$1,045¢, 

DeSOTO—’51 Custom 4-dr., $405°. 





— 


DODGE—’53 Coronet 4-dr., $775°. '52 © or- 
onet 4-dr., $410°. 

FORD —'56 Fairlane (8) Country se an, 
$2,370*; Custom (6) 4-dr., $1,845°, ‘55 


$1,100. '53 Custom (8) Wwe: on, 
$1,085; 4-dr., Hace a a "62 Cus.om 
(8) 4-dr., $650°, *51 Custom 8) 


4-dr., $400°, $350°. $3 $318, "50 Custom 8) 

2-dr., $280*, $255 *49 Custom (6) 

4-dr., $135*, $125. 
HUDSON 


—’53 Hornet 4-dr., $755°. 52 

Wasp 4-dr., $450. 

LINCOLN—' 54 4-dr., $1,600°. 

MERCURY—’54 Custom 4-dr., $1,295*. 53 
Custom 2-dr., -_" ‘51 4-dr., $500°. ‘50 
4-dr., $290°, $165 

NASH—’50 Super 4-dr., $120. 

OLDSMOBILE—’55 (88) Super 4-dr., 32,- 
200* (ps); Deluxe 4-dr., $1,970*, ‘54 
(88) 4-dr., $1,705*, $1,660°. °53 (88) 
4-dr., $1,310*. '51 (88) 4-dr., $700°. ‘50 


(88) 4-dr., $250°. 

PACKARD—’ 51 Custom 4-dr., $470*, $300°. 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,510¢, 
°54 Savoy 4-dr., $840. °51 Cranbrook 
4-dr., $340, $300. '50 Deluxe 2-dr., $125. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,- 
260°; 2-dr., $975. '53 Chieftain (8) 4-dr., 
$850°. "52 ‘Chieftain (8) 2-dr., $635. °51 
Silver Streak (8) 2-dr., $375*. ’50 Siiver 
Streak (8) 2-dr., $280*. 


STUDEBAKER — '51 Commander Land 
Cruiser, $350°. 

MISCELLANEOUS — '53 Henry J 4-dr., 
$155°, 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 

Friday. Prices are for sale of Oct. 7.) 

BUICK —’55 Special sedan, $1,765*. '53 
Special sedan, $900. '52 Special sedan, 
$640. 51 RM sedan, $595°. 

CADILLAC—’54 (62) coupe, $3,480° (ps). 
"52 (62) sedan, $1,415*, °51 (62) sedan, 
$1,000°. 

CHEVROLET—’54 .One-fifty sedan, $990; 
Two-ten sedan, $970. '53 Bel Air sedan, 
$910; Two-ten sedan, $890*; conv., $840; 
Hardtop, $700; One-fifty Business coupe, 
$590. °52 SL Deluxe sedan, $670, $600. 
’51 SL Deluxe sedan, $500; Bel Air, $450; 
club coupe, $300. '50 SL Deluxe sedan, 
$445, $370, $350, $275, $220. '48 SM 
sedan, $115. 

CHRYSLER—’53 Windsor sedan, $950°*. '50 
Saratoga sedan, $255°. 

DeSOTO—'53 Fire Dome (8) sedan, $925. 
’49 Custom sedan, $250, $225. 

DODGE — '52 Wayfarer Business coupe, 
$240. ’51 Coronet sedan, $410*, $395; 
Meadowbrook sedan, $390; Wayfarer se- 
dan, $350. ’50 Coronet sedan, $350. '49 
7 sedan, $200. ’°48 Custom sedan, 

FORD — '53 Crest (8) Victoria, $1,125*; 
Main (8) Ranch Wagon, $1,090. '52 
Crest (8) Victoria, $745; Custom (8) 
2-dr., $570; Deluxe (8) sedan, $600. ’51 

os $470°; conv., 

) sedan, $385. '50 


Deluxe (8) 

; Deluxe (6) sedan, $140. '49 
Custom (8) club coupe, $240; sedan, 
$195; Deluxe (8) sedan, $100; Custom 
(6) sedan, $145, $130. 

HUDSON—’52 Hornet sedan, $450°, 

KAISER—’50 sedan, $120. 

LINCOLN—’49 sedan, $240°. 


MERCURY — '55 Monterey Hardtop, $1,- | 


895. '53 club coupe, $940, ’51 club coupe, 

$400, $325; sedan, $290. 
OLDSMOBILE—’52 (88) sedan, $675°. ‘51 

(88) sedan, $475°; (98) club coupe, 


$780°. 

PACKARD—’51 (200) sedan, $325. ’49 se- 
dan, $125. 

PLYMOUTH—'54 Plaza sedan, $760. '52 
Cranbrook sedan, $550. 


STUDEBAKER — ’54 Champion Hardtop, 
$860. 52 Commander sedan, $315*. '51 
Champion sedan, $275. "50 Champion 
sedan, $195, $180, $125, $100. ‘49 Cham- 
pion sedan, $100, 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Oct. 5.) 


(Market firm with its get- 
ting better.) 
BUICK—’53 RM sedan, $995* (ps). ’5l 


RM Riviera, $590°; 4-dr., $555°. °49 
Super 2-dr., 
CAD ILLAC—’ 51 (63) 4-dr., $1,500*, §1,- 
405*. ’49 (62) 4-dr., $715°. 
CHEVROLET—’54 Two-ten 2-ar., $1,130. 
’62 SL Deluxe 4-dr., $700*; club coupe, 
$615*. '51 FL Deluxe 4-dr., $570°; 2-dr., 
$535*. °50 SL Deluxe 2-dr., $565*, 
club coupe, $475, $415; "¥-ton panel, 
$355. '49 SL Deluxe 2-dr., $365; 4-dr., 
$225. '48 FL sedan, 5. 
DeSOTO—’51 4-dr., $495°. "50 4-dr., $375. 
DODGE —.’54 Coronet 2-dr. ,090. "52 
Coronet 4-dr., $550. ’50 Coronet 4-dr., 
$530. °49 4-dr., $230. °48 2-dr., $110. 
FORD — ’54 Crest (8) Victoria, $1,615°, 
$1,430; Main (6) Ranch Wagon, $1,600° 
(ps). °53 Crest (8) Victoria, $1,285° 
(ps). °52 Crest (8) Victoria, $925. ‘5! 
Custom (8) Victoria, $685; Custom (6) 
4-dr., $445, $400. "49 Deluxe (6) 4-dr., 
$245, $175. 
HUDSON—'49 4-dr., $120. 


*52 Monterey 4-dr., $965°, $955°. ’ 
4-dr., $460, $410. 
NASH—'55 Rambler sedan, $1,215. 


PACKARD—’51 club coupe, $480. 

PLYMOUTH—’'55 Savoy (8) 4-dr., 2 at 
$1,625*. ‘53 Cambridge 4-dr., $645. "52 
Cranbrook station wagon, $880; 4-dr., 
$475. ’51 Cranbrook club coupe, $410. 

PONTIAC—’50 Silver Streak (6) 
$335, $290*. °49 Silver Streak (6) 2-dr. 

$230°, $175*. 

STUDEBAKER — '54 Commander station, 
wagon, $1,630*; Champion Hardtop, $1,- 


OMAHA 


(Richard Abel Auto Auction. Sale every 
ursday. Prices are for sale of Oct. 4.) 
BUICK—’55 Super Riviera 4-dr., $2.475° 
(ps). °54 Super Riviera 4-dr., $1 580° 
(ps). °53 Special Riviera coupe, $1,030, 
} a 4-dr., $875, $845. '50 Special “-dr.. 


CADILLAC—’ 52 (62) 4-dr., $1,475°. ‘49 
(Continued on Page 75, Col. 1) 


4-dr., 5 
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(62) $595*. °48 (62) 

$530°. 

CHE VROLET—’55 Bel Air (8) 4-dr., $1,- 
950*, $1,705*; Two-ten 2-dr., $1,720*, 
$1,670; 4-dr., $1,435. "54 Two-ten 2-dr., 
$1,000*; One-fifty 2-dr., $890. '53 Bel Air 
conv., $1,075; 4-dr., $935*, $925, $820; 
Two-ten 4-dr., $800. ’°52 SL Deluxe Bel 
Air, $700; 4-dr., $640. ’51 SL Deluxe 
2-dr., $590. '50 SL Deluxe 4-dr., $405, 
$275*, $255; SL Special 4-dr., $295. °49 
%-ton panel, $290, $210. 

OHRYSLER—’52 NY 4-dr., $645* (ps). 

DeSOTO—’52 Fire Dome (8) 4-dr., $720*. 

DODGE—’53 Coronet (8) 4-dr., $850*, 
$645°. 

FORD—’'56 Parklane (8) station wagon, 
$2,670*. °55 Fairlane (8) Victoria, $2,- 
500%, $1,760*; 2-dr., $1,690. °54 Crest 
(8) conv., $1,295*. '53 Crest (8) Country 
Squire, $1,275; Victoria, $1,190*, $1,- 
050, $980; conv., $885. '52 Custom (8) 
4-dr., $770*, $710, $595. '51 Custom (8) 
club coupe, $495*; 2-dr., $470°; 4-dr., 
$325*; Victoria, $460*, $300; %-ton pick- 
up, $475; Custom (6) 2-dr., $400. °50 
Deluxe (8) 2-dr., $325. 

KAISER—’53 4-dr., $535*. '51 4-dr., $155. 

LINCOLN—’51 Cosmopolitan club coupe, 
445°. 

MERCURY—'54 Monterey coupe, $1,520* 

4-dr., $1,375*. ’53 Custom 4-dr., 
$1,100*. ‘52 Custom 2-dr., $725. 

NASH—’53 Rambler Country club, $840*. 
’51 Ambassador 4-dr., $325°*. 

OLDSMOBILE — ’53 4-dr., $1,350* 
(ps). °51 (88) 4-dr., (98) 4-dr., 
$615*. '50 (98) 4-dr., $415*. °49 (98) 
Holiday, $245. 

PACKARD—’50 (300) 4-dr., $565*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
800. °54 Belvedere 4-dr., 2 at $995°*. ’51 
Cambridge 4-dr., $375. 

STUDEBAKER — ‘51 Commander 2-dr., 
$215°. 

WILLYS—’51 (6) station wagon, $350*. 48 
Jeepster, $350*, $275. 

MISC: OUS—’53 Henry J (6) 2-dr., 
$320. '52 Henry J (6) 2-dr., $175. 


DETROIT 


(Wes Coon Auto Auction. Sale every 
Thursday. Prices are for sale of Oct. 6.) 

(Bidding was brisk and spirited 
throughout the entire sale in spite of a 
cloudburst, Sold 51 cars out of 83 of- 
ferings.) 


sedanet, coupe, 


BUICK—’54 Special 4-dr., $1,390°. ’53 
Super 4-dr., $1000*. ‘51 Super 4-dr., 
$470*, $440*, $425*. ‘49 Super station 
wagon, $155. 


CADILLAC—’54 (62) conv., $3,090* (ps). 
*53 (62) coupe deVille, $2,250° (ps); 
2-dr., $1,475*. t 

CHEVROLET—’53 Bel Air 2-dr., $950*. 
"52 SL Deluxe 4-dr., $515. 51 SL Deluxe 
4-dr., $365; 2-dr., $260*. ‘50 SL Deluxe 
coupe, $265. 

DeSOTO—’51 Custom 2-dr., $350. 

DODGE—’53 Meadowbrook station wagon, 
$700; Coronet (8) 2-dr., $490. 

FORD—’54 Crest (8) conv., $1,095*; Cus- 
tom (8) 4-dr., $1,005. °53 Crest (8) Vic- 
toria, $985, $940; Custom (8) conv., 
$950; 2-dr., $835, $790; Custom (6) 2-dr., 
$695; Main (6) 2-dr., $595. ‘52 Main (6) 
2-dr., $540*; Custom (6) 2-dr., $505. °51 
Custom (8) conv., $400*; Victoria, $395; 
Deluxe (8) 2-dr., $315; Deluxe (6) 2-dr., 
$290. '50 Custom (6) 2-dr., $140. 

HUDSON—’51 Hornet 4-dr., $335*. 

LINCOLN—’50 4-dr., $120. '49 4-dr., $105. 

NASH—’51 Rambler conv., $230. 

OLDSMOBILE—’53 (98) club coupe, §$1,- 
250°; 4-dr., $1,165*. 

PLYMOUTH—’53 Cambridge 4-dr., $515. 
*52 Cranbrook 2-dr., $230. '51 Cambridge 
2-dr., $300; Cranbrook 2-dr., $265. 

PONTIAC—’53 Chieftain (8) 4-dr., $850*, 
$805*. ‘51 Silver Streak (8) Catalina, 
$585*. ’50 Silver Streak (8) 2-dr., $240. 

STUDEBAKER—’53 Champion 4-dr., $490. 
’52 Commander 4-dr., $300. 

MISCELLANEOUS—’30 Hupp 4-dr., $155. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 

Oct. 6.) 

(Market holding very well. ’53s seemed 
especially strong this week, Sold 155 
cars out of 243 offerings.) 

BUICK —’'55 Super 2-dr., $2,380* (ps); 
Century 2-dr., $2,255*. °54 Super 2-dr., 
$1,690*; conv., $1,540* (ps); RM 2-dr., 
$1,660* (ps). '53 RM conv., $1,250*; 
4-dr., $1,195* (ps); Super 2-dr., $1,185*, 
$1,000*, $995*. 


CADILLAC—’55° (62) coupe deVille, $4,- 
200° (ps); coupe, $3,775* (ps); 4-dr., 
$3,650* (ps). ’°53 (62) 4-dr., $2,060°. ’52 
(62) 4-dr., $1,495*. °51 (62) 4-dr., 
$1,070*. 

CHEVROLET — ’'55 Two-ten (8) station 


wagon, $2,100*. 54 Corvette conv., $1,- 
645*; Two-ten 2-dr., $990*. '53 Two-ten 
Station wagon, $900; 4-dr., $705; Bel Air 
2-dr., $885; 4-dr., $860*. '52 SL Deluxe 
Station wagon, $830; 2-dr., $600. 51 SL 
Deluxe 2-dr., $480°, $385; conv., $335; 
Bel Air, $295; FL Deluxe 2-dr., $375°*. 

CHRYSLER—’53 NY 4-dr., $890*. 51 NY 
4-dr., $340*; Imperial 4-dr., $305. °50 
NY Newport, $310*. 

DeSOTO—'53 Fire Dome (8) 4-dr., $910*. 
"52 Custom 4-dr., $430*. '51 2-dr., $310. 
‘50 Custom 4-dr., $250*. 


DODGE—’54 Royal (6) sedan, $950. 
Coronet (8) 4-dr., $750; 2-dr., $690*; 
club coupe, $645*; Diplomat, $600*. 
Coronet 4-dr., $310*, 

FORD—'56 Fairlane (8) conv., $2,485*; 
4-dr., $2,300*. °54 Custom (6) 2-dr., 
$980; Main (8) 2-dr., $755. '53 Crest (8) 
Country sedan, $1,105; Custom (8) 4-dr., 
$785; 2-dr., $750. ’52 Main (6) Ranch 
Wagon, $830; Custom (8) 4-dr., $625; 
Custom (6) 2-dr., $460. ’51 Custom (8) 
Victoria, $425, $400. 

HUDSON—’53 Hornet 4-dr., $890°; Wasp 
4-dr., $510*. "52 Hornet 2-dr., $405*, °51 
Hornet 4-dr., $360*. 

KAISER—’52 4-dr., $345. 

LINCOLN—’53 Capri 4-dr., $1,020* (ps). 

MERCURY—’54 Custom Sport coupe, $1,- 
490°; Monterey coupe, $1,480. ’°53 Mon- 
terey coupe, $1,240*; 4-dr., $925, $825; 
-ustom 4-dr., $865*. '52 Custom coupe, 
$760*; Monterey 2-dr., $590. 

NASH—'54 Statesman Country club, $1,- 
225; Rambler 2-dr., $980. ‘53 Rambler 
station wagon, $630; Statesman 4-dr., 





$585. °'52 Statesman 4-dr., $465. 
Statesman 2-dr., $360. 
OLDSMOBILE—’55 (98) Holiday, $2,760° 
(ps); (88) 4-dr., $2,210°. '54 (88) Holi- 
day, $2,120° (ps), $1,930° (ps); 4-dr., 
$1,740; (98) 4-dr., $1,900° (ps), $1,- 
725°. '53 (98) 4-dr., $1,300*° (ps); (88) 


$895* 
$1,- 


‘53 Cranbrook 
’51 Cranbrook 


"51 


53 Patrician 4-dr., 
(ps). "52 (400) 4-dr., $540*. 
MOUTH — ‘54 Belvedere 2-dr., 
Savoy 4-dr., $910. 
$635, 2 at $610. 
4-dr., $225. 
PONTIAC—’53 Chieftain (8) 4-dr., $930* 
(ps); club coupe, $850*. ’52 Chieftain 
(8) Catalina, $720*; 4-dr., $550°, $540*. 
’50 Silver Streak (8) 2-dr., $480°*. 
STUDEBAKER—’53 Champion Sport coupe, 
$890*. '51 Commander 4-dr., $360*, $310*. 
WILLYS—’52 station wagon, $385. 
Se Henry J Corsair, 
265. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. 4.) 

(Market off on late models and down 
on all other years, especially rough mer- 
chandise. Dealer interest in world series 
here in New York kept crowd Listening 
to the game, not buying cars. Sold 87 
cars out of 129 offerings.) 


BUICK—’55 Special Riviera, $1,830; Super 


Riviera, $1,600 (flood). °54 Century 
Riviera, $1,370. '53 Super Riviera, $1,- 
110*. ’52 Super 4-dr., $540*. ’51 Special 
4-dr., $455*, $435; Super 4-dr., $395*. 
’50 Super 4-dr., $380*; Special 4-dr., 
$375*. 


590* (ps); 4-dr., $1,450*°, '49 (75) 4-dr., 
$435*. °48 (62) 2-dr., $315*. °47 (75) 

CHEVROLET — ’54 Two-ten 4-dr., 2 at 
$935, $925, $920; 2-dr., $930, $925, $905; 
'53 Two-ten 4-dr., $775*, $750*; 2-dr., 
$740; One-fifty 4-dr., $660, $600, $565 
*52 SL Deluxe conv., $575*; 2-dr., $460. 
’51 SL Deluxe 4-dr., $350; FL Deluxe 
4-dr., $295*. '47 SM conv., $150. 

CHRYSLER—’51 NY 4-dr., $295*; conv., 
*52 Coronet Hardtop, $570*. ’51 Coronet 
4-dr., $410*; Wayfarer 2-dr., $315*. ’50 

FORD — ‘53 Custom (6) 2-dr., $660. '51 
Custom (6) station wagon, $360*; De- 
2-dr., $215. "49 Custom (6) 4-dr., $110. 

HUDSON—’53 Wasp 4-dr., $550*. 

$1,045°*, 
$895. '49 4-dr., $105. 

NASH—’51 Rambler station wagon, $275; 

OLDSMOBILE—’52 (98) 4-dr., $780*. ’48 
(98) 4-dr., $165°. 

PLYMOUTH — ’54 Plaza station wagon, 
$910. '53 Cranbrook 4-dr., $770*, $605. 

PONTIAC—’53 Chieftain (8) conv., 
045*; 4-dr., $890*, $869*; 2-dr., b 

4-dr., 
$725, $660, $580, $525, $410. 

STUDEBAKER—’51 Champion 4-dr., $225. 

WILLYS—’53 station wagon, $420°*. 

MISCELLANEOUS—’52 Zephyr 4-dr., $240. 
(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Oct. 5.) 
priced, clean autos. Sold 98 cars out of 
146 offerings.) 
$505. °50 Special Riviera, $480*; 4-dr., 
$305*, $300 
4-dr., $190. 

CHEVROLET—'55 Two-ten (8) 2-dr., $1,- 
2-dr., $775. '53 Two-ten 4-dr.; $905, $810, 
$705; 2-dr., $875, $805; Bel Air 2-dr., 
luxe 2-dr., $610, $560; club coupe, $535. 
’51 SL Deluxe station wagon, $680; 4-dr., 
2-dr., $350, $310. °49 SL Deluxe 4-dr., 
$325; 2-dr., $205; SL Special 2-dr., $305. 

CHRYSLER—’51 Saratoga 4-dr., $590°. 

DeSOTO—'38 4-dr., $250. 
$1,955"; Custom (8) 4-dr., $1,530. °54 
Custom (8) 2-dr., $1,015. 53 Custom (8) 
*52 Custom (8) 4-dr., $805, $780, $765; 
2-dr., $755, $705; Custom (6) 2-dr., $570, 
2-dr., $500; 4-dr., $480, $280; Custom 

"50 Custom (8) 2-dr., 
ton pickup, $365. '49 Custom (8) 2-dr., 
$275, $200*, $195; %-ton pickup, $200. 
$145. 

KAISER—’51 4-dr., $225*, $105*. 

*46 club coupe, $150. 

NASH—'51 Rambler station wagon, $465. 
per 2-dr., $755*. °51 (88) 4-dr., $590. 
"50 (98) 4-dr., $425*, $270*; 2-dr., $380°; 
$205; (98) 4-dr., $100*. 

PACKARD—’46 Clipper 4-dr., $115. 
’51 Cranbrook 2-dr., $380. '50 Deluxe 
club coupe, $380; 4-dr., $215, $275; Spe- 

PONTIAC—’53 Chieftain (8) 2-dr., $975. 
"50 Silver Streak (8) 4-dr., $180*; conv., 

STUDEBAKER—’52 Champion 4-dr., $460*. 
"51 Champion 4-dr., $305*. 
up, $555. °52 Henry J 2-dr., $275. 

EBENSBURG, PA. 

Thursday, Prices are for sale of Oct. 6.) 

(Dealers hesitate to sell because of 
uuioce are sight, Gel 119 ease cut of 
oO) 


CADILLAC—’52 (62) coupe deVille, $1,- 
limousine, $365. 

One-fifty 4-dr., $795, $775; 2-dr., $800. 

2-dr., $625, $575; club coupe, $630, $610. 

4-dr., $350. '50 SL Deluxe conv., $365*; 
$250. 
DODGE — ’'53 Meadowbrook sedan, $505. 
Meadowbrook 4-dr., $275*. 
luxe (8) 2-dr., $250. ‘50 Custom (8) 
MERCURY—’53 Monterey 4-dr., 
conv., $275. 
PACKARD—’53 Clipper 2-dr., $790*. 
’52 Cambridge 4-dr., $410. 
$1,- 
’52 Chieftain (8) conv., $635; 
*50 Champion 4-dr., $200. 
DANVILLE, VA. 

(Very active sales on all moderately 
BUICK—’51 Special Riviera, $515*; 4-dr., 
CADILLAC—’49 (75) 4-dr., $500*. '46 (62) 

550. °54 Two-ten 2-dr., $875; One-fifty 
$900, $680; club coupe, $850. 52 SL De- 
$505, $490. '50 SL Deluxe Bel Air, $410; 
'48 FM 4-dr., $165. '47 FM conv., $105. 
FORD—’55 Fairlane (8) Crown Victoria, 
2-dr., $955*, $850; Main (8) 2-dr., $555. 
$555*. ’51 Custom (8) Victoria, $825*; 
$385, $355, $330, $270; conv., $200; %- 
°48 Deluxe 2-dr., $160. °46 Deluxe %4-dr., 
MERCURY—’50 2-dr., $335. '49 2-dr., $210. 
OLDSMOBILE—’52 (88) 2-dr., $955*; Su- 

(88) 2-dr., $355°. '49 (88) 2-dr., $225°*, 

PLYMOUTH — '53 Cranbrook 2-dr., $685. 
cial Deluxe 2-dr., $325; 4-dr., $285. 
$180. 

MISCL'LLANEOUS—’53 GMC %-ton pick- 

(Ebensburg Auto Auction Co. Sale every 
falling prices. Market is still strong if 
BUICK "53" Super Riviera 2-dr., $1,275°, 


$1,250°; RM 4-dr., $1,085° (ps); Special 
2-dr., $765. °51 Super 4-dr., §600°; RM 
4-dr., $480°, $380°; Special 2-dr., $420°. 
*50 Special 4-dr., $375; 2-dr., 2 at $180. 
49 RM 4-dr., $260°; 2-dr., $230°; Spe- 
cial 2-dr., $145. 


CADILLAC — '53 (62) 4-dr., $2,100. '50 
(61) 4-dr., $1,015". °49 (62) 4-dr., $590°. 


CHEVROLET—’53 Bel Air 2-dr., $880; 4- 
dr., $725*. '52 FL Deluxe 2-dr., $580°; 
SL Deluxe 2-dr., $555*, $550°, $400*; 
4-dr., $455°. '51 SL Special 2-dr., $340. 
‘50 FL Special 2-dr., $375; SL Deluxe 
4-dr., $240; 2-dr., $195°; club coupe, 
$195; %-ton panel, $260. '49 FL Deluxe 
4-dr., $270, $200; 2-dr., $210, $155; SL 
Special 2-dr., $245, $170; club coupe, 
$165; SL Deluxe 4-dr., $235*. 


CHRYSLER — '52 Saratoga sedan, $610* 
(ps). °49 Royal 4-dr., $240. '47 NY 4- 
dr., $100°. 


DeSOTO—’52 Fire Dome (8) 4-dr., $750* 
(ps). °51 Custom 4-dr., $400*. °49 Cus- 
tom 4-dr., $135*. °47 4-dr., $105°. 


DODGE—’53 Coronet (8) Hardtop, $910; 
4-dr., $750°%, $630°. °52 Coronet 4-dr., 
$500*. °51 Coronet club coupe, $440; 
Meadowbrook 4-dr., $330. ‘50 Coronet 
club coupe, $285*. '49 Meadowbrook 4- 
dr., $190. 


FORD—’55 Custom (8) 2-dr., $1,550. °54 
Main (8) Ranch Wagon, $1,250; Custom 
(8) 2-dr., $1,150. '°53 Main (8) Ranch 
Wagon, $940*. ’52 Main (8) 2-dr., $600°; 
Custom (6) 2-dr., $570*; Custom (8) 
2-dr., $550. '51 Custom (8) 2-dr., $480, 
$385*; 4-dr., $430; Custom (6) 2-dr., 
$350. ’50 Custom (8) 4-dr., $420; Deluxe 
(8) 4-dr., $285; 2-dr., $255; Deluxe (6) 
2-dr., $200, $110. '49 Custom (8) 2-dr., 
$250, $200*, $195*; Deluxe (8) 2-dr., 
$250. '46 %-ton pickup, $175. ‘29 Model 
A 2-dr., $125. 

HUDSON—’51 Hornet 4-dr., $330*. 

KAISER—’51 4-dr., $135; 2-dr., $235°. 

MERCURY—’53 Monterey 4-dr., $1,075*. 
’52 Custom Sport coupe, $595*. ’50 4-dr., 
$375*; club coupe, $205. °49 2-dr., $190, 
$175. 

NASH—’51 Ambassador 4-dr., $215*, $165*. 

OLDSMOBILE—’53 (88) Super 4-dr., $1,- 
190*; Deluxe 4-dr., $1,045%. °50 (88) 
4-dr., $345. °49 (76) club coupe, $230°*. 
’48 (78) 4-dr., $230°. 

PACKARD—’52 (200) 4-dr., $515*, $270°*. 
*50 (200) 4-dr., $125°. 

PLYMOUTH — ’53 Cranbrook club coupe, 
$660; 4-dr., $575; Cambridge club coupe, 
$575. °52 Cranbrook conv., $425; Cam- 
bridge 4-dr., $395; Concord 2-dr., $360. 
’51 Cranbrook 4-dr., $425, $300. ’50 Spe- 
cial Deluxe 4-dr., $345. '49 Special De- 
luxe 2-dr., $165. 

PONTIAC—’50 Silver Streak (8) station 
wagon, $500°. °49 Silver Streak (8) 4- 


(Continued on Page 81, Col. 1) 
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Olson Joins St. Paul Buick |announced by W. R. Stephens, 
ST. PAUL. — Appointment of | President. He replaces Henry Kind- 


Robert T. Olson as general man-/|ler, who has opened Kindler Buick 
ager of St. Paul Buick Co. has been | Co., Chillicothe, O. 
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ONE OF, THE NATION’S 

LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


HELAND COMPANY 


DIVISION 
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FOUNDRY 


AN AAWILIEZ TURING PLANTS 


CHATTANOOGA 2, TENNESSEE 
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DEADLY CARBON MONOXIDE FUMES 


OUT OF YOUR GARAGE WITH 





AND USE OUR NEW “Y’’ CONNECTOR 
FOR 


CARS WITH DUAL TAILPIPES 






FITS ALL 3 TUBING SIZES — 212” 
tubing screws tightly into ‘‘Y'’. If 
3” tubing is used from “Y"' to tail- 
pipes, screw 4 inches of 212” tub- 
ing into “‘Y"’, then screw the 3” 
over the 242”. If 2” tubing is used, 
screw the 2” inside the 242”. A 
tight fit both ways. 


3 SIZES OF TUBING ...3 SIZES OF ADAPTERS 
TO FIT ALL CARS 
Manufactured in Our Modern, New Plant at McComb, Ohio 
BUY FROM THE LEADING JOBBERS AND DISTRIBUTORS 
THROUGHOUT U.S. AND CANADA 


MANUFACTURERS, by Special Processes (Pats. Pending) 
of Industrial Vacuum Cleaner Hose, Radiator Hose and 
Any Special Corrugated Rubber Tubing Products. 


OUR GUARANTEE 


For six years we have stood be- 
hind the following guarantee: 
— If not best tubing value ever 
purchased, return to your jobber 
or our plant for full refund. 


Send Your Specs For Special Tubing Products and All Inquiries, To: 


CRUSHPROOF TUBING COMPANY 


Box 796, Cleveland 
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Sales Conditions in Various Areas... 








Auto Market Reports 


Minneapolis 

Delivery of new cars in Minnea- 
polis and suburbs in 1955 passed 
the 32,500 mark in September and 
seemed headed for a new yearly 
record. Biggest year to date was 
1950, when sales topped 39,000. 

If new-car sales continue at 
present rates, the 1950 record will 
be broken by more than 2,000 
vehicles. 

Leader so far in sales here this 
year is Ford. Slightly behind is 
Chevrolet. What effect price in- 
creases, such as those instituted by 
Ford, will have on new-car sales 
has not been determined yet. — 
(Donald M. Lyons.) 

* * 


* 


Cleveland 


New-car registrations in Cleve- 
land for the final week of Septem- 
ber soared to 2,614, highest seven- 
day period for the yeat. The 
month’s total was 8,250, one of the 
year’s best. 

New-car introductions and hec- 
tic promotional activity on ’55 
cleanups spearheaded the smash 
record. Good weather and high 
employment also helped. 

Used-car sales in September were 
pushed to 8292 by the closing 
week’s 2,259, biggest seven-day 

total in three months’ time. Con- 
tinued suburban development, with 
the trend toward two-car families, 
is believed a booster for used-car 
sales. 

A total of 126 new and 58 used 
trucks were sold in the month’s 
final week.—(Sanford Markey.) 

* * + 


Augusta, Ga. 


Most dealers in Augusta are busy 
cleaning up inventories of ’55s. Ad- 
vertising has been unusually heavy. 

As a result, September sales ran 
at a record level. 

Salesmen are stressing expected 
higher prices on ’56 models, in line 
with increases already announced 
for some makes. Many customers 
who had planned to wait until next 
year to buy a new car are acting 
now.—(Julanie Lampkin.) 

~ * * 


Columbus, O. 


A decline of nearly 15 percent 
marked new-car registrations in 
Franklin County (Columbus), O., 
during September, when the total 
was 2,732, compared with 3,201 in 
August. 

Tax-paid used-car transactions in 
September amounted to 5,847, a de- 
cline of 5 percent from the pre- 
ceding month’s 6,153. 

There were 229 new-truck titles 
issued in September, represent- 
ing a 20 percent decline from 
August’s 288, Tax-paid used-truck 
sales totaled 315, a drop of 11 per- 
cent from the 354 recorded in 
August. 

September new-car registrations 
were: Chevrolet, 832; Ford, 594; 
Buick, 263; Pontiac, 209; Oldsmo- 
bile, 207; Plymouth, 206; Mercury, 
108; Dodge, 99; Chrysler, 45; Cadil- 
lac, 40; DeSoto, 35; Packard, 26; 
Studebaker, 23; Nash, 15; Lincoln, 
11; Volkswagen, 8; Hudson, 5; Wil- 


lys, 4; Jaguar, 1, King Midget, 1. 


Truck registrations were: Chev- 
rolet, 96; Ford, 46; GMC, 34; Inter- 
national, 27; White, 8; Dodge, 6; 
Reo, 6; Mack, 2; American - La- 
France, 1; Diamond T, 1; Stude- 
baker, 1, and Willys, 1.— (Bert 
Strang.) 


* * 


Washington, D. C. 


September new-car registrations 
in the National Capita] totaled 
2,769, dropping off sharply from 
the 3,421 counted in the previous 
month. 

Truck registrations also were 
down, to 173, from the August 
count of 219. 

New-car registrations at the 
end of nine months totaled 26,290, 
compared with only 25,169 for the 
full 12 months of last year. 

September car registrations by 
make were: Chevrolet, 685; Ford, 
385; Plymouth, 327; Buick, 315; 
Pontiac, 271; Oldsmobile, 268; 
Dodge, 113; Mercury, 96; Chrysler, 


76; Cadillac, 57; DeSoto, 46; Pack- 
ard, 42; Nash, 26; Studebaker, 26; 
Lincoln, 7; Hudson, 6; Willys, 2, 
and miscellaneous, 21. 

Truck registrations were: Chev- 
rolet, 69; Ford, 65; International, 
10; GMC, 8; Diamond T, 6; Dodge, 
5; Willys, 4; Reo, 1; White, 1, and 
miscellaneous, 4. — (William | UIlI- 


man.) 
* + a 


Pittsburgh 


New-car registrations in the 
Pittsburgh area were up sharply 
in the week ended Oct. 1, accord- 
ing to the Bureau of Business Re- 
search of the University of Pitts- 
burgh. 

The bureau’s seasonally adjusted 
index of business activity fell to 
196.0 percent of the 1935-39 average. 
It had been 204.7 a month earlier 
and 196.4 at the end of July. 


Pittsburgh steel mills operated at 
100 percent of practical capacity 
during the week, the bureau said. 
—(Leon M. Leffingwell.) 

* * ~~ 


Houston 


New-car registrations in Harris 
County (Houston) were up nearly 
2 percent in September, as com- 
pared with August. 

The September total was 5,809; 
in August, the count was 5,710. 

Trucks gained a little more than 
2 percent, climbing from 779 in 
August to 796 in September. 


September car registrations by 
make were: Chevrolet, 1,597; 
Ford, 1,291 (in August Chevrolet 
registered 1,455; Ford, 1,389); 
Oldsmobile, 643; Pontiac, 516; 
Buick, 506; Mercury, 389; Plym- 
outh, 304; Dodge, 179; Cadillac, 
114; Chrysler, 73; DeSoto, 54; 
Studebaker, 51; Lincoln, 24; Nash, 
22; Hudson, 18; Willys, 10; Im- 
perial, 7; Jaguar, 3; Packard, 2; 
Porsche, 2; Arnolt MG, 1; Mer- 
cedes, 1; Triumph, 1, and Volks- 
wagen, 1. 

Truck registrations were: Chev- 
rolet, 307; Ford, 270; International, 
96; GMC, 45; Dodge, 44; White, 15; 
International Bus, 6; Mack, 6; 
Diveo, 2; Studebaker, 2; Willys, 2, 
and Ford bus, 1—(Ruby Fenoglio.) 

ad om + 
Indianapolis 

During September in Marion 
County (Indianapolis), 3,723 new 
cars were registered, nearly 10 per- 

cent more than the 3,394 titled in 
August. 

New -truck registrations gained 
about 4% percent, rising to 325 in 
September from 311 in the previous 
month. 

By make, car registrations 
broke down as follows: Ford, 

1,010; Chevrolet, 839 (in August, 
Chevrolet topped Ford, 3843 to 
779); Buick, 376; Pontiac, 307; 
Oldsmobile, 292; Plymouth, 277; 
Dodge, 139; Chrysler, 100; Mer- 
cury, 94; DeSoto, 66; Cadillac, 62; 
Studebaker, 57; Nash, 43; Hudson, 
18; Volkswagen, 14; Packard, 9; 
Lincoln, 5; Imperial, 4; Willys, 3; 
Jaguar, 1; Mercedes, 1; Porsche, 
1, and Triumph, 1. 

Truck registrations were: Chev- 
rolet, 116; Ford, 104; International, 
37; White, 31; GMC, 13; Marmon- 
Herrington, 10; Dodge, 9; Reo, 7; 
Studebaker, 3; Willys, 2; Autocar, 
1, and miscellaneous, 2. — (C. L. 
Kern.) 

a + 


Rhode Island 


New-car registrations continued 
to soar above 1954 figures in Rhode 
Island during August, with a 
monthly total of 2,502. 

The August figure increased to 
24,393 the Rhode Island total for 
the first eight months of 1955. 

Chevrolet topped the field with 
546, followed by Ford with 484. Reg- 
istration figures for other makes 
were as follows: 

Plymouth, 286; Buick, 251; Olds- 
mobile, 243; Pontiac, 156; Mer- 
cury, 140; Dodge, 90; Nash, 53; 
Cadillac, 52; DeSoto, 43; Chrysler, 
37; Studebaker, 29; Hudson, 20; 
Packard, 22; Lincoln, 10; Willys, 
3; Imperial, 2, miscellaneous, 35. 

New-truck registrations in Au- 
gust totalled 215, bringing the total 





for the first eight months of 195: 
to 1,876—(Thomas L. Forbes.) 
+. = o 
Louisville 

New-car registrations in Louis- 
ville totalled 2,229 in September, a 
decline of 23 percent from the 
August aggregate of 2,894. 

Total registrations for the first 
nine months were 19,985, a gain of 
5,283 units over the same three 
quarters of 1954. 

Chevrolet moved ahead of Ford 
in September, partly because Ford 
buyers were waiting for 56 models 
to be delivered. September regis- 
trations by makes were: 

Chevrolet, 661; Ford, 597; 
Dodge, 524; Buick, 301; Plymouth, 

165; Oldsmobile, 148; Mercury, 
101; Pontiac, 96; Chrysler, 21; 
Cadillac, 17; DeSoto, 16; Hudson, 

16; Nash, 15; Studebaker, 14; 
Packard, 8; Lincoln, 4, Willys, 1. 

Truck sales in Louisville in Sep- 
tember ran 249, compared with 282 
in August, and brought the nine- 
month total to 1,952—(A. W. Wil- 


liams.) 
* ” om 


Birmingham, Ala. 

New-car registrations in Birming- 
ham declined 30 percent in Sep- 
tember, amounting to 2,077, 
compared with 2,963 in August. 

Registrations by make were: 
Chevrolet, 669; Ford, 461; Buick, 
249; Oldsmobile, 165; Pontiac, 150; 
Plymouth, 131; Mercury, 79; Chrys- 
ler, 43; Dodge, 43; DeSoto, 27; Cad- 
illac, 19; Studebaker, 14; Nash, 11; 
Packard, 8; Hudson, 3; Lincoln, 3; 
English Ford, 1, and Jaguar, 1.— 
(Stuart Riddle.) ‘: 


+ 
} 
Manhattan, Kans. 

New-car registrations in Riley 
County (Manhattan), Kans., de- 
clined 12 percent in September, 
compared with August. 

There were 126 registrations, com- 
pared with 143 in the previous 
month. Sales of used cars also 
slumped in September, dipping 19 
percent to 340 registrations, from 
417 in August. 

September new-car registra- 
tions were: Chevrolet, 30; Ford, 
25; Buick, 16; Plymouth, 15; Pon- 
tiac, 14; Dodge, 6; Mercury, 5; 
Studebaker, 5; Oldsmobile, 3; 
Chrysler, 2; Nash, 2; Packard, 2, 
and Hudson, 1. 

New-truck sales also were on the 
decline, with 11 chalked up for Sep- 
tember, compared with 14 for 
August. In September, six Fords, 
three Chevrolets and two Dodges 
were registered—(George M. Hun- 


holz.) 
a * ” 


Boise, Id. 


New-car registrations in Ada 
County (Boise), Id., totalled 336 in 
September, compared with 375 in 
August — a reduction of slightly 
more than 10 percent. 

Truck registrations, meanwhile, 
remained virtually unchanged, 
totalling 89 in September and 87 in 
August. 

Car registrations by make were: 
Chevrolet, 105; Ford, 71; Buick, 
33; Plymouth, 17; Pontiac, 17; 
Oldsmobile, 16; Mercury, 14; 
Dodge, 11; Nash, 11; Hudson, 10; 
Studebaker, 8; Cadillac, 6; Chrys- 
ler, 5; DeSoto, 5; Lincoln, 1; 
Willys, 1, and miscellaneous, 5. 

Truck registrations were: Ford, 

40; Chevrolet, 23; International, 17; 
GMC, 5; Dodge, 2; Willys, 1, and 
miscellaneous, 1. 

x * cs 


Syracuse, N.Y. 


New-car registrations in the 
Syracuse (N.Y.) area during the 
first nine months of this year set 2 
record of 13,155, according to a re- 
port by the Automobile Dealers 
Assn. of Syracuse. 

The previous high for a nine- 
month period was set in 1950, 
when registrations totaled 12,213. 
Registrations of new cars during 
September totaled 1,824. 

New 1956 cars on the market and 
the continued absorption of 1955 
models virtually assure top bus'- 


(See MARKETS, Page 80, Col. 3) 

















De Soto Fireflite Sportsman 


An exciting new beauty. . . designed for today’s and. tomorrow’s roads . . . quick and nimble in city driving . . . safer, more 


comfortable at super-highway speeds. . . new push-button drive selector. ..new and mighty V-8 engines (up to 255 hp) with sizzling 
“high torque take-off’... new super-highway brakes .. . 85 exterior color combinations . . . luxurious interiors . . . new forward look! 


See and drive the glamorous 1956 DE SOTO... designed for the super-highway age! 


De Soto Division, Chrysler Corporation 
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‘Bread and Butter’ Car... 


AMC's Bid 
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Rides on Rambler 


(Continued from Page 1) 


sales at about seven million, a good 
bit under the eight million forecast 
by Ivan Wiles, general manager of 
Buick.) eo 

+ 


oe Roy Abernethy, 
vice-president in charge of 
Nash sales, and N. K. VanDerzee, 
Hudson sales vice-president, de- 
scribed the sales activities of their 
divisions. 

Nash is shooting for sales of 


Carolina Studies 
Bids for New 
State Patrol Cars 


RALEIGH, N. C.—Sanders Motor 
Co. (Ford), Raleigh; Bobo Langs- 
ton (Chrysler-Plymouth), Charlotte, 
and the Chevrolet factory sub- 
mitted low bids on a contract for 
supplying new State Highway Pa- 
trol cars, according to the State 
Division of Purchase and Contract. 

A spokesman said the bids will 
be studied by patrol officials and 
submitted to the State Board of 
Award for final action. The patrol 
will buy 100 two-door sedans imme- 
diately after a contract is approved 
and will order up to 200 more with- 
in four months. 

Sanders offered Customline V-8 
Fords at $1,178.42 each. Langston’s 
bid was for V-8 Plymouth Savoys 
at $1,596.03. Chevrolet division 
offered 210s at $1,298.67 each, less 
$25 for prompt payment. 

prices cover heavy-duty 
equipment. Sanders offered to-sup- 
ply Fords with larger engines for 
an additional $93.75 each. 
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157,000 in 1956, ee Ram- 
blers, compared with an estimated 
98,000 in 1955. Nash denlins num- 
bered 1,380 in January, 1,570 at 
present, and the goal is 2,000 for 
the coming year. The new Nash 
will be introduced Nov. 17 and 
the Hudson Nov. 30. 

Nash dealers, Abernethy said, 
made 250 percent more profit in 
1955 than in 1954, with their profit 
higher than the industry average 
of 3.1 percent of sales. 

+ * + 
ANDERZEE said Hudson has 
just under 1,400 dealers at 
present. At the rate of current 





N. K. VanDerzee 


R. Abernethy 
franchising, it will have 1,600 deal- 
ers by January, and 1,800 by mid- 
summer. Goal is in excess of 2,000 
to cover all basic market areas. 


On sales, Hudson’s target for 
1956 is to double 1955 sales. 

Romney said that AMC prices 
would be up on 1956 models, fol- 
lowing the industry trend, but 
that the Rambler still will be 
priced below comparable . 1956 
Ford, Chevrolet and Plymouth 
models. 


The goal for the Rambler, he 
emphasized, however, is not to build 
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a price car but rather to produce 
a fine, compact car. 

American Motors, he said, is 
approaching the future auto market 
with these four fundamental ideas: 


1 THE auto market is undergoing 
© a change in which compact and 
small cars will take a continuing 
larger percentage until ultimately 
their volume will exceed that of 
the “larger, bulkier car.” 

2. The great successes in the auto 
business have been based on a vol- 
ume car, with the success of addi- 
tional lines being dependent on the 
volume line. AMC is betting its 
chips on the Rambler as its basic 
volume car. 

3. Concentration and integration 
of modern manufacturing facilities 
to develop maximum production 
efficiency. 

AMC, Romney said, now has 
placed its manufacturing facilities 
on substantially the same effici- 
ency footing as the Big Three. 
Its consolidation program will be 
completed during the 1956 model 
year, he said. 

4. AMC’s relative labor position 
has been improved, and there will 
be continuing improvement under 
the new contract. The company is 
pushing efforts to improve employe 
relations. 


+ + * 
ETURNING to the Rambler, 
Romney said it is trimmer in 
two of the three major outside 
dimensions than the 1955 model, 
yet has much more interior room. 
Overall length has been increased 
moderately, but the car still will be 
more than a foot and a half shorter 
than the average U.S. car, with the 
idea of retaining Rambler parking, 
traffic and maneuverability advan- 
tages. 
Romney said that despite its 





compact exterior, the new Ram- 
bler is equal to the average Ford, 
Chevrolet and Plymouth in the 
composite of all interior comfort 
dimensions—front and rear head- 
room, legroom, hip room and 
shoulder room. 

One of AMC’s major goals, he 
said, is “to crack the false concept 
that a car has to be bulky for 
safety.” 

The Rambler will have a new 
overhead valve engine and visibility 
will be increased 30 percent in total 
glass area. 

* * * 

AME officials emphasized what 

they said were the built-in 
safety features of unitized-body and 
frame construction, with Romney 
predicting that the current exploita- 
tion of safety promotions will force 
the larger auto companies to go to 
AMC’s type of construction within 
two or three years. 

Romney said that the change 


— 


in American living habits, v ith 
jobs, homes, schools, sto-es, 
churches and clubs selected on the 
basis of passenger-car mobi ity, 
results in members of the far:ily- 
wanting to go different places at 
the same time. Now, he said, in- 
dividual mobility is a bigger ‘ac- 
tor in car use than family 
mobility. This has created a rew 
era in motoring characterized by 
multiple car ownership. 

The Rambler, he said, is the only 
car specifically designed for this 
market. 

+ 


Nash Dealers to View 
°56s at Four Parleys 


DETROIT.—Nash will unveil! its 
1956 Ambassador, Statesman and 
Rambler models to its dealers at 
four meetings between Oct. 21 and 
Nov.1, according to Roy Abernethy, 
sales vice-president. 

The meetings and dates are: Oct. 
21, Chicago, in the Palmer House 
Hotel and the Eighth St. Theater; 
Oct. 24, Atlantic City, in Haddon 
Hall and the Warner Theater; Oct. 
28, Kansas City, in the Muehlebach 
Hotel and the Kansas City Audi- 
torium, and Nov. 1, San Francisco, 
in the Fairmont Hotel and the San 
Francisco Civic Opera House. 


Each one-day session will include 
addresses by George Romney, pres- 
ident of American Motors; Aberne- 
thy; John W. Raisbeck, assistant 
general sales manager, and Fred 
W. Adams, director of advertising 
and merchandising. 

The new Nash Ambassador and 
Statesman cars will be announced 
in Automotive News Nov. 14 and 
will go on display in dealerships 
Nov. 17. 





AMC Claims ‘Built-In Safety’ Lead 


By John T. Benedict 
Engineering Editor 
BURLINGTON, Wis. — Auto in- 
dustry leadership in “built-in safe- 
ty” was claimed by American Mo- 





Ted Ulrich Meade Moore 


tors for Hudson, Nash and Rambler 
in a bare-knuckle engineering panel 
discussion here last week. 


“Safety should be built into 
automobile design, rather than 
hung on afterward,” said AMC 
engineering executives in the dis- 
cussion, held in conjunction with 
@ press preview of their firm’s 
1956 models. 

AMC claimed that through its 
unit-body construction, its cars 
offer inherently rigid construction 
and superior energy-absorbing 
characteristics—factors vital to the 
safety of occupants in event of 
crashes. 

The panel, “Design for Safety,” 
was liberally spiced with direct 
competitive comparisons and flat 
statements that the unit-body ap- 
proach is “better.” No attempt was 
made, however, to belittle accessory 
safety devices. 


‘In fact, it was noted that AMC 
has had padded dash panels for 
several years and first offered op- 
tional seat belts in 1949. The latter 
were dropped later for lack of 
buyer interest. A safety door latch 
of the cam and lever type was 
adopted in 1952. 

Panel speakers indicated that 
seat belts would again be offered 
on upcoming models. 

At present, only AMC utilizes 
unit construction. However, 
Meade Moore, engineering and 
research vice-president, said he 
believes this type of design may 
dominate the field by 1960. 

Ted Ulrich, executive engineer, 
noted that the “basic safety en- 
gineering job” is to provide cars 
with adequate impact-absorption 
qualities and torsional rigidity. 

“Impact absorption,” he said, 
“means the ability of a car struc- 
ture to cushion the force of collison 


so that the car takes the beating, 
instead of the passengers. 

“Torsional rigidity,” he continued, 
“is the ability to resist twisting 
forces which deform the car body 
and increase the tendency of doors 
to fly open under impact.” 

Ulrich said that separate frame 
and body construction may have 
a torsional rigidity of 2,300 foot- 
pounds per degree of twist. The 
new Rambler body, by contrast, 
he said, exhibits a rigidity of 
6,800 foot-pounds per degree of 
twist. 


Crash tests are planned by AMC 
to show what happens to “loose 
passengers” in a collision, Ulrich 
said. He believes that impact-ab- 
sorption qualities of unit bodies 
will prevent occupants “from being 
thrown around as much as they 
would be in other cars.” 

On exhibit at the symposium 
were a stripped-down AMC body 
and a conventional body typical of 
all competitive makes. 

Ulrich said that in the conven- 
tional design, a crash at bumper 
level is transmitted to the rigid 
frame to the entire car and the 
passenger gets “maximum deceler- 
ation.” 

The body, he said, tends to move 
forward in relation to the frame. 
If the impact is above the bumper 
level, he said, the force tends to 
shove the engine back toward the 
passengers. 

“With our design,” Ulrich said, 
“the frame and body are ‘one,’ 
there is more structure in front 
of the passenger to absorb impact 


Georgia Auto Wholesalers 


Open Atlanta Convention 


ATLANTA.—The Georgia Auto- 
motive Wholesalers Assn. conven- 
tion opened here today (Oct. 17) at 
the Dinkler Plaza Hotel with about 
400 in attendance. 

Last night the Booster Club, B-6, 
kicked off the meeting with a get 
together aided by the Automotive 
Affiliated Representatives. Speakers 
at the sessions include Jack O’Sul- 
livan, Chicago, executive secretary, 
Automotive Parts Rebuilders Assn.; 
Ralph H. James, Tulsa, executive 
director, Independent Garage Own- 
ers of America; B. M. Ruark, gen- 
eral manager, Motor and Equip- 
ment Wholesalers Assn.; Carl 
Fraser, Atlanta, board chairman 
Genuine Parts Co., and Eugene S. 
Burke, Atlanta, executive vice- 
president, Georgia Motor Trucking 
Assn. 


and force of the blow tends to be 
more localized.” 

He also stated that the AMC 
body is “safer” in a roll-over or in 
side and rear collisions. 

Ralph Isbrandt, chief design en- 
gineer, said that because the unit 
body has inherent stability and 
does away with secondary vibra- 
tions coming up through the frame, 
the designer has freedom to ar- 
range suspension for a superior 
ride. 

The so-called “deep-cushion” front 
coil-spring mounting, called a key 
factor in attaining the desired ride 
control, is possible only with unit- 
body construction, he said. 

Also appearing on the panel were 
F. F. Kishline, chief engineer; Wal- 
lace Berry, chief mechanica] en- 
gineer, and Robert Stortz, manager 
of AMC’s proving grounds. 


Dealers to Take 
Voters to Polls 
On Election Day 


BINGHAMTON, N. Y.—The Auto 
Dealers Council of the Binghamton 
Chamber of Commerce will operate 
a car pool for Binghamton and 
Johnson City voters on election 
day, Nov. 8. 

The 17 member dealers will sup- 
ply chauffeur service from 8 a.m. 
to 4 p.m. Persons wishing trans- 
portation will call the Chamber of 
Commeree and their calls will be 
relayed to dealers. 

The car-pool idea was announced 
by Wendell H. Miller, Miller Motor 
Car Corp. (Dodge-Plymouth), 
newly elected president of the 
dealer council. Miller succeeds G. 
Rea Hunter, Schmidt Motor Sales 
Inc. (Pontiac). 


Other new officers are Francis 
Olsen’ (Oldsmobile), vice-president; 
Hugh T. Beckwith (Ford), secre- 
tary, and Charles A. Deane (Chrys- 
ler-Plymouth), treasurer. 

Directors are Hunter, Miller, 
Beckwith, August M. Hamel 
(Chrysler- Plymouth), and Kenneth 
Van Dervort (Nash). 


Clarke Reelected 
PAWTUCKET, R. I.—Thomas A. 
Clarke, T. A. Clarke Motors, Inc. 
(Ford), has been reelected NADA 
director from Rhode Island for # 
three-year term beginning in Ji«n- 
uary. 











Lic 


cs 


{2 |= lF 








ily 
his 


its 
nd 


nd 
ly, 


ji- 


sea oP 


a i ae 





<< F Taegqr are | 








— 


ae 


AUTOMOTIVE NEWS, OCTOBER 17, 1955 


Protects Good Dealers, Ford Official Says... 


Cancellation Policy Defended 


- 


(Continued from Page 2) 


diange of dealers. Even if we get 
a better dealer, there’s always a 
gies drop during the changeover 

“Furthermore, if everyone were 
frozen in his present position, 
the country would go to the dogs 
in a hurry.” 

Dealership contracts is one of the 
matters handled in the Ford Motor 
Co, dealer relations and business 
management department under 
Crimmins and his assistant. Each 
division has a similar department. 

+ * * 


What Work Embraces 


E principal operational areas 
of this department are: 

1. Dealer sales agreements. The 
recently changed Ford franchise 
was largely the product of this 
department and the Ford coun- 
sel’s office. 

2. Dealer councils. The council 
meetings are a channel for the 
communication of ideas and recom- 
mendations between the dealers 
and the factory. Crimmins said a 
large percentage of dealer recom- 
mendations have been adopted. 
Under the council plan, every 
dealer attends one of the 301 zone 
meetings. The dealers in each zone 
send two dealers to one of the 35 
district council] meetings. Dealers 
in each district send two dealers to 
one of the seven zone meetings. 
Dealers in each Zone send two deal- 


BLITZ 


BATTERY CHARGERS 
Are Money Makers For Any Shop 


because they are 


— right and 
ully guaranteed. 





A complete 
line of 
chargers. 
Fast & Slow. 
6 & 12 Volts. 


Battery Wheeler 

Battery Charging 
Jumpers 

Battery Carriers 

Battery Power 
Units 

Trickle Chargers 

Stands 

Warning Signals 

Emergency 
Starting Cables 


Write today for 
new catalog, 
prices and details. 


BLITZ ELECTRIC CO., Inc. 


5717 Wentworth Ave., Dept. D, Chicago 21, Ill. 

















INTERESTED IN FLEET 
VOLUME? 


plus added service profits 


We operate, service, and replace hun- 
dreds of leased cars in your area. If we 
can trade right—one and two-year old 
Chevs, Fords for new—you cash in on 
large, continuing volume, Add year-round 
revenue for your service department. 
Write or call 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, IIinois Museum 4-6969 








“HOOK ON” 


““ONE HAND" 


“ONE SECOND" 


LICENSE PLATE HOLDER 


NICHOLS & SON 
1994 Whitney Ave. Hamden, Conn. 





$1.50 Per Set Jobbers Wanted 
Name 

Address 

City STATE CO) Ne. Sets 
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ers to the national counci] meet- be hired to study a dealership’s 


ings. 

3. Auto legislation. Crimmins 
said there is always some state 
legislation pending that could be 
helpful, but much more that 
could be harmful to the industry. 
He elaborated: “Our efforts are 

devoted to getting a better under- 
standing of these bills. We try to 
inform the dealers about them and 
to get the dealers to support the 
good legislation. 

+ 


. + 
"7 DON’T have a big say in 
the legislatures, especially in 
those where we have limited manu- 
facturing facilities. After all, we 
don’t vote but the dealers do. 

“We usually just ask the dealer 
to contact his representative or 
senator and inform him what a 
bill could mean. The dealers are 
very cooperative.” 

Discussing current state legis- 
lation, Crimmins noted that 
“much legislation in recent years 
has been aimed at the manufac- 
turer. We feel that anything that 
is bad for the dealer is usually 
bad for us and vice versa. 

“We feel that the manufacturer 
licensing bills are more harmful in 
the long run to the dealer than to 
the manufacturer,” he said. 


‘Too Much Already’ 


CG main objection is that gov- 
ernment control is not good. 
There’s too much already.” 

Crimmins said there always are 
a@ great many laws pending in the 
states concerning taxes and equip- 
ment. 

As a typical case, he cited a re- 
curring Massachusetts bill that 
would require a bag of sand and 
a brick in every automobile. 

“This bill is always voted down,” 
he said. “But if we’re not vigilant, 
it’s going to pass some day and the 
industry is going to have a nuis- 
ance on its hands.” 

Much of Crimmins’ work involves 
dealer business Management pro- 
cedures. He has been more or less 
concerned with dealer problems 
ever since he joined Ford in 1919. 
For three years he managed a 
chain of 30 dealerships owned by 
Duty Wilcox Flint. 

- ” * 


yo Ford began its business 
management program in 1932, 
Crimmins was placed in charge. 
The present department was 
formed in 1952. 

Crimmins hastened to say that 
this doesn’t mean that Ford Motor 
Co. wasn’t concerned about its re- 
lations with its dealers unti] 1952. 

He asserted: “The purpose of 
our business management pro- 
gram is to put dealers on a 
sounder management basis. This 
is a fast-moving business and 

you have to move forward or fall. 

“Dealers sometimes ask for a 
study of their business manage- 
ment methods. In such cases, we 
make an on-the-spot appraisal of 
the situation, comparing the dif- 
ferent phases of their business with 
all Ford dealerships of a similar 
size. Also, we carefully study the 
strong dealers to see what the 
weak dealers should do.” 

* 2 


x 
Heed Factory Advice 
ILE he refused to comment 
on the outside firms that can 


Rice, Childers Get 
Oldsmobile Posts 


LANSING. — Appointment of 
Arthur C. Rice as Oldsmobile zone 
manager at Oakland, Calif. has 





A. 8. Childers A. C. Rice 

been announced by G. R. Jones, 

Oldsmobile general sales manager. 
Arthur S. Childers, former assist- 

ant zone manager, has been named 

to succeed Rice as zone manager 

in Oklahoma City. 


business management procedures, 
Crimming said frequently a dealer 
will report that he’s been advised 
to do the same thing Ford Motor 
Co. urged “for free.” 

Said Crimmins: “Some dealers 
feel that the factory man isn’t 
such a hot adviser or he’d be a 
dealer himself. Also, the dealers 
are more prone to listen to an 
outsider, feeling he is More dis- 
interested. 

“I remember a dealer who lost 
$13,000 one year. We looked into 
his books and learned he had spent 
$12,000 on an outside business man- 
agement firm.” 

o * x 


RIMMINS said most of the busi- 
ness Management studies em- 
phasize “control,” meaning that a 
dealer should know at all times 
whether he’s making or losing 
money and what departments are 
responsible for the gains or losses. 
He explained: “It’s fairly easy to 
tell whether you’ve made money 
each day. Basically, all you have to 
do is to subtract your expenses 
from your take. A good dealer will 
almost know what his profit situa- 
tion is hour by hour.” 

He said the Ford division 
knows what its profit position is 
from day to day, so it shouldn’t 
be too difficult for a dealer to do 
the same. 

“However,” he declared, “you 
can overcomplicate the manage- 
ment end of it. Records must be 
kept simply to hold down clerical 
help. 


* x x 


Used Cars Top Problem 

" FIND that used cars, be- 
cause of their constantly drop- 

ping prices, are the biggest prob- 
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2000 MILE 


JOHN DOE MOTORS 
Anytown, U.S.A. 


KENDALL REFINING COMPANY 





Cleveland Dealers 
Open Charity Drive 

CLEVELAND. — New-car deal- 
ers here have opened their drive 
for a $90,000 contribution to the 
1955 Community Chest. 

Team captains, lines and quotas 
are: J. O. Stone, Buick, $9,443; 
Frank Porter, Cadillac, $4,750; 
Anthony LaRiche, Chevrolet, $15,- 
096; David Blaushild, Chrysler, 
$5,786; C. J. Ensor, trucks, $6,630; 
A. D. Pelunis, DeSoto, $4,651; 
John J. Jalovec, Dodge, $6,479; 
Angelo Lonardo, Ford, $15,639; E. 
G. Norgar, Hudson, $948; Stanley 
Meisel, Lincoln - Mercury, $6,638; 
Phil Snyder, Nash, $1,593; Bill 
LaRiche, Oldsmobile, $7,777; Har- 
old Evans, Studebaker - Packard, 
$1,519; Anthony F. Ditz, Pontiac, 
$6,769; Anthony Amentini, Willys, 
$460, and Ferro Tranquillini, im- 
ported cars, $300. 


lem for dealers. It’s vital that a 
dealer have a good appraiser who 
can quickly compute how much 
can be given for a tradein and 
whether it should be retailed or 
wholesaled.” 

Through numerous information 
channels, Crimmins endeavors to 
keep informed on dealers’ prob- 
lems. He says Ford Motor Co. 
tries to have at least one repre- 
sentative at each state conven- 
tion. 

According to Crimmins, one of 
the major concerns of dealers at 
present is the distress advertising 
used by many dealers. 

“But we're very reluctant to tell 
a dealer what to do. After all, he 
is an independent businessman,” 
he stated. 





+ * * 
E SAID that Ford dealers show 
relatively little concern about 
the credit situation or for bootleg- 
ging. 
“And,” Crimmins added, “we 
don’t think stocks are high despite 


what Automotive News thinks.” 

He said he thought concern 
about credit is exaggerated, par- 
ticularly in the case of the buyer 
who owes more than his car is 
worth. 

He said such a buyer isn’t going 
to let his car be repossessed be- 
cause he wouldn’t have the down- 
payment to make for another car. 

Switching to the subject of dealer 
profits, Crimmins said: “We don’t 
use a sampling like NADA does— 
we use all Ford dealer figures. 
However, the NADA figures are 
much closer to ours this year than 
they were last year.” 

* * * 


Inventory Overturn 
E ACKNOWLEDGED that the 
ratio of profit to sales is not as 
large in the auto industry as in 
other industries. 

“However,” he maintained, “auto 
dealers turn over their inventories 
much more often. 

“In 1953, Dun & Bradstreet re- 
ported that lumber dealers turned 
their inventories over 6.2 times; 
furniture dealers, 4.3 times, and 
shoe stores, 3.7 times. Ford Deal- 
ers turned over their inventory 

11.2 times.” 

Summing up the functions of his 
office, Crimmins said: “We're 
mostly an advisory and liaison 
operation. We try to get a view of 
the dealers’ situations independent 
of the divisions. 

“The dealers have to have some 
place to register their complaints. 
We want dealers to feel free to 
come in and see us. We don’t want 
to take the chance of losing a 
dealer just: because he’s having 
trouble with some district manager 
with an inflated ego.” 





Dow Heads Campaign 
VAN NUYS, Calif. — Harry C. 


Dow, Packard dealer here and one . 


of the civic leaders of the San 
Fernando Valley, has been ap- 
pointed as chairman of a campaign 
to raise funds for mentally retarded 
children. 
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Brand Names Moves 


NEW YORK. 
Foundation moved 


its executive 


— Brand Names| offices on Oct. 1 to 437 Fifth Ave., 
New York 16, N. Y. 





CAR-MON 
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WIRELESS NEOPRENE 


EXHAUST HOSE 


World’s Finest Replace- 
ment Hose for Every 
Ventilating System 


The roughest handling 
won't harm eCar - Mon 
“NU-FLEX”! This tough, 
resilient replacement hose 
provides safe, long-last- 
ing outlet for automotive 
exhaust gases. Special 
Neoprene construction 
will not stiffen or deteri- 
orate . . . unique “wire- 
less” design yields without 
clogging — instantly re- 
gains shape! 


IW FOR IMMEDIATE f 


LEAKPROOF! 
RUSTPROOF! 
CORROSION-PROOF! 


CAR-MON 


PRODUCTS CO 


way e Chicago 40, Illinois 


exhaust 
eliminating 
fixtures 


Yes, if you’re looking for up-to-date effi- 
ciency in an exhaust elimination system 
you'll find there’s nothing more modern 
on the market than Kent-Moore’s J 5862 
and J 2980-B Monoxivent Underfloor Sys- 
tems. Both of these outstanding fixtures 
offer such important advantages as: mini- 
mum cost; maximum operating economy; 
underfloor hose storage; quick, convenient 
use and long life. What's more, the J 5862 
“Twinstallation” services both single and 
dual exhaust cars! See your nearby Kent- 
Moore jobber about a modern Monoxivent 
System for your shop. See him today! 


Ki) KENT- MOORE 
ey ORGANIZATION, INC. 
5-105 General Motors Building « Detroit 2, Michigan 


~|tiac, 201; Dodge, 191; Mercury, 140; 





Markets 
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———— | ness during the final quarters, said 


an association official—(George E. 
Toles.) 


* * * 


New Orleans 


New-car registrations for Sep- 
tember in New Orleans totaled 
2,661, a drop of 10 percent from the 
August total of 2,969. In 1954, how- 
ever, only 1,900 new cars were titled 
in September. 

Truck sales amounted to 312 in 
September, a gain of 22 percent 
over the 255 registered in the pre- 
vious month. 

New-car registrations by makes 
were: Chevrolet, 768, Ford, 735 
(in August, Ford was on top, 884 
to 726); Pontiac, 257; Oldsmobile, 
226; Buick, 217; Plymouth, 144; 
Mercury, 108; Studebaker, 49; 
Dodge, 43; Chrysler, 38; Cadillac, 
28; DeSoto, 14; Packard, 13; Lin- 
coln, 9; Hudson, 5; Volkswagen, 
4; Renault, 3; Nash, 2; Hillman- 
Minx, 1; Jaguar, 1, and Willys, 1 

Truck sales were: Chevrolet, 129; 
Ford, 103; International, 39; Dodge, 
16; GMC, 13; Studebaker, 5; Dia- 
mond T, 4; White, 1; Mack, 1, and 
Willys, 1—(Gordon Hebert.) 


* * * 


Minneapolis 
New-car deliveries in Hennepin 
County (Minneapolis) so far this 
year have passed the total for all 
of 1954, according to Finance and 
Commerce, business newspaper. 
The 3,653 new cars delivered in 
September boosted the 1955 total to 
32,908. The 12-month total in 1954 
was 32,204. The September total 
was only 2 percent under August 
registrations. | 


Ford again took the lead in 
September with 889 deliveries, 
followed by Chevrolet with 830 
deliveries. 
A breakdown of other makes for | 
September shows: Buick, 401; Olds- 
mobile, 353; Plymouth, 294; Pon- 





Chrysler, 61; Studebaker, 56; Cadil- 
lac, 52; DeSoto, 46; Nash, 37; Pack- 
ard, 35; Hudson, 33; Lincoln, 13; 
Willys, 10, and miscellaneous, 11. 


New-truck registrations in Sep- 


tember totaled 342, an increase of | - 


22 percent over August’s 280. By 
makes, the count was: GMC, 94; | 
Ford, 87; Chevrolet, 80; Interna- | 
tional, 41; Dodge, 12; Willys’ 10; | 
Divco, 5; Mack, 5; Reo, 5; Diamond | 
T, 2, and miscellaneous, 1.—(Donald | 
M. Lyons.) 





Calendar 
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General 


Oct. 28— \6th Anniversary Dinner, Auto- 
mobile Old veers, Waldorf - Astor's, 
New York City, N. 

Oct. 29-Nov. pacific International Auto 
Show, Oakland Exposition Bidg., Oak- 
land, Calif. 

Oct. 31-Nov. I1—Automotive Electric Assn., 
Regional Conference, Hotel Multnomah, 
Portland, Ore, 

Nov. 2-4— National Fluid Power Assn., 
Edgewater Beach Hotel, Chicago, Ill. 
Nov. 6-7 — Texas Independent Automobile 
Dealers Assn., Inc., tith Annual Con- 
vention. Shamrock Hotel, Houston, Tex. 
Nov. 9-10—Society of Automotive Engi- 
neers, Fuels and Lubricants Meeting, 
The Bellevue-Stratford, Philadelphia, Pa. 
Nov, 10-11 — Automotive Electric Assn., 
Regional Conference, Hote! Muehle- 

bach Kansas City Kans. 

Nov, 27-30— Annual Meeting, American 
Institute of Chemical Engineers, Statler 
Hotel, Detroit, Mich. 

Nov. 28-Dec. I—Air Conditioning & Re- 
frigeration Exposition, —- City 
Auditorium, Atlantic Ci 

Dec. 45— Automotive A tnintes’ Repre- 
sentatives, Officers Meeting, Sheraton 
Hotel, Chicago, i. 

Dec. 6—Automotive Affiliated Rapeceeste- 
tives, Board of Directors Meeting, 
aton Hotel. Chicago, Ill, 

Jan. 9-13—Society of Automotive Engi 
neers Annual Meeting, Sheraton-Cadi 
lac and Statler Hotels Detroit, Raich. 

Jan. 11-14—American Road Builders Assn's. 
54th Annual Convention ae Audi- 
torium, Miami Beach, 

Jan. 15-17—Second Annual _= Trim Show 
Hote! Statler, New York ‘ 

Jan. 23-25—I5th Annual eeting, Truck- 
Trailer Manufacturers Assn. igewater 
Gulf Hotel, Edgewater Park, Miss 

Feb. 6-9—Automotive Accessories _— 
facturers of om Exposition, Navy 


Pier wceeicone, S 
EMA, NSPA and MEWA 
Conventions, San Francisco, 


March *6-8—Society of Automotive Engi- 
neers, Passenger Car, Body, and Mate- 
Hr Meeting, Hotel Statler, Detroit, 


unis 19.21—Society of Automotive Engi- 
neers, Production Meeting and Forum, 
Hotel Statler, Cleveland, O. 

April 16- lew York's‘ annual Safety 
Convention and Repeeitien, Hotel Stat- 
ler, _ York, N. 

June’ 3-8 — Society i Automotive Engi- 
neers Summer Meeting, —— Had- 
don Hall, Atlantic City, N. J. 


Nation 


SOME DEALERS HAVE 100.7% ABSORPTION FIGURES! 


{National Average is 65%!) 


We Pp to increase your service absorption figures and fill your shop with customer. 
paid labor . eliminate non-productive and unapplied time . . . and increase 
your profits. 
For as little as $70.00 up per month, we can install a complete service production 
program that will do iMemer it costs you nothing. We will analyze your problems and 
tell you how to correct them . . . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of doing 
follow-up, so that they can have 8 hours a day to sell. . . eliminate duplicate handling 
of cars... and get away from single-item repair ‘orders. 
lf your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story .. . we promise some new siants—without 
obligation, of course. 

1112 S. Wabash Ave., Dept. 
Flash-A-Call Service eaiees AN-107, Chicago 5, IMlinbis 








America’s Best 


Auto Sales Manager 


FOR NEW CAR DEALERSHIP 
$15,000 to $25,000 


The man we are seeking must be one of the top 10 
auto Sales Managers in America. He must be able to 
take charge and operate a large dealership in North- 
ern N. J., one of the Big Three. Our company has 
been in business for many years and enjoys the finest 
reputation in the industry. We are now and always 
have operated profitably. 


The man we want must be able to operate a volume 
dealership in a clean, ethica) business-like manner 
profitably and successfully in today’s market. He must 
be an exceptional individual, who can develop new 
business, hire, train and direct our sales personnel, 
help close deals, be experienced in sales promotion, 
and have present proof of accomplishment. 


This is a rare opportunity for an automobile sales 
manager of unsurpassed ability. 


Please do not apply unless you have a proven record 
of accomplishment, have the finest of character with 
the very best of references, and can stand rigid inves- 
tigation of your past performance. Send full resume, 
which will be held in strict confidence to Box 512, 
c/o Automotive News, Detroit 26. 








LAFAYETTE BLVD. 
Pia} e 


Pr ed 50 
900 ROOMS WITH BATH “$42 


Television and 
Radio Available 


No charge 
for 
Children! 


Phone 
WOodward 3-7100 


«, JERRY MOORE 
<= General Manager 


AIR-CONDITIONED 
ROOMS 


OPPORTUNITY 
UNLIMITED! 


Dealership for America's top independent automo- 
bile now available in greater New Orleans area. 
Excellent growth potential! Franchise offers products 
that cover 97%, of the new car market with profit 
average higher than industry average. Minimum 
cash investment required. Adequate facilities avail- 
able on satisfactory leasing terms. Give background 
and qualifications in first letter. All applications will 
be held strictly confidential. Address replies to: 


Box AN-513 
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dr., $255". '48 Torpedo (8) 2-dr., $170*. 
47 Torpedo (8) 2-dr., $100. 
STUD SAKER—’54 Champion 2-dr., $845. 


53 Champion 2-dr., $565*. '51 Cham- 
club coupe, $265*. '50 Champion 
4-dr., $170. 


MASON CITY, IA. 


(Ceniral States Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct. 5.) 
(Good activity. Seld 102 cars out of 

131 offerings.) 

BUICK-—-'55 Century Riviera 4-dr., $2,605*; 
Super Riviera, $2,485* (ps); Special 4- 
dr., $2,085* (ps). ’53 Special 2-dr., $880. 
‘51 Super Riviera, $650*°, $545*; RM 
Riviera 4-dr., $560*, '49 RM 2-dr., $310*. 


CADILLAC—’55 (62) coupe, $3,765* (ps). 


53 (62) sedan, $2,110* (ps), $2,105* 
(ps). 

CHEVROLET—'55 Bel Air (8) 4-dr., $1,- 
710*, $1,575, $1,455. °54 Two-ten 4-dr., 
$1,120, $1,020; 2-dr., $985, $965. °53 Bel 
Air Hardtop, $955* (ps); One-fifty 2-dr., 
$765, $745; Two-ten 2-dr., $760*, $695, 
$670. "52 SL Deluxe 4-dr., $660*, $610; 
SL Special 4-dr., $565, $505. "51 SL De- 
juxe Bel Air, $605*; 4-dr., $455*, $400; 
2-dr., $495*, $405, $375. 

Mul at ee Pas) 












$1,850* ; 








CHRYSLER—’53 NY 4-dr., $1,090*, $1,- 
035* (ps). °51 Windsor 4-dr., $410. 
DeSOTO—’53 Fire Dome (8) 4-dr., $880* 
(ps). °52 Custom 2-dr., $430. 
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New Technique 
; 100% Accurate 


Now you can set valve 
clearance on most OHV 
gasoline and diesel 
truck engines uniform- 
ly and with micrometer 
accuracy instead of de- 
pending upon individ- 
ual “‘feel’’. 


Check these 
VALVE-GAPPER 
advantages: 

@ Reduces Valve Adijust- 
ment time as much as 
50%. 

@ Eliminate inaccuracies 
of Individual ‘*Feel'’. 

@ No Change in Adijust- 
ment Procedure; ONLY 
Method of Measure- 
ment Differs. 

Serviceman can *‘SEE’* Clearance on Dial Indi- 

cater BEFORE, DURING and AFTER adjustment. 

Both Hands FREE to Use Adjusting Tools. 

Use Dial Indicator for Other Shop Tasks. 





Models Available to fit 
these Truck Engines: 
GM DIESEL - GMC GASOLINE 
CUMMINS DIESEL 
INTERNATIONAL HARVESTER 
FORD « CHEVROLET 
DODGE « REO « OTHERS 












OTH HANDS 
FREE 


ice man alwoys 
Ss both hands free 
use adjusting tools 
le can ‘‘see’* exact 
arance before, dur- 
9 ond offer adjust- 
ent, 





MANUFACTURING CO., Dept. 8K 
N05 N. E. Russell Street, Portland 12, Oregon 


send me Valve-Gapper literature and prices. 
irm Name_- 
our Nome 


ov ______________Zone__ State. 





s Serviced: 
OF assenger Car (Diesel 
OCas Truck (Gas Industrial 
Jobber is: 








| Used-Car Auction Prices 


(Continued from Page 75) 





4-dr., $1,865* (ps). °53 Coronet 4-dr., 
$725; Meadowbrook 4-dr., $700. 
FORD—’56 Custom (8) 2-dr., $2,110*. '55 
Fairlane (8) Crown Victoria, $2,200*; 
conv., $1,890*. '54 Custom (8) 4-dr., $1,- 
190%, $1,140*, $1,120*; Main (6) 4-dr., 
$915*; 2-dr., $885*. '53 Main (8) Ranch 
Wagon, $1,280*; 2-dr., $620, $585. '52 
Crest (8) Country sedan, $890*; Vic- 
toria, $745*. '51 Custom (8) Victoria, 
$620*; 4-dr., $445*, $430. 
MERCURY—’55 Montclair Hardtop, §$2,- 
440* (ps), $2,415* (ps). °54 Monterey 
4-dr., $1,570. 53 Custom Hardtop, §$1,- 
130; 2-dr., $985*. ’52 Custom 2-dr., $765*. 
*50 Custom 2-dr., $275*. 
NASH—’51 Rambler station wagon, $350*. 
OLDSMOBILE — ’55 (98) 4-dr., $2,690* 
(ps), $2,645* (ps), $2,515* (ps). °54 
(88) 4-dr., $1,685*, $1,630*; 2-dr., $1,- 
595*, $1,505*. °53 (88) Super Holiday, 
$1,515*; Deluxe 2-dr., $1,245*, $1,210*. 
"52 (88) Super 4-dr., $820*; (98) 4-dr., 
$1,005* (ps). ’50 (98) 2-dr., $280*. 
PACKARD—’54 (300) 4-dr., $1,230". 
(200) 4-dr., $1,005*. 
PLYMOUTH—‘54 Belvedere 4-dr., $1,095*, 
$1,040*. ’53 Cranbrook 4-dr., $725. ’52 
Concord 2-dr., $370. '51 Cranbrook 2-dr., 
$460. 50 Deluxe 2-dr., $250. 
PONTIAC—’55 Chieftain (8) Catalina, $2,- 
200°; 4-dr., $1,860* (ps), $1,855*; 2-dr., 
$1,805*. ’'54 Chieftain (8) station wagon, 
$1,550*. ’50 Silver Streak (8) 2-dr., $295. 


"53 


STUDEBAKER — '51 Commander 4-dr., 
$310*. °50 Commander Land Cruiser, 
$215*. 


MISCELLANEOUS—’55 International sta- 
tion wagon, $1,000. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Oct. 7.) 

(Although we were short of cars, we 
sold 72 percent of those registered. Clean, 
used autos brought near retail while used 

’55s showed a decline in price, Sold 145 

cars out of 215 offerings.) 

BUICK—’55 Special 4-dr., $2,550*; Super 
4-dr., $2,340*. '54 Special 4-dr., $1,525*. 
’53 Super Riviera, $1,050*; Special 4-dr., 
$850. ’51 RM 4-dr., $575*. °49 Special 
4-dr., $170. 

CADILLAC—’55 (62) coupe, $3,955* (ps). 
*53 (60) Special 4-dr., $1,800* (ps). ’49 
(61) coupe, $550*. 

CHEVROLET — ’55 Bel Air (8) station 
wagon, $2,250* (ps); conv., $1,800*; 
4-dr., $1,650; 2-dr., $1,550; Two-ten (8) 
2-dr., $1,585, $1,325; 4-dr., $1,575, $1,- 





475, $1,390; %-ton pickup, $1,325. ‘54 
Bel Air 4-dr., $1,100; station wagon, 
$1,050; 2-dr., $980; Two-ten 4-dr., $1,- 
000; 2-dr., $950. '°52 SL Deluxe 2-dr., 
$600; Bel Air, $550. '51 SL Deluxe 4-dr., 
$515*, $400*. '50 SL Deluxe 2-dr., $250°. 
48 FL 2-dr., $150. '47 2-dr., $125. '41 
2-dr., $100. 


CHRYSLER—’50 Windsor sedan, $290. '49 
Windsor 4-dr., $190. 

DeSOTO—’54 Fire Dome (8) Sport coupe, 
$1,350*. 

DODGE—’52 4-dr., $450. '50 2-dr., $120. 

FORD —'56 Fairlane (8) Country sedan, 
$2,600, $2,500*; Victoria, $2,500*; Cus- 
tom (8) 2-dr., $2,425*, $2,350*; Custom 
(6) 4-dr., $2,130, $1,937.50. '55 Fairlane 
(8) Crown Victoria, $2,100*; conv., $1,- 
850*; 4-dr., $1,770, $1,545. ’54 Custom 
(8) 4-dr., $1,100*, $1,080, $1,065, $930. 
"53 Crest (8) Victoria, $1,110*, $800*; 
station wagon, $1,075*; Sunliner conv., 
$665*; Custom (8) 2-dr., $775. '52 Crest 
(8) Victoria, $785*. ’51 Custom (8) sta- 
tion wagon, $430; 4-dr., $575, $550. °50 
Custom (8) 2-dr., $560; 4-dr., 2 at $500, 
$300, $225. 

KAISER—’ 52 4-dr., $240. 

LINCOLN—’53 Cosmopolitan sedan, §$1,- 
100*. 

MERCURY—’55 Montclair coupe, $2,095*. 
"53 Custom 4-dr., $1,080, $940. ’52 Mon- 


terey Hardtop, $690*. ‘51 2-dr., $350. 
OLDSMOBILE — '55 (88) 2-dr., $2,000*. 
’54 (88) Super 4-dr., $1,705*, °53 (98) 


conv., $1,250*; 4-dr., $1,160*; (88) 4-dr., 
$1,000*. ’51 (88) Super Holiday, $500*. 
*50 (88) 4-dr., $300*. 

PACKARD—’50 Super 4-dr., $410. 

PLYMOUTH—’54 Belvedere 4-dr., $1,100*. 
’53 Cranbrook 4-dr., $675. ’°52 Cranbrook 
Belvedere, $630; 2-dr., $445. '51 Cran- 
brook station wagon, $450. 

PONTIAC—’55 Chieftain (6) 2-dr., $1,- 
520. ’54 Star Chief (8) 4-dr., $1,330*. 
’53 Chieftain (8) 2-dr., $1,035*, $950*. 
’52 Chieftain (8) 4-dr., $525. ’51 Silver 
Streak (8) 4-dr., $500*. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Oct. 6.) 

(Market good. Sold 41 cars out of 81 
offerings.) 


BUICK—’ 54 Century Riviera, $1,745*; Su- 
per Riviera, $1,700* (ps). '53 RM 4-dr., 
$1,060* (ps); Special 2-dr., $795. ‘51 
Super 4-dr., $595*; RM 4-dr., $395*. '50 
Special 2-dr., $295. 

CADILLAC—’51 (62) 4-dr., $1,290*. 

CHEVROLET—’55 Two-ten (8) 2-dr., $1,- 
525. °54 Two-ten 2-dr., $1,050; One-fifty 
2-dr., $835. '53 Two-ten 2-dr., $765. °52 
SL Deluxe 4-dr., $615, $610*; SL Special 
2-dr., $385. °51 SL Deluxe club coupe, 
$425. °48 2-ton truck, $345. 

FORD — ’55 Custom (8) Country sedan, 
$1,970*; Fairlane (8) 4-dr., $1,950* (ps). 
"53 Custom (8) 2-dr., $710. ’52 Crest (8) 
conv., $750. "51 Custom (8) 4-dr., $545; 





Month’s Auto-Credit Gain 
Adds $509 Million to Total 


WASHINGTON. — Automobile 
credit paced a big increase in con- 
sumer installment credit outstand- 
ing during August, according to a 
report issued last week by the 
board of governors of the Federal 
Reserve System. 


Auto paper accounted for $509 
million of the month’s total in- 
crease of $679 million, the board 
said. 

Total auto credit outstanding as 
of Aug. 31, according to the report, 
was $13,547 million, an increase of 
$3,198 million over the $10,349 mil- 
lion outstanding a year earlier. 


Of the $13,547 million total, $7,496 


Warehouse Group 
Picks Chicago 


For Convention 


CHICAGO. — The Automotive 
Warehouse Distributors Assn. will 
meet here at the Conrad Hilton 
Hotel Dec. 1-2. The two-day session 
precedes the meeting of the Auto- 
motive Electric Assn. 


Dr. Charles L. Lapp, professor of 
marketing, Washington University, 
will speak on “Do More — Sell 
More” and George J. Burger, vice- 
president, National Federation of 
Independent Business, also will 
address the group. 

A. P. Walter, president, has an- 
nounced that the association will 
hold a one-day conference in San 
Francisco, Feb. 20, 1956, in con- 
nection with the Pacific Automotive 
Show. Executive offices of AWDA 
are in Kansas City. Martin Fromm 
is executive-secretary. 





Tractor Story 


TOPEKA, Kans. — The tractor 
population on U.S. farms has in- 
creased from 30,000 40 years ago to 
more than four and a half million 
today and doubled from 1944 to 
1954, according to an analysis made 
by Capper’s Farmer here. Copies of 
three tractor and plow releases are 
available by writing on company 
letterhead to Victor Hawkins, re- 
search director, Capper Publica- 
tions, Inc., 912 Kansas Ave., To- 
peka, Kans. 


million was held by sales finance 
companies, $4,806 million by com- 
mercial banks, $722 million by other 
financial institutions and $523 mil- 
lion by auto dealers, the board said. 


Over the preceding 12 months, 
increased holdings of auto paper 
amounted to $2,060 million by sales 
finance companies, $869 million by 
banks, $135 million by other finan- 
cial institutions and $134 million 
by dealers, it said. 

During August alone, according 
to the board, increases were $316 
million by finance companies, $155 
million by banks, $22 million by 
dealers and $16 million by other 

financial institutions. 

This total increase of $509 million 
in auto paper during August com- 
pared with gains of $86 million in 
other consumer goods $65 million in 
personal loans and $19 million in 
repair and modernization loans, the 
report said. 

Loans for repairs and moderni- 
zation represented the only cate- 
gory in which outstanding credit 
declined during the year, it said. 


Dealers Urged 
To Cash In on 
Winter-Ad Aid 


TOLEDO. — Late fall can be the 
big profit season for alert dealers 
if they take full advantage of the 
millions of dollars others are spend- 
ing, according to O. C. Leighty, 
sales manager, Champion Spark 
Plug Co. 

He pointed out that every year 
companies supplying the automo- 
tive industry spend millions in ad- 
vertising reminding motorists to 
get their cars ready for winter. 

“All the dealer has to do is to 
hang the banners and post the 
posters which are available and 
then urge his employes to sell 
changeover to every customer,” said 
Leighty. 

Leighty said that profit possibili- 
ties lie in antifreeze, ignition 
systems, snow tires and chains, 
wash and polish jobs to protect 
finish and chrome from salt solu- 
tions used to melt ice and snow. 








Weeks Denies Teetor 


Is Being ‘Dropped’ 


WASHINGTON. — Commerce 
Secretary Sinclair Weeks last 
week denied that Lothair Teetor, 
former board chairman of the 
strike-torn Perfect Circle Corp., is 
being “dropped” as assistant sec- 
retary in charge of domestic 
affairs. Weeks praised Teetor and 
added: “We are extremely sorry 
to see him go.” 

Weeks referred to “published 
reports” on the matter and said 
that Teetor advised him last April 
that he would resign on Oct. 1, 
1955, when he completed two 
years with the department. Weeks 
said Teetor agreed to stay until 
Nov. 30 by which time it is ex- 
pected that a successor will have 
been appointed. The reports arose 
when violence erupted during the 
strike and eight were wounded 
at the plant’s New Castle (Ind.) 
foundry. 





2-dr., $535; Custom (6) 2-dr., $370. '50 
2-ton truck, $395. °49 2-ton truck, $210. 


MERCURY—’54 Monterey Sun Valley, $1,- 
’51 Custom 


465*; Custom 4-dr., $1,370. 
4-dr., $625. 


PLYMOUTH—’55 Plaza (6) 4-dr., $1,220. 


NOW 


81 


’53 Cambridge 4-dr., $500. °49 Special 


Deluxe 4-dr., $150, $125, 
PONTIAC—’55 Star Chief (8) 4-dr., $1,- 
885*. '49 Silver Streak (8) 4-dr., $200*. 
STUDEBAKER — '53 Commaner coupe, 
$795*. '50 Commander 2-dr., $180, $175. 


WILLYS—’52 Jeepster, $635. 
* 2 * 


— Auctions in Brief — 
WINDSOR, VA. 


Windsor Auto Auction, Sale every Thurs- 
day (Oct. 6). We had about our usual num- 
ber of cars—around 200—registered at the 
sale today. Prices were average and we 
sold a little over 80 percent of cars offered. 

* * * 


COLUMBUS, O. 

Mobiles, Inc. Sale every Friday (Oct. 7). 
Consignments, prices, merchandise, bidding 
and sales, all good; and next week looks 
very good, 

* + * 


HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (Oct, 6). Clean autos bringing 
the high dollar. We had a red hot sale 
this week with 75 percent sold out of the 


133 cars registered. 
7 * * 


ACTON, MASS. 

Concord Auto Auction, Inc, Sales every 
Monday and Friday (Sept. 30-Oct. 1). Sold 
433 cars out of 617 offerings. 

* * * 


SYRACUSE 
Syracuse Auto Auction. Sale every Wed- 
nesday (Oct. 5). Market dropped $50 to 
$100 per car in spite of a large crowd in 
attendance. New-car dealers are disposing 
of surplus stock regardless of sacrifice. 
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93,864 
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OREGONIAN 
daily circulation now 
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Leads 2nd paper by: 
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SOURCE: Audit Bureau of 
Circulations Publishers’ 
Statements for 6 months 
ending March 31, 1955. 










OREGONIAN 
e* Sunday circulation now 


297,263 


Leads 2nd paper by: 


City Zone 

Circulation 
City & RTZ 
Circulation 


Total 
Circulation 


28,279 
39,741 
93,864 


NOW, MORE THAN EVER, 


THE Oregonian 


PORTLAND, OREGON 


LEADS IN SELLING FOR You! 
Largest Circulation in the Northwest 


REPRESENTED NATIONALLY BY MOLONEY, REGAN & SCHMITT, INC. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 
































Week Week 
Onis, Week,  Oct.8, 1968," Oct. 16, ont “is, 
1965 1954* 1955* ToDate 1954* 
AMERICAN MOTORS 370 2,308 0.0... 370 ©=—_: 79, 692 133,171 
SR vsdiscsesscvossiovonsivtes 170 TOO hecierctes 170 = 26,317 2,416 
Wasps, Hornet ...... 115 aN,” o <deetaenes 115 25,957 20,770 
Rambler .................... 55 a. 5. cincane 55 360 8=—s_- 21,646 
TEE: Ss slocete cere seseciscsnertoeses 200 Re. = ‘sdesatenes 200 853,375 90,755 
Amb., Statesman 135 625 wrelseeaee 135 27,156 40,800 
Rambler ...................... 65 Ge bsonstes 65 26,219 49,955 
CHRYSLER CORP. .... 29,150 6,026 20,943 50,093 470,077 1,043,208 
NIUE? *dccescoccecentoosoereiss 3,500 125 3,023 6,523 68,417 136,300 
OOD i sdesctesctetcsiscocedsrcers 2,400 520 2,456 4,856 46,623 99,553 
BD Ssireresstescrscevicnsoquere 6,500 1,673 6,566 13,066 88,680 241,996 
PRyMmewtn ............006.00... 16,750 3,108 8,898 25,648 266,357 565,359 
FORD MOTOR. ............... 47,255 2,954 46,624 100,210 1,374,529 1,731,810 
SEA scdudabobodssepsidects epsdn veins 35,250 196 35,104 75,550 1,123,726 1,360,924 
PEED  covesb ses sstsbeceresciace 1,200 16 1,136 2,368 30,058 29,766 
PROP OUTY 1000s... .cceesee.ss. 10,805 2,742 10,3884 22,292 220,745 341,120 
GENERAL MOTORS .. 26,838 31,434 12,176 41,204 2,221,999 3,130,196 
BEG “Selvtdiiasuacosepepeeninbunsessensreneny 3,548 6,491 8,370 430,577 638,024 
IEE Sicchc lass est onesesesesass MAE Gedecoeive 1,084 3,199 96,645 116,908 
Chevrolet .............000. 10,300 12,885 _........... 10,300 1,077,490 1,415,805 
GRIND oesccssssescscccnss | sacvecsace 9,045 124 435 354,029 503,380 
ED |. sktdiecesasctancitsosesoses 14,423 5,956 4477 18,900 263,258 456,079 
KAISER MOTORS ......._........ a OD. Kae. ian 15,322 6,680 
IE “Ge ahutisuthcesusdlacoeies crcmeions douse sind. >. aden. -s wenesiones 5,803 1,021 
NS iiccccdnliaias ethaakied an 4 9,519 5,659 
S-P CORP. .............:000005 1,008 2,101 628 1,686 85,946 144,959 
IID stats ccovestactesiessesa 628 1,636 25,433 55,180 
Studebaker ................0 cee TE aah eneicaend 60,513 89,779 
Total Cars, U.S. ........104,621 44,882 80,371 193,513 4,247,565 6,190,024 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 dan. 1 
Ended Same Ended October, To To 
Oct. 15, Week,  Oct.8, 1955, Oct. 16, Oct. 15, 
1955 1954* 1955* ToDate 1954* 
CHEVROLET ................ 8,200 RUE: «Vv scctinies 8,200 264,031 311,420 
DIAMOND T ................. 125 50 lil 236 2,483 4,316 
SME * iitditsdntoscescletinedgitviog 80 40 80 160 2,475 2,993 
EEE -cvcceccescssccesecsosesenesse 1,700 2,179 1,659 3,359 72,694 80,599 
ST ishicischcessersniaenseesincstes 6,900 on. 1,328 15,089 231,739 287,280 
SE Titi cdetthivesisavsascheaieyis 1,650 1,209 1,280 2,930 62,679 80,514 
INTERNATIONAL ...... 2,945 1,500 2,209 5,154 77,244 101,099 
SNS ih sedhacas cb dekethbalascosses 400 175 404 804 5,265 11,707 
IN tie cahnicciscsenwasidindeticsmaneees 125 49 117 242 6,258 4,356 
STUDEBAKER. 0.000000... 00... ORs cee “ate 10,644 14,227 
IEEE. caltihedbokneipancoctsaues 350 225 363 713 8,399 11,406 
IED Wilairtncshstiazcaveccosese 1,810 1,866 1,604 3,414 54,632 59,504 
MISCELLANEOUS ....... 90 62 90 180 5,024 3,985 
Total Trucks, U. S..... 24,375 12,503 15,245 40,481 803,567 973,406 
Total Cars, Trucks, 
I 128,996 57,385 95,616 233,994 5,051,132 7,163,430 
Total Cars, Trucks, 
IIIA: Scksceannhosesathonand 5,690 2,013 6,302 11,992 303,286 382,722 
Grand Total, 
Cars and Trucks, 


U. S. and Canada....134,686 


59,398 101,918 245,986 5,354,418 7,546,152 





N.B.: All U. S. totals include cars and trucks for military orders. 





Improved Body Selling 
Urged by Truck Dealer 


By Jack Weed 
Truck Editor 

CHICAGO. — A truck dealer last 
week urged the Truck Body and 
Equipment Assn. to improve the 
sales tactics of its representatives. 

R. K. Green, manager, Truck 
Sales & Leasing Corp. (GMC), 
Gary and Hammond, Ind., told 
the association’s convention that 
dealers are interested mainly in 
the value a body or piece of 
equipment will have. for the cus- 
tomer. 


He said the industry representa- 
tive should take the time to educate 
the truck salesman along this line. 

Green also said that the sale of 
bodies and equipment has repre- 
sented more than 15 percent of the 
gaette of his dealership this year. 


Sons Co., Medford, Mass. was 
elected president. Other officers 
are Donald F. Meyer, Truckstell 
Mfg. Co., Cleveland, vice-president; 
Dudley V. Walker, Eberhard Mfg. 
Co., reelected supplier vice-presi- 
dent, and Fearson S. Meeks, S. J. 
Meeks Son, Washington, reelected 
secretary-treasurer. 

Arthur H. Neusse continues as 
executive Manager of the associa- 
tion. 


Dodge Promotes 
3 Sales Aides 


DETROIT. — Dodge has named 
@ new supervisor of its advanced 
merchandising school and new city 
managers at Seattle and Oakland, 


e said that mounting these prod-| Calif. 


ucts on used trucks made them 
more profitable and easier to sell. 
The 1955 convention and trade 
show were the largest the as- 
sociation has had. There 
were some 875 registrants, com- 
pared to about 500 last year, and 
78 exhibitors. 
William F. Lacey, W. F. Lacey & 


Lloyd J. White, who joined Dodge 
in 1945, will head the merchandis- 
ing school. 

Charles W. Lewis moves to Seat- 
tle from Boise, Id., and William J. 
Kinner, who has been working in 
the San Jose and Stockton (Calif.) 
districts, has been promoted to the 
Oakland post. 


Changeovers Ending - -- 


Sharp Output Rise 


=: | Siqted This Week 


(Continued from Page 1) 


motive News’ three-year index, 
as compared with the previous 
week, when the industry made 
80,371 cars, or 27 percent below 
the average week of the last three 
years. 

Ford Motor Co., continuing its 
near-record pace of the previous 
week, led the industry again last 
week with a production of 47,255 
cars. 

+ * * 
ORD division, with all 16 of its 
assembly plants scheduled to 
work Saturday, rolled out an esti- 
mated 35,250 cars, or 146 more units 
than it produced the previous week. 

Mercury upped its schedules to 
10,805 cars last week, while Lin- 
coln turned out 1,200 units. The 
two divisions assembled 10,384 
and 1,136, respectively, the previ- 
ous week. 

Ford’s new Continental division 
is currently producing an average 
of 16 units daily, a spokesman for 
the division said. er 


ENERAL MOTORS, with three 

of its five divisions operating 
last week, rolled out 26,838 cars, a 
120 percent jump from the previous 
week’s 12,176 units, but still far 
below the 70,000-a-week average it 
maintained during the first nine 
months. 


Chevrolet, down only 12 days 
for changeovers to its 56 models, 
resumed production last Wednes- 
day (Oct. 12) at all except its 
West Coast plants and ended the 
week with 10,300 assemblies. The 
division’s San Francisco and Los 
Angeles assembly plants will be- 
gin ’566 model output today (Oct. 
17). 

Pontiac, in its second week of ’56 
model production, took the play 
away from Chevrolet last week as 
it rolled a record 14,423 cars from 
its assembly lines. The previous 
high of 14,246 units was set during 
the week ended May a. 


f ienws record - breaking effort at 
Pontiac left the division only 
11,476 units short of its alltime 
yearly mark of 467,555 carg in 1950. 
It had rolled 456,079 cars from the 
lines as of last Saturday. 

Cadillac jumped output to 2,115 
units last week, a 95 percent gain 
over the previous week but still 
well under the 3,200 units-a-week 
average it maintained over the 
first half of this year. 

With 116,908 cars produced 
through last Saturday, however, 
Cadillac was only 6,838 units short 
of its alltime yearly output mark 
of 123,746 cars, set in 1954. 

* * * 


Buck which resumes produc- 
tion at all except its South Gate 
(Calif.) plant on Wednesday (Oct. 
19), announced last week that it 
had produced 738,814 cars during 
its 1955 model run, 638,024 of which 
were assembled since the begin- 
ning of this year. 

The ’55 run exceeded by more 
than 150,000 the previous record 
of 588,439 cars built during the 
1950 model year. 

Ivan L. Wiles, Buick general 
manager, revealed that the division 
built nearly 500,000 hardtops dur- 
ing the '55 model run. Production 
of the four-door hardtop, which 
was limited to the Special and Cen- 
tury series, began in March and 
totaled 121,497 units. 

* * * 


I BUICK attains its goal of 170,- 
000 units during the last quarter 
of this year, it would close the year 
with a total of approximately 808,- 
000 cars. It already has surpassed 
its alltime 12-month mark of 522,827 
units, set in 1950. 
ler Corp., working on a 
goal of some 400,000 cars during 
the last quarter, increased output 
to 29,150 units last week, or 8,207 
More cars than were produced 
during the previous week. 

If the corporation’s goal should 
be attained, it would give Chrysler 
a new alltime record for yearly 
output., Highest calendar-year out- 
put on record is the corporation’s 
1,246,602 cars produced 





Should the last quarter attainment 
be realized, the corporation would 
complete 1955 with close to 1,400,000 
assemblies. 
* + * 

ao Chrysler’s comeback 

after near idleness in Septem- 
ber was Plymouth, which upped 
schedules to 16,750 units last week. 
It produced only 8,898 cars the pre- 
vious week, its second week of '56 
model production. 

Dodge and DeSoto remained in 
the 6,500 and 2,400 unit-a-week 
brackets respectively, while 
Chrysler division upped its esti- 
mates to 3,500 cars, or nearly 500 
More units than it assembled the 
previous week. 

American Motors, moving slowly 
on initial 56 model output, sched- 
uled 370 assemblies last week, 120 
of which were Nash and Hudson 
Ramblers. The breakdown for the 
corporation was 115 Hornets, 135 
Ambassadors, 55 Hudson Ramblers 
and 65 Nash Ramblers. Both ver- 
sions of the Ramblers are now be- 
ing built on their own lines in the 
Kenosha (Wis.) plant. 

x * * 


ACKARD turned out 1,008 cars 

last week, a 380-unit increase 
over the previous week, but Stude- 
baker still was idled by its change- 
over operations. 

Although feeder lines are oper- 
ating at Studebaker, a company 
spokesman said assemblies will 
not begin until sufficient parts 
have been supplied for continu- 
ous operation. 

The return to assembly opera- 
tions by Chevrolet helped boost 
truck output to an estimated 24,375 
units last week, a 9,130-unit jump 


—_ 


from the previous week’s 15,245 
trucks. 

Studebaker is the only comz1ier. 
cial-car producer not currently 
operating, but it, too, will res'ime 
output as soon as feeder lines Lave 
been supplied, a company spokes. 
man said. 

Canadian car-truck output, ham- 
pered by the continued GM strike 
and the loss of a workday due to 
the Thanksgiving holiday last Mon- 
day, fell to 5,690 units last week. 
The previous week saw 6,302 cars 
and trucks roll from Canadian as- 
sembly lines. | 


Ford’s Mahwah Plant Goes 


On 2 Shifts in January 


DEARBORN. — Ford division's 
new Mahwah (N. J.) assembly plant 
will be placed on a two-shift pro- 
duction schedule starting Jan. 3, 
Robert S. McNamara, Ford division 
general manager, announced last 
week. 

“Addition of the second shift at 
Mahwah, which is our major plant 
in the eastern seaboard market, is 
part of the division’s program to 
increase production capacity by 
250,000 units for 1956,” McNamara 
said. 


During 1955, the division’s 16 
plants have worked 53 hours per 
week, or 13 hours overtime weekly 
to keep up with dealer orders. 

The Mahwah expansion is the 
second such announcement by the 
division in three months. The Dear- 


born assembly plant was placed on & 


a two-shift schedule early in Sep- 
tember, when the change was made 
from 1955 to 1956-model production. 

McNamara said approximately 
2,000 more hourly employes will be 
added to the plant’s present total 
of 3,600. 

The new shift will operate on an 
afternoon and evening schedule, 
with the present shift continuing to 
work mornings and early after- 
noons. Production capacity has been 
announced as 540 units on one 


eight-hour shift, and 1,080 units on 


two eight-hour shifts. 





Paris Show Draws Million 


Citroen, Streamlined at Long Last, Shares 
Applause with U. S. Makes 


(Continued from Page 4) 


Motors stand. It has a new unique 
suspension system. 

Also, Bugatti, the famous old 
fine-car name, made news re- 
cently when his new racing car 
with the engine, eight-cylinder 
in-line, across the car behind the 
driver, made its first test run near 
Strasbourg, France. 

The BMW people of Munich an- 


Lloyd to Head 
Dealer Committee 


Of Medical Fund 


NEW YORK.— J. Saxton Lloyd, 

president of Daytona Motor Co. 
(Buick-Cadillac), Daytona Beach, 
Fla., and former 
NADA president, 
has been named 
chairman of the 
national sponsor- 
ing committee of 
the auto dealers 
division, Commit- 
tee of American 
Industry, it was 
announced by 
Colby M. Chester, 
CIA chairman, 
J. Saxton Lioyd The CIA, a divi- 
sion of the National Fund for Med- 
ical Education, is spearheading a 
drive to raise $10 million a year for 
the nation’s 81 medical schools. 

Other dealer committee 2 
are: Robert S. Armacost, Sam T. 
Atkinson, Dean Chaffin, Frank Col- 
lord, Walter B. Cooper, Alton M. 
Costley, Lee D. Craig, Charles C. 
Freed, Carl E. Fribley, Roland 
Hughes, C. E. Hutton, Benedict 
Lane, James A. Mason, R. D. Mc- 
Kay, Harold J. Moye. 

Also, J. Frank Norris, J. E. 
O’Daniel, Verne Orr sr., Joseph A. 
Paretti, Thomas T. Petzold, Floyd 
Randolph, George R. Ranes, Edward 
A. Sahli, A. Leftwich Sinclair jr., 
L. M. Stewart, Joseph R. Trew, 
Hayse Tucker, J. Eustace Wolfing- 
ton, George F. Ziesmer and Earl 


in 1953.|T. Zweifel. 


‘nounced that the production of 


their luxury cars was sold out for 
about six months, surprising after 
a release of only two weeks. But 
the output of a custom-made car 
like that is in the low three-figure 
group. 

* + . 


Truck and Bus Notes 


In the Porte de Versalles (Paris) 
exhibition grounds, as always, the 
truck and bus show wag housed. 
Here are a few highlights: 


A semitrailer car loader was 
displayed by Boilet-Petolat. It 
has an archway-type portal in 
the rear. The cars for the upper 
deck are driven on and the run- 
way lifts up and the driveway to 
the lower deck is then open. 

I always watch the new types by 
Pegaso, the Spanish make. The 
latest 12-ton truck has an under- 
floor diesel engine and two front 
axles, both steered. Pegaso claims 
that load and weight distribution 
will be better that way than with 
two rear axles. Pegaso is looking 
for export markets. 

Paillard displayed a dual axie 
system for semitrailers with all 
four wheels independently suspend- 
ed. 


Somua, belonging to the Renault 
group, again had a truck with the 
experimental gas turbine which de- 
livers now about 280 horsepower. 


Finally, G.T.T.M., which is the 
organization operating the piggy- 
back system in 
new types 
19,000 tons in 1947 they are now 
up to more than 650,000 tons 

(European tons). There are: 2,000 
semitrailers in use and 150 truck- 
ing firms are cooperating. 

When leaving this show I fe't 
that France’s automotive industry 
is in good shape and should be ab!2 
to compete in a free Europe—ex- 
cept perhaps pricewise. Further 
progress in regard to reduction cf 
overhead will have to be made. 
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29 C::ies Plan Events So Far... 


Show Season Opens Next Month 


(Continued from Page 1) 


circles is the difficulty of 
finding adequate space in many 
cities. 

For several shows last year, 
cramped quarters were the rule. 

It is a fact that the largest city 
in the U. S. has not had an auto 
show since before the war when 
New York City held the eyes of the 
automotive world while the Na- 
tional Auto Show was reigning. 

* * * 
— the construction of the 
$30 million New York Coliseum 
rising in mid-Manhattan, which 
will be completed next year, the 


gloomy note lurking around the 
show 


* earliest the big show could be re- 


vived would be in 1957. 

An auto industry spokesman said 
that nothing is being planned at 
the moment and pointed out that 
reservations must be made at least 
a year before the event. 

However, he did not rule out 
the possibility that some day the 
New York show might be revived 
in all its splendor. 

The Chicago show will make its 
debut Jan. 7, along with others in 
Columbus, O., Houston, San Fran- 
cisco and Washington, D. C. Min- 
neapolis’ event will get a day’s 


| jump, starting Jan. 6. 


A new south wing has been com- 
pleted on Chicago’s International 


Amphitheatre and will expand the/ 000 


show area by 61,000 square feet. 
This will enable the Chicago Auto- 
mobile Trade Assn. to spread its 
exhibits over 213,000 square feet in 
1956. 
* * * 

| pa year’s Chicago exposition 

saw 490,500 persons stream 
through the doors during its nine- 


) day run. 


The Automotive News survey in- 


» dicated that once an area gets in 


Obituaries 


Guy F. Walling, 84; 


Neb. Buick Dealer 

DAVID CITY, Neb. — Guy F. 
Walling, 84, known as Nebraska’s 
oldest Buick dealer, died Sept. 25. 

Mr. Walling started as a Buick 
dealer in June, 1908, and had been 
an active owner of Walling’s 
Motors here until his death. 

= * * 


Alexander M. Anderson 
DILLWYN, Va.—Alexander M. Anderson, 
44, owner of Anderson Motor Co, here 
since 1938, died Oct. 6. 
+ * 


Fred A. Ordway 

NEWTON, Mass.—Fred A. Ordway, 68, 
a@ past president of the Boston Automobile 
Assn., died Oct. 8 at Massachusetts Gen- 
eral Hospital. Mr. Ordway was president, 
Henley-Kimball Co., New England Hudson 
distributor, for 22 years. He entered the 
auto business in 1909, organized his own 
firm in 1914 and two years later merged 
his interests with Henley-Kimball. 

. * * 


Alfred Moorhouse 

ATLANTA. — Alfred Moorhouse, 71, 
holder of more than 100 patents in the 
automotive field, died Oct. 7. He was a 
native of Detroit. Mr. Moorhouse designed 
the first downdraft carburetor for automo- 
biles and invented the braking mechanism 
Metering device for hydraulic shock ab- 
sorbers. He designed the first sliding gear 
type transmission in 1904 for Cadillac. 

* * * 


Albert C. Lanham 
CHICAGO.—Albert C. Lanham, 50, 
executive of International Harvester Co.'s 
Motor sales division, and an employe of 
the company 29 years, died Oct. 3 in 
Evanston. 





John W. Applegate sr. 

WEST POINT, Ky.—John W. Applegate 
st., 67, retired Chevrolet auto dealer, died 

. 7 im Veterans Hospital, Louisville, 
after an illness of three months. Mr. 
Applegate operated a dealership here for 

years and retired three years ago. 

* * * 


Herbert E. Stimson 
SEATTLE. — Herbert E. Stimson, 73, 
Dioneer automobile dealer here and 
Tacoma, Wash., is dead. He began selling 
&utos for American Automobile Co., 
Tacoma, in 1909. Later Mr. Stimson be- 
came Chrysler distributor in western Wash- 
ington and Alaska. 

* * * 


Albert L. Raynal 
DETROIT.—Albert L. Raynal, an auto 
dealer for 30 years, died last week at his 
here. He was 58. Born in Chariles- 
ville, France, Mr. Raynal lived in Detroit 
for 35 years. He was vice-president of 
Raynal Bros. (Dodge-Plymouth). 
¢ 26 66 


Roger David Shaw 
NEWPORT, N. H.—(UTPS)—Roger D. 
Shaw, 48-year-old salesman for Heath Mo- 
tor Co. (Chevrolet), died recently at the 
Hitchcock Memorial Hospital. 


the swing of holding the annual 
events, it seems to become a habit. 


For instance, of the 29 shows 
being planned, 27 reported that 
one had been staged during the 
prior year while none of the 21 
groups reporting no 56 plans held 
shows the year before. 

One reported that the plans had 
been cancelled. This was in Indi- 
anapolis. Thomas E. Hanika, man- 
ager, Indianapolis Automobile Deal- 
ers Assn., said that the show had 
been set for Jan, 13-22 based on a 
dealer pol] taken last March fol- 
lowing a successful show held in 
January, 1955. 

“However,” he added, “a new poll 
has been taken and because of the 
early introduction of new models, 
the vote is overwhelmingly against 
the promotion. It remains now 
only for our board of directors to 
rescind its previous approval of 
show plans. As of this date, they 
are off.” 

* * eZ 
== is a lineup of the shows: 
PorTLAND, Ore.: Nov. 19-27; 
Pacific International Exposition 
Building. Edward Fox, manager; 
attendance last show, 120,000. 

Sioux Fauus, S. D.: Nov. 22-27; 
D. B. Broderick, manager; attend- 
ance last show, 22,000. 


Burrato: Nov. 26-Dec. 3; Masten 
Ave. Armory. Marjorie M. Baker, 
manager; attendance last show, 80,- 


Sioux Crry, Is.: Nov. 30-Dec. 4; 
Municipal Auditorium. 

Los ANGELES: Dec. 1-11; Pan Pa- 
cific Auditorium. Charles H. 
Elmendorf, manager; attendance 
last show, 204,000. 

MINNEAPOLIS: Jan. 6-14; Minnea- 
polis Auditorium. Minneapolis At- 
tractions, Inc. 

Cuicaco: Jan. 7-15; International 
Amphitheatre. Edward L. Cleary, 
manager; attendance last show, 
490,500. 

CoLtumsus, O.: Jan. 7-15; Veter- 
ans Memorial Building. 

+ * * 


OUSTON: Jan. 7-15; Houston 
Coliseum. Arthur Derby, man- 
ager; attendance last show, 160,000. 
San Francisco: Jan. 7-15; San 
Francisco Civic Auditorium. Amos 
T. Crowl, manager; attendance last 
show, 105,000. 

WasuincTon, D. C.: Jan. 7-15; 
District of Columbia National 
Guard Armory. Maurice J. Murphy, 
manager; attendance last show, 
121,226. 

SEATTLE: Jan. 13-22; Field Artil- 
lery Armory. C. C. Donworth, man- 
ager; attendance last show, 49,000. 

Sr. Louis: Jan. 14-22; “A” Build- 
ing, St. Louis Arena. R. B. Ham- 
mond, manager; attendance last 
show, 101,000. 


Ba.trmore: Jan. 21-28; Fifth Regi- 


Chevrolet Plans 
St. Louis Depot 


DETROIT.—Plans for a new ma- 
jor parts depot on the outskirts of 
St. Louis were announced last week 
by T. H. Keating, general manager 
of Chevrolet. 

The project, said Keating, is de- 


an| signed to maintain a high standard 


of service to dealers, since present 
quarters in the company’s St. Louis 
assembly plant have been out- 
grown. 

The 600 by 550-foot structure is 
expected to be completed late next 
year. It will also house Chevrolet 
zone Offices. 


Dealer Davidson 


Sues Credit Firm 


OKLAHOMA CITY.—Gwynne W. 
Davidson (Nash) has sued the Re- 
tail Credit Co. for $121,000 damages 
alleging that the firm circulated a 
“false and libelous” report that 
hurt his credit rating. 

Davidson said he had been selling 
new and used ears for 10 years 
here, in Enid, Chickasha and Shaw- 
nee and had a “spotless record” 
until the alleged report was issued 
to three national finance companies 
last April. Davidson said that as a 
result he was unable to make loans 
and keep his business stocked. 


ment Armory. J. Cavendish Dar- 
rell, manager; attendance last 
show, 75,000. 

PirtsspurGH: Jan. 21-28; Hunt Ar- 
mory. Hart Graham, manager; at- 
tendance last show, 77,461. 

CLEVELAND: Jan. 21-29; Public 
Auditorium. R. Earl Burrows, man- 
ager; attendance last show, 103,115. 

+ * * 


a N. Y.: Jan. 28-Feb. 
4; Rochester War Memorial 
Auditorium and Exhibit Hall. 


OmaHA: Feb. 3-12; New Munici- 
pal Auditorium. 

Dauuias: Feb. 5-12; Fair Park. J, 
N. Whitehurst, manager. 

Denver: Feb. 6-11; Coliseum. Nate 
Burt, manager; attendance last 
show, 75,000. 

MILWAUKEE: Feb. 11-18; Arena 
and Auditorium. Ed Wehe, general 
chairman, and Theodore C. Larsen, 
show manager; attendance last 
show, 120,410. 


LANSING: Feb. 12-19; Civic Center. 
Wayne Foster, manager. 

Detroir: Feb. 18-26; State Fair 
Grounds. Paul T. Graves, manager; 
attendance last show, 282,552. 

Syracuse: Feb. 19-25; Onandaga 
County War Memorial Building. 
Stuart C. Ballard, manager; at- 
tendance last show, 44,000. 

Kansas Crry: Feb. 25-March 3; 
Exhibition Hall, Municipal Audi- 
torium. W. W. Egelhoff, manager; 
attendance last show, 146,000. 

a * * 


POKANE: March 7-11; Coliseum. 

Richard W. Axtell, manager; 
attendance last show, 30,000. 

Lewiston, Me.: April, 1956; Lew- 
iston Armory. William V. Hood, 
manager; attendance last show, 
25,000. 

PHILADELPHIA: November, 1956. 

Lirtte Rock, Ark.: During 1956. 


SPRINGFIELD, ILtt.: W. F. Dagon, 
secretary, Springfield Automobile 
Dealers Assn., reported that the 
local associations have discussed a 
show but were unable to get space 
for the dates agreeable to members. 


Farco, N. D.: George Dixon, man- 
ager, Automobile Dealers Assn. of 
North Dakota, reported that noth- 
ing definite decided but that Fargo 
dealers are discussing a show. 


Hartrorp, Conn.: Carl R. Lane, 
executive vice-president, Connecti- 
cut Automotive Trades Assn., re- 
ported that no formal show is 
planned, but that the dealers will 
hold their traditional Washington’s 
Birthday open house. 

* - ~ 


Truck Booths Assigned 


For Chicago Show 


CHICAGO.—Exhibit space at the 
48th annual Chicago Automobile 
Show has been assigned to eight 
makes of commercial vehicles by 
the executive committee. The show 
will be held Jan. 7-15 in Interna- 
tional Amphitheater. 

Exhibit plans were discussed by 
Earl T. Zweifel, show committee 
chairman, and Michael F. McCarty, 
head of the truck committee. Truck 
spaces went to Chevrolet, Dodge, 
Ford, GMC, Hendrickson, Interna- 
tional Harvester, Studebaker and 
Willys. McCarty said 39,794 square 
feet of first floor space had been 


assigned. 
+ . * 


Theater Man to Promote 


Grand Rapids Show 


GRAND RAPIDS, Mich. — John 
D. Loeks, president of Jack Loek 
Enterprises, Inc., has signed con- 
tracts to promote automobile shows 
in the Civic Auditorium here for 
three years. The first show is 
scheduled Jan. 16-21, 1956. 


The 1955 show was produced by 
the Grand Rapids Passenger Car 
Dealers Assn. The association voted 
not to sponsor it for the coming 
year. Loeks, a local theater man, 
offered to produce the show. Last 
year’s show was the first since 
1941. 


The association voted that it 
would be acceptable for individual 
members to cooperate. “The com- 
munity wants a show and needs it,” 
said Loeks. He said he will contact 
every automobile dealer in West 
Michigan to ask support. 
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Go Bovwoughs 


eee - Cut your installation 
and change-over time! 


BORROUGHS 


RET DK 





TODAY'S Bess Bin Buy 


Make us prove the above statement. Write us, and we will have 
a Borroughs representative see you, tell you, and show you why 
you should “Go Borroughs”. There are many features in Borroughs 
Bins that you should know about first hand. 
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SLIDING SHELVES 
adjustable without bolting 


A ace 
SNAP IN DIVIDERS 
snap in any place on shelf 


Borroughs flexi Bins save you valuable time when rearranging 
shelves, dividers and trays. Shelves are adjustable without bolt- 
ing, and slide on 1%” centers..AND CAN BE MOVED EVEN 
WHEN LOADED ... dividers snap in any place, and labels travel 
with dividers ...tray partitions slide into place in slots placed at 
regular intervals. You need no screws, bolts, nuts or tools to 
rearrange a Borroughs flexi Bin. These are but a few Borroughs 


features. 


Any of these Borroughs Warehouse Distributors 
will gladly furnish you FREE floor plan service 


LOUIS A. ALEXANDER 
264 WN. Beacon St., Watertown, Mass. 


AUTOMOTIVE BIN SERVICE 


10040 Freeland, Detroit, Mich. 
1050 Main, Buffalo, N.Y. 
1220 Richmond, Cincinnati, Ohio 
625 W. East St., Indianapolis, ind. 
204 Builders Bldg., Louisville, Ky. 
3162 W. 32nd St., Cleveland, Ohio 
BINS & EQUIPMENT Co. 
1918 Buford Highway WE, Atlanta, Ga. 
2318 Oak St., Jacksonville, Fla. 
BORROUGHS MFG. CoRP. 
104 Reade St., New York, WY. 


W. W. CANNON CO. 


9739 Denton Dr., Dallas, Texas 
1901 Winter St., Houston, Texas 


EAST COAST DISTRIBUTING CO. 
327 Hopkins Rd., Baltimore, Md. 
1580 W. 52nd St., Philadelphia, Pa. 


GREEN-PENNY CO. 
421 E. Washington, Los Angeles, Calif. 
WM. A. GORE CO. 
1834 Adeline St., Oakland, Colif. 
408 8th Ave. W., Seattle, Wash. 
FELIX F. LOEB CO. 
8810 Vincennes, Chicago, til 
MILLS-MORRIS CO. 
171-187 S. Dudley, Memphis, Tenn. 
MODERN BIN EQUIPMENT CO. 
734 W. Fourth St., Minneapolis, Minn. 
SIGGINS CO. 
704 Broadway, Kansas City, Mo. 
1236 S. 13th St., Omaha, Neb. 
906 Hubbell Bidg., Des Moines, lowa 
SIGGINS EQUIPMENT CO. 
901 S. Boyle Ave., St. Louis, Mo. 


SPARKMAN-BARKER CO. 


550 Santa Fe Dr., Denver, Colo. 
1181 Sherman Ave., Salt Lake City, Uteh 


send for catalog 
BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK aliif KALAMAZOO, MICHIGAN 
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Excerpts from Press Conference .. . 


AUTOMOTIVE NEWS, OCTOBER 17, 1955 





Ford’s Picture of Dealers, Market 


‘ Eprror’s Note: Excerpts from 
the recent Ford Motor Co. press 
conference dealing with dealer 
profits and the market in gen- 
eral are published below in the 
original question-and-answer « e€x- 
change. 

Gorvon: Mac Gordon of AuTomo- 
tive News. I have two questions in- 
volving Ford Motor Co. dealers. 
One, how have your dealers been 
faring profitwise in the last few 
months with the introduction of 
the ’56 models; and two, how far 
away are separate Lincoln dealers? 

Henry Forp II (company presi- 
dent): Well, Walker Williams 
(sales vice-president) will answer 
that, I believe. 

Wu.ums: Gentlemen, I think 
there has been a lot of misconcep- 
tion about dealer profits, and par- 
ticularly, Ford Motor Co. dealer 
profits. 


I would like to tell you that I 
think it is almost an Horatio 
Alger story. Now, you have heard 
a lot publicized about the return 
on sales being two point some- 
thing, or 3.1, and you have heard 
it said very often that that is a 
very small figure. 

Currently, our dealers have had 
a very flossy year, a very good year, 
and that is in spite of the record 
sales, they have cleaned up their 
used cars in good shape. Right at 
the present time, the used-car 
stocks at Ford, Mercury-Lincoln 
dealers is at the lowest ebb in 
years. You hear about 3.2, or 3.4 
return on sales. That is the level 
that existed prewar, a false, high 
prewar percentage, because in '38, 
it was down to about—oh, 2.4. 
Then, it came to 3.3 in 1943. 

Now, then, for Ford dealers at 
the present time it is about 3.4 on 
sales, and that is the information. 

Now, we say, “That is awfully 
small, three cents out of a dollar.” 


Let me show you what happens. 
That 3.4 return on sales means a 
35 percent return on investment, 
and that is our way of looking at 
it. How much are you paying on 
the cash you have risked? Thirty- 
five percent return, gentlemen, is 
something you don’t find in very 
many businesses. I believe all of 
us would be glad to place our 
money in businesses that have a 
return like that. 

Here as an example (reading 
from dealer reports): Here is a 
dealer who, for eight months of 
1955, earned 2.3 on sales, and that 
was 29.4 on investment. That made 
the dealer’s salary and net profit 
for the first eight months of 1955, 
$302,528. 

Now, that is just an example, 
and I have dozens of them just 
like that. 


I think they have done excep- 
tionally well, and they are in a 
healthy state, and we are going to 
keep them that way. 

Forp: How about the loss? Did 
you make any mention of that? 

Williams: Oh, yes. We have 
about 12 percent of our dealers 

in a less position, and slightly 
higher than that in Lincoin-Mer- 
cury, which is as it should be, it 
being a younger organization, and 
I don’t think you can take any 

group of people in any business 
and have any lower losses than 
that, and that is exceedingly low. 

I think, by the end of the year, 

that 1.2 is going to turn out to be 

absolutely nothing .. . 

Forp: You had another part to 
your question. I am going to ask 
Ben Mills (Lincoln genera] man- 
ager) to answer that part of your 
question. 

Muus: I think that for a period 
of at least two years, it is contem- 
plated that there will be no altera- 
tion in the distribution system for 
Lincolns. However, that does not 
imply that after two years there 
will be alterations. We have, for 
several months, been studying that 
and quite frankly, at the present 
time, we have not concluded our 
studies and we do not, at this time, 
know exactly how that will be han- 
dled specifically then. So, we do not 
know at this time just when, or if 
a separate Lincoln dealer setup 
will be established .. . 

Parnam: My name is Joe Par- 
ham, Macon Telegram and News. 


Mr. Ford, is your company con- 
cerned over the automobile financ- 
ing situation? Do you feel that 
automobile credit is over-extended 
at this time? 

Forp: I think Mr. Crusoe (execu- 
tive vice-president) can answer that 
for you. 


Crusoe: I think, there again, 
there has been a lot of publicity 
about over-extended credit. It 
probably isn’t justified. I know 
all of us have heard stories about 
no downpayment and 42 months 


to pay. 


Actually, gentlemen, I believe, in| 


so far as our dealers are concerned, 
that financing of automobiles has 
been very well-administered. Now, 
actually, you don’t find companies 


like the big ones, or the big banks | 


in the country that succeed and 


grow big by doing so on “blue sky | 


schemes.” It has to have a solid 
foundation under it. 


To give you a little comparison, | 


repossessions today are far lower 
than they were prewar, and delin- 
quent payments, I think, are run- 
ning on or about 1.2 percent, which 
is lower than it was in 1952, 53 
and '54, and certainly much lower 
than it was in the years immedi- 
ately preceding the war. 

Now, I believe that it is prob- 
ably good business to get a rea- 
sonable downpayment. I think 
you will find that most of the 


financial institutions would prob- | 


ably take all of the deals they 
could get on a time limit of be- 

tween 30 and 36 months at a 
third down, or maybe a fourth 
down, but I think it has been 
more talked about than sinned 
against. 

I think it is very stable and cer- 
tainly, it has been a great factor 
in the growth and expansion of the 
country and the automobile busi- 
ness. 


Does that answer your question? | 


ParHaM: Yes. 





Hersert: Bill Herbert, Southern | 


Automotive Journal. Mr. 


want you to answer this, rather 


| 


could cause us to have anything 
but optimism. 

Hersert: Do you feel your mar- 
kets, percentagewise, would be 
higher next year than this year 
and in previous years? 

Breecu: Definitely yes, because, 
as Mr. Ford has told you and some 
of the other boys, our penetration 
would have been higher this year, 
but when you produce all the auto- 
mobiles, and working all the hours 
overtime that you can _ possibly 
work, and sell all of them, you 
know you could have sold more 
cars because your dealers are al- 
ways yelling about shortages. 

So, next year, we are going to 
have more productive capacity 
and unless the market runs away 
from us for next year, we expect 
our penetration to be higher... 

Stevert: Charles Sievert, New 
York World Telegram and Sun. A 
fellow up in Flint (Buick General 
Manager Ivan L. Wiles) said he 
was gunning for the No. 2 spot. I 
wonder if you are going to finish 
first this year? 

Forp: You mean Buick? 

Stevert: Yes. 


Forp: We hope so. We think we 
have a very good chance. 

Breech: My answer to that is 
he is going to beat Chevrolet, 
then. 

(Laughter). 

Sievert: That is the information 


|I wanted... 


CuarkK: Dale Clark, WAGA-TYV, 
Atlanta. Late-model cars are still 
showing up on the used-car lots 
just after they are introduced. How 
do you account for that, and is 
there any concern about that? 

R. S. McNamara (Ford division 
general manager): It reflects a very 
high demand for our cars. Those 
new cars you see on the used-car 
lots are used as come-ons. The 
used-car dealers are sending out 
shoppers and buying them one 
here, one there and, of course, our 


Ford, I dealers aren’t able to determine 


whether they are buying it for their 


than one of your other department , Own use, or buying it for resale 


heads, because I have particular | 
interest in getting your viewpoint. 
How many cars do you think the 
industry will sell next year? 

Forp: Well, you have already had 
the answer to the question, but not 
specifically. Do you want to answer 
that, Mr. Breech (company chair- 
man)? 

Bresecu: Let’s put it this way. Mr. 
Williams has already told you as 
far as the Ford Motor Co. is con- 
cerned, that our plans are to go 
right ahead and produce all the 
cars at capacity, including over- 
time, as long as the public buys 
them, and keeps on buying them. 

We have a scheduling meeting 
every month, so it is quite flexi- 
ble. We set our basic production 
schedule on the basis of dealers’ 
orders for that month, and fore- 
cast orders for the next month. 
We see nothing in the future that 





Bags Giant Moose— 
Mel Alsbury, Mel Alsbury, Inc. (Chrysler- 


Plymouth), Hollywood, Calif., bagged a 
1,600-pound moose with an antler spread 
of 40 inches, in the Stuart River area, 
some 80 miles west of Prince George, 
British Columbia. With the trophy horns 
adorning the front of the car, Alsbury 
brought the prize kill home to the freezer 
in his air-conditioned Imperial. 


| On @ used-car lot. 


I think you all may be inter- 
ested to know that we ran a 
series of market research studies 
on the whole subject of the so- 
called bootleggers, and the boot- 
legging of automobiles, and those 
market research studies proved 
conclusively that the average 
person who buys a car from a 
so-called bootlegger saves about 
$50 more than he would have 
saved if he had purchased that 
same car from one of our fran- 
chised Ford dealers. 

Forp: And they think they are 
getting a bargain, but sometimes 
they don’t... 

WitHe_tm: Monte Wilhelm, Cin- 
cinnati Post. Are you contemplat- 
ing any more dealers with the in- 
flux of population? 

Crusoe: I am sure we will have 
to have more dealers to sell a 
greater number of cars. That is 
part of our growth . 

Gorpon: Mr. Ford, just when will 
Ford Motor Co. challenge General 
Motors for the No. 1 spot in the 
auto industry? 

Forp: I don’t know the answer 
to that. Maybe you know it? I want 
to challenge them across the board, 


product-wise, but if what you are) 
asking about is as to the size of 


the corporations, you have got as 
good a chance of answering that 
as we have. Why don’t you take a 
guess? 

Gorpon: 
primarily. 

Breech: I might say that that 
is why we brought you here, to 
take a look at us. What do you 
think? . 

Leo Donovan, Detroit Free Press: 

Do you know, now, how long you 
will be shut down for changeover 
next year? 

Forp: I don’t think—does any- 
body want to take a gamble at that 


one? 
It will be shorter than 


I meant product-wise, 


CRUSOE: 
we have ever shut down before, you 
can bet on that. 

(Laughter). 








Wisconsin Products on Display— 


a a Sido 


Alton V. Kiel, Nash dealer in Monroe, Wis., helped celebrate Cheese Day by fur- 
nishing a Nash Ambassador to the Green County (Wis.) cheese day committee. Swiss 


cheeses were laid out to spell 
in Monroe. 


“cheese day” 


in front of the Town Hall Dairy Co-op 








In the Letterbox 


(Continued from Page 12) 


| than will have been produced. 


Inventories on Jan. 1, 1955, were 
364,000. 

That means inventories on Oct. 1, 
1955, will be 1,064,000. Now, pro- 
duction exceeded sales by about 
200,000 from Nov. 1, 1954 (inven- 
tories, 157,000), to Jan. 1, 1955 (in- 
ventories, 364,000). Assuming (due 
to changeovers), sales exceed pro- 
duction by 264,000 in August and 
September, then, there would still 


| be about one million cars on hand 


on Jan. 1, 1956 


Using others of your figures 
(which have no reason to be wrong) 


|I find that although 1955 sales ex- 


ceeded 1954 gales (i.e. registrations) 
by about 28 percent in the first sev- 
en months of 1955, production ex- 
ceeded 1954 production in the first 


|}seven months of 1955 by about 46 


percent. Am I wrong here? 


What I’m getting at is that I do 
not understand WHY there should 
be so much optimism about the 
auto business for 1956. Remember, 
1955 had the advantage of a first- 
in-six-years major style change in 
all but a couple of models. In 1955 
auto debt expanded at a rate of 
over $500 millions per month. 

An economist would have to be 
insance, drunk and “on weed’ to 
agree any such fantastic rate of 
auto debt expansion COULD con- 
tinue through 1956, when regard is 
had for what the SIZE of auto debt 
will be at the end of 1955. 

Take the number of spending 
units whose incomes are too LOW 
to buy new autos. Add to that 
the number who are too HEAV- 
ILY LOADED with installment 
debt to buy autos in 1956. Add to 
that the number of units who do 
not WISH to buy autos (new), 
and ya ain’t got menny left. 

I will give even money to anyone 
who feels “auto optimistic” for 1956 
that they do not produce over five 
million cars in 1956. Give me odds 
and I'll make that not over 4.5 mil- 
lion. (Now, I mean cars produced 
between Jan. 1, 1956, and Jan. 1, 
1957. Not 1956 CARS produced. And 
I mean passenger cars.) Give me 
five to one and I'll lower the 
damned thing to an even FOUR 
million. 

Gentlemen, I didn’t believe in 
MECHANICAL perpetual motion 
when I was eight years old. I 
haven’t believed in ECONOMIC 
perpetual motion since I was 18 
years old. 

The leaders in the auto industry 
got a very big and happy surprise 
when sales GREATLY exceeded 
their expectations in 1955. They 
are in for a hell of a lot GREATER 
ta in the opposite direction in 
1 


Installment debt added to home 
mortgage debt added to NET ex- 
pansions of inventories in 1955 
(NET expansions of all of these 
Over 1954) adds up to over $2.5 bil- 
lion PER MONTH. That means 
workers have been paid $2.5 billion 
PER MONTH (workers and others, 
I mean, of course) CURRENTLY, 
for producing goods (consumers’ 
goods) which they have not PAID 


Forp: We will try to make it as| FOR, currently. This $2.5 billion 


short as possible, 
that. 


I can tell you 


per month will pay the wages of 
about nine million workers at the 





average wages of factory workers 
for 1955. 

THAT, gentlemen is sans the 
“induce repercussion effects” 
brought about by this $2.5 billion 
being poured into the economy 
per month. Yes, my boys, I shail 
be very happy to have some good 
old Detroit money to use at Santa 
Anita race track. I love money 
won off hilariously optimistic 
people. 

When net expansion of auto debt 
is added to the price of autos pro- 
duced in 1955 (so far) which have- 
n't even been “signed up for” by 
customers, we find that only about 
55 percent of the autos produced in 
1995 have ACTUALLY, been SOLD 
to customers (this includes all re- 
payments of past auto debt.) 

Then, when regard is had for the 
fact that over a two-year period 
the American economy ALWAYS 
rises and falls with the auto indus- 
try, we can readily understand 
WHY this 1955 “prosperity” has 
been a 100 percent phony. 

Oh, but the “great business lead- 
ers” say differently! Check the 
forecasts of “great business lead- 
ers” over the past 50 years. “You 
will find they have been WRONG 


more times than MERE CHANCE 


would be wrong. 


There is one heck of a big differ- 
ence between expansion of PUBLIC ~ 
debt and expansion of PRIVATE ™ 
CONSUMERS’ debt. Both have the. 
same stimulating effect on the 7 
they are expand- 7 
ing. BUT, public debt can be de-~ 


economy 


ferred indefinitely. Consumer debt 

MUST BE PAID REGULARLY 
Here comes a good old depres- 

sion before the first quarter of 
1956 is over. Oh well, Automotive 
News will still be available—and 
so WILL THE DAILY RACING 
FORM (No, I’m making. no com- 
parison, here.) 

Oh, well, in view of the fact my 
old-fashioned wife ALWAYS keeps 
a large (for “pore peepul”’) supply 
of coconuts stacked away in one 
(in fact THREE) of those air- 
conditioning institutions called 
“BANKS,” I shall enjoy a good old 
depression. Moreover, as I’m in the 
apartment house business, tenants 
will be scarcer, more vacancies and 
more important, LESS WORK FOR 
ME. 


That means I will have more 
time to study my Racing Form-— 
and write letters to annoy publish- 
ers.— Harry Thurman, Los Angeles. 

* * * 


Correction 


We wish to call your attention 
to the following item that appeared 
in Automotive News, Sept. 19, page 
41: 

“Erie County Takes Chevrolet 
“Erie County Motors, Erie, P2., 
has been granted a Chevrolet 
franchise. The firm will also han- 
dle Willys commercial vehicles.’ 

Please be advised this is incor- 
rect. We are the only authorized 
Chevrolet dealer in Erie, Pa. I per- 
sonally contacted Mr. Holmes, the 
owner of Erie County Motors, ani 
he informed me that he does nt 
have a Chevrolet franchise.—C. ~ 
Damgy, Dailey’s Chevrolet, Inc, 
Erie, Pa. 
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Perfect Circle an Exception . . . 
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abor Outlook Is Good 


or Auto-Parts Firms 


By Joseph M. Callahan ,26 states and who will make $2.5 
Staff Writer | billion worth of parts this year. 
| LTHOUGH the violent labor “Thus far,” he said, “we've had 
strife of a key automotive sup-|only one notable strike—at the 
blier—Perfect Circle Corp.—has at-| Eaton Mfg. Co.—and we don’t ex- 
tracted nationwide| pect any disturbed conditions dur- 
headlines, the labor|ing the remainder of the year, at 
outlook in the auto) least. 
parts industry is “Our members have signed 
very good, with little; about 200 contracts this year, 
chance of a parts! half of them based on the ‘De- 
shortage disrupting full-scale auto| troit pattern’ (embodying the 
production for some time. | supplemental unemployment 
Labeling 1955 as one of the most| plan).” 
peaceful “contract-expiration” years| Rising said that in about half 
n history was Frank Rising, gen- | the cases, the unions did not want 
pral manager of the Automotive|the supplemental unemployment 
Parts Manufacturers Assn., repre- | plan which was won at Ford, Gen- 
senting a group of 300 parts mak-|eral Motors, Chrysler Corp. and 
prs who employ 400,000 workers in| other places. He said these unions 


elf-Sealing Tubeless Tire 
ntroduced by Seiberling 


(Continued from Page 2) 


LABOR 
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in our economic system — large 
and small — provided each offers 
something worthwhile. We be- 
lieve we have one answer in our 
new Sealed-Aire tire. 

“No one has a monopoly on ideas, 
imagination or ingenuity,” Seiber- 
ling said. “No one can play all the 
instruments in a band at one time.” 

He described the new tire as “the 
most trouble-free tubeless tire in 
the industry.” 


* * * 


exas, and had been proved with 
more than a million miles of. road 
service. 

It will be available beginning 
ext month, in white sidewall de- 
sign only. a ie 

EIBERLING officials were op- 
» timistic at a Detroit preview of 
he new tire Oct. 7. 

“Sing no sad songs for us,” Seib- 
erliing declared. “The nation’s 
smaller companies will survive in 
he face of stiff competition from 
he big firms. ._ xaegatnmonsata plans to go allout 

“There’s a place for everyone in promoting the new tire, and 
officials hope and expect it to be 
the kickoff to the biggest year of 
sales—and one of the best earnings 
years—in company history. 

With the new tire, and with other 
products to be announced early in 
1956, Seiberling hopes to increase 
its share of the passenger and 
truck replacement tire field, the 
company’s primary market since 
its founding in 1921. About 85 per- 
cent of total sales were from this 
field last year. 

But Seiberling is not counting 
on the replacement market alone. 
Through expansion into the rigid 
plastics field, holding onto at least 
its full share of the heel and sole 
and automobile mat markets, and a! 
new entry into overseas manufac- 
turing in Bogota, Colombia, officials 
say they hope to diversify and im- 
prove the company’s business. 

None of this is entirely new, of 
course. A long-range program to 
diversify the company’s lines of 

manufacture actually was started 
in 1953, and several ventures were 
launched during 1954 and 1955. | 

But the company hopes this in- 
vestment will really start to pay 
off during 1956. 

The new tire is another long- 
range project. Outgrowth of a 
| Seiberling-patented development of 

_|the 1930s, it has been quietly de- 
veloped over a period of several 
years. 

A few selected dealers were given 
small stocks of the tires, asked to 
sell them to regular customers and 
reported regularly on their service. 

A promotion program, which will | 
be the largest Seiberling has ever 
invested in a single product, started 
-|at the tire dealer convention Oct. 
/|10, then will grow in intensity to 
concentrate on next spring’s tra- 
ditional “tire replacement season.” 

The push includes a large na- 
tional advertising program utilizing | 
magazines, television and _ radio, | 
and a point-of-sale program pitch- | 
ed heavily to car dealers, who sell | 
a big percentage of premium tires. 

A color film with Sportscaster | 
Bill Stern, showing torture tests of | 
the new tire, was made in Florida) 
in August. Speed tests were made 
at Daytona Beach, Fla., with AAA| 
Stock Car Champion Frank Mundy | 
driving a special souped-up dream 
car, the “Golden Sahara,” built by) 
two California car enthusiasts, | 
bulkheads.” Special rib-type siped tread | James Skonzakes and Bruce Man- | 
Claimed to be quieter than on previous| del. The film is being made avail-| 
dels. able to dealers. 













‘Bulkhead’ Design— 


New tubeless tire is examined by J. P. 
Seiberling, president, left, and E. H. 
Gibbs, the tire's inventor and develop- 
ment manager of Seiberling Rubber Co. 
Rubber cells hold sealant gum in place, 
Prevent it from being displaced under 
heat of fast driving. | 











ufaway View— 


Body of new Seiberling Sealed-Aire 
ss tire is built of nylon, with added 
breaker ply under tread for extra 
gth. Sealant gum is held permanently 
Place by series of rubber cells, or 





were more interested in having the | voted last week to continue their 
whole package put in their mem-/| violence-plagued walkout in New 
bers’ weekly salaries. Castle, Ind. 
* * «® | William F. Caldwell, UAW inter- 
H® NOTED that there was much| national representative, repeated 
less of a pattern in the parts| the union’s pledge not to meet with 
suppliers’ contracts than in other | the company until the State with- 
years. draws the National Guard, which 

Rising continued, “It’s pretty dif-|iS enforcing martial law in New 
ficult - figure up what a iese SUP Castle, Hagerstown, Ind., and Rich- 
packages cost because you have no ™ond, Ind. 
way of knowing your costs after | Last week partial production 
the trust fund has been filled.” | Was resumed at the Perfect Circle 

Looking at the national labor | foundry, which was the scene of 

picture, he commented, “If you | 3 riot in which eight non-strikers 
get away from the auto industry, | and pickets were shot the week 
you see a lot of violent, turbulent | before. 

labor strife this year, like the 
New York dock strike,.the L. & 
N. Railroad strike, the” southern 
telephone strike and the Kohler 
strike. 

“But, excepting for Perfect Cir-| 
cle, our industry has been unusually 
peaceful.” 

He attributed this situation to 
many factors, such as good times 
and the political climate, and 
added: 


Perfect Circle Corp., which is 
not a member of APMA, produces 
about 25 percent of the auto indus- 
try’s piston rings and sells to all 
the manufacturers. 

However, the strike is not ex- 
pected to have a serious effect on 
the auto industry. Early last week 
some UAW workers at a Plymouth 
plant in Detroit refused to use 
Perfect Circle materials but the 
company reported it was getting 

“IT think the biggest thing is that| supplies temporarily from another 
both sides have become used to} company. 
working with their contracts. They ee se 
have acquired the habit of watch- AST week, strikes at two other 
ing the rules laid down in the con- automotive suppliers, the Ben- 
tract.” dix radio division of Bendix Avia- 
tion Corp. and Willard Storage Bat- 
tery Co., were ended. Neither of 
these firms are members of AMPA, 


* * * 


EANWHILE, the CIO Auto 
Workers at Perfect Circle; 








agreement, 
strikers back to work, was a 14- 
cent 
benefits. 


ON THE dealership front, 


since batteries and radios are con- 
sidered accessories. 


The Bendix strike, which had 
idled 3,200 workers since Aug. 31, 
was concluded when the mem- 
bers of Lodge 1561 of the AFL 
Machinists voted 1,241 to 415 to 
accept a settlement which did not 
contain a guaranteed-wage clause. 

The two-year contract provided 


for a six-cent raise this year, a six- 
cent increase in 1956, an extra paid 
holiday, improved pension and in- 
surance plans and other benefits. 


Included in the tentative Willard 
which will send 400 


increase and several fringe 


* * * 


400 
mechanics at 16 Des Moines 


dealerships returned to work last 
week following settlement of a 
week-long strike. 


Members of Local 254 of the AFL 


| Machinists voted 176 to 74 to ac- 
cept the proposal of the Des Moines 
Automobile Dealers Assn. Included 
|in the three-year pact was an im- 
mediate 11-cent increase, a 12-cent 
|raise Sept. 1, 1956, and a 13-cent 
boost Sept. 1, 1957. 


Kientz Holds Open House 
CONCORDIA, Kans. — Kientz 


Chevrolet Co. held an open house 
at its new location at 309 W. Fifth. 
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150,000 readers 
(22c) 


Reaching an estimated engaged 


PER WORD FOR EACH 


RATES: TWENTY-TWO CENTS 
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WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


HELP WANTED 


TRUCK MANAGER. One of country’s larg- 
est Ford dealerships located in large 
metropolitan area has opening for thor- 
oughly experienced truck manager. Must 
have proven record as a top flight volume 
merchandiser. Excellent location, modern 
showrooms and offices. Top salary for 
qualified man. Write, giving full details 
as to qualifications, experience, age, 
marital status and salary expected. Box 
5402, c/o Automobile News, Detroit 26. 


HELP WANTED 


GENERAL SALES MANAGER by General | 
Motors dealer located highly desirable 
city southern California, 700-900 new 
car sales, large used car operation. Capa- 
ble handling all phases new and used car 
sales and of executive ability with out- 
standing .performance record and back- 
ground that will stand rigid investiga- 
tion. Only A-1 man need apply. Account | 
interview difficulties prefer replies from 
California residents. Box 5420, c/o Auto- 
motive News, Detroit 26. 


PARTS MANAGER — Suburban Chicago. 
Need experienced man to manage parts | 
department in expanding dealership. Gen- 
eral Motors experience preferred. Salary 
and bonus, Give all particulars first let- 
ter. Box 5412, c/o Automotive News, 
Detroit 26. 








PARTS MAN 
Surplus dealer truck parts. Experienced only. 
Familiar military and civilian catalogs; salary 
open, good future. 


S and G PARTS 


62 West St., Brooklyn, N. Y. 





EV 3-2600| Automobile Sales Manager 


ENT Tae NEW CAR 
DISTRICT SALES MANAGER—Automo- | 


bile manufacturer wants an aggressive | Large Lincoln-Mercury dealership in Cleve- 
man, preferably with some commercial | land area requires an outstanding sales man- | 
vehicle background, to handle territory | ager at once. A real opportunity for the | 
in northern New York State. We are/| right man. 


ene SS poor eB eer . i. Individual selected will have a proven record | 
of management, productivity and leadership. | 

levels. Give all details of experience in Liberal salary plus override | 

first letter. All replies held strictly con- In reply give complete details of your quali- | 

fidential. Box 5432, c/o Automotive News, 

Detroit 26. 





fications. | 
Box 5415, c/o Automotive News, Detroit 26. | 








BUSINESS MANAGEMENT 
MANAGER'S ASSISTANT 


Automobile manufacturer has _ position 
open for a man experienced in automo- 
tive business management. Must be capa- 
ble of supervising field force and clerical 
office. 


AN EXCELLENT 
IF YOU... 


Please apply in confidence, giving details 
of experience, education and enclose 
small photograph. 


Box 5434, c/o Automotive News, 


Detroit 26 are... 





SERVICE MANAGER. Large single dealer 
organization has position available for 
service manager. Doing a monthly service 
volume of $15,000 to $20,000 per month. 
Located in southern city. Physical lay- 
out new and well situated, with 96,000 
square feet of floor space inside and out. 
Reply to Box 5393, c/o Automotive News, 
Detroit 26. 


... capable of directing 


IF YOU QUALIFY... 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 





activities. 


Automotive News will not divulge the 
name of any classified advertiser using 
a box number. 
wish to protect their identity when an- 
swering box number ads, we suggest 


For our readers who 


you send your replies direct to Classified 
Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
Otherwise it will be forwarded im- 
mediately to the advertiser. 


Detroit 26. 








Ess Re ES 


HELP WANTED 


CHRYSLER-PLYMOUTH DEALER located 
in Ohio, fastest growing city of 27,000, 
is interested in employing an experienced, 
aggressive salesman and assistant mA&An- 
ager capable of increasing sales volume 
on own initiative. This is an exceptional 
opportunity to make good. 125 car allot- 
ment at present time. Prefer man be- 
tween 28 and 40. Additional opportunity 
here to take over business in four or 
five years. When answering, give com- 
plete work history and references. Box 
5430, c/o Automotive News, Detroit 26. 





OFFICE MANAGER — FORD dealer in 
small town near Chicago. A growing 
organization handling 600 new units this 
year and expecting about 900 for next 
year. Have three competent and experi- 
enced girls in office. Salary and bonus. 
Present manager leaving October 31st 
for greater opportunity as a result of his 
work here. Reply, giving details. All re- 
plies will be strictly confidential. Box 
5421, c/o Automotive News, Detroit 26. 


WANTED—OFFICE MANAGER for large 
multiple Ford dealership in southern city 
of 200,000. Thoroughly experienced man 
to take complete charge of all account- 
ing, credits, financial statesments and 
daily operating controls. Volume exceeds 
half million dollars monthly. Good salary 
and bonus. Write details of experience 
past ten years. Replies treated confiden- 
tial. Box 5422, c/o Automotive News, 
Detroit 26. 





HELP WANTED 


NATIONAL FLEET SALES MANAGER 


OPPORTUNITY 


... have a successful background in fleet sales, and 


and expanding truck fleet 


sales program on a national level. 


...send complete resume of personal and business 


... Write to Box 5439, c/o Automotive News, 


All replies confidential. 
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HELP WANTED 


BUSINESS 
MANAGER 


Rapidly expanding Chevrolet dealership 
in Washington, D. C., needs man thor- 
oughly capable of assuming full responsi- 
bility. Volume GM experience necessary. 
This is exceptional opportunity for right 
man. Answer in full detail as to back- 
ground, experience, etc. All replies held 
confidential. 


Reply Box 5416, c/o Automotive News, 
Detroit 26. 



















HELP WANTED 


HELP WANTED 
AUTO SALES MANAGEK. Exceptional 
opportunity with one of Chicago’s largest 
new car dealerships for young, aggres- 
sive man thoroughly experienced in all 
phases of automobile merchandising and 
management. Must be able to direct size- 
able sales force, help close deals, 
appraisals and handle all problems of! 
sales management. Top salary for quali- | 
fied man, Write, giving full information | 
relative to experience qualifications, age, | 
marital status and salary expected. Box) 
5401, c/o Automotive News, Detroit 26. | 


SERVICE MERCHANDISING 
MANAGER 


for 
selecting and 
products, 


merchandising program, 
introducing new 


PARTS MANAGER — MUST be familiar | 
with inventory control, merchandising 
and purchases. Must be sober, intelligent | 
and thoroughly familiar with all phases 
of Lincoln-Mercury parts administration. 
Must live in a University City in Florida. 
In reply, give full details as to past ex- | 
perience and include snapshot. Apply | " : 
Gainesville Lincoln Mercury, Inc., P. O. | tive news, Detroit 26. 
Box 451, Gainesville, Fla. Salary open. | 


ae eon “ a a ? a 





make | Large national company, with nation-wide 
network of service outlets, needs a quali- 
fied Service Merchandising Manager. Must 
be capable of assuming full responsibility 
including | 

service 
developing maintenance pro- 
grams, and establishing competitive pric- 
ing. Automotive experience preferred, but | 
not essential. Give complete information 
in first letter. All replies in complete con- 
fidence. Reply to Box 5435, c/o Automo- 








LEADING USED-CAR AUCTIONS - 


THE NATION 


_AUTOMOTIVE NEWS, OCTOBER 17, 1955 





Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 





MIDDLE ATLANTIO 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman | 
John W. Becker | 





AUTO AUCTION 


TIM ANSPACH 
"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 











MANHEIM AUTO 
AUCTION | 


MANHEIM, PA. 


On Route No. 72—4 Miles Off 
Pa. Turnpike 


10 year continvous operation 
Exclusive dealer ouction | 
Checks & Titles guaranteed 


Sale every Friday 10:00 A.M. sharp 


Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & N.A.A.A. 


Phone Manheim 5-240! 











HORSEHEADS 
AUTO AUCTION 


HORSEHEADS, N. Y. 


One of the pioneers in the business. 
Eight years’ continuous operation. 
Guaranteed checks and titles. 

Two Big Sales Weekly 
Fri. Afternoon | P.M. 


Tues. Night 7 P.M. 


NEWEST, MOST MODERN 
IN THE EAST! 


N. A. D. E. 


Nati. Auto Dealers Exchange 


Route 206, Bordentown, N. J. 
Just South of Exit 7, 
New Jersey Turnpike 


Every WED. 11:00 
All checks and titles guaranteed 
Phone AXMINISTER 8-1702 





Phone E 1254 
324 West Main Street, Fort Wayne, 





MIIDDLE ATLANTIC EAST NORTH CENTRAL 








WE ARE PROUD TO PRESENT 


COL. W. E. "BILL" NAGY 


Top man in his field the nation over. 
THE ORIGINATOR OF MICHIGAN 
AUTO AUCTIONS 
Honest, upright, dependable 
Now auctioneer at the 
Wes Coon Auto Auction 
| U. S. 16 and 24 
| Thursday at 12:30 


New Jersey's 
Only Original Auction 
LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield | 


Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Duneiien 2-9849 





EAST NORTH CENTRAL EAST SOUTH CENTRAL 





GRAND RAPIDS AUCTIONS, INC. 


On M2Il—One Half ae west of Grandville, | LAWRENCEBURG, TENN. 


EVERY TUESDAY—CHECKS INSURED Every Tuesday 
At 1:00 P.M. Sharp—Dealers Only HUNTSVILLE, ALA. 
Auctioneer: Col. W. E. "Bill'’ Nagy Every Friday 


“Michigan's Best" 
Phone: ARdmore 6-4720 


Insured Checks and Titles 











| MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Wili—Our Most Valuable Asset 





On U. S. Route 20A Phone 9009 DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
DEALERS SAY Francis R. Cassell 
Carroll Kopfer 


Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every Tuesday 
12:30 P. M. 
OPEN ALL NIGHT MONDAY 


Phone Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 


All cars paid for by our own check through 
the First National Bank of Englewood. 











CROSSROADS 


. . . where they meet ... buyers and 
| sellers . . . mew and used-car dealers. They 
Phone E 5209 meet at the dealer auctions of the nation 
Indiana | - - and on the pages of Automotive News. 

| You will reach both groups through an 
ad in Automotive News. 


We Guarantee Checks 
Dealers Only 











EAST NORTH CENTRAL 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 


Conveniently located Y% mile from Detroit City Limits 
TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks Phone Dunkirk 3-0150 





GRAND OPENING 


TUESDAY, OCTOBER 25th AT 12 P.M. 
of 


BEREA AUTO AUCTION, INC. 


BEREA, OHIO Phone Berea 4-5151 ROUTE 237 


One mile south of Cleveland airport 
Ten miles southwest of Cleveland Public Square 
Four miles northwest of Ohio turnpike— 
Strongsville exit (Plaza 10) 


Jim Vance, Auctioneer 


Guaranteed checks and titles by Fidelity Ins. Co. of Tenn. 
We reserve numbers — Len Rademoker, Manager 











JOHNSON AUTO AUCTIONS 
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Detroit, Michigan | 
KE 1-9694 | 
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POSITION WANTED 





DEALERSHIPS AVAILABLE 





GENERAL MANAGER, experienced, capa- 
ble profitably operating dealership under 
present challenging conditions, obtaining 
good market penetration, consistently 
moving used cars retail, also obtaining 
reasonable service absorption, Will build 
strong, youthful, aggressive organization 
all departments and operate to a high 
standard, insuring good factory relations. 
College education, steady, reliable, mid- 
dle aged, slender, athletic, good bearing, 
family man, excellent references, Com- 


FOR SALE—DEALERSHIP handling 












e 
Cris 


and Plymouth, 4 counties, Tenn. V;: 
area near AEDC air tunnel. South’s larg. 
est ‘‘nursery center,’’ ‘‘lumber,’’ ‘‘coaj» 
fine farming section. One of Tennes 
best towns. Big factory payroll. Wiil 
business and rent building on long 
lease. Big used car lot. Will do over g 
million volume this year, showing 
profit. Two associate dealers doing goo 
Reason for selling, doctor’s orders. 
5398, c/o Automotive News, Detroit 


PEEE\SEERT 


eg 





pensation $500 a month, use of car and 
10% net profit before taxes. Prefer me- 
dium sized city but familiar with large 
city operation. California preferred but 
will consider other locality, Arthur C. 
Wolf, 6166 Palm, Riverside, Calif. 
SALES MANAGER, presently employed— 
know ‘trucks and trucker’s problems. 
Can boost your sales, one of best sales 





DEALERSHIP FOR SALE or lease, h 









4 


dling Ford. Very busy central New Yo 
community near 2 large cities on 
highway. 120 units, almost new ga 
and showroom, latest equipment. A 
stantial money maker but owner askin 
no blue sky and will extend liberal tern 
to qualified operator. Box 5431, c/o Au 
motive News, Detroit 26. 


aREETE 





records and references. Seven years as 
sales manager, previously a truck 
operator. Prefer Ford or Chevrolet in} 
midwest with right to purchase in, Box | 
5423, c/o Automotive News, Detroit 26. 
GENERAL MANAGER, age 33, four years’ 
experience as same, Presently General 
Manager successful 1,500 car deal. Wants 
to manage Ford or General Motors agency | 
in northern New England, Assure high 
volume, low overhead operation with top 
profit. Consider buyout. Box 5424, c/o 
Automotive News, Detroit 26. 








SALES OR GENERAL manager — Ex-| 
dealer. Proof of successful background, 
excellent character furnished. Reliable, 
mature executive, ability to direct profit- 
able operation. Acquainted used car val- 
ues and merchandising. Strong closer. 


line | DEALERSHIP HANDLING Lincoln-M 


TEXAS DEALERSHIP HANDLING Fork 














cury. First time offered for sale. Aft 
35 years, dealer retiring because 
health, Trade area over 50,000 in rid 
North Platte Valley covering four coy 
ties. 200 car planning potential. Mode 
building, fine equipment and clean pa: 
inventory. Ample lease. Best city 
western Nebraska. Write Box 5428, ef 
Automotive News, Detroit 26, 

Will sell parts and equipment, also build 
ing or lease building. 400 new uni 
planning potential. Excellent facilities, 


money maker but health forces me B 
sell. Must have factory approval. Repl 
kept confidential. Box 5437, c/o Aute 
motive News, Detroit 26. Box 1: 





Consider sales position volume dealer 
small sales force. Prefer New York, Con- 
necticut, Massachusetts. Box 5426, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER—40 years old, Ca-| 











AUTOMOBILE AGENCY in Southern Ill 


nois oil town. Largest independent d 
Also foreign car franchise. $20,000 de: 
Quick sale, $10,000, due to illness. Writ 
123 W. Fourth St., Mt. Carmel, IIl. 





pable of managing all phases of dealer- | 
ship. Experienced in General Motors line. 
Prefer Florida or Colorado. Must be pro- 
gressive dealer who wants volume or/ 
small dealer who wants to grow. Box 
5425, c/o Automotive News, Detroit 26. ' 





HELP WANTED 





®@ Accounting Training 


DOMESTIC REGIONAL 


@ Must be competent Pilot 


or— 


agement 


positions. 


| AGENCY HANDLING DeSOTO-Plymouth 


CESSNA AIRCRAFT COMPANY 


“Producers of the World's Finest Executive 
Air Fleet" 


Offers Unusual Career Opportunities 


BUSINESS MANAGEMENT MANAGERS 
BUSINESS MANAGEMENT REPRESENTATIVES 


Requirements: 


®@ Business Management experience working with 
uniform accounting system from factory level. 


®@ Some travel — Live in Wichita 
Flying experience not required. 


EXPORT REGIONAL SALES MANAGERS 


Requirements: 


®@ Sales Management experience working with Dis- 
‘ tributor-Dealer organization from factory level— 


@ Executive Sales experience dealing with Top Man- 


®@ Travel and headquarter in Wichita 
@ European export experience required for export 


CESSNA 


New Brunswick, N. J. Sells 30 new cam 
monthly. Will lease sales room and g 

age. Rafferty & Blacher, Attorneys, § 
Paterson St., New Brunswick, N. J. 
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SALES MANAGERS 
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If you meet these requirements and are interested in an 
unlimited opportunity with the World's Leading Producer of 
Executive Aircraft, send your resume and recent photograph to 
the Employment Manager, Cessna Aircraft Company, Wichita, 
Kansas. (No phone calls please). : 


FINANCE MEN 


National finance corporation requires men fully qual- 


ified as: 
BRANCH MANAGERS 
OFFICE MANAGERS 


Company has over quarter century of service in auto 
finance field and undergoing greatest expansion pro- 
gram in its history. 

Future progress depends on individual ability. 

Multiple employee benefits including Retirement 
Program, Profit-Sharing, Hospitalization, liberal Group 
Life Insurance. 

Those selected will be paid top salary and will qualify 
for Incentive Bonus for 1956. 

All replies strictly confidential. 

Box 5411, c/o Automotive News, Detroit 26. 
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DEALERSHIPS AVAILABLE — DEALER SERVICES ACCESSORIES FOR SALE CARS WANTED ANTIQUE CARS WANTED 
ALERSHIP HANDLING Dodge- FOR SALE — NEW MoPar music-master| CHRYSLER V8 CROWN Imperial limou-| WANTED—4-DOOR, 7 passenger touring io 
uth in smaller west Michigan com- radios, 8-tube, part number 1495951, °53- sine, Used late model. Must be sharp. or convertible car. Also 1914 and 1917 i 
munity. Potential 75-100 units. Modern | *54 Plymouth. Sale price $45 each. Box| Isaac Motor Sales, Inc., Phone 6-1108,| Model T. Send complete details, price. 
ties. Buy parts and equipment only. | PREP ARE 5414, c/o Automotive News, Detroit 26. Bryan, Ohio. | Pictures will be returned if no deal. Jack 
available, Partners dissolving. Box CARS FOR SALE —FRUCKS WANTED | Sordoni, 45 Owen St., Forty Fort, Pa. 





5407, c/o Automotive News, Detroit 26. 


SHIP HANDLING Studebaker in FOR 
a college city. Good trade area, 


excellent climate and living conditions. 
Will consider young partner with a small COMPETITION 
amount of cash with proven sales ability. 
Call or write Henry Lowe, Opelika, Ala. | 


| 
SALERSHIP HANDLING Chevrolet —|f' Are You Getting Your 
New York state. 200 planning potential. 


Long well known. Poor health reason for|§ Share of Your Market? 
gelling. Grand opportunity for right man. 
Box 5387, c/o Automotive News, De- lf Not — You Can Do 
troit 26. 
DEALERSHIP WANTED 





WANTED—USED JEEPS. Willys 4 x 4 sta- MISCELLANEOUS es 
Cio WaGeNns ANd PSUS, TUAWS CATT OTE | ncsittiecqeeeinnstiestnemtioneeenin 
load. Call, wire or phone Kurland Motors, 


"CAR DEALERS" 1134 Broadway, Denver, Colo. nun wai hie 
“PARTS DEALERS" WANTED | 


FORD TRUCKS, TRACTORS AND DUMPS TOW BA e S 
SELLING 1 to 200 F800 and F900 1953 or later 
Buy one or fifty. 


1953 PLYMOUTH SEDANS W. E. McCARTHY LEAD IN SALES... 
EX - TAXIS 241 Mystic Ave. Medford, Mass. VALUE AND See 


Mystic 6-3500 
PERFORMANCE 
Excellent condition, upholstery new, BUSES WANTED 


WILL BUY USED school buses—36 to 66 Meet 1.C.C. Requirements 
passengers. One or twenty, also airpor- 


ters. Dealer. Box 5419, c/o Automotive MOTO-.-MATIC 





i cee nc S 


Something About It. 













We specialize in dealer analysis 
and reorganization with special 
emphasis on new and used car | heaters, good motors. 
sales. 





ATTENTION- 


ate Tien adnate. Me. ot. 















DEALERS or BROKERS SACRIFICE PRICE . News, Detroit 26. ; 
. ne { 
If you feel that your business a SHOP EQUIPMENT FOR SALE TOW e GUIDE 
jag Want Oldsmobile or Olds-Cadillac dual needs rejuvenating write us for -tanantsiieansioesieteniopsensiasienaichieapsansinesssininssiaaaiacaiaesanaies | 
in California ONLY. details. A three cent stamp may SID LAVENE DE VILBISS SPRAY ROOM and ii 
make you thousands more every Warehouse 14' x 28', door each end, windows one side, | BRAKE-MOBILE 


blowers, 12 triple fluorescent lights. Has been 


910 Spring St. Philadelphia; Pa. | osely, .sssombled bet not casiked. Cost 
or phone Kingsley 6-1100 Manley J3 Crane for jeep or pickup—$150.00. ee 


CANELL CO. 
616 Communipaw Ave. Delaware 3-6898 | with Automatic Brake 


Jersey City, N. J. 
Cannot Be Matched 
At Any Price 


Write Today for 
Illustrated Catalog 


month. 






Cash and factory approval available. 


| DEALER 
| DEVELOPMENT CO. 


| 902 Dermon Bidg. 
MEMPHIS, TENNESSEE 


PURCHASE General Motors, Ford | 
mor Chrysler product dealership, any size, | 


NEW and USED 
ean. Lease ‘bullding or will buy. All| CAR DEALERS 


cash; consider paying some blue sky for | Why waste your time and money trav- 
desirable dealership. Factory approval | INVENTORY SERVICE || eling in search of A-1 used cars? We 


already assured. Box 5418, c/o Auto- 
Parts and Accessories have a steady stock of about 200 


motive News, Detroit 26. 
¢ CHEVROLET, FORD, BUICK ” CERTIFIED REPORTS e 
—* , "| ~ | @ Obsolescence Disclosed | 


y i io. Ci 25,000 A — 
Pontiac agency in Ohio. City from 25,0 es or Over Establi 



















BILL W. BLEICHNER 
Box 147 


yi te 





Crowley La. 








ATTENTION 


CAR RECOVERY 


Wotch this column You may heve 
the opportunity of helping to recover 
stolen property and possibly winning a 





andar erat mene th setae al 


4 


~~ 


reward 





Factory Sales Division}. 
PILOT DISTRIBUTING | 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 





Or, through this column, perhaps we 
can help you recover a stolen car or 





beautifully re-conditioned cars. Delivery 
service all over the nation in our car- 
to 150,000. Have necessary cash and can | @ invent lave. Evaluated riers or driveaway service. 


find the party who gave you a worth 
less check. Alert dealers all over the 
country ‘in the fastest time by placing 
on ad in this section 


get factory approval. Replies confiden- | 
tial, Box 5427, c/o Automotive News, | @ Analysis of Methods and Procedures 


Detroit 26. Full time experts. No pick-up part time help. | ‘ Write or Call 
DILLAC OR CADILLAC combination SAVE MONEY | Jimmy DeRose, Used Car Mgr. 


rates, opposite page 








dealership desired. Cash available for : : : | $50.00 REWARD OFFERED for inf - ' 
immediate transaction, Replies strictly ioe ane for service raya JEFFERSON CHEVROLET eo contain Ge Gaeahiene of S508 “Leaders In The Industry" 
confidential. Box 5305, c/o Automotive | utomotive Inventory Service Co. LOrain 7-5750 Detroit, Mich. Ford blue Mainline, 6 cyl. tudor, motor | Since 1939 


No. A5UG103600. Owner (calling himself | 





News, Detroit 26. | 10040 Freeland Detroit 27, Mich. WE 3.6445 | 
BUSINESS OPPORTUNITIES | 





| Joe Kiser) skipped. Box 5429, c/o Auto-| 
| motive News, Detroit 26. 


































| ae 
AUTOMOTIVE Parts and Whole- 9 ATTENTION DEALERS !!) __ANTIQUE CARS FOR SALE | PCR SlCr en owner. of Willie Green i 
Gole Distributor. South Dakota. ff INVENTORY SERVICE | SPECIALIZING IN THE SALE OF Mocks good. Call or write MananenreMo,| notets, Ine. of Huntington, W. Va.. 
4 s d. or write smann Mo- . i . 
? Gross sales $372,000. A large and Complete parts and _accessories inventories | EX-TAXIS tor Co., Three Oaks, Mich, Phone 5511. aaa <a ae ae ce 1 
“&ctive operation valued at $185,- for all dealers by qualified, bonded employes. | Ey ceitent Bodies - Good Motors - Heaters | FOR SALE—SHOW CAR. 1932 Chevrolet| accessories, equipment and special tools, 

. Make offer for this potential | Reconciled to book figures. Obsolescence | Upholst N | tudor sedan. Displayed at Chevrolet an-|* office equipment, used cars and assign- i 
Boney maker. Write Box 5433, c/o | established. Operating in southeastern states. | phoistery New | nouncements, auto shows, county fairs ment of lease upon garage and adjacent i 
R dee se 3 ’ | Sec. 6. ' i | BUY NOW—LOWEST PRICES EVER and parades. Low mileage, original used car lot. Terms, cash. Bids should : 
‘Automotive News, Detroit 26. 0. E. Kinney Inventory Service Co. | chrome and paint. Five new tires. Looks be directed to First Huntington National ; 
4 | 727 Ponce de Leon Place Atlanta, Ga. 1951-1952 and runs like new. Make offer. Paul Bank, Executor, Huntington, W. Va. 





Se | | Lawson, Elyria Motors, Elyria, Ohio. 
EENESS FORCES SALE. Eight unit | | Plymouths — Fords — Chevrolets 


REPLACEMENT — CONVERTIBLE tops, 




















fen syarauent_ on ‘besutiful‘Freamare tr ee For Quick Results ($18.75; headliners, $12.60; cviian, Jeep 

Island. Sixteen months old, masonry con- FOR SALE Use A sade s 

struction, sea wall, dock, shuffle-board, | MORRIS FREEDMAN | “ae iy a — —'s “ae 
ultra-modern furnishings, beautifully | 54th & LINDBERGH BOULEVARD | | pres catalogue. oston & uck, ‘ 

i i | Cambridge St., Boston 14, Mass 

landscaped, electric kitchens, tile baths, PHILADELPHIA 43. PA ** , . : 
air conditioning. On bay, one block from | a U i C K Pp A R T s 1 FA, | : — — - ooo 

Gulf. Good income. Priced at $75,000. | SARATOGA 7-2300 nip ACCESSORIES WANTED oie acnnaniaesnieiassei—slctall : 


_ 


Required cash $41,000. Write owner, Milo 


A. Taylor, 260 - 108th Ave., St. Peters-|| All Other GM Parts Also 











burg, Fla. ——E UP TO 50% DISCOUNT ROBINSON AUTO RENTAL WANTED TO BUY! | 
DEALERS’ MAILING LIST—Ford, Chev- Extra Discount on FLEET LEASED CARS 


rolet, Plymouth, DeSoto, Chrysler, Olds- pec | -_ —- 

— Buick dealers. Complete national | Fa s — oa ae i 1954 es 1955 

it. October, 1955 checked. On addressed | st—Direct—C.0.D. rvice 

labels, 32M, $14 per M. Box 5436, ¢/o CHEVROLETS, FORDS, PLYMOUTHS | 0 AR 
SAME-DAY DELIVERY 


Automotive News, Detroit 26. Deluxe and Standard— 
apy Scaiaaaane ee . Many two-ton 
—— if it's really ergeat, cur compeny- Now available ot tate hati in the fol-| 1949 > 1955 


owned plane will deliver, at rea- || \owing cities: Philadelphia, Baltimore, Wash- 
“BIRD-DOG" SALES PLAN | sonable extra cost. ington, D. C., Pittsburgh, Akron, Cleveland, ANY MODEL Ps ANY QU ANTITY 
Call Slocum 6-8501 


PAR MOTOR PARTS, Inc. 


ill give you HUNDREDS of “bird-dogs" in | nati, Louisville, St. Louis, Kansas Ci Lin- 
our territory. Already in use by many dealers | GORDON BUICK coln, Neb., Oklahoma City, Fort Work Dal-_| 
d thoroughly tested. Results guaranteed. A | Largest Buick Parts Dealer in U. S las, New Orleans, Atlanta. | 
DEALERSHIPS AVAILABLE CARS WANTED '| 1150 East New York Ave. Brooklyn 12, N. Y. 


complete information ‘snd sample forms, || 1000 S. Wabash Ave., Chicago, Ill. sae * eee 

1956 LINCOLNS |, aes | 
4-DOORS - HARDTOPS N S b t 0 4 
Any quantity, any colors or ew U $s crip ion r er 


C. Hammond, Jr. Fair Bluff, N. C. Phone WAbash 2-1030 229 S. Hanson St. Philadelphia, Pa. | 
|. E. Spatig, Used Car Mgr. Sherwood 8-1500 

















ONE OF TOP 


BIG 3 DEALERSHIPS 
FOR SALE 


options acceptable. Invoice 


: . Send Automotive News to Address Below 
plus depending on distance. 


U. S., Canada and U. S. Possessions 








Through Jobber [] Insurance [] Financial [] Supplier [) 
AUTOMOTIVE NEWS is OE ins adnnce'tdaci'edt anes biewheekanahe Wine 0sscaee cbennamane 
Classified Want Ads 10-17-55 


nes eee ee EE SS SS SS SE ES SS SS SS SE SN SS es ee ee ee ee ee! 


Detroit 26. 











I 
| 
| 
| 
| 

(CITY OF 150,000) Phone, wire or write One Year $8 [] or Two Years $14 [] 4 

; BERNARD GAY INC. All Other Countries — One Year $12 [] or Two Years $20(] | 

Over 70% of net worth in cash—other assets— LINCOLN-MERCURY | ‘ 
excellent shape—NO real estate or used cars! 312 E. Liberty St. AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. : 
Attractive leases _— background of many profitable Wooster, Ohio Wlc-c.0 040d Ks 0db 60d 85565600 aE tO asd ween ek tate San eekek oeetsee 
years. Must sell for reasons beyond control. Location De Es. ss au dutnow sence petmantgaieasiikaadeusasudpcecumeion | 
ent celles, qgjé§- = «3 |.  §. ..  . SRmmmmmEERMAMRMRREETE «565 0scceksednscsciesscassvesrecentasacesiaaresecssniedinebmiannnel 
This is owner's ad—no agents. All replies confidential. > a Market Place! RE WIIIN. 05s kirk dds stavnawnecaraceenses Zone No......... 
Factory approval most exacting for this dealership. SELL iT! OE icccadansdcvianaetnssa bas bns pada heak sake OOK 56 kk s0nk cece 
TRADE IT! TRADE CONNECTION: | 
Box 5438, c/o Automotive News, HIRE HELP! Car Dealer [1] Truck Dealer [] Manufacturer [1] | 
| | 
| 
| 
| 
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Announcing 


PowerStyle"CHRYSLER 


1955 is already going down in automotive 
history as the year Chrysler Dealers set 
the pace with the greatest percentage of 
sales gains in the fine car field! 


1956 is destined to be even better . . . with 
Chrysler setting a blazing pace in style and 
performance and sales climbing even faster! 


That pace-setting automobile you see above 
is the simple reason why. 


The new “PowerStyle” Chrysler for 1956 


is as excitingly new as a new car can be. 
It’s lower, wide and |-o-n-g — 18 feet long 
from the new outrigger front bumper to 
the new flight-swept rear fenders. New 
outside . . . with dazzling new colors in 
the most-wanted combinations. New inside 
... With the most magnificent new interiors 
ever created for any car. 


And in the performance department, too, 
this new “PowerStyle” Chrysler’s really 
got it! 








the new 


New FirePower and Spitfire V-8’s! Higher powered 
version of first automotive airplane-type V-8. 


New Pushbutton PowerFlite! The automatic trans- 
mission operated by pushbuttons on the dash. 


New PowerPilot Steering! The full-time power steer- 
ing that gives a positive feel-of-the-road. 


New PowerSmooth Brakes! The safest, smoothest 
of all. And they'll outlast the next-best brakes 2 to 1. 


New Highway Hi-Fi! For the first time in any car, 
a true high-fidelity long-playing record player. 


New Instant Heating System! Another “first”—warms 
the car to living-room temperature in seconds. 


It all adds up to a great new year for the Chrysler 
Dealer. Watch and see! 


NOW MORE THAN EVER—AMERICA'S MOST SMARTLY DIFFERENT CAR! 





CHRYSLER DIVISION - CHRYSLER CORPORATION 


12200 East Jefferson Avenue « Detroit 31, Michigan 


1956 CHRYSLER NEW YORKER DELUXE ST. REGIS ~ 
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